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New-Car Stocks 


In Field and in Transit, 
Total for Industry 


869,771 


Current 
Month 


Current Records 
High (903,789) March 1, 1956 
Low (157,607) - - - Nov. 1, 1954 
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779,103 


Previous 
Month 


733,008 


1957 
Month 


Used-Car Inventory Soars 
To Four- Year Record 


TOCKS of unsold used cars held 

by franchised dealers have 

soared to the highest point recorded 
in four years. 

As of March 1, according to 
Automotive News’ estimates, such 
inventories were good for 49.4 
days of selling. This represents 


an increase of more than 17 per- | 


cent in a month’s time. 
Not since the spring. of 1954 has 


New Bill Attacks 
Bootlegging, Pack 


Monroney Introduces 


Disclosure Measure 


By William Ullman 
Washington Correspondent 


ASHINGTON.—A bill requiring 


the tagging of new cars with| February weather 
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Sales Gains Hint at Early Relief 


By Maynard M. Gordon 
News Editor 

HE dealer stockpile of U. S.- 
built passenger cars is just 
short of the alltime inventory high. 
On dealer premises and in tran- 
sit March 1 were an estimated 869,- 
771 new cars. This was 11.6 percent 
and 90,668 units greater than the 

Feb. 1 total of 779,103 cars. 


A boost in the selling rate late 


in February kept the stockpile 


there been such a backlog of used | 


units cluttering up dealer lots. 
Dealers surveyed by AUTOMOTIVE 

News were practically unanimous 

in reporting stagnating sales and| 


| virtually nonexistent profits. Only 


a few were able to muster any 


| optimism. 


| 


| 


* * as 


oo grasped at One ray of sun-| 
shine in the otherwise somber 
picture: Because of the slow rate | 
of new-car sales, the volume of! 
tradeins being added to already) 
unwieldy stocks has slowed down | 
considerably. 


One dealer said that many 
new-car retailers in his area were 
holding used cars which they ac- 
cepted in trade last fall. The re- 
sults, he said, “could be dis- 
astrous” if these used cars were 
purchased at autumn prices. 
Some dealers reported that foul 
had virtually 


information as to suggested factory| wiped out two weeks of selling. 
delivered price and other vital|Said a dealer in New York State, 
statistics was readied for introduc- | “The first three weeks in February 
tion in the Senate today (March 17), | saw the worst sales in our history.” 


Automotive News learned last week. 


The legislation was drafted by/| brought complaints from a dealer 
Senator A. S. Mike Monroney,|jin the Southwest. 


The other end of the month 


| 


He said, “The| 


though far from pleased with 


from reaching the record plateau 
of two years ago. The highest in- 
ventory ever recorded was dated 
March 1, 1956, when 9037789 new 
models were stacked up. 

Talk of the “million-c inven- 
tory” has faded somewhat in recent 
weeks because of _ re-intensified 
sales efferts and a. closer alignment 
of prefuction scheduling with the 
inventory turnover rate. \ 
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eae like Clevé@land 
Automobile Week conttibuted | 
to the slight upturn registeted in| 
sales toward the end of Febtuary. 

An Automotive News poll showed 
that 90 percent of dealers contacted, 
les, 





Inside 
Auto News 


More. cities stage “Auto 





Week” promotions. Page 3. 


Makers step up._.bonus 
plans. Page 2. 


Dealers to push hard on 
"58 Safety Check. Page 40. 


New-car registrations, prices. Page 62. 
Used-car auctions. Pages 4, 83. 
Output by makes. Page 93. 


By Robert M. Lienert 
Associate Editor 
7 best sales performance in 3% 
years has been racked up by 
American Motors, according to 
just-released registration figures. 
Automotive News’ an@iysis of R. 
L. Polk & Co. registration figures 


Oklahoma Democrat and chairman | ysed-car market dropped off for also shows: 
of the auto marketing practices | 


. subcommittee. 

Apparently aimed at curbing 
bootlegging and price packing, 
the bill requires domestic manu- 


facturers and new car importers | 
to “firmly affix” to the windshield | 


ef new cars distributed in com- 
merce a label disclosing their- 
suggested delivered price. 

The following additional informa- 
tion also would be required on the 
label: 

1. Suggested factor y-delivered 
price of each accessory or appli- 
anee “physically attached” to the 
unit but whose price is not included 
in the basic price. 

2. Name, make, model and serial 
number of the car. 

3. Final assembly point of the 


* = * 


Name and location of the place 
of business of the dealer to 
(See DISCLOSURE, Page 4, Col. 1) 
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Bandwagon Rolling 
For Auto Excise Cut 
ASHINGTON.—The drive to re- 
’ vive the lagging auto industry 
by rolling back the Federal. excise 
tax on new cars picked up steam 
week, with both the produc- 
and retailing segments the 
pledging that the ngs 
be passed on to consumers. 
eral Motors, Ford, Chrysler 
(Continued on Page 6, Col. 1) 
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Each Maker's Share... 


1. Ford Motor Co. sagged to a 


Car Sales: January vs. December 


First Month, 


Pet. Pt, 
Change 
During 
Month 
— 12 
—446 
+1.30 
+ .71 


Pet. of 
iS.» 
Jan. 


. 27.24 


Pet. of 
Regis., 
Dee. 


Chevrolet 


8.61 
1.77 
7.15 
5.66 
3.06 
2.87 
2.84 
2.27 
1.64 
1.32 


Lt 
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1958-1957 


Pet. of Pet. of 
Regis., Regis., 
Year to Year to 
Date, 1958 Date, 1957 
27.24 23.12 
20.88 25.26 
8.61 9.43 
77 427 
8.01 
5.49 


Pet. Pt. 
Change 
"58 vs. °S7 
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were counting on an inventory re- 
duction this month. 


A factor in their estimates was 
the tapering-off of the production 
rate at less than 100,000 units a 
week. The cars-in-transit total 
March 1 was estimated at 44,000, 
compared to 54,100 on Feb. 1 and 
a model-season high of 71,300 on 
Dec. 1. 


Dealers were working on a whop- 
ping 68-day supply at the depressed 
February selling rate, compared 
with 55 days Feb. 1 and 46 days 
Jan. 1. 
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AS EXPECTED, the February | 


growth in the stockpile left all 
1957 calendar-year readings well 
outpaced. The latest total of 869,771 
was 22.8 percent higher than the 


| March 1 sum last year and surpas- 


sed the 1957 peak inventory of 787,- 


| 749, recorded last June 1. 


The March 1 stockpile was the 
fifth highest on record. All of the 


| four higher totals occurred during 
the February-May period of 1956. 


Dealers in every section of the 
country agreed that buyers were 
waiting for some manifest action 
that would restore confidence and 
loosen purse strings. 

Several dealers qualified predic- 
tions of a spring sales upturn with 
the observation that prospective 
purchasers were deferring new-car 


'Pemsivation Gains Scored 
‘By AMC, Imports, GM 


two-year low in its share of the 
new-car market. 

2. Sales penetration of General 
Motors exceeded 50 percent for the 
first time in 15 months. 

3. Both Chrysler Corp. and 
Studebaker-Packard showed gains 


over the previous month in their| 


share of the market. 


4. The penetration of foreign cars 
reached a record high. 


A™- accounted for 2.44 percent 
of all new cars sold during the 
month. Not since July, 1954, when 
its share was 2.50 percent, 
AMC’s penetration been so deep. 

Ford Motor’s share of 25.82 per- 
cent in January was its shal- 
lowest penetration since January, 
1956, when it accounted for 25.16 
percent of new-car sales. Ford’s 
lowpoint in 1957 was 29.84 percent 
in March, the only month during 
the year in which its penetration 
fell below 30 percent. 


GM's penetration of 50.66 pe®cent 
in January was the first time since 
October, 1956, that it had taken 
more than half of the market. Its 
share then was 50.27. 

Miscellaneous makes accounted 
for 4.94 percent of the January 
market, highest level ever attained. 
When Metropolitan is considered a 


CORP.’S January 

r-sales share was 15.15 

percenf, which was better than the 

13.67 percent achieved in December, 

but still below its overall 1957 

averdge of 18.33 percent. ‘ 

debaker-Packard, with 0.99 

percent of total January Sales, also 

was up over the previous month, 
(Continued on Page 4, Col, 4) 


has | 


commitments until the Apr. 15 Fed- 
eral income tax deadline. 
* * * 

ONGRESSIONAL demands for 

auto excise tax cuts also may 
be a deterrent to a market pickup. 
Administration leaders declared 
against any cut in the 10 percent 
rate last week, but Congressmen 
from Michigan and Indiana still 
were planning to press excise- 
| cutting proposals. 

The bright side of the auto mar- 
ket, on the other hand, boasted 
| a large reservoir of developments. 

Industry leaders, including 

Buick General Manager Edward 
T. Ragsdale and Plymouth Gen- 
eral Sales Manager Jack W. 
Minor, maintained last week that 
the cash is there for car pur- 
chases, but that the direction of 
flow is towards banks and insur- 
ance companies instead of show- 
rooms. 

In support of the “watch, wait 

(Continued on Page 4, Col. 1) 


rysler’s Pace 
Rises as Output 
Hits 90,000 


By John K. Teahen Jr. 

Staff Writer 

io by Chrysler Corp., 
which enjoyed its best week 
|}in two months, U. S. auto produc- 
| tion climbed to an estimated 90,122 
|units last week. The total was 7.4 
| percent better than the revised fig- 
jure of 83,892 posted the previous 
| week. 

A sizable increase at Ford divi- 
jsion and the resumption of 
| Rambler production after a one- 
| week shutdown also contributed to 
| the rise. The 90,122 units were 708 
|percent of the AvtTomotive News 
| three-year index. 


| Last week also marked the 
assembly of the one-millionth 
car of 1958. The milestone unit 
was built late Tuesday (March 
11). Last year, the one-millionth 
car left the line Feb. 23. 

Despite last week’s upturn, first- 
| qua production is certain to be 
lthe low@st since 1952. It is ex- 
pected tO be about 1,250,000 cars. 
(Continued on Page 93, Col. 3) 





Top Cars 


New-car registrations for one 
month: 
1958 
Pos. 
1—104,028 
2— 79,738 
3— 32,900 
4— 29,679 
5— 27,293 
6— 21,641 
7— 11,667 
8— 10,954 
9— 10,853 
10— 8,653 
1l— 6,266 
12— 5,049 
13— 5,028 
14— 3,516 
15— 2,904 
16— 1,902 
lji— G7 


1957 
Make Pes. 
Chevrolet 161,116— 2 
Ford 110,454— 1 
Plymouth 41,262— 3 
Oldsmobile 31,787-— 5 
Buick 35,013— 4 
Pontiac 24,015— 6 
Dodge 18,442— 8 
Mercury 19,215— 7 
Cadillac 11,308— 9 
Rambler 6,914—12 
Chrysler 8,206—11 
DeSoto 8,4<7—10 


Edsel 
Studebaker 5,051—13 
3,143—14 


Linceln 
Imperial 2,233—15 
585— 16 


Met. 
18— 250 Packard 363—17 
18,874 Misc. 9,250 
Total All Makes 
381,932 437,320 
Further details on Page 62. 
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New-Car Sales Is Issue. . . 


AUTOMOTIVE NEWS, MARCH 17, 1958 


Suit Tests Ohio Curb 
On Indendent Dealer 


COLUMBUS, 0.—A “friendly” 
suit that may eventually determine 
whether Ohio’s nonfranchised deal- 
ers can legally sell new cars was 
filed in Franklin County Common 
Pleas Court here. 

The suit asks the court to decide 
whether the State is required to 
furnish a used-car dealer a new- 
car title for a new car. 


Jan. Ross Motor Co., nonfran- 
chised Cadillac-Oldsmobile dealer 
here, filed the petition. 

The firm asks a writ of man- 
damus to require the Franklin 
County clerk of courts to issue a 
new-car title on a new Morris 
the Columbus firm acquired by 
reassignment from a West Vir- 
ginia dealer. 

Roy King, Franklin County clerk 
of courts, refused to issue the title 
so as to lay the groundwork for a 
court test of a Bureau of Motor 
Vehicle regulation forbidding him 









































22nd Annual Almanac 


Is Due on Apr. 28 


DETROIT. — Automotive News’ 
twenty-second annual Almanac 
will be issued on Apr. 28 as the 
second section of the regular edi- 
tion. 

Consisting of 300 pages, the 
Almanac will cover developments 


other subjects. 

Photos and biographical 
sketches of 1,200 industry leaders 
will be given, as well as a buyers’ 
guide listing personnel and prod- 
uct information on more than 
2,000 automotive concerns. 









WASHINGTON. — A typical car 
owner's bill for driving 10,000 miles 
annually will run about $75 higher 
this year than it did a year ago, the 
American Automobile Assn. said. 

It is the biggest boost recorded 
in recent yeats. The average 
yearly increase between 1953 and 

1957 was $29. 

The largest single increase in the 
cost of owning a car is in deprecia- 
tion, the AAA said. In 1957, annual 
average depreciation on a low- 
priced, recent model car was $514, 
compared with $565 at present—a 
difference of $51. On more expen- 
sive models depreciation is gener- 
ally higher. 

The only item which showed a 
decrease in the past year is the 
cost of gas and oil per mile. While 
the average price of gasoline rose 
by about one-third of a cent per 
gallon, a 1957 six-cylinder, low- 
priced car reportedly averaged one- 
half mile more per gallon of gas 
than did a similar 1956 car. 


Bic data for the report was 





ed to the AAA by Runz- 
& Co., Chicago, a research 

; ng firm which develops 

Os es for auto fleet opera- 
#s. Calculations are averages of 

c is reported from 42 areas in 
ws. 

af fixed costs, which include 
mma that do not vary with the 

.of miles driven, as follows: 











1958 1957 

.$565.00 $514.00 

wadneede 95.35 86.92 

21.36 16.48 

19.16 17.68 

701.31 634.87 
1,000 miles for an- 
in excess 

ens ropes CO 11.72 


fixed costs, includes 
1958 1957 
Gas and oll........2.39 cents 2.42 cents 
Maintenance .. «19 conte .74 cents 
Tires .............. S89 cents .53 cents 
On the basis of the above figures, 


calculated that a motorist 
fairly new car similar to 
dard” car would spend at 








AAA Reports Total at $1,078 a Year... 


Cost of Driving Up $75 





to issue the title unless the dealer 
is franchised. 

The suit is backed by the Central 
Ohio Independent Automobile Deal- 
ers Assn. and the Ohio Independent 
Automobile Dealers Assn. 

A similar suit by Ross a couple 
of years ago was thrown out of 
court on a technicality. 

On the basis of lower court 
rulings, two other Ohio counties 
—Cuyahoga (Cleveland) and Allen 
(Lima)—are issuing new-car titles 
to nonfranchised dealers. But 
other counties, at the request of 
the Bureau of Motor Vehicles, 
have refused to go along. 

Both parties to the Columbus suit 
agree, however, that a decision fa- 
voring the dealer probably would 
open the gates throughout the state 
for the sale of new cars by the non- 
franchised dealers. 

If the decision is unfavorable to 
the dealer, the case probably will 


be carried to the Ohio Supreme} 


Court. 
Spokesmen for independent deal- 


ers claim 10 percent of new cars| 


now being sold in Cleveland are 
coming through nonfranchised 
dealers. 

Ross claims to have an inventory 
of 50 new Cadillacs, Oldsmobiles 
and Chevrolets acquired from over- 
stocked franchised dealers. He said 
he did a $4-million business last 
year in “new’ and used cars. 


Lowrey Named President 


Of Lowell (Mass.) Dealers 

LOWELL, Mass.—James A. Low- 
rey has been named president of 
the Lowell Automobile Dealers 
Assn. 

Alfred Rodgers was elected vice- 
president; Fred B. Emerson II, 
treasurer, and Henry Bissonnette 
jr., secretary. 





least $1,078 to drive 10,000 miles this 
year, compared with $1,002 a year 
ago. 

The AAA explained that a higher 
priced car, carrying more elaborate 
equipment, insured for collision and 
using more than the average of one 
gallon of gas for every 15.2 miles 
would cost considerably more to 
operate. 


Automotive News Economic 


104.4 Percent of 
90.9 Percent of 


Auto Production 
Truck Production 
Auto Registrations— Year to date. 
Truck Registrations—Year to date. 
Steel Production—tons 
Lumber Production—Boord Feet... 
Paperboerd Production—Tons.... 
Soft Coal Output—tons 
Oil Refinery Output—Borrels .... 
Electric Output—Kilowatt hours .. 
Barometer Freight Car Loadings 
Store Sales Index .. 

Stock Market Price index 
U.S. Government Spending 
—Fiscal year to date 
Commercial and Industrial Loans 
Savings Deposits 
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Stocks Mar. 12 Mar. 5 ‘'57-'58 Range 
AMC....... 8% 8% 9%- 5% 
Chrysler... 53%, 50% 824-50 

Diam. T.... 30% 30% 31 -18% 
Ford....... 40% 39%, 59%-35% 
Me ccdcnes 35% 344%, 47-33% 


(March 





Promote Spring Auto Sales— 


William L. Wilson, center, advertising and public relations vice-president, Universal 
C.1L.T. Credit Corp., signs a contract for sponsorship of the most intensive weekend 
advertising campaign in network radio history. The auto financing company has 
launched a four-weekend promotion designed to stimulate spring avto sales. With 
Wilson are Robert H. McKennee, left. national advertising manager for Universal 
C.LT., and Matthews J. Culligan, NBC radio network vice-president. 





Business Barometer 





By Ed Brown 
Staff Correspondent 

NEW YORK.—Creators of auto- 
motive advertising are missing a 
good bet when they overlook the 
five senses, according to a New 
York advertising executive. 

G. Warren Schloat jr., vice- 
president and associate creative 
director, Compton Advertising, Inc., 
also attacked the “basic visual 
idea” of the modern auto. 

He said the five senses offer 
the greatest potential in tele- 
vision advertising. 





The sense of sight in TV com-| 


mercials can be reinforced greatly 
by the addition of the senses of 
smell, touch and hearing, Schloat 
said. 

“Everyone is familiar with the 
unique aroma of a new car,” he 
continued, “but how many times 
|have you seen this as part of the 
editorial and visual concept of a 
TV commercial. 

“This approach will tell a story 
|for your sponsor in a manner that 
will lead to increased traffic 
through his dealer’s showrooms.” 
|  Seme of the car sounds which 
| could be employed, he said, are 
| tires “singing” on wet pave- 

ment, the “beat” of wheels as 


Index — 
Last Week 
Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 








83,892 917 59.9 

17,517 102.9 93.5 

381,932 87.3 

52,368 er 91.9 
1,425,000 96.6 59.4 
219,620,000 100.4 93.2 
265,719 100.5 94.8 
8,445,000 124.3 87.4 
49,181,000 102.3 94.6 
11,793,000,000 99.9 99.4 
329,148 113.0 777 

100 122.0 101.0 

309.5 102.9 94.2 
$56,990,774,000 eiculé 106.9 
$29,796,000,000 99.3 99.3 
$26,038,000,000 101.0 114.5 
$997 99.1 104.7 


358 108.2 








Common 

Stocks Mar. 12 Mar, 5 ‘57-'58 Range 
Pith +e kcels 29% 30% 38%-25% 
Kaiser* . 9% =? 17%- 7% 
Mack....... 244%, 25 32%-19% 
Sciveceast 3% 3% 8%- 2% 
White...... 424%, 434%, 53%-34% 


* Kaiser industries, parent firm of Willys Motors. 
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Styling Clarity, Wider Use 
Of 5 Senses Urged in Ads 


they pass separations in con- 
crete pavements, the exhaust and 
wind whistling past the ventila- 
tors at high speeds. 

“The feel of new upholstery is 
easily shown and can be an emo- 
| tional part of the ad’s theme,” 
Schloat said. “So can the feel of 
the steering wheel and paint 
| finish.” 

Schloat deplored the lack of a 
basic visual concept “to allow the 
design of the car to emerge with 
clarity.” 

While the American car is 
styled to look long, low and sleek, 
most cars in ads appear short, 
stubby and tank-like, he said. 

Looking at the basic composition, 
he continued, we have vertical lines 
pushing up and out of the car 
mass: 





| 





By following the reverse com- 
position the ad extends the basic 
design engineered into the car, 
Schloat said: 












On recent trips to Detroit, he 
said he found pictures on office 
(Continued on Page 91, Col, 2) 


Dollar Sales 
Of Auto Dealers 
Drop in Month 


WASHINGTON.—Dollar sales of 
franchised auto dealers in January 
fell off by $120 million from De- 
cember and by $172 million from 
the level of January of last year, 
the Department of Commerce re- 
ported. 

Sales were put at $2,357 million 
in January, down 5 percent from 
the $2,477 million in December and 
7 percent below the $2,529 million 
for the previous January. 

Total retail sales in the U. S. in 
January were $15.3 billion, down 23 
percent from the $19.8 billion in 
December but 4 percent above the 
$14.7 billion for January, 1957. 








Dodge, DeSoto 
Offer Rebates 


Payments to Dealers 
Increased by Edsel 


DETROIT. — Dodge and DeSoto 
have inaugurated rebate programs 
for dealers; Edsel has increased its 
rebate payments, and Ford division 
and American Motors have insti- 
tuted incentives for retailers. 


The Dodge and DeSoto pro- 
grams concern cars shipped to 
dealers before Dec. 1, and sold by 
the dealers between Feb. 21 and 
Apr. 10. 


DeSoto pays dealers $100 per car 
for such sales, while Dodge offers 
$75 for Coronets, $90 for Royals and 
$115 for Custom Royals and station 
wagons. 


DeSoto also is paying salesmen 
$25 for conquest sales—transactions 
which involve owners of makes 
outside the Chrysler Corp. family 


Ford division also has a conquest 
provision, but the “conquest” must 
be a Chevrolet owner. The payment 
is $25 for a car sale and $30 for a 
truck sale. The offer ends March 31. 

Edsel has increased its rebate 
payments, and dealers now can 
earn up to $250 for sales of Rangers 
and Pacers and up to $450 for deliv- 
eries of Corsairs and Citations. 

For sales of Rangers or Pacers 
in dealer stock as of Dec. 1, the 
rebate is $250 for a Pacer four- 
door hardtop; $225 for a Pacer 
two-door hardtop or a Ranger 
four-door hardtop; $200 for a sta- 
tion wagon and $175 for other 
Rangers and Pacers. 

Corsair and Citation payments 
are on a quota basis and range 
from $300 to $450 for units in deal- 
ers’ hands as of Dec. 1. 

For cars built after Dec. 1, there 
is a rebate of $75 for Rangers and 
Pacers, $100 for station wagons and 
$150 for Corsairs and Citations. 

It also was reported that the 
factory is sharing the floor- 
planning cost on dealer stocks “in 
excess of a desired inventory level.” 

The American Motors program 
offers merchandise prizes for 
salesmen and vacation trips for 
dealers. It is a 100-day event 
which began Feb, 21. 

A quota system has been estab- 
lished and points are awarded for 
new-car sales. Dealerships compete 
with other establishments of com- 
parable size in their areas. 





538 Economy Run 
To Stretch from 
L.A. to Galveston 


LOS ANGELES.—The 1958 Mo- 
bilgas Economy Run will stretch 
from the Pacific Coast to the Gulf 
of Mexico and will be the longest 
in the history of the event, it was 
announced today (March 17), by 
Robert L. Minckler, president of 
the sponsoring General Petroleum 
Corp. 

The event will begin at Los 
Angeles Apr. 13 and finish at Gal- 
veston, Tex., a distance of nearly 
2,000 miles. Details of the route 
will be disclosed shortly before the 
start of the run. 

Factories, dealers, dealer associa- 
tions or individuals may enter cars. 
Entries must be 1958 model U. S. 
cars with automatic transmission. 
Four-door sedans and two-door and 
four-door hardtops are eligible. 
Winners will be named in the low, 
low-medium, upper-medium and 
high-priced classes. 

The 1958 event has been thrown 
wide open for women drivers. The 
ladies competed last year for the 
first time, but on a restricted basis. 

Chief steward of the run will be 
Art C. Pillsbury, Beverly Hills, 
Calif.. regional director of the 
United States Auto Club. 


Edsel Dealer Bids Low 


On Wagon for County 


PAINSVILLE, O.—Lake Edsel 
Sales, Inc. was awarded a contract 
for a six-passenger, four-door sta- 
tion wagon by Lake County com- 
missioners, The firm bid $2,199.09 
with a tradein allowance of $200.09 
for a 1951 vehicle. 

Other bidders and their net prices 
were Baldwin-Kinkaid Motors, Inc., 
$2,445; Earl Evans Chevrolet, Inc., 
$2,445, and Frank Stanton Motors, 
$2,315. 
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Dealer Forum 


by Robert M. Finlay 


Gear & the best laid plans 
involving human beings fail to 
come off. And we wonder why. The 
program was sound. It was well 
thought out. But it just didn’t go. 
Something obviously was missing. 

Some call the missing ingredi- 
ent “heart.” 

We were talking the other day to 
a knowledgable dealer about the 
progress that has been made in 
dealer relations. Was it evident in 
his contacts with the factory? 

“Well,” he said, “the factory 
men are talking with us again 
about auto problems that involve 
us both. You know, for years they 
didn’t even talk with us. So it is 
a good sign to see them taking 
an interest in our opinion again. 

“But there still seems to be some- 
thing a bit cool and formal about 
the factory-dealer relationship.” 

= = > 


Reflection from Top 

ERHAPS this was a reaction to 

the evangelistic sales managers 
of prewar years? 

“No,” he said, “we weren’t think- 
ing of the sales manager or his staff 
in the field. They reflect the atti- 
tude of top management. 

“You know, when you go into a 
dealership and find the mechanics 
or salesmen disloyal, it is a reflec- 
tion on the dealer. 

“And when you find dealers dis- 
loyal to the company they repre- 
sent, you can be sure that there is 
something lacking in the factory- 
dealer relationship. 

“What's lacking in our case is 
warmth. Our company operates 
from the mind. Management 
seems to think you can do every- 
thing with a cold, scientific ap- 
proach. 

“We'll be glad to see the day ar- 
rive when top management realizes 
that when humans are involved, 
the mind is not enough. You've got 
to put your heart into the relation- 
ship, too.” 


Small-Car Talk 


NCIDENTALLY, one of the 
things factories are talking with 

dealers about is whether it would 
be a good idea to produce a smaller 
car. 

Factory men want to know if the 
dealers think the trend toward the 
Rambler and economy import cars 
represents a major turning point in 
the market or a passing fad. 

Might be interesting to query the 
buyers of import models, too. A 
claim many make—and which the 
hometown team is tempted to brush 
aside—is that even the economy 
models from abroad have a ring of 
quality construction about them 
which is difficult to find in U. S. 
models. 


= > > 
Wrathful Car Owner 
A TRAVELING salesman rises up 
in wrath in connection with a 
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report recorded here on dealer ad- 
vertising under the theme: “Get to 
know your new-car dealers better.” 

“Of all the ass-backward state- 
ments!” he fumes, “You would 
think that there is a war on and 
we have to cultivate a dealer to 
get on his list. 

He asserts that the dealer theme 
should be “get to know your car 
owners and prospects better.” He 
closes with this advice: 

“Tell these dealers that the 
words ‘responsible’ and ‘depend- 
able,’ which they throw about so 
easily, are not just words. They 
are attributes that one EARNS 
and over a period of time. Let 
them search their souls, and see 
when they qualify.” 

Whether you find the advice of 
the traveling salesman palatable or 
not, the viewpoint of a customer is 
one that must be given considera- 
tion. 

= = = 


Dealer Editorial 


HARLES GALLUB, Gallub Mo- | 


tors (Chrysler- Plymouth), 
Queens Village, New York, makes 
an electrifying point about current 
conditions in the auto industry. 


He sent in a clipping on the sui-| 


cide of a fellow Queens dealer 


who just before he shot himself told | 


a friend: 


“I feel like everything is clos- | 


ing in.” 

Dealer Gallub wrote (and we are 
sure that we could write no better 
editorial) : 

“Td like to suggest that an edi- 
torial on what some of the dealers 
are doing to themselves as well as 
the public might help educate some 
of the automobile dealers.” 

= > > 


Appearance Tells 
Cases Ed Cole is telling 

dealers that Chev has learned 
it must provide dealers with a car 
that looks markedly different each 
year. 


Can’t get by with accenting ap-| 


pearance one year, mechanical 
changes the next, because the buy- 
ers place too much importance on 
appearance. 

This, of course, isn’t sure-fire 
road to success. You can make a 
major appearance change without 
making a major hit with the 
public. 

That is one reason why dealers 
suggest factories expose any con- 
templated change to dealers. They 
are pretty adept at reflecting the 
public’s taste. 


Spring Surge 
Predicted by N. Y. 
Dealer Leader 


NEW YORK.—Kenneth Wellner, 
newly elected president of the Auto- 
mobile Merchants Assn. of New 
York, Inc., predicted an improve- 
ment in automobile sales for the 
remainder of 1958. 

“Public interest in automobiles 
has increased 
within the last 10 
days,” he said, 
upon assuming 
his new office. 
“At the present 
time more people 
are visiting dealer 
showrooms than 
at any time since 
the first of the 
year and this in- 
terest by the pub- 
lic indicates that 
a spring surge will occur in this in- 
dustry for the first time in three 
years.” 

Wellner is president of Kemwell 
Automotive Corp., which handles 
GMC trucks and Mercury. 

Other new officers of the dealer 
association are: Leo L. Linehan, 
Linehan Oldsmobile, Inc., New 
Rochelle, first vice-president; Jos- 
eph G. Rooney, Rodier-Rooney 
Motors, Inc., White Plains, second 
vice-president, and A. Rosenberg, 
University Chevrolet, Inc., Bronx, 
secretary-treasurer. 


K. Wellner 








Akron, Detroit Eye Sales Stepup .. . 








Auto Weeks Spread 


KRON and Detroit-area dealers 

are putting the finishing touches 
on campaigns designed to restore 
consumer confidence in the nation’s 
sagging economy. 

“Sale-O-Rama of Cars Week” in 
Akron March 23-29 will stress the 
importance of the auto industry 
to the community’s economic 
welfare. 


The Detroit Automobile Dealers 
Assn. will stage an “Automobile 
Week” March 20-Apr. 6. 

Burton Greenwald, promotion di- 
rector of the Akron project, said 
nearly every new and used-car 
dealership in Summit County is co- 
operating. 

“Doing the job that must be done 
will mean getting out and selling 
ourselves, our cars and our indus- 
try,” Greenwald told dealers at a 

* * * 
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luncheon meeting at which plans 
were discussed. 
* * * 


" E WANT to make this a week 

for selling automobiles, not 
just selling Chevrolet over a Ford 
or a Plymouth or a Pontiac over a 
Buick, but one for selling automo- 
biles with a capital A.” 


E. John Lehman, manager of 
the Akron Automobile Dealers 
Assn., said people have money 
and want to buy cars but “they 
are hesitant because they are 
fearful of economic conditions. 


“It is our aim to prove to them 
that if they are going to buy a 
car in the months ahead, they will 
never get a better price than now.” 

In a move to get people into new 
and used cars, Akron dealers have 
come up with Operation Demon- 
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Akron Dealers Plan ‘Sale-O-Rama'— 


Akron-area dealers get down to the business of working on plans for their “Sale- 
O-Rama of Cars Week,” March 24-29. From left are Burton Greenwald (Plymouth), 


Promotion chief for the event; Ray Thomas (DeSoto), Cuyahoga Falls; Paul Martin | 


(Chevrolet), president, Akron Automobile Dealers Assn.; Richard Montz (Chevrolet), 
Barberton, and James Kemp (Lincoln). The event is sponsored by AADA. 





Dealer Grievance Talks 
Set by Chrysler Chiefs 


By John K. Teahen Jr. 
Staff Writer 


URING the next two months, 
officials of Chrysler Corp.’s 
automotive divisions will meet with 
representatives of the most 
portant group 


in quicker payment of warranty 
claims. 


yous dealers say it now takes 


more than 90 days to receive 


im-|a@ cash settlement on such items 
in the company’s|and that this ties up too much 


marketing setup—its 9,000 fran-| capital. 


chised dealers. 

The occasions will be the divi- 
sional factory-dealer conferences. 
They won’t be love feasts, but 
they won’t be strictly gripe ses- 
sions, either. 

The conference delegates are 
elected by their fellow dealers at 
the regional level. They'll bring 
complaints from the retailers in 
their home areas, but each com- 
plaint will be accompanied by a 
suggestion or recommendation to 
improve the situation. 

. a7 * 


HE OBJECTIVE of the con- 

ferences is the same as that of 

the old town meeting—to pool the 

views of a group of experts in 

order to help all concerned do their 
jobs a little bit better. 

The suggestions will cover 
every phase of factory-dealer re- 
lations — parts, service, prices, 
product design, advertising, sales 
contests and warranty claims, to 
mention but a few. 

Many of the recommendations 
will be directed to Chrysler Corp. 
itself rather than to any particular 
division, 


Several dealers have mentioned 
their suggestions to AUTOMOTIVE 
News. A line group in a large city, 
for example, is especially interested 


To alleviate this situation, they 
suggest that the regional service 
representative — who must ap- 
prove all claims before they are 
submitted to the factory—could 
issue a draft in the amount of 

(Continued on Page 89, Col. 1) 


On the House . . 


taken in trade. 





stration, qualifying both the cus- 
tomer and the salesmen for cash 
awards, 
* > +. 

= names of prospects and the 

salesmen who accompanied 
them on demonstration rides will 
be picked up after each day by 
the AADA. One prospect will be 
awarded $100 in a drawing and the 
salesman who accompanied him 
will get $50. 

There also will be _ special 
awards for the week’s 10 best 
salesmen, based on the number of 
points scored for demonstrations 
and deliveries. 


A salesman will score 10 points 
for demonstrating a new car and 
90 points for selling it. Used-car 
demonstrations will net 20 points 
and the sale 40 points. - 

Twenty points will be awarded 
for new-truck demonstrations and 
180 points for the sale. Only 10 
points will be allowed for a used- 
truck demonstration and 90 points 
for delivery. 

>= * >= 
-_ QUALIFY for the cash 
awards prospective buyers and 
salesmen must sign a demonstra- 
tion application and the ride must 
be verified by the dealership’s sales 
manager. 


Fleet sales cannot be assigned by 
any dealer to a participant for 
points in the contest for the week’s 
top ten salesmen. 


As a further incentive for 
salesmen, the AADA is planning 
an honor group patterned after 
the Million Dollar Round Table 
in the insurance field. Insurance 
men qualify by selling $1 million 
worth of insurance in a single 
year. 

“I'm not sure,” Lehman said, 
“that we can set our sights so high. 
A million dollars worth of cars is 
an awful lot of cars.” 

He said insurance executives in 
Akron are helping to modify and 
adapt their Round Table program 
. use in the auto field. 

= > > 


HE Akron Beacon Journal will 
publish a special section March 

23 to get the project in motion. 
| A. F. Falk, general advertising 
| manager, said stories “will tell how 
| the rubber industry, the tire dealer, 
the gas station, the financial and 
insurance firms as well as all retail 
establishments profit when auto 
sales dollars are put into motion.” 
In Detroit, DADA President 
Glenn Walker, said other busi- 
ness and civic organizations will 
be asked to cooperate in “Auto- 
mobile Week.” 





Citing the nearly $ billion in 
savings in Detroit banks, one of 
the highest totals in the city’s his- 
tory, Walker said: 

“This sales campaign will be a 
realistic effort to get the economy 
moving faster again by influencing 
people who have the money to buy 
the new or used cars they need 
now. 

“The money thus returned to cir- 
culation will create jobs and stim- 

(Continued on Page 89, Col, 4) 


Illinois dealers scored a major victory last week 
when a permanent court injunction was obtained, 
barring the state from collecting taxes on property 


Use tax is now to be collected by 


the retailer on the basis of 3 percent of the cash 
difference as was in effect prior to Aug. 1, 1957, 
when the cash-difference rule was discontinued . .. 

Used-car inventories and sales decreased among 
Chicago-area Ford dealers during the past month. 
But customer repair orders rose 9 percent and 
labor volume increased 16 percent ; 
dealers have four fellow members holding or 
running for public office: Bill Mooty, currently 


. Iowa 


speaker of the Iowa house of representatives, is seeking Republican 
nomination for lieutenant governor; P. E. Norris is running for 
congressman; John Pritchard is seeking nomination to Iowa House, 
while State Senator Carroll Price’s term runs to 1960... 

Colorado association plans series of eight regional meetings during 
May ... Dick O’Connell (Ford) has been chosen Outstanding Young 


Man of the Year in Marshall, Minn . 


. . Erle R. Kirby Succeeds 


Harold Erwin, resigned, as ‘Virginia association director. 


Psre Wemuorr, Editor, 
Automotive News 
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869,000 Inventory Is 68-Day S uppl y- 


Hopes Rise for Cut in Car Stocks 


(Continued from Page 1) 


and save” philosophy was this ob- 
servation by a Midwest Chevrolet 
dealer: 

“Buyers lack confidence in the 
future of our economy. They may 
be still working, but the friend 
who works next to them has a 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 





Cars in Total 

Transit Potential 
Period to Inventory 
Ending Dealers Stocks 
Jan. 188,500 440,254 
Apr. 158,000 434,136 
duly 167,500 478,584 
Oct. 157,800 366,167 
dan. 89,900 404,788 
Apr. 138,500 545,041 
duly 90,700 448,506 
Oct. 79,500 330,262 
dan. 31,000 255 , 96% 
Apr. 83,000 296,391 
July 84,500 277,962 
Oct. 89,000 322,556 
Jan. 83.300 374,971 
Feb. 26.600 412,035 
Mar. 87,200 476,211 
Apr. 89,300 636,182 
May 97,700 588,08! 
June 73,500 537,046 
July 82,800 562.498 
Aug. 82,200 599,319 
Sept. 74,500 689,060 
Oct. 60,900 579,937 
Nev. 68,300 606 387 
Dec. 29,000 459,476 
Jan. 36,600 464,725 
Feb. 60.600 526,776 
Mar. 62,000 673,122 
Apr. 64,000 606,911 
May 68.500 607,275 
dune 62,500 565,719 
duly |. ; 62,500 508,165 
Aug. 1, = 57,000 447,854 
Sept. = 50,400 406.054 
Oct. 1 ec 29,000 296,469 
Nev. !, = > 37,500 157.607 
Dee, 1, "54... 203,453 61,700 265,153 
dan, 1, 56... 203,881 68,500 362,381 
Feb. 1, °55.... 373.573 88,100 462,473 
Mar. 1, °S5.... 467,655 95.000 562.655 
Apr. "66... 99,500 643,538 
May 1, "55... 660,341 162,700 763,041 
June 1, "55... 755,498 93,000 848,498 
daly 1, 56... 736.591 77,000 813.591 
Aug, 1, "S65... 735,447 71,500 806,947 
Sept. 1, 55... 675,964 37,300 713,264 
Oct. 1, "S5.... 489,475 48,900 538,375 
Nov. 1, "56... 487,666 87,600, 575,266 
Dee, 1, "55... 645,707 77,400 723,107 
Jan, 1, "S4.... 756,177 53,300 808,477 
Feb. 1, °56.... 801,409 63.900 870,399 
Mar, 1, "56... 840,089 63,700 903,789 
Apr. 1, °S6.... 827,977 68,100 898.669 
May 1, "S6.... 846,286 56,300 902 585 
June 1, "56.... 746,012 52,890 798,902 
daly 1, 'S6.... 613,461 50,568 679,596 
Aug. 1, '56.... 651,081 63,026 688,172 
Sept. 1, "56... 456,013 48,382 504,395 
Oct. 1, °56.... 288,103 25,900 314,003 
Nov. 1, 66.... 212,967 65,008 277,975 
Dee, 1, "56.... 318,587 79,656 
dan, 1, "57.... 461,850 50,168 512,018 
Feb. 1, ’S7.... 461,934 68,100 630,034 
Mar, 1, "57... 664,608 68,400 
Apr. 1, "57... 682,790 63,125 745,915 
May 1, 57... 677,706 737,206 
dune 1, "57.... 724,329 63,420 787,749 
duly 1, '57.... 682,121 63,090 745,211 
Aug. 1, "57... 645, 59,300 704,745 
Sept, 1, 57... 684,404 45,052 729,536 
Oct. 1, 57... 647,549 25,085 572,634 
Nov. 1, "57... 380,740 449,040 
Dee, 1, "57... 460,148 71,300 531,949 
Jan. 1, 58... 597,208 55,000 652,208 
Feb. 1, "58... 725,003 54,100 §86*779,103 
Mar, 1, 58... 825,771 44,000 869,771 





Disclosure 


(Continued from Page 1) 
whom the car is to be delivered. 

5. Method of transportation used 
in making delivery of the car. 

6. Amount charged the dealer for 
transportation from the final as- 
sembly point to him. 

7. Total price accounted for by 
the car, accessories and transporta- 
tion. 

The legislation requires the 
sticker to be affixed prior to de- 
livery to the dealer. There would 
be a maximum per-car penalty 
of $1,000 for “willfully” failing 
to stiek on the tag, falsifying the 
information on it, or removing, 
altering or rendering illegible the 


While it is understood that 
NADA did not draft the bill, it is 
believed that the aim of the legisla- 
tion is in line with what the 
association has advocated. 

The bill is expected to be referred 
to the Interstate and Foreign Com- 
merce Committee, parent unit of 
the auto marketing subcommittee. 

This assures the measure a hear- 
ing before the Monroney group, at 
which time all interested parties 
will have a chance to present their 
views. 





friend who was laid off. So they 
are waiting.” 
* + 

ROMOTIONS similar to Cleve- 

land’s Automobile Week, are 
being planned in other cities. Akron 
plans a Sale-O-Rama week March 
24-29, and more than a dozen cities 
across the country are thinking of 
following suit. 

One upcoming event which dra- 
matically accompanied a sales bon- 
anza three years ago is the contract 
negotiations between Walter Reu- 
ther’s United Auto Workers and the 
Big Three. 

Talks will begin March 25 on 


U.C. Glut Worst 


In Four Years 


Slow Tradein Flow 


Is Lone Glimmer 
(Continued from Pager 1) 
the first time in a year during the 
last half of February.’ 


MIDWEST dealer said used-car 
sales were running at about 
two-thirds the volume attained in 
the corresponding year-ago period. 


The current difficulty in the 
used-car market, from the new- 
car dealer’s standpoint, was sum- 
med up in this fashion by a 
dealer in the Mid-Atlantic area: 
“We have to allow too-high 
prices for tradeins and then have 
to ask too much to move them at 
a profit. 

A dealer in the Rocky Mountain 
area said he had noticed some 
distress selling in his locality. The 
only units moving well, he said, 
were those retailing at less than 
$200. 

A Chicago dealer said that the 
market for year-old cars had been 
blasted when leasing companies 
“dumped” their ‘57 models at low 





prices. He said prices were low, | - 


profits were down and activity was 
slow. 

When asked, “What is happening 
in your local used-car market?” a 
New England dealer answered 
laconically, “Nothing.” 

> > . 


Asan about the state of profits 
in their used-car operations, 
most dealers indicated that the best 
they hoped to do in the current 
situation is break even. 

Records show a consistant drop 
in used-car inventories during 
March. Whether such a paring 





of inventory can be accomplished 
this year remains to be seen. | 

The March 1 count of 49.4 days 
of selling compares with a 42.2-day | 
supply a month earlier and 36-day) 
supply a year ago. 

Of dealers reporting this month, | 
118 percent said inventories were | 
inside the 15-day limit. An addi- 
tional 29.4 percent said stocks) 
ranged from 15 to 30 days, thus) 
giving 41.2 percent of reporting | 
dealers an inventory within the 
theoretical 30-day limit. 

Dealers with stocks good for 
more than 30 days of selling 
amounted to 58.8 percent of those 
reporting. 

—Rosert M. Lienert. 


Carolina Dealers 
To Convene with 


Zone Officials 


RALEIGH.—Zone managers of 17 
makes will be on hand to talk with 
dealers at the annual convention 
of the North Carolina Automobile 
Dealers Assn. at Pinehurst Apr. 27- 
30. 

NCADA officials said this new 
convention feature will give dealers 
an opportunity to discuss their 
problems with factory representa- 
tives. 

Another new feature at the 23rd 
yearly gathering will be a horse- 
shoe-pitching tournament on the 
lawn of the Carolina Hotel. Prizes 
will be awarded to winners in this 
and the annual golf competition. 

A special program is being ar- 
ranged for women who attend the 
meeting, NCADA officials added. 





Reuther’s demand for a profit- 
sharing plan. Two months of col- 
lective bargaining will elapse be- 
fore the Big Three contracts are 
scheduled to expire. 


In 1955, the UAW drive toward 
attainment of supplemental unem- 
ployment benefits paralleled the 
dizziest spree of new-car selling on 
record. Strike threats, headlined 
almost daily everywhere in the 
U. S., were believed to have furn- 
ished one of the sparks that in- 
scribed 1955 as the record automo- 
tive year. 


The 1955 fling, whose 36-month 
deals are now being paid off, is 
another prospective impetus cited 
by industry analysts as a turn- 
about factor for 1958. 


* + * 


JPINANCING companies have 
stretched their floor-planning 
rules during the recent inventory 
buildup in anticipation that a goodly 
number of 1955 buyers will be re- 
turning to the fold soon. Little 
wholesale financing “trouble” is re- 
ported by stocked-up dealers, 
though repossessions have risen in 
some locations. 

A strike at General Motors or 
Ford, of course, would deplete an 
869,000-unit stockpile in short order. | 
Settlement of negotiations without 
a strike would take the edge off! 
the fever which spurred spring 
sales in 1955, but would replenish 


confidence of auto city residents | 


as to their future earning power. 


The Big Three seem likely to 
enter UAW negotiations with 
large dealer inventories, even 
though it was not necessarily 
planned that way. Slow consumer 
response to new models resulted 
in stockpile buildups long before 
any thought was given to the 
dealer position inventory-wise on 
June 1. 

Reuther’s bargaining position has 
been weakened to some extent by 
the sales slump. A sharp reversal 

of the sales pendulum in April and 
May would work in the UAW’s 
favor, as it did in 1955. 


NADA Committees Slate 
Washington Meetings 


WASHINGTON. — The NADA 
Executive Committee will meet 
here and Wednesday 
(March 18-19.) 

The following NADA commit- 
tees are meeting today (March 
17): Personnel relations, industry 
relations, membership and invest- 











ment. 





Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


1958, by Automotive News) | 


Aptco Auto Auction. Sale every Wednesday. 


(Copyright, 


March 12 
Weather was very good. Clean cars, 
very good demand. Best sale in sev- 


eral years. 

BUICK—'56 Super conv., $1,450* (ps); 
RM sedan, $1,310* (ps); Special 
Hardtop, $1,245*, $1,225*. '55 Special 
sedan, $1,050*; 2-dr., $790°, $720*. 
"54 Super 2-dr., $800° (ps); Special 
2-dr., $480° (ps). ‘53 RM sedan, 
$400* (ps). 

CADILLAC—’'57 Eldorado conv., $3,- 
950° (ps), $3,685* (ps); coupe de 
Ville, $3,225* (ps). ‘56 sedan de 
Ville, $2,500* (ps), $2,330° (ps), $2,- 
185° (ps); coupe de Ville, $2,325° 
(ps); (62) conv,, $2,270* (ps); club 
coupe, $2,200*° (ps). ‘55 coupe de 
Ville, $1,990* (ps); sedan, $1,625* 
(ps). "53 coupe de Ville, $750; (62) 
sedan, $705*, $700° (ps). ‘52 (62) 
sedan, $405*. 

CHEVROLET—'58 Impala 2-dr. 
top, $2,350°. ‘57 Two-ten station 
wagon, $1,685*; Bel Air (8) club 
coupe, $1,665*; 2-dr., $1,450°; Bel 
Air (6) sedan, $1,385. °56 Two-ten 
(8) coupe, $1,260*, $1,125*; sedan, 
$1,135; Bel Air club coupe, $1,100*; 
2-dr., $880*. '55 Bel Air conv., $960*; 
Two-ten station wagon, $1,000*; Del- 
ray, $940; sedan, $850*°, $820, $665, 
$590, $500. '54 Bel Air sedan, $425*. 

CHRYSLER — '57 NY sedan, $2,475* 
(ps); Saratoga sedan, $2,100*. °56 
NY club coupe, $1,720* (ps); Windsor 
sedan, $1,425*, $1,340*, $1,335°, °55 
Windsor sedan, $957. ‘53 sedan, 
$375*. 

DeSOTO—’' 57 Firesweep sportsman, $2,- 
140° (ps). °56 Firedome 2-dr., $1,- 
410°. ’55 Fireflite sedan, $1,020*, ’53 
Firedome sedan, $225*. 

DODGE — '57 Royal Hardtop, $1,910*; 
Coronet sedan, $1,490*. ‘56 Coronet 
club sedan, $855. °53 Coronet club 


Hard- 





Down, But Not Out— 
Sites Bros. 


DeSoto, victim of a $275,000 fire that leveled its Kansas City facilities, 


demonstrated that it takes more than a major disaster to put it out of business. This 


“burned down, but not ovt" 


DeSoto, one of 30 lost in the fire. The firm also instituted a 
Plans were started immediately to acquire new facilities 


several days after the fire. 
in another section of the city. 


sign was erected above the scarred remains of a 1958 


“circus tent’ fire sale 


Penetration Gains Scored 


By AMC, Imports, GM 


(Continued from Page 1) 


| but below its overall 1957 penetra- 


tion of 1.13 percent. 

Ford Motor, down 4.22 percent- 
age points, was the only auto- 
making corporation with a smaller 
market share in January than in 
December. GM and Chrysler Corp. 
each gained 1.48 percentage points, 
while AMC was up 0.37 points; S-P, 
0.07 points, and miscellaneous 
makes, up 0.82 points. 

a = 7 


Y INDIVIDUAL makes, the 

majority of cars did better in 
January than in the previous 
month, Only Chevrolet, Ford, Mer- 
cury and DeSoto had smaller shares 
in January than in December. 
Every other make was up. 

Ford, down 446 percentage 
points, carried the month’s big- 
gest loss. Biggest gainer, with an 
increase of 1.30 percentage points, 
was Plymouth. 

As compared with year-ago per- 
formances, only GM, AMC and mis- 
cellaneous makes have improved, 
while Ford Motor, Chrysler Corp. 
and S-P have seen their market 
shares trimmed. 

GM was up 4.07 percentage points 





coupe, $250*. 

FORD—'58 Fairlane (8) 500 Hardtop, 
$2,280*, $1,710. '57 Fairlane (8) 500 
Hardtop, $1,730*, $1,635*° (ps), $1,- 
610°, $1,600*; Victoria, $1,725* (ps); 
station wagon, $1,680*; Fairlane (8) 
2-dr., $1,670*; Custom 300 sedan. 
$1,350*, $1,350, $1,330°, $1,290°. "56 
Fairlane (8) Victoria, $1,285°, $1,- 
170*, $1,100, $1,075°*, $1, 060°, $1, 025; 
sedan, $1, 105°, $930; station wagon, 
$1, 160*, $1, 010°; Custom sedan, $1,- 
165*, $950*, '55 station wagon, $1,- 
135°; Fairlane 2-dr., $955*; Custom 
2-dr., $645; Main sedan, $575. "53 
station wagon, $570, $480; sedan, 
$350, $250. 

LINCOLN —'58 Capri 2-dr. Hardtop, 

’56 Premiere Hardtop, 


"57 
$%,900* (ps); Monterey Hardtop, $1,- 
700°. '54 Monterey 2-dr., $510, $435*. 

NASH—’56 Ambassador sedan, $1,055*. 
"52 club coupe, $205. 

OLDSMOBILE—'56 (88) Super Hard- 
top, $1,695* (ps), $1,460* (ps); (88) 
2-dr. Hardtop, $1,475". ‘55 (88) 

$1,105*; se- 
dan, $1,060*, $1,055*; (98) sedan, 
$1,060*. '54 (98) club coupe, $1,075* 

, $715* (ps); (88) conv., $800*. 
’53 2-dr., $250*. 

PACKARD—’'53 Clipper sedan, $220*. 

PLYMOUTH—’57 Belvedere (8) Hard- 
top, $1,725* (ps), $1,715*. '56 Belve- 
dere conv., $1,050; Savoy 2-dr., 
$815*. ’°55 Belvedere Hardtop, $775*; 
sedan, $635*; Savoy sedan, $610, 
$590; Plaza sedan, $520. 

PONTIAO —’55 Star Chief Catalina. 
$937* (ps); Chieftain 2-dr., $700. ’54 
Star Chief 2-dr., $460*; Chieftain 
sedan, $350*. 

RAMBLER—’ 56 station wagon, $1,380*. 
'55 station wagon, $990, $950°, 





Montclair Hardtop, 


Hardtop, $1,260* (ps), 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 83, 84, 85, 86, 87. 





and AMC gained 0.73 points. 
Miscellaneous makes more than 
doubled their year-ago penetration 
of 2.12 percent by gaining 2.82 
percentage points. 

* +. 


ORD MOTOR was down 4.55 

points (its loss outweighed GM’s 
gain); Chrysler Corp. was off 2.82 
points and S-P fell 0.25 points. 

By individual makes, eight are 
fairing better than they did a 
year ago, while nine have seen 
their shares of the market di- 
minish. 

Outstanding has been Chevrolet, 
which leaped from 23.12 percent 
penetration to 27.24 percent, a gain 
of 4.12 points. 

Other increases were: Rambler, 
up 0.69 points; Oldsmobile, 0.50; 
Pontiac, 0.17; Cadillac, 0.14; Lin- 
coln, 0.04; Metropolitan, 0.04, and 
Imperial, 0.01. 

Edsel, which was not on the 
market a year ago, did better, per- 
centagewise, than in December or 
November. 

- + = 
yee saw its penetration cur- 

tailed more sharply than did 
any other make, dropping from 
25.26 percent a year ago to 20.88 
percent, for a loss of 4.38 percent- 
age points. Ford’s loss was larger 
than Chevrolet's gain. 

Other makes with market-share 
setbacks were: Mercury, down 1.52 
percentage points; Dodge, 1.16; 
Buick, 0.86 (the only GM make 
which failed to show a gain); 
Plymouth, 0.82; DeSoto, 0.61; 
Chrysler, 0.24; Studebaker, 0.24; 
and Packard, 0.01. 

January’s total of 381,932 new-car 
registrations was the smallest since 
1954, when 340,788 new cars were 
registered. 

It was the sixth-best January 
in history, being topped only by 
1951, with 472,766; 1955, with 440,- 
024; 1957, with 437,320; 1956, with 
431,648; and 1953, with 386,221. 





Beware 


A man, using the name J. E. D. 
Decker, has been calling on car 
dealerships in Nebraska and col- 
lecting money for subscriptions 
te Automotive News. 


If this man, or any other person 
calls on you, purporting to repre- 
sent Automotive News and ask- 
ing for subscription payment, 
notify your local law enforce- 
ment immediately. 

Automotive News does not 
maintain any subscription repre- 
sentatives of any kind in the 
territorial limits of the United 
States. All new subscriptions and 
all renewal payments must be 
made direct by mail to: Auto- 
motive News, Circulation De- 
partment, 2666 Penobscot Build- 
ing, Detroit 26, Mich. 
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... Stand by you in lean as we 
as good years” 





says GEORGE BAILEY, president of 
Bailey Auto Company, Lincoln-Mercury 







dealer, San Angelo, Texas. 
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This 
1958 
sale 


— 25 years, and from the first day, we have used 
ComMERCIAL Crepit Pian. Over the years 
we've learned ComMerciAL Crepit will stand 


‘We have been in the automobile business 


by you in lean as well as good years. They help 
us reach a mass market that creates the volume 
sales a dealer needs in these times of strenuous 


competition.” 
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Commercial Credit dealers 
are successful dealers 
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Write or call our nearest office for complete 
le information on the benefits of COMMERCIAL 
Crepir Pian. Why not do it, today? : 
>. 
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]- 
* A service offered through subsidiaries of the 
a Commercial Credit Company, Baltimore . . . Capital 
~ and Surplus over $200,000,000 . . . offices in principal 
.- cities of the United States and Canada. 
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Bandwagon Rolls for Excise Cut 


(Continued from Page 1) 

and American Motors dispatched 
assurances to Capital Hill that any 
tax reduction—which they strongly 
urged—would be excluded from 
their charges to dealers. They 
added that they would recommend 
that dealers in turn reflect the cuts 
in their retail pricing. 

NADA Executive Vice - Presi- 
dent Frederick J. Bell, in a wire 
to Rep. Charles E. Chamberlain, 
Michigan Republican, said NADA 
members “have pledged them- 
selves to pass along immediately 
to the consumer the cost benefits 
that would thus accrue when 
passed to the dealer by the manu- 
facturer.” 

Bell added that dealers felt that 
excise reduction “would be dra- 
matic, heartening and of immediate 
benefit in removing the logjam that 
seems to be bottling up consumer 
confidence in the current state of 


the economy.” 
* > > 


telegram to congressmen of the 
danger of the public holding back 
on sales as a result of publicity over 
plans for a reduction or elimination 
of excise taxes. 

Curtice suggested that reduc- 
tion or elimination of the tax be 
made retroactive to a date early 
in March, with refunds to be 
passed on through manufacturer 
and dealer to the retail customer. 

A 5 percent reduction in the ex- 
cise tax may come through an 
amendment by Senator Douglas to 
the House-approved insurance bill 
that makes numerous tax adjust- 
ments. 

It is understood that Senator 
Douglas has agreed to a wording 
that would make the reduction ret- 
roactive to vehicles produved since 
March 1 as well as on unsold floor 
stocks as of that date. 

+ * > 

ENATOR Charles Potter, Michi- 

gan Republican, who has been 

spearheading the excise-reduction 


lar assurances that prices would 
come down by the amount of any 
tax relief. 

Such assurances were considered 
necessary by tax-cut advocates to 
provide any hope that relief would 
be forthcoming this year. 

House Speaker Sam Rayburn, 
Texas Democrat, accented this 
last week when he announced 
that auto excise reductions were 
part of the tax relief package the 
Democratic leadership is draft- 
ing. He added, however, that 
there must be certainty that con- 
sumers would benefit from the 
move, 


Potter has taken his plea to slice 


|the auto excise immediately from 


10 to 5 percent to the “summit,” 
saying he took up the matter with 
President Eisenhower last week 
and also discussed it with Treasury 
Secretary Robert Anderson and the 
Republican congressional leader- 
ship. 


sured the tax-cut proposal “was 
being seriously considered.” 
+. » + 

1 senator expressed irritation 

at what he called “administra- 
tion foot-dragging” on the issue. He 
said he was told that the excise pro- 
posal was on the agenda for dis- 
cussion at last week’s White House 
meeting with GOP leaders. 

Then, he said, he was informed 
after the meeting by Senate Min- 
ority Leader William Knowland, 
California Republican, that the sub- 
ject was put off until this week’s 
meeting. 

“My aim is to get the auto ex- 
cise tax reduced and to do it 
quickly,” Potter declared, “I am 
distressed at the seeming lack of 
interest in a proposal which 
would provide an economic shot- 
in-the-arm for the entire nation 
at a time when it is urgently 
needed.” 

The auto makers, in their com- 
munications to Congress, expressed 
roughly similar sentiments. “We 
have reached a crucial point in the 
recession—the point where opti- 
mistic words are of little avail and 
where prompt and direct action is 
indicated,” Henry Ford II declared. 


Lt pry ted H. CURTICE, president 
of General Motors, warned in a 


drive in the Senate, said Bell and 
the manufacturers gave him simi- 





Potter said the President was 
noncommital, although he was as- 








Most women would not be charmed by 
the prospect... but the farmer’s wife takes 
it for granted. Lunch is usually dinner, and 
a big one! School lunches, after school 
snacks, visitors and hired hands, also add 
to her hours in the kitchen—and to her 
status as a food customer. 

The prosperous farm family . . . (with 
special reference to SuccessFUL FARMING 
subscribers) . . . buys more food than the 
average urban household. The family is 
23% larger. Outdoor work makes larger 
appetites. More meals are eaten at home. 
There is no store nearby so pantry stocks 
are larger. 

SF families are larger consumers of 
cereals, flour, mixes, shortening, coffee, 
soaps, cleansers and sweets than urban 
residents. Fifty-one percent buy in chain 
supermarkets. More than half shop in more 
than one town. Their grocery spending this 
year provides a big sales opportunity for 
any food supplier! 

SuccessFUL FARMING in its 1,300,000 
circulation, has assembled a majority of 
the country’s best farmers—big volume 
producers, with more than average capital 
in buildings, machinery, ¢ 
equipment and land. 





And their average cash income, from 
farming has exceeded $10,000 for more 
than a decade. 

Because they are successful farmers, 
they need, read, and use SuccessruL 
Farminc. This magazine is their operating 
manual, keeps them informed about the 
fastest changing industry; and the facts 
it affords pays off in better crops, better 
incomes, better homes, better family living. 

And in fifty-six years, SuccessruL 
Farminc has earned their respect and 
confidence, enjoys an influence with this 
audience unmatched by any other medium 
—an influence that assures advertising 


“Repealing the excise tax on 
automobiles is certainly the sort of 





Husband home for lunch? 


in SuccessruL Farminc the maximum 
reception and response. 

For more quality customers — and to 
balance your national advertising schedules 
where general media have 
low penetration in an... 
important segment 
of the national 
market—you need 
Successful Farming. 

Any SF office will tell you more. 






Meredith of Des Moines... America’s 
biggest publisher of ideas for today’s living 
and tomorrow's plans. 
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Successful Farming families, per thousand 


Average cash farm incomes ov 
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Get details, any SF office 





action that will help to reverse the 
present unfortunate trend. This one 
step cannot by itself cure every 
problem, but it could produce bene. 
ficial results for an industry which 
exerts an important influence on 
the entire American economy.” 
* * * 


OTTER said he was for out- 

right repeal of the auto excise 
but was proposing a cutback to 5 
percent at this time because “there 
seems to be more practical hope for 
its enactment.” 

He said there was a “great deal 
of interest” in such a reduction on 
the part of the House Ways and 
Means Committee, which must 
originate all tax legislation, and 
among senators. 

The senator estimated that a 
cutback to 5 percent (retroactive 
to about March 1) would save 
consumers between $500 million 
and $600 million in 1958 through 
wholesale price reductions aver- 
aging $110 on a low-priced car 
and $200 or more on the more 
expensive automobiles. 


(The excise taxes actually begin 
at $143 for a stripped version of 
one of the lowest-priced cars with 
about $12 of this representing a 
factory handling charge. Cutting 
the excise tax in half then would 
put the tax on this car at $65.50 
plus any handling charge that 
might be retained. 


(For most other models in the 
lowest-priced lines, the tax and 
handling charge range between $150 
and $200, making the amount of the 
proposed tax cut in the neighbor- 
| hood of $75 to $100.) 


: = * 


OTTER said he believed the 

proposed cuts could stimulate 
auto sales, especially among people 
who are “watching their nickels.” 
However, he would not venture a 
guess as to how many extra sales 
would be generated. 


UAW President Walter P. 
Reuther wired Rep. Thaddeus M. 
Machrowicz, Michigan Democrat 
and one of the supporters of ex- 
cise cutting on the House Ways 
and Means Committee, that the 
union is behind the plan, if the 
reduction is passed along to con- 
sumers. 

Meanwhile, other proposals for 
auto-excise relief continued to pour 

|into the hopper. The latest were 
| offered by Rep. Louis Rabaut, Mich- 
igan Democrat; Rep. Alvin Bentley, 
| Michigan Republican, and Rep. 
Morgan Moulder, Missouri Demo- 
crat. 

| Rabaut asked that the entire ex- 
|cise on new cars and parts and 
| accessories be suspended for a year 
and that the tax on commercial 
vehicles be cut to 5 percent. 

A number of the proponents of 
an excise reduction or elimination 
called for speedy action or cuts 
that are retroactive to March 1 so 
that buyers now in the market will 
not be forced out by a wait-and-see 
attitude. 








—Wuurm ULLMAN. 
SAAB Building 
Higher-Powered 
Dual-Purpose Car 


NEW YORK. — Production has 
begun in Sweden on the Grantur- 
ismo 750, a new line of high- 
performance autos, according to 
SAAB Motors, Inc., U. S. subsidiary 
of Svenska Aeroplane AB of 
Sweden. 

SAAB Motors said the new model, 
a dual-purpose vehicle suitable for 
touring and racing competition, will 
be sold in the U. S. through fran- 
chised SAAB dealers. 

The port-of-entry retail price has 
been set at $2,568, said SAAB 
Motors, and a factory tuning kit 
including carburetor, special inlet 
manifold, air-filter and exhaust 
pipe will be available at $148. 

The GT 750 uses the uni-steel 
SAAB 93 sports sedan body and 
chassis and the SAAB Sonett super 
sports 748 CC engine developing 50 
horsepower. The owner can in- 
crease the horsepower to 57 with 
the tuning kit. 

It has extra large brakes to cope 
with extra-ordinary performance, 
the firm said, and a wood-rimmed 
racing steering wheel. 

The car seats four and has ample 
storage space for luggage, SAAB 
Motors said. It will make its world 
debut at the International Automo- 
bile Show opening at the Coliseum 
here on Apr. 5. 
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Watch “Goodyear Theater” on TV—every other Monday, 9:30 P.M., E.S.T. 


it’s the big difference in a Goodyear tire! 


Reason: A tire has a backbone—and that backbone is 
cord. Practically all tire cord today is either nylon or 
rayon. These are the finest cords yet developed for tires 
and their use is industry-wide. 


But the important thing is what a tire manufacturer 
does with the basic nylon or rayon yarn after he gets it. 
It cannot be used effectively in its raw condition .. . it 
must be “‘treated” to give it maximum efficiency. 


Goodyear scientists and engineers have spent years ex- 
perimenting with these cords and not without reward. 
For it was thousands upon thousands of research hours 
that developed .. . 


Goodyear's famous <8 process 


3-T means Tension, Temperature and Time. These are 
the basic factors involved in Goodyear’s exclusive method 
of ‘“‘treating” tire cord in order to control stretch and set 


This diamond is a tire 
dealer’s best friend. 


the cord at its point of maximum efficiency. 


Here’s how it’s done. First, the cord is chemically 
treated .. . then put under heavy tension. 


Next, it is run through enormous ovens (each 6 stories 
high and more than one hundred feet long) and subjected 
to a temperature of several hundred degrees. This “‘bakes”’ 
the chemical into the cord. 


How much time does it take? Sorry, but we 
can’t tell you that. Goodyear experimented for years to 
get that time precise, for this is the secret of stabilizing 
the cord at its point of greatest strength and resiliency. 


But Goodyear tires, made with 3-T Nylon or 3-T Rayon 
Cord, are triple-tempered to be triple-tough. They are 
stronger, more resilient, more resistant to fatigue to give 
extra strength, extra safety and longer tire life. 


It all adds up to one more reason why... 


MORE PEOPLE RIDE ON GOODYEAR TIRES 
THAN ON ANY OTHER KIND! 
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a Look at Auto Customers... 





Big Three Small Cars Unlikely? 


DETROIT. Production of a 
small car in the U. S. by a major 
auto company “remains a possi- 
bility” but now appears doubtful 
or at least a long way off, accord- 
ing to U. 8. News & World Report. 


High labor costs plus doubts on 
the extent of the small-car mar- 
ket here tend to keep U. S. pro- 
ducers out of the market, the 
magazine said. It added that 
American manufacturers will 
meet the small-car surge with 
vehicles produced by their sub- 
sidiaries in Europe, such as the 
Opel, Vauxhall and English Ford. 
In another article, the magazine 
reported results of an extensive 
study of car buying which showed 
that the market for new autos is 
concentrated among those in the 
middle and upper income brackets. 
The small-car report said that 
U. S. producers are well along in 
planning of economy models on a 
standby basis. A new car could be 





introduced by 1959 under a crash 
program. 

But any American small car will 
have to wait for a change in the 
thinking of auto executives, the 
magazine said. 

A successful U. S. small car 
would have to sell for no more 
than $1,900, about $200 under the 
lowest-priced Fords, Chevrolets 
and Plymouths, manufacturers 


feel. A price like $1,700-$1,300 
would be better. 
Savings in labor costs are not 


made at the same rate that a car’s 
size is cut. Since U. S. labor costs 
are higher than those in Europe, 
auto executives are not sure that) 
a price around $1,750 is attainable, | 
the magazine said. (However, 
Studebaker prices its Scotsman at 
$1,795 and the Rambler American’s 
price tag is $1,789. 

Big Three officials also are not 
sure that the small-car fad will) 
stick. They note that registrations 
of imported cars shot up from) 
10,000 to 20,000 a month between! 





January and July of last year. 
During the rest of the year, they 
went no higher than 22,000. 

U. 8. News & World Report looks 
for the big battle for the small-car 
market to come as American 
manufacturers push sales of their 
cars built overseas. Increased sales 
of the English Ford, GM’s intro- 
duction of the Opel and Vauxhall 
and repeated rumors that Chrysler 
will introduce an imported car 
were noted. 

In its survey of car buying, the 
magazine found that 85 percent 
of all new cars sold in 1957 were 
bought by people with incomes 
of $5,000 a year or more. 

The report was based on 11,000 
answers to questionnaires sent to 
buyers of 1957s. 

The median income—midway be- 
tween highest and lowest—of car 
buyers was $7,800 a year. Those 
who purchased a low-priced car 
had a median income of $7,100. 

The median income of  pur- 
chasers of medium-priced autos 





Hand Controls— 


Any make or model.car that is equipped 
with automatic transmission and power 
brakes may be converted to hand control 
by the addition of the Finger-Tip Control 
kit announced by Safety-Magic Sales Co., 
Janesville, Wis. Simplicity of operation is 
said to be the feature of the handicap 
| equipment, since a short movement of 
| only one lever spans the range from full 
power to full brake. The lever is designed 
to return to nevtral from power or brake 

| position if released. 


|was $9,000 and it was $23,500 for 
buyers of the highest-priced cars. 
Persons making $5,000 or more 





Slow moving used cars draining dollars every day? 





with 


| enolizing! 


Let me help 
you move em 


Would you want a car with a dirty, greasy, 
worn-out looking engine? Of course not and neither 
do your prospects! Many an automobile moves to the 
back of the lot because of the appearance of its engine! 


You wash and polish the outside to attract new 
customers. Why chase them away with an old-look- 
ing engine? Increase sales—increase values with the 
process. that protects as it cleans — JENOLIZING! 


Write for facts about Jenolizing. 
Get out your Jenny® Steam Cleaner 


and JENOLIZE for faster used car sales! 


HOMESTEAD VALVE MANUFACTURING COMPANY 


Hypressure Jenny Division, P.O. Box 100, Coraopolis, Pa. 


*eese 







But, Jenolized, cars beam with newness! Jeno- 
lizing, the new, odorless method of removing grease 
and dirt, protects with a special rust-preventive 
coating that gives engines a new-car showroom gleam! 











Mode! 1250 — 
use it in the 
shop, take it 
to the lot! 






a year make up 47 percent of the 
total population. But they have 
74 percent of personal inconie, 
own 71 percent of individual sav- 
ings and buy 85 percent of new 
cars. 

Since only 15 percent of new 
cars are sold to those with incomes 
below $5,000, the magazine noted: 
“Thus, the dream of Henry Ford 
of a cheap car that every family 
could buy has not, as yet, worked 
out in practice.” 

The publication added that this 
picture of the auto market is no 
recent development. A similar, less 
detailed study in 1954 showed the 
same general pattern. 

Used cars make up two out of 

|}every three cars sold. Customers 
|have found they can buy a large, 
well-equipped car which is two or 
three years old for less than a 
stripped version of one of the 
lowest-priced new cars. This, the 
magazine said, leads auto men to 
believe there is no great market 
|for small, economy models. 
U. 8. News & World Report said 
|that the recession is not directly 
taking many people out of the new- 
|car market and easier credit will 
do little to increase car sales. 


Persons making $5,000 or more 
a year are not likely to have the 
jobs that would be directly 
affected by the type of recession 
the U. S. has had in the last few 
months. “The chief impact of the 
recession on auto sales probably 
is psychological, causing people 
who can buy to hold off on 
buying.” 

The magazine found that even 
during the days of the tight-money 
policy, in force in most of 1957, 
three out of five car buyers who 
used credit got loans for 30 or more 
months. 

Banks and finance companies are 
lined up pretty solidly against loans 
for more than 36 months, so financ- 
ing is about as liberal as it can get 
even in an easy-money period. 

This breakdown of the way new 
cars are paid for was reported: 
Nine out of 10 buyers trade in an 
old car to meet part of the pur- 
chase price. Three out of five 
borrow money to pay the remain- 
der and two out of five pay the 
remainder in cash. 

The magazine’s survey also 
upset the notion that the second 
car is a used auto bought to meet 
utility needs. 

Almost two-thirds—64 percent— 
of those who bought a second car 
in 1957 purchased it as a new car. 
Indeed, 38 percent of all new cars 
sold in 1957 were sold to families 
already owning one or more other 
cars, in addition to the car traded 
in on the new car. 

Only 36 percent of those who 
bought a second car in 1957 bought 
a used model. 

Families with second cars are 
well up in the income brackets. The 
typical income of a two-car family 
was found to be $10,700 a year. 

The survey uncovered one hint 
on why the expected auto boom 
| of 1958, which was supposed to 
grow out of replacing the cars 
bought in the boom year of 1955, 
has failed to materialize. That is 
that owners are now planning to 
| hold onto their cars for longer 
periods. 

The 1954 survey showed that 
nearly 34 percent of purchasers ex- 
pected to trade in their cars in the 
third year of ownership. Another 
8.5 percent planned to keep the car 
for at least five years. 

The 1957 study showed that the 
number planning to change cars in 
the third year had dropped to 31 
percent while the group expecting 
to keep the car for five years or 
more was up to 11.2 percent. 


Hackler Named to Head 
Dealer Group in Colorado 


LAMAR, Colo.—Hugh E. Hackler 
(Cadillac-Oldsmobile-Chevrolet) has 
been elected president of the Lamar 
New Car & Truck Dealers Assn. He 
succeeds Silvey DeLoach (Buick- 
Pontiac). 

Wayne Hays (DeSoto-Plymouth) 
was named secretary-treasurer, 
replacing Warren Reese (Dodge- 
Plymouth). 








Fire Razes Singer 
SYRACUSE, N. Y.—Fire gutted 
|Singer Ford Co.’s building in El- 
| bridge, with loss estimated at $75,- 
000 to $100,000. Several new cars 
| and valuable equipment were saved. 
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BENDIX DUO-DUTY AUXILIARY BRAKE 
Power to hold on grades .. . Power to stop at road speeds 


The Bendix* Duo-Duty auxiliary brake serves the 
double purpose of a positive parking brake and an 
emergency road-speed brake. 


FOR PARKING, the Duo-Duty brake has ample 
torque capacity to keep the braked wheels from 
rolling on any hill or ramp, regardless of how 
steep. 


FOR EMERGENCIES, it has the torque and thermal 
capacity to serve as a dependable stand-by brake 


Bendix tiwisiox South Bend, IND. 


Export Sales and Service: Bendix Internationa! Division, 
205 Eost 42nd Street, New York 17, N. Y. 


at road speeds should the main braking system, 
for any reason, fail to work. 


Minimum physical pull at the hand lever, less 
weight, fewer parts, mechanically simple. 


A heavy-duty drive shaft brake that is rugged 

and right .. . built and backed by Bendix. 

BRAKES « POWER STEERING + POWER BRAKING » CONSTANT VELOCITY 
UNIVERSAL JOINTS * HYDRAULIC REMOTE CONTROLS 
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Sales Confidence Bolstered 
By Community Efforts 


_——* of cheer are coming from an auto row which a 

few weeks ago resounded with the blues. Dealers in 
Cleveland are overjoyed by the results of the auto-week 
celebration. 


In some cases dealers report sales are up 400 percent, 
and they say the momentum has carried over. 


Observers of the Cleveland experience say that while the 
public was impressed, the big difference came in the atti- 
tude of the auto salesmen. They were infected with the 
hustle and bustle of the celebration and got back some of 
their confidence. 


Dealers and salesmen read the sad headlines of the busi- 
ness slowdown, and they become as doleful as the auto 
prospects. A fresh viewpoint for them is even more im- 
portant than the attitude of the prospect. A salesman, full 
of confidence, can change the viewpoint of a prospect. 


Another point is that it is refreshing to see the whole 
community pitch in and work together for the benefit of 
all. Dealers will find community leaders more than willing 
to work with them. 


They understand that the automobile is a potent factor 
in the economic picture of their community as well as in 
the nation. 


Another benefit: The dealer himself will find that his own 
attitude improves. We were chatting with a visiting dealer 
the other day. He remarked that he was careful to visit only 
dealers who were doing well. He said he was darned if he 
wanted to catch the blues from other dealers. 
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Coming 
Events 


Dealer Conventions 


March 23-25—North Dakota Automobile 
Dealers, Fargo. 

Apr. 10—Annual Banquet, Rhode Island 
Auto Dealers Assn., Sheraton-Biltmore 
Hotel, Providence. 

Apr. 10-Il—illinois Automotive Trade 
Assn., Springfield, Ill. 

Apr. 15—Annual Meeting, Brooklyn and 
Long Island Automobile Dealers Assn., 
Garden City Hotel, Garden City, Long 
Island, 

Apr. 21-22—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 27-29—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 
Miss. 

May 57 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May 8&9— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 

May !1!-13— Idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May 11-14—3éth annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C 

a 12-13—Pennsylvania Automotive Assn., 
adden Hall Hotel, Atlantic City, N. J. 

May 17-19—South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, 
Myrtle Beach, S. C. 

May 18-20—Texas Automotive 
Assn., Galvez Hotel, Galveston. 

May 28-29—Kansas Motor Car Dealers 
Assn., Town House Hotel, Kansas City, 
Kans. 

June 3-5—Spring Meeting, 
State Automobile Dealers, 
singer's, Grossinger, N. Y. 

June 6-7—New Mexico Automobile Deal- 
ers Assn., Ruidoso, N. M. 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 
Aug. &9—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 

Mont. 

Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 
Assn.. General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 

Sept. 7-9—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 

Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minnesota. 
Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 
Sept. 21-22—Kentucky Automobile Dealers 
Assn., inc., Sheraton-Seelbach Hotel, 

Louisville. 

a 21-23—New York State Automobile 

lers, Inc.. 35th Annual Convention, 

Lake Placid Club, Essex County, N. Y. 

= 30-Oct. 2—New Jersey Automotive 
rade Assn.. Hotel Chalfonte-Haddon 

Hall, Atlantic City. 


Dealers 


New York 
Inc., Gros- 


Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 
Nov. 12—Connecticut Automotive Trades 


Assn., Hotel Statler, Hartford. 
. * * 


Auto Shows 


March 26-30—Iimported Auto Show, Civic 
Auditorium, Seattle, 

March 26-30—West Texas National Auto 
Show, Municipal Coliseum, Lubbock, 


Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 


Nov. 5-1é—Turin Auto Show, Turin, Italy. 


Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 
.-. 


_ General 

March 20-23—Spring Executive Confer- 
ence, National Truck Leasing System, 
Ei Mirador Hotel, Palm Springs. 

March 31-April |—N-A-P-A National Busi- 
ness Conference, Sheraton Park Hotel, 
Washington, D. C. 

March 31-Apr. 2—Canadian Automotive 
Wholesalers’ & Manufacturers’ Assn., 
Winnipeg, Man. 

Apr. 23-25—1958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Augusta, Ga 

May !-8—American Society of Tool En- 
imeers, 26th Annual Meeting and Tool 
how, Convention Center, Philadelphia. 
May I!-i4—Annual Convention, Automo- 
tive Engine Rebuilders Assn., Sheraton- 
Park Hotel, Washington, D. C. 
May 15-18—National Truck, Trailer and 
Equipment Show, Great Western Exhibit 
Bldg., Los Angeles. 

May 26-27—N-A-P-A National Business 
Conference, Sheraton-Fontenelle Hotel, 
Omaha. 


20 Years Ago... 





The Big Stories 


Net income of $14,592,238, equal to $29.18 a share on 500,000 shares 
of capital stock, all owned by General Motors Corp., was reported 
for 1937 by General Motors Acceptance Corp. 

Operator’s licenses in Michigan in January, 1938, totalled 131,154, 
an increase of 22,993 over December. 

British chemists in 1938 were experimenting with water as a fuel 
for automobiles. The method consisted of splitting water by electroly- 
sis into its components of oxygen and hydrogen. The hydrogen was 
fed into the engine direct, or, in some cases, compressed and stored 


in cylinders. 


Studebaker Corp. earned net profits of $811,874 for 1937 on sales of 
91,475 cars and commercial cars for $70,683,260, according to Paul G. 


Hoffman, president. 





Automotive Cartoon 








Letterbox 


‘Who’s First? 





This is an open forum for the discussion of any subject of in 


and your letters are welcomed. No attention is given to 
letters but you may sign your name with the assurance that it 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Unitized Bodies 

How can you publish this story 
on Lincoln (on its unitized body 
construction) when you know 
American Motors has been building 
unit bodies for 10 years and has 
been dipping sam e.—SearorD 
Morors, Seaford, N. Y. 

Eprror’s Nore: It is true that 
American Motors dips its unitized 
bodies as does Lincoln, but 
Lincoln (as the picture caption 
says) is the first auto maker to 
use a water emulsion paint for 
this purpose. The Rambler is now 
completely dipped in Ferro- 
chrome, which has a chromate 
base. 


> * > 


Tow-Bar Warning 

In the July 21, 1952, edition of 
your publication (Page 25) you ran 
an item which had to do with the 
use of tow-bars to move cars and 
to comply with Interstate Commerce 
Commission’s requirements. You 
indicated that controlled steering 
guide cables must be used as well 
as safety chains. 

Due to the fact that your publi- 
cation is read by so many automo- 
bile dealers in the U. S., we ask 































—From the files of Automotive News. 


that you carry an additional news 
item on the above subject to cover 
not only the information embodied 
in your 1952 article, but to add the 
following: 

When hooking up two cars they 
are no longer governed by the 
speed laws for passenger automo- 
biles, but instead they are classi- 
fied as a truck. As an example, the 
Illinois speed limits are: 


TIED - susieedensnansasnapiesusiaieaneaas 65 m.p.h 
REINO: cnéipesgndanniaicasidadatanatenta 60 m.p.h 
Trucks (under 4 tons).... 55 m.p.h 
Trucks (over 4 tons)...... 50 m.p.h. 


From the above you will note 


that at no time should car with 
trailer using tow-bar travel faster 
than 50 m.p.h. Any time the driver 
is speeding with a tow-bar hookup, 
he is endangering his own life as 
well as the lives of others.—JoHN 
B. Morrissey, President, John B. 
Morrissey Co., Chicago. 


* * * 


He’s No Buddy of OP Sam 


Referring to the article in the 
Jan. 13, 1958 issue of AUTOMOTIVE 
News entitled: 

“Ol’ Sam looks at imports .. . 

“A FOREIGN CAR IS NICE, 
Mee sae 

It would seem that “Ol’ Sam” is 
getting just a little too Ol’ to make 
sure that he knows all the true 
facts about a subject, and then to 
write an objective, fair, article on 
it. 

It is one thing to write an 
article in a jocular fashion while 
sticking to the facts, but it is 
quite another to write an article 
ridiculing something when the 
writer knows, or should have 
had the integrity as a journalist 
to find out, that the true facts 
are not as he presents them. 

This is especially true when those 
“facts” read by uninformed per- 
sons in a respected periodical such 
as Automotive News, could adversly 
affect an industry. Automotive News 
is, to quote your own advertising, 
(Continued on Page 80, Col, 2) 
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YOUR SPRING SALES 
















FEATURING the biggest “profit-building’”’ 
sales team ever to work for you! 


It’s a double-spectacular 
that will reach over 


42,000,000 prospects! 


we 
vie 


Rate! 
Set yep 
e ; 
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Now, C.1.T. reaffirms its optimism in 
the automobile business by launching 
the most intensive dealer-support 
sales program in its history. Objective: 
to make a fresh contribution to your 
own spring sales drive, to do its share 
in helping the whole industry shift 
into high-gear selling. Read the de- 
tails on the following pages. 
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The C.LT. Star-Studded Weekends 







These famous stars will be talking to over 


10 million different car-buying families 


on each C.I.T. weekend.* 





C.1.T. will be helping you sell cars 


* & (Duffy’ +, Tavern) GARDNER © 


Archie s fa- 
ano RAY—Americe 
*« = soles twins 
pous STORER 
* Con Believe” ROUNDUP 
$e MONITOR SPORTY hers 
with Ben Graver 


with “This You 


C.L.T. takes to the air! Starting Friday evening, 
March 21st, C.1.T. launches a series of big 
“C.1.T. Star-Studded Weekends” during the 
heart of the peak spring season. C.I.T.’s 
Spring Sales Spectacular will be heard on 
NBC's popular radio show, “MONITOR.” 


With 69 programs and commercials on — 


each C.L.T. Star-Studded Weekend, your pros- 
pects will hear top-name stars selling the 
pleasures of owning a new, or better used 
car and paying for it on the C.1.T. Time Pur- 
chase Plan. 

it’s the most intensive, concentrated sales 
program in network radio advertising history! 
On an average of once every fifteen minutes 
throughout the C.1.T. weekends on Monitor, 
7% million families at home, 3 million in cars 
—more than 10 million families in all*—will 


be getting the message from your all-star sales 
team. Best of all, you and other C.1.T. dealers 
can tie in with your own local announcements. 


Here’s How You Can Tie In 
After each 5 minute program there will be a 


sages. While C.i.T. tells prospects nationally 
about the C.1.T. Finance Plan, dealers can tell 
local prospects where to buy, and can fea- 
ture their own cars. 

This is the most exciting and dramatic tie- 
in feature ever attempted on network radio, 
according to NBC officials. Dealers can obtain 
all details about local tie-ins on Monitor from 
their C.1.T. representatives. 


*A. C. Nielsen, December 1957 Report 














This ad will be read by 
1 in 4 families in your area! 
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During the peak spring profit season! 


C.LT. features the Time Purchase Plan with 
this Spectacular-in-Print! In April, this 3-page 
ad will be seen by more than 32 million 
readers. The Digest’s circulation is larger than 
the next two national magazines combined, 
end in many cities, reaches more readers 
than the leading local newspaper. You'll find 
that 1 in 3 people shopping for a new, or 
better used car in your area will see and read 
this powerful ad. 

C.1.T."s double-spectacular, NBC MONITOR 
AND READER'S DIGEST, is bound to develop 
interest in the C.I.T. Time Purchase Plan as 
“the one best way to buy a car.” 

Take advantage of this consumer sales 


push by offering the C.1.T. Time Purchase 
Plan to every one of your prospects and cus- 
tomers while they're reading and hearing 
about it during the spring prime selling 
months. We will provide potent selling and 
merchandising aids. Get the full story from 
your local Universal C.I.T. representative. 


PLUS: Point-of-Sale Aids 


Reprints of the 3-page Reader's Digest advertisement, 
in a Reader’s Digest cover folder, to help you sell. 
Eye-catching, 2-color window streamers, featuring 
the C.1.T. Star-Studded Weekends. 
To get these and other merchandising aids, call your 
Universal C.I.T. representative. 


G Purchase any 
Protas \riv ing 












UNIVERSAL C.1.T. CREDIT CORPORATION 
650 MADISON AVE., NEW YORK 22, N.Y. 















Universal C.1.T. makes Reader’s Digest 
the foundation of its 1958 publication 
advertising program to the consumer. 
And, for these good reasons: 
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LARGEST CIRCULATION of any magazine .. . 


anywhere! Month after month, one out of four families across the nation 
buys and reads the Digest. In market after market, Reader’s Digest 
circulation is more than twice that of the next magazine. 


BALANCED DISTRIBUTION of the Digest's cir- 


culation parallels population groups in marketing areas—urban, suburban 
and rural . . . a truly comprehensive national coverage. 82% of the 
Digest’s circulation is concentrated in the nation’s top-quality markets 
where 82.7% of the country’s buying power is found. 


HIGHEST READERSHIP of any magazine is re- 


ported by a recent study*. 32 million people read a typical issue on 5.3 
different days—giving your advertisement 168 million opportunities 
to be seen! 


RESPONSIVE ACTION to editorial and advertising 


is strong because people believe in what they read in the Digest. This 
confidence provides a favorable, receptive atmosphere for selling. 


TRADE INFLUENCE of Reader's Digest is growing 


because dealers know their best customers read the magazine. For 
example, of all people in new-car families, 31.5%—the best prospects 
for automobiles—read the Reader's Digest. 


Universal C.1.1., a leader in automobile financing, is using the pages of 
Reader's Digest exclusively to tell its story in print to consumers. Perhaps 
you should consider making Reader’s Digest the foundation for your adver- 
tising program. It can work effectively and economically for you, as it has 


for others. 


*Alfred Politz Research, Inc., “A Study of Seven Publications.” 








People have faith in 


eaders Dige st 


Largest magazine circulation in U. S. 
Over 11,500,000 copies bought monthly 


5 reasons why 
works better 





NEw Yorx 22,N.Y. 


WILLIAM L. WILSON 


VICE PRESIDENT February 13, 1958 


Mr. Fred D. Thompson, Jr, 
The Reader's Digest 

230 Park Avemue 

New York 17, New York 


Dear Mr, Thompson: 
This is to inform you that our entire budget allocated to 1958 
consumer Publication advertising will be Placed in the Reader's 


Digest, Perhaps you would like to know our reasons for this 
decision, 


which is careful ad i will get the 
thoughtful readershi it ne S that king 
of medium, read thoughtful] ° ntly, 


Finally, we value the Constructive and believable editorial environ- 
ment that the Reader's Digest Provides, 


In this effort, we look forward to & successfy] and Profitable Program 


for ourselves and for the automobile dealers whom we Serve and we 
Co’ 8ppreciate the 8ssistance We have received from your organization, 


Cordially yours, 


Wider L Wedinn 


William L. Wilson 


* confidence that A Patna 
ae Nae readers—have in Reader's Dig 
advertisers— 
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The Man Behind the Wheel... . 


Sales Testing the New Models 


Eprror’s Note: This is another 
in a series of articles which will 
report factual results of road- 
testing new models. The goal is 
to develop sales ideas that may 
be put to use by dealers and 
salesmen. Articles will be writ- 
ten with the idea that dealers, 
sales managers and salesmen 
may want to show them to their 
prospects, since the material 
originates from an impartial 
source. The car below was tested 
for 2,000 miles over seven days. 

* * * 
By L. H. Houck 


Travelling Correspondent 


DSMOBILE is one of the 

few autos about which a song 
has been written, and buyers of 
the 1958 Oldsmobile will be sing- 
ing its praises because Oldsmobile 
has outdone Oldsmobile, 

Let’s rattle off a few of the new 
features to get them out of the way 
for the serious business of telling 
about Oldsmobile. 

Completely restyled, it has dual 


headlights, new grille of anodized | 
aluminum, a steering wheel with | 


but two spokes no horn ring, 
redesigned body, improved Jet- 
away Hydra-Matic. 

New options include air suspen- 
sion, removable radio, deluxe wheel 
discs that conceal the tire valve, 
cushion toppers, electric windshield 
wipers, roof-top luggage carrier, 
antispin differential. Of course, 
there are many other new features. 

> * a 


Oldsmobile History 


DS MOTOR VEHICLE CO.) 
was incorporated in Lansing, 
Aug. 21, 1897. The first and only) 
car made that year was built by| 
two employes who produced one 
car for 1897 and one car for 1898 
and 1899. The next year 425 were) 
built. 
In November, 1901, a grease- 
smeared driver sneaked into the 
employes entrance of the old Wal- 
dorf-Astoria Hotel in New York, | 
after an 860-mile trip—an astound- | 
ing feat for the time. 

He drove an 800-pound, mud- 
covered, one-cylinder, curved- 
dash auto which sold for $650 and 
found scant acceptance because 
it was too cheap, That car was 
an Oldsmobile. 

Bought in 1908 by General Mo- 
tors, Oldsmobile built its first two- 
cylinder in 1906, first four in 1907, 
first six in 1908, used the self- 





starter in 1911, built its first eight 
in 1915, its first Hydra-Matic auto-| 
matic transmission in 1939 and its| 
first V-8 in 1949. 

Oldsmobile was the first car ever 
equipped with a speedometer. It 
was installed in 1901. 

Lately Oldsmobile sales have| 
been breaking records. Production | 
facilities were expanded 50 percent} 
in 1956. Olds was in fifth place in 
1957 and currently is in fourth 
place in registrations. Proof that 
the public knows a good thing 
when it sees it. 

. 


The Dynamic 88 
oo budget-priced Dynamic 88 
used for the test trip of about 
1,500 miles was picked up in Kansas 
City. This powerful, luxurious car 
might as well have been a top- 
flight luxury model—it’s so hard to 
tell the difference from behind the 
wheel. This was a Holiday sedan, 
style-setter of the hardtops. 

The new strut-mounted instru- 
ment panel provided excellent 
grouping of instruments. These 
things become important when 
you drop behind the wheel of a 
strange car and swing immedi- 
ately into dense city traffic. 

Oldsmobile, with its new slogan 
of OLDSmobility, isn’t joking. 
Smooth as silk purred the Rocket 
engine and the throttle and power- 
brake pedals fitted like an old 
shoe. The two-spoke safety-vee 
steering wheel, with the horn rim 
eliminated and horn buttons in the 
spokes, afforded a perfect view of 
the instrument cluster. So that’s 
why they took out the spokes! 

There are no obstructions when 
you look at the speedometer. The 
safety sentinel; which warns of a 
preset speed with both buzzer and 


movable white hand on the large 


speedometer dial. 
+ 


Factory Maintenance Checked 


A FEW miles out you pull into 
your favorite service station 
to check on factory maintenance— 
to see whether it’s filled with oil, 
and to check the tires. Joe sticks 
a rag back in his pocket and steps 
back so he can see the whole pro- 
file and says: 

“That’s one pretty automobile. I 
wish I had one.” 

Later I found a lot of people 
who voiced similiar sentiments. 
In visits to a number of Oldsmo- 
bile dealers’ showrooms in several 
large towns, I learned they were 
selling cars and that people from 
all walks were coming in from 
all over to see Oldsmobile. 

It made me wish they could see | 





Car Tested: 
OLDSMOBILE 


Model: Dynamic 88 Holiday 
sedan; overall length, 208.21 
inches; wheelbase, 122.5 inches; 
height with five-passenger load, 
57.40 inches, width, 78.46 inches. 

Engine: Rocket V-8, OHV. 
Bore, 4.00 inches; stroke, 3.6875 
inches; 371-cubic inch displace- 
ment, compression ratio 10 to 1, 
rated h.p. at 4400 r.p.m. 277, 
torque at 2,300 r.p.m., 400 ft. 1b. 

Carburetor: Rochester 2GC, a 
two-barrel unit, called Econ-o- 
Way because of a 20 percent 
saving in fuel as compared with 
comparable ’57 models. 

Transmission: Jetaway Hy- 
dra-Matic, optional on 88 and 
Standard on Super 88 and 
98 series. The ‘58 version offers 
three selective drive ranges, D, 
S and L. Normal driving is done 
in D which shifts to fourth gear 
through first, second and third 
and S range locks out fourth 
until a speed of 60-70 m.p.h is 
reached and is used for hilly and 
traffic driving and provides 
braking power on long hills. 
This transmission uses sprag, or 
overrunning clutches, instead of 
bands, there being but one band 
used and it is in the first and 
second speeds of the L range 
and does not require adjustment. 

Reverse is accomplished 
through use of a friction clutch 
applied by oil pressure and de- 


| little 
| trouble. 


discover that each division evi- 
dently has considerable power of 
independent design. 

GM divisions apparently work 
independently of each other and 
have different methods, different 
paper work, and the cars are not 
alike. 

Because of this independence, 
Oldsmobile’s heating and venti- 
lating system was unlike any I 
have ever seen before. 

Introduced on the ’57 models, it 
consists of a number of vacuum- 
operated diaphragms, actuated by 
push-button and closed by spring- 
force. These diaphragms are loca- 
ted on the firewall under the hood, 
and other suitable places. 

Push-buttons for the ventilating 
system are located on the right 
side of the steering column. Push- 
buttons for the heater control and 
defroster are located on the left 
side of the steering column. 

When I first saw these push- 
buttons I had visions of a lot of 
motors that might cause 
But there’s nothing like 
that. 

You might ask what's so wonder- 
ful about push-buttons? 

* * . 


Troubles eliminated 
ELL, if you've ever been in a 
tight spot with the windows 
fogging up so fast you couldn’t see| 
and then have to work two or three | 
controls to get the blower turned | 
on and switched to defrosting) 
ducts, you'll realize what a life) 


|saver it can be when you can get! 


the same results by pushing one 
button. 

When you push the defroster | 
button, you get instant defrosting | 
until you push the “off” button 
or push the heater button. 

The amount of heat is set by 
moving a lever in a horizontal slot, 


}and since the heater has thermo-| 


static control, this lever usually can | 
be left in one place. The fan has 
a conventional “high-low” switch 
but no “off,” so that when you) 
start punching the buttons the fan 
will be on one of these speeds. 

For heating, the “off” button on 
the ventilation control must be) 
pressed. The heating buttons con- 
sist of an “off,” “direct,” “in- 
direct,” “defrost.” 

To show you what happens after 


| you press the button and how much | 


work it takes off strictly manual | 


operation, depressing the “direct | 
heat” button opens the right-hand | 


al 2 
, 


At Last!— 


The 1958 Oldsmobile has come up 
with a clamp for the jack, which means 
no more rattling from this source. . The 
trunk is roomy and tail-light design as- 
sures plenty of red when viewed from 
the side at night. 


switch, increasing blower motor 
speed to maximum, regardless of 
blower-switch setting on the dash. 

With the louvres closed and 
blower-motor speed increased, the 
defroster-control valve is opened 
and air flows into the right and 


|be remembered -that it shifts 


“nN,” 





left-defroster nozzles, which divert 
the air flow to the windshield. A 
lot of work from pressing a single | 
button. 

> 


* * 


What's New Under Hood? 

HIEF interest under the hood 

besides the high-performance | 
Rocket engine is the Econ-o-Way 
carburetor, standard on the Dy- 
namic 88 test car. A 20 percent sav- | 
ing in gasoline has been claimed 
for the Econ-o-Way, and the test 
trip proved this claim. 

Essentially, the Econ-o-Way is 
a two-barrel carburetor in place 
of the ordinary four-barrel, and 
ordinarily there would be some 
sacrifice in snap and pickup. 

Coupled with Jetaway Hydra- 
Matic, this 2GC Rochester Econ-o- 
Way carburetor is the center car- 
buretor in the 3-carburetor option 
in the J-2 Rocket engine com- 
bination, furnishing similar ooen-} 
omy at normal speeds. 

Used alone as on the 88, there is| 
little evidence of sacrifice of get- 
away from standing start and a 
pat on the accelerator will squeal | 
or “peel” tires. 

The Econ-o-Way carburetor) 
(2GC) has larger air passages) 
which help, but the greatest con- 
tributors to economy are the new) 
design of the engine’s manifold} 
ports and new cam lobes on the} 
camshaft, which hold valves open | 
longer and permit improved) 
breathing. 

> 


signed to make rocking the car || outside air valve and the blower | Mileage Is Remarkable 


easy. A reverse blocker piston 
prevents movement of the selec- 
tor lever to reverse position 
above 10 m.p.h. The new Jet- || 
away is exceptionally smooth || 
and at the same time responsive | 
to the throttle. 

Tires: 8:50 by 14 U. S. Royal 
Cord Safety 8. 


Oldsmobile from my seat behind | 
the wheel. 


Ventilating and Heating 
ye HEARD salesmen in GM 
lines tell what parts of other 
cars are used on the ones he is 
selling, and I’ve found that most of 
such stories are unfounded. True, 
there are a few interchangeable 
parts in all cars, but after you’ve 
tested a number of GM cars, you’l) 
> > 


A Reemin' Holiday— 
This is the 1958 Oldsmobile 88 Holiday 


motor is started. 


Air Is Heated 


A™ is now heated as it passes 

through the heater core end} 
into the passenger compartment | 
through louvres located on the! 
right and left side of heater case, 
and these louvres have been 
opened. 

When the “indirect” button is 
pressed, air flow is the same as 
when the “direct” is pressed, with 
the exception that a vaccum- 
operated diaphragm closes the 
louvres part way and heated air 
is directed along the sides of the 
Passenger compartment, 

Depressing the “defrost” button 
causes a vacuum-operated dia- 
phragm to close the louvres com- 
pletely. It also closes the defroster 

* * 


which L. H. Houck, Automotive News trav- 


warning light, is represented by a! elling correspondent, sales-tested during a seven-day period. Houck is at the wheel. 


HE mileage per gallon is re-| 

markable for the weight and) 
size of this car and the amount is| 
quickly noticeable. Oldsmobile} 
claims the greatest fuel economy 
in Oldsmobile’s 60 years of en- 
gineering leadership—a fact you'll 
not quarrel with. 

Hydra-Matic has so long been 
a permanent fixture in the auto- 
mobile world that you would 
think improvements would be 
hard to come by, as indeed they 
are, but refinements continue to 
pour from the engineering de- 
partment. 

Everyone is familiar with the 
need for warming up a transmission 
on cold mornings before taking off, 
whether it be automatic or manual. 
I can remember in the old days 
that transmissions would be frozen 
so tight as to present danger of 
damage until warmed up. This 
was due somewhat to the quality 
of lubricant then available. 

our modern transmission 
lubricants stiffen when cold, and 
Oldsmobile has provided for that 
with thermostatic controls on shift- 
ing controls inside the transmission 
to compensate for the high vis- 
cosity (stiffness) of cold Hydra- 
Matic fluid. 





*- * 


Sprag Clutches Are New 


QCyTaae improvements consist of 
sprag clutches (over-running). 
They are used in the front and rear 
units and result in further smooth- 
ness in shifting. 

The two main forward driving 
ranges merit attention. Conven- 
tional “D” runs through first to 
fourth. Forward driving “S” locks 
out fourth until the car is running 
75 to 70 m.p.h. 

And fer the attention ef new 


car salesmen, some owners think | 
“S” means slow. Explain that this. 
forward-driving range offers bet» 
ter braking power going down 
hills, provides additional accelera- 
tion for long hills or traffic and 
does not mean “slow.” 

“L” is designed for engine- 
braking down steep hills and for 
holding the car in second gear for 
maximum pulling power. It should 
u . 
too, going from low to second oat 


| shifting to third at about 45-50 
| m.p.h. 


It even shifts to fourth 
gearat 65-70 m.p.h., downshifting 
at about the same speeds. 


There is now only one band in | 
the Hydra-Matic and it does not 
require adjustment. It is used in 
the first and second ‘speeds of the 
“L” range only. 

As is common to all automatic 
transmissions, moving the lever to 4 
the “P” range while the car is in 
motion may cause damage. The 
danger of this is largely avoided by 
making a smooth shift to the left to 
neutral, where it bumps 
against a stop. To get into park, 
the lever must be raised for the de- 
tent. 

So if the engine dies while warm- 
ing up and the car is in motion, 
moving the lever directly to the 
stop at neutral puts it in position 


|for using the starter. 


> 7 * 


Propeller Shaft, Differential 


Sige hump in the rear has been 
reduced by a two-piece pro- 
peller shaft with a center bearing 
mounted in rubber. 

If the differential has to be re- 
moved for any reason, only the 
rear half of the propeller shaft is 


|}removed. Another good feature is 


that the rear propeller shaft can be 
removed independently, not only of 
the front propeller shaft but of the 
center bearing as well. 

This center bearing gets the 
job done and is a sign of good 
construction, often used on large 
trucks. Besides permitting the 
driveshaft to be lowered, it 
makes it possible to keep the 
shafts aligned within the limited 
range of universal joints. 

Another advantage in this par- 
ticular construction is the reduc- 
tion of vibration, or slap, that may 
lead to noise as well as wear. Any 


| bit of extra vibration adds to wear. 


If you think this extra bearing 
and the extra universals might lead 
to lubrication problems, you're 
wrong. The U joints are prelubri- 
cated at the factory and further 
lube is not necessary until after 
20,000 miles. The center bearing is 
permanently lubricated and sup- 
ported by a rubber insulated sup- 
port. 


Solid Materials 


MOBILE'S new grille is 
aluminum. Anodized-alu mi- 
num louvres extend across the en- 
tire front end. Aluminum molding 
also is used generously throughout. 
The top, windshield and rear- 
window trim is stainless steel, as 
are the four horizontal strips on 
each rear fender, front-fender 
strip, a strip across the front over 
the grille and the wide molding at 
the bottom of the body on each 
side. Wheel covers are also stain- 
less steel. 


a > 


“ 


Undercover Works— 


The radiator on the 1958 Oldsmobile 
88 Holiday sedan is located back of two | 
transverse members. Hood-lock adjust- 
ment is simple and quick, with the pia 
shown. One of the vacuum diaphragms | 
is shown at the right rear of the engine 
compartment. The diaphragms operate 
heater controls. 











Right at the peak of your big Spring selling sea- 
son, starting March 21, Universal C. I. T. Credit 
Corporation will flood the nation with powerful 
selling messages to car buyers. 

C. I. T. commercials, on NBC Radio’s MONITOR, 
will proclaim: “The C. I..T. Time Purchase Plan 
for Carefree Driving helps you get the car of your 
choice. See your local dealer now!” 


That’s your cue! When C. I. T. Credit tells them 
HOW to buy, you can tell them WHERE. A phone 
call to your local NBC Radio Station now will put 
you in the limelight with C.I. T., steering hot leads 
right into your showroom. 


These leads will come from a barrage of 69 C. I. T. 
announcements each weekend—an average of a 





C. 1. 7 





ON NBC RADIO 


with the biggest saturation campaign in broadcast history! 


commercial every 15 minutes from Friday night 
through Sunday night. It means 314,425,000 com- 
mercial listener impressions... many thousands of 


them right in your own community! 


NBC Radio’s solid selling power in the automotive 
field is a recognized fact. To illustrate: American 
Motors cites MONITOR as “one of the important 
factors in placing Rambler sales 81% ahead of this 
date last year’... Midas Mufflers has increased its 
radio schedule from a single announcement weekly 
to the purchase of one-fourth of all NBC Radio’s 
NEWS-ON-THE-HOUR features throughout the 
week ... just two of many examples! 


Exploit the C. I. T. campaign for extra car sales. 
Call your local NBC Radio Station now! 
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AUTOMOTIVE NEWS, MARCH 17, 1958 


Roundup from State Capitals... 





Legislation Affecting Auto Industry 


By Bethune Jones 

Legislative Correspondent 
go arepers of progress of current state legislative ses- 
sions points to further extension of the uptrend in taxes 
of direct and indirect concern to the automotive industry 


and its markets. 


New or increased taxes to meet general revenue needs 
eo 


were proposed during the 


first two months of the year | tax law invalidated last year by the 


by the governors of 11 states 
—Arizona, Colorado, Kansas, Mary- 
land, Massachusetts, Michigan, New 
Hampshire, New Jersey, New York, 
Rhode Island and West Virginia. 


Although some gubernatoriai rec- 
ommendations have already been 
scrapped, others have been enacted 
and more will find their way onto 
the law books. 
Meanwhile, 
sure is building 
up in many in- 
stances fora 
broadened wave 
of new and heav- 
ier levies next 
year, when the 
Legislatures of a 
greater number 
of states will con- 
a vene. 
Bethune Jones Colorado’s Leg- 
lature adjourned its 1958 session 
after enacting revenue-raising rec- 
ommendations offered by Gov. S. 
L. R. MeNichols. These included a 
measure to raise $7 million in the 
next fiscal year by placing corpora- 
tions and the self-employed on the 
same basis as those subject to state 
income-tax withholding by requir- 
ing advance estimates, declaration 
and quarterly payments. 

After the 1958 budget session 
of the Kansas Legislature ended 
without agreement on revenue- 





under consideration the question 
of whether to call a special ses- 
sion for further deliberations, or 
to attempt to solve the problem 
through forced economies in state 
government. 

During the 30-day budget session, 
the Legislature junked the major 
portion of Docking’s tax recom- 
mendations. He subsequently vetoed 
a bill to increase the Kansas sales 
tax from 2 to 2% percent. 

In Arizona, where Gov. Ernest W. 
McFarland recommended unspeci- 
fied increases in taxes on alcoholic 
beverages and tobacco, one bill 
would boost the cigaret tax from 
2 to 3 cents. Another would double 
the tax to 4 cents per pack. 

> > 


McKeldin Veto Overriden 
AARILANDS Legislature over- 
rode Gov. Theodore R. McKel- 
din’s veto of a bill imposing a new 
cigaret tax of 3 cents per pack to 
help pay for a teacher-pay increase. 
Pending in the Massachusetts 
Legislature were proposals by Gov. 
Foster Furcolo to raise some $29 
million in additional annual reve- 
nue through a withholding system 
for collection of state income taxes, 
a sixth cent on the cigaret tax and 
a tax on trusts with transferable 
shares. 


A $21 million annual increase 
in taxes on intangibles was rec- 
ommended to the Michigan Leg- 
islature by Gov. Mennen G, Wil- 


Although opposing any tax in- 
creases at this time, Gov. James T. 
Blair jr. warned a special legisla- 
tive session that substantial boosts 
in levies probably would be neces- 
sary in 1959. 

The Nebraska Tax Equity Coun- 
cil decided to initiate petitions 
seeking to place on the November 
ballot the question of abolishing the 
property tax and making other 
changes calculated to force the 1959 
Legislature to consider a new sales 
- gees tax, or combination of 


A special session of the New 
Hampshire Legislature adjourned 
after enacting a compromise 4 per- 
cent franchise tax on gas and elec- 
tric utilities, effective for two years 
only. It replaces a utility franchise 


State Supreme Court. 

= = 7 
_—— AID in balancing his budget 
recommendations, New Jersey 
Gov. Robert B. Meyner proposed a 
5 percent net income levy on busi- 
nesses, professional persons and 
farmers; or a tax on corporate net 
income, He again urged an increase 
in the State gasoline tax from 4 to 


pres-| 5 cents a gallon. 


Gov. Averell Harriman’s budget 


recommendations to the New 

York Legislature would provide 
$43 million in additional annual 

revenue by discontinuing tempo- 

rary reductions amounting to a 
maximum of $35 for each tax- 

payer. 

Recommendations subitted to the 
Rhode Island Legislature by Gov. 
Dennis J. Roberts called for a $10 
million increase in revenue by 
boosting taxes on gasoline, driver’s 
licenses, truck registrations, cigar- 
ets, liquor, pari-mutual betting, cor- 
porate income, bank income and 
beer production. The gasoline tax 
rate would be raised from four to 
six cents a gallon. 

Awaiting action in the South 
Carolina Legislature is a proposal 
for withholding of State personal 
income taxes, This plan was ap- 
proved by the Senate as a substi- 


tute for a House-passed proposal 
to divert one cent of the State gaso- 
line tax from highway to general 


fund use. 
” + = 


W. Va. Governor Rebuffed 
VIRGINIA lawmakers re- 
jected most of Gov. Cecil H. 
Underwood’s tax recommendations, 
including proposals for a State in- 
come tax of one percent and in- 
creases in the State gasoline tax 
and other highway-user levies. 
However, they enacted $6,650,000 in 
increased taxes, including elimina- 
tion of a 5 percent credit under the 
gross sales tax and an increase in 

the tax on insurance premiums. 

In an exception to the general 
uptrend, the Kentucky Legisla- 

ture enacted Gov. Albert B. 
Chandler’s proposal to reduce 
personal income taxes by $2 mil- 
lion a year. 

South Carolina’s Legislature, in 
a move aimed at aiding industrial 
development promotion, enacted a 
bill to give foreign corporations a 
competitive corporate income tax 
break two years hence. The meas- 
ure provides two plans for comput- 


— 


ing the 5 percent State corporate 
income tax. 

Among new developments in the 
highway financing field, Gov. Abra- 
ham Ribicoff recommended that a 
Connecticut special legislative ses- 
sion authorize issuance of $354 mil- 
lion in bonds to speed up highway 
construction projects and help spur 
employment. 


* * * 


ARYLAND lawmakers took un- 

der consideration a plan to 
speed construction of key highways 
by authorizing the State Roads 
Commission to issue $100 million in 
bonds. 

Georgia’s House of Representa- 
tives defeated a measure proposed 
by Gov. Marvin Griffin to in- 
crease the borrowing capacity of 
the State Rural Roads Authority 
from $100 million to $150 million. 

Kansas legislators killed Gov. 
Docking’s proposal to place a heavy 
ton-mile tax on trucks to yield 
$14.2 million in additional revenue. 
They also rejected a bill to impose 
a seven-cent motor-fuel tax on 
heavy trucks. 

The Arizona Senate Highways 
Committee voted against releasing 

(Continued on Page 19, Col. 3) 
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SPRING INTO ACTION.|. | 





ACs BIG "SPRING INTO ACTION” CAMPAIGN WILL 
RECEIVE POWERFUL NATIONAL ADVERTISING SUPPORT 








National Magazines 
Striking full nies. full ome AC Spark 
ads 


Plug and Oil Fi i carry the 
“Spring Into Action” theme to the mil- 
lions of readers of “Life, ” “Look,” 


“*Saturday Evening Post” and 
s Digest.” 


Billboards 
“Spring Into Action with AC 
Plugs and Oil Filters” . . . on over 
i rds, in every marketing area of 
25,000 population. Millions of motor- 
ists will see these AC Action reminder 
messages daily. 


Television 
Bright, attention-attracting “Spring 
Into Action” AC Product Commercials 
on ZORRO, AC’s network TV show on 
ABC-TV. Viewers will be urged to 
“Spring Into Action” and visit their 
nearby AC Dealers. 


Point-of-Sale 
Your point-of-sale display includes an 
action-packed window trim that quickly 
identifies your outlet as AC Action 
Headquarters, and reminds your cus- 
tomers to get their cars serviced for 
the upcoming big driving months. 


102500 vackpott 


Call your AC Supplier now+g 


AC SPARK PLUG # THE ELECTRONICS DIVISION 


OF 
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(Continued from Page 18) 


a bill to raise the diesel-fuel tax) 


from five to six cents a gallon. 
= oa + 


N. Y. Gas-Tax Hike OK’d 





any person who advertises a prod- 
uct “without a bona fide intent to 
sell” or who enters into a conspir- 
acy or plan not to sell the merchan- 





to A New York State highway| dise as advertised would be guilty 

ys financing study commission agreed | f a misdemeanor. 

ids upon a recommendation for a 25) i as 

in percent increase in motor-fuel| Vehicle Qwners, Dealers 

taxes. This would raise the gasoline . “ 

A- tax from 4 to 5 cents a gallon and) Affected by Georgia Bills 

d the diesel fuel levy from 6 to 7%! Four bills affecting motor-vehicle 

me cents. 5 ; | Owners and dealers have been in- 

of With an election coming up in| troduced in the Georgia Legislature. 

y the fall, however, observers re- 3 $ 

n. garded it as unlikely that the Leg- One authorizes the State High- 

ov. = islature would vote any motor-fuel| W2y Dept. to grant special permits 

vy o's tax increases this year. to operate’ motor vehicles which 

ld a a exceed length limitations set by 

a Renault Opens Processing ee , at : Bait Advertising Attacked | law. 

se A processing center for Renault cars arriving from France has been opened at . ° Another provides for ate 

on Newark, N. J. The facility includes two dockside sheds with a combined space of In Michigan Proposal a er Regiatration of Fat pte 
80,000 square feet. Of this space, 22,000 square feet is devoted to the processing| A bill aimed at bait advertising | Seshere and seauices every tater 

ys lines and the remainder is utilized for storage purposes. The center is capable of | has been introduced in the Michi- on n . —- eas . 

ng storing 900 cars and processing 120 per day on one shift. Prior to this distributors | an Legislature by Senator Basil Oo seis used cars to Oo n 


— delivered in factory clean condition for dispersement to dealers. 


processed the cars and then delivered them to dealers. With the center, the cars are | W. Brown, Detroit Democrat. 


| license annually, maintain a per- 
| Under the proposed legislation,| manent sales office, keep books and 





OF THE MONTH ! 





!.\.ENTER ACS BIG 


Hor Your Selling Slants! 





1001 AWARDS TO AC DEALERS 
in the national “selling slants” competition 


Yes, during April and May, the hunt will be 
on... for selling ideas used by you in con- 
nection with any AC Product. 


Any service station, repair shop operator or 
car dealer is eligible. Nothing to buy to enter 
. . . just submit your special spring service 
promotional plan which ties in the sale of any 


w+get your Official Contest Kit today! 


IN | OF GENERAL MOTORS 


AC Product (including Guide Lamp) on an 
official entry form. Your idea could be worth 
a $10,000.00 U. S. savings bond! 


Call your AC supplier today. He has the 
details, including your official 1001 Dealer Kit 
containing the official entry and your big 
“Spring Into Action” point-of-sale display. 





Watch Walt Disney Studios’ ZORRO every week on ABC-TV 
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carry liability and property-damage 
insurance. 

A Senate bill provides for issu- 
ance of special license plates for 
antique autos. A House bill provides 
liability that no insurance policy 
shall be issued for less than $10,000 
for death or injury of one person 
or less than $20,000 for death or 
injury of two or more persons in 


an accident. 
+ + 


* 
N. Y. Truckers May Get 
Bookkeeping Relief 

Two bills providing alternate 
methods of revising the controver- 
sial weight-distance tax on trucks 
were introduced in the New York 
Legislature. 

State Tax Commissioner George 
M. Bragalini said the State would 
receive about the same revenue— 
an estimated $16,100,000 this year— 
under either proposal. The bills are 
designed principally to cut down 
truckers’ record-keeping burden, he 


said. 
= * * 


Fair-Trade Bill Offered in Va. 


Rep. C. Stuart Wheatley and 41 
other members of the House of 
Delegates have introduced a bill to 
revive “fair-trade” pricing in Vir- 
ginia. The bill would permit pro- 
ducers or distributors of trade- 
marked or brand-name merchandise 
to fix minimum retail prices. 

7 * = 


Bill Covers Gas Prices 


State Senator Laurier Lamon- 
tagne has announced he will intro- 
duce a bill, at the special session 
of the Legislature, to put gasoline 
prices under regulation of the New 
Hampshire Public Utilities Com- 
mission. 


Cool DeSotos 
Were Red Hot 
In °57 Model Run 


DETROIT.—Demand for optional 
equipment on DeSoto automobiles 
continued at an accelerated rate in 
1957, with factory-installed air- 
conditioning making the sharpest 
advance, the division announced. 

J.B. Wagstaff, vice-president, 
said air-conditioning rose 50 per- 
cent and was installed in 5 percent 
of all DeSotos built during the 
model year. He said orders for 
these units installed in 1958 Fire- 
flite models were up another 25 
percent through January. 

The strongest customer prefer- 
ence for factory-installed options 
was reflected in automatic trans- 
missions, with 99.3 percent of all 
DeSoto models being equipped with 


|either PowerFlite or TorqueF ite. 


Undercoating, first available in 1957 
as a factory package, was ordered 
on one-third of all models. 

Nearly 60 percent of the 1957 
models were equipped with power 
steering and 65 percent with power 
brakes. Six-way power seat, power 
windows, electric clock, padded in- 
strument panel, solex glass and 
windshield washers also made siz- 
able gains, DeSoto said. 

Dual headlights, optional last 
year and standard this year, were 
ordered on 55 percent of all 1957 
models. 


Renault Contest 
Winners Listed 


NEW YORK.—Eight all-expense 
trips to Paris were recently 
awarded to the six winners of the 
Renault dealer-sponsored Teacup 
Grand Prix. This was a citywide 
contest sponsored by 13 New York 
Renault dealers. 

The two grand prize winners 
were Arthur Bernfeld and Frida H. 
Bass, both of The Bronx, New 
York. Both won trips to Paris for 
themselves and one member of 
their respective families. 


Theme of the contest was “How 
far can June Havoc drive a Renault 
Dauphine on a teacup (eight 
ounces) of regular gas?” The dis- 
tance officially covered by Miss 
Havoc was 2.5 miles, equivalent to 
40 miles to the gallon. 


Other winners were Robert Na- 
pack, Harry Plewa, Francis J. La 
Sala and Francis T. Gaul. 


Engren Buys Out Teschler 


Chet Engren purchased the in- 
terest of his partner, Howard 
Teschler, in the Chet & Tesch 
Chevrolet Co., Fort Benton, Mont. 
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DALLAS.—The Dallas zone office 
of Willys Sales Corp. has moved 
into a new headquarters and ware- 
house building at 8805 Sovereign 
Row. 

The new facility serves dealers 
in Texas and parts of Louisiana, 
Arkansas and Oklahoma, Jack F. 
Ashby is zone manager. 


* * * 


Dealer Joins Bank Board 
SAN FERNANDO, Calif—Frank 


The packs provide a maximum 
number of lamps in a minimum 
space, Allison said. 

+ + * 


Addition to Double Capacity 


Of Ero Plant in Georgia 
HAZLEHURST, Ga.—Ero Mfg. 
Co., Chicago, has announced it soon 
will double the capacity of its auto- 
accessories plant here. 
A new building, nearing comple- 
tion will provide approximately 


gines in the San Francisco Bay and 


Northern California area. 
+ + 
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Engelhard Industries Formed 
By Consolidation of 9 Firms 

NEW YORK.—Formation of a 
new corporation with annual sales 
in excess of $200 million—Engel- 
hard Industries, Inc. — was an- 
nounced by Charles W. Engelhard, 
New Jersey industrialist. 

Engelhard Industries was formed 
by a consolidation of nine Ameri- 
can companies in the precious met- 
als and precision - manufacturing 
fields. Three other domestic com- 
panies and 12 foreign corporations 
also are controlled by the same in- 


terests, it was disclosed. 
+ + of 


Goodrich Nitrile Rubber 





25th Anniversary— 
H. L. Harris, right, of Harris-Neff Motors, 


fabric coatings for indoor and out- 
door uses. 
* 7 

Imperial Luxury Tire 
Reinforced with Rayon 

NEW YORK.—The new 11.00-by- 
14 Goodyear tire, which is being 
offered as optional equipment on 
Imperial, is constructed of rayon 
cord as is the “low-profile” tire 
which U. S. Rubber built for the 
Cadillac Eldorado Brougham. 

The American Rayon Institute 
said new developments in high- 


|| tenacity rayon tire cord have made 


possible these low-pressure tires 
which carry 14 to 17 pounds of air 
per square inch. 

* 2 = 


City OK’s Ford Dealer’s Bid 


BARTLESVILLE, Okla.—The 
city has accepted Bartlesville Ford 





S. Galpin, president of Galpin gs Crockett, Colif., receives a silver tray|Co.’s bid of $5,324.43 for four new 
Motors, Inc, (Ford) and Modern ‘ims tnd eumkaate ian — Resists Ozone Cracking commemorating 25 years as a DeSoto| police patrol cars. The city also At Bi 

Edsel Sales, San Fernando, has ing to Howard F. Leopold, com-| CLEVELAND.— Development of| dealer. The presentation was made by Joe| purchased two fire trucks from 
been named a director of the San pany president Investment ‘in the|@ nitrile rubber to resist ozone| M. Dean, DeSoto San Francisco regional| American LaFrance Co. for $42,679. More 
Fernando Valley Commercial & new plant and “equipment exceeded | cracking has been announced by/| manager, at a meeting of the Northern FS. attende 
Savings Bank. $500 million, he said. B. F. Goodrich Chemical Co. The| California DeSoto Dealers Assn. $75,000 Fire Sweeps Deal ever he 
Pe, a company said compounds of Hycar DECATUR, Ind, — Ten autos, present 
Minnesota Rubber Buys Firm Diesel Distrib N 1072 nitrile rubber can be made) high oil resistance, good flexibility,|three of them new, garage equip- from le 
MINNEAPOLIS.—Park Tool Co iesel Distributor Named which are unaffected by ozone dur-| high strength and resistance to| ment and parts were destroyed in manage 
a tool and die manufacturer has DETROIT. — Detroit Diesel En-| ing extended tests, even when the| abrasion and oxidation. Suggested|a fire which swept Berry Motor & Servi 
been purchased by Minnesota Rub-| 8ime division has named Williams compounds are soaked in hot oil| applications include electrical insu-| Sales (Dodge-Plymouth) on Feb. 4. Dr. Fra 
ber Co., Robert W. Carlson, Minne-| & Lane, Inc., Berkeley, as distrib- before exposure to ozone. |lation, especially near ozone-| Lewis Berry, owner, estimated gineer; 


sota Rubber president, said. Park 


Tool will be merged with the par-| 


utor of GM two-cycle diesel en- 








Other claims for the product are 


| producing spark discharges, and 








damage at $75,000. 









ond Lili 


ent organization and its facilities | 
used to expand the capacity ~o 
Minnesota Rubber’s Tool and Die} 
division. 


SELLING SLANTS 
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Pacific Finance Opens Office 


NEW YORK. — Pacific Finance 
Corp. has opened an office at 15 
Broad St. under direction of R. W. 
Borden, vice-president. Paul J. 
Wallen is financial representative. 

= = 


Bright Year Is Predicted 


For Amalie Oils, Greases 


NEW YORK.—Executives of the 
Amalie division, L. Sonneborn Sons, 
Inc., Franklin, Pa. predicted a 
good year for Amalie oils and 
greases at a three-day sales meet- 
ing in New York. 


Speakers included R. Cubicciotti, 
vice-president; C. H. Remmel, sales 
manager, and William E. Hoyer, 
advertising manager. Twenty-eight 
sales representatives attended the 
meeting. 


. > . 


2nd Dealer Appointed 


To Detroit City Post 


DETROIT.— J. Harrison Kettle, 
until recently a Studebaker- 
Packard dealer here, has been ap- 
pointed City purchasing commis- 
sioner. 


He is the second man from auto- 
motive ranks to be appointed to a 
City post by the newly elected 
mayor, Louis C. Miriani. Joseph N. 
Garbarino, general manager of 
Lewis F. Brown, Inc. (Ford), was 
named previously to the Depart- 
ment of Street Railways commis- 


sion. 
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American Pulley Acquires 
Assets of Hubbard Spool 


PHILADELPHIA. American 
Pulley Co. has acquired the busi- 
ness and assets of Hubbard Spool 
Co., Garrett, Ind. 


Hubbard will henceforth operate 


as a division of American Pulley. | 


Under terms of the agreement, 


Hubbard stockholders will receive | 


shares in American Pulley. 


Glass Dealers to Convene 
Oct. 22-25 in Florida 


PHILADELPHIA.—The conven-| 


tion and trade show of the Na- 

tional Auto & Fiat Glass Dealers 

Assn. will be held Oct. 22-25 in the 

Hotel Americana, Bal Harbour, Fila. 

Chick Burhans, Burhans Glass 

Co., Philadelphia, is general chair- 
man of the convention. 
as . * 


GE Receives 2 Awards 


For Auto-Lamp Packaging 


, O—W. H. Robinson 
jr., marketing manager, and Carl 
Sprague, packaging engineer, Gen- 
eral Electric’s Miniature Lamp 
department, Cleveland, received a 
special military award and a pack- 
aging award for their company’s 
autolamp bulk pack selected at the 
Fibre Box Assn. competition in 
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With these THREE Big 


SPECIAL OFFER... The AC Spark Plug Service Tool Kit Worth 
$26.56 is yours for only $13.21* in this promotion. 


tion problems. 


®@ Special AC Adapter Wrench 
e 3” Extension 
e 6” Extension 


© Ye” Deep Socket with 
Rubber Retainer 


The new AC Spark Plug Tool Kit is your answer to those 
tough, time-consuming spark plug removal and installa- 


Here’s more good news... you can obtain this valuable 
kit of service tools for less than one half its retail value 
by purchasing the AC FM-36 Promotion Package along 
with an order for any 48 AC Spark Plugs. 


FM-36 PACKAGE INCLUDES: 


@ High Quality AC Spark Plug Tool Kit (Shown at left) 


* One 8-Pack of AC Spark Plugs (Type 85TS) worth $8.24 
which, when sold, reduces your initial investment of 
$21.45 for the FM-36 Package to the low net of $13.21. 





© '%.6” Deep Socket with 
Rubber Retainer 


© %" Deep Socket with 
Rubber Retainer 


e %" to 4%” Adapter 









(M 








Washington. f 

> Rg EN Shee Zoe PLACE YOUR ORDER NOW... OFFER IS LIMITED! CA 
S. F. Allison, vice-president of Ohio EVERY WEEK 
Boxboard Co. which makes the ON ABC-TV AC SPARK PLUG $@ THE ELECTRONICS DI 


containers for the auto-lamp packs. 
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. At Briggs-Stratton Spectacular— 

9. More than 600 representatives of light engine repair shops and service distributors 
attended what turned out to be the largest meeting of contract small engine accounts 
ever held in Philadelphia. Special guests from Briggs & Stratton Corp., Milwaukee, 

8, present to welcome these contracted accounts at the corporation's spectacular were, 

= from left, Cindy Youngberg, Miss Briggs & Stratton; Fred P. Stratton, general sales 

n manager; Edward V. O6cehler, vice-president; R. A. Harp, president, Auto Equipment 

or & Service Co., who served as master of ceremonies; T. K. Harp, AESCO vice-president; 

4. Dr. Francis K. Davis of Drexel Institute of Technology; Leo Lechtenberg, chief en- 

d gineer; W. B. Van Vieet, sales manager; Pul Ruez, original equipment sales manager, 


ond Lilian Fisher, Miss Briggs & Stratton. 


OF THE MONTH 


Ito Action! 


What's New... 
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In Parts and Accessory Distribution 


Storm-Vulcan Promotes 


Johnson to President 

DALLAS.—Sanford Johnson has 
been named president of Storm- 
Vulcan, Inc., Dallas, manufacturer 
of automotive engine rebuilding 
equipment. 

Johnson had been treasurer and 
credit manager for 10 years prior 
to becoming treasurer-manager a 
year ago. He assumes duties which 
recently have been directed by an 
executive committee. 


ao 7 = 
North Dakota Wholesaler 


Opens Branch in Fargo 


BISMARCK, N. D—Quanrud 
Brink & Riebold, established in 
1916 and believed to be the oldest 
automotive wholesaler in North 
Dakota, is opening a branch at 
Fargo, N. D. 

The new outlet is at 64 N. Fourth 
St. Clayton Forness has been 
named manager of the new branch. 


- 


He has been on the sales staff of 
QBR for three years. The firm also 
has branches at Glendive, Mont.; 
Dickinson, N. D., and Jamestown, 
ine. 


ca + + 
Merit Offers Sales Kit 
TOLEDO.—A new muffler mer- 
chandiser kit is now available to 
dealers from Merit Mufflers, To- 
ledo. The kit contains market in- 
formation, merchandising aids and 
advertising material. | 
* +. 


Jobbers in Nashville Area 


Give $5,000 to 2 Charities 
NASHVILLE. — Wholesale auto- 
motive jobbers in the Nashville 
area have contributed checks for 
$2,500 to both the Mental Health 





brought to $21,000 the amount con- 
tributed on behalf of their custom- 
ers since the plan was begun. 


Huge Sales Rise 
Noted for Clear 


Seat Covers 


NEW YORK.—Starting from 
“practically nothing” in 1954, the 
sale of clear plastic seat covers has 
grown to almost $38 million a year, 
according to Rayco Mfg. Co. 


The company said that a survey 
of its retail stores revealed that 
17 percent of the persons who buy 
these covers do so within two days 
of buying their new cars, and that 


Center and the Day Care Center|50 percent buy the covers within 


for Retarded Children. 

The jobbers have been giving 
money normally spent for Christ- 
mas gifts to charities for four 
years, The 1957 donations of $5,000 








AC Product Promotions! 
SPECIAL OFFER... New AC Fuel Pump Promotion featuring 


(Man's) Sunbeam SHAVEMASTER 





ing (Lady's) Sunbeam SHAVEMASTER 


at $15.95. 


plier. 














CALL YOUR (9 SUPPLIER TODAY 


DIVISION OF GENERAL MOTORS 


Promotion Details: 


A beautiful companion k 
Ledy Sunbeam PSHAV MASTER “nationally advertised 


First time ever offered in a promotion . . . the nationally advertised 
Sunbeam Blade-Electric SHAVEMASTER that’s sold at retail 
for $29.95. It’s yours with the AC Fuel Pump FM-39 Promotion. 


Here’s what you receive when you order any 8 new AC Fuel 
Pumps and the FM-39 Promotional Package for regular price of 
the 8 pumps, plus $19.95. 


e Sunbeam SHAVEMASTER Nationally Advertised at $29.95 
e Popular New AC Fuel Pump (Type 529) worth $15.45 
e AC Flexible Line (Type GL-125) worth $1.90 


Your net cost 


.a low 


$1.95 





ift for your wife . 





Promotion Details: Your net cost 
Your Initial Cost........ 11.95 
ou recover $ ...a low 
SD Oe NS 6 606 00d cane 9.10 
SET GA wiincscneeesns 1.90 $ 95 
Total Recovery..... $11.00 e 






SPECIAL OFFER... Rebuilt AC Fuel Pump Promotion featur- 


. . the striking 


Just order any 8 AC Rebuilt Fuel Pumas Som your AC Sup- 
Ask him to include the FM-40 
for an additional cost of $11.95 and here’ 


e Lady Sunbeam SHAVEMASTER Nationally Advertised 
at $15.95 
e Rebuilt Popular AC Fuel Pump (Type 2529) worth $9.10 


e AC Flexible Line (Type GL-125) worth $1.90 


omotional Package 
s what you'll receive: 










two weeks. 

Rayco noted that the sale of 
clear plastic covers has been aided 
tremendously by the rich fabrics 
and the variety of styles and colors 
used in new-car upholstery today. 


Coast Plant Set 
By Federal-Mogul 


DETROIT.—Miniature ball- 
bearing operations of Federal- 
Mogul-Bower Bearings, Inc., will be 
expanded substantially this spring 
with the construction of a new 
plant for the Microtech subsidiary 
in California, according to G. 8S. 
Peppiatt, president. 

The 23,000 square-foot plant will 
be located in El Monte. Construc- 
tion will begin this month and is 
scheduled for completion by early 
spring. Leased facilities in Pasa- 
dena will be vacated when the new 
plant is finished. 

Ralph DuBois, general manager 
of Microtech, says cost of the land, 
building and equipment will exceed 
$500,000 and will provide manu- 
facturing capacity more than 10 
times greater than the present 
facilities. 

> . 


1958 Objectives 
Outlined by Aro 


TOLEDO.—A 1958 marketing pro- 
gram, including an advertising 
campaign to sign more jobbers and 
help increase jobbers’ volume, was 
outlined at a national sales con- 
ference of Aro Equipment Corp. at 
its headquarters in Bryan. 

The meeting was conducted by 
C. A. Stutzman, sales manager of 
the Arolube division, and was 
attended by all division managers 
from the U. S. and Canada. The 
firm makes lubricating equipment. 


Speakers included Vincent Focht- 
man, vice-president, Fochtman 
Motor Co., Traverse City, Mich.; 
H. R. Tuller, president, Tuller Corp., 
Columbus, O., and Harold F. Brown, 
zone manager, Ohio Oil Co., Lima. 
They spoke on maker-seller rela- 
tions. 

> 


Tire Dealers Choose 
Dimalanta in S. California 


LOS ANGELES.—Bill Dimalanta, 
Lynwood, has been elected presi- 
dent of the Southern California 
Tire Dealers and Retreaders Assn. 
Other officers are Murray Gladman, 
Santa Ana, first vice-president; 
Steve Byers, Los Angeles, second 
vice-president, and L, K. Toney, 
Downey, secretary-treasurer. 

Directors include Wayne Corbett 
and Roy Waters, South Gate; Corb 
Christe, Garden Grove; Gene Bigler, 
San Bernardino; Jim Morrison and 
Johnny Gillette, Long Beach; Bill 
Needham, Santa Monica; Jerry 
Rudnick, Van Nuys; Clarence Stan- 
yer, Pasadena, and C. V. Ward, 
Alhambra. Tire dealers will hold 
their national convention in Los 
Angeles next October. 


Terry Eyes Senate 
ONEIDA, Tenn.—Automobile 
dealer George A. Terry, a member 
of the Tennessee House of Repre- 
sentatives in the 1957 Legislature, 
has announced his candidacy for 
the State Senate. 
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How They're Pushing Sales 
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Dealer Ad Ideas 





Scotsman’s Economy Tested 


HAMBLEE STUDEBAKER, 

INC., Greenwood, Miss., an- 
nounced that Neal Prince topped 
all winners in the Studebaker 
Scotsman economy-driving contest. 
He averaged 50.1 miles per gallon 
in the four-week contest. 

Each contestant was given a 
half-gallon of gasoline in a mileage 
tester. The driver selected his own 
speed and started and stopped as 
he wished. 

Wade Corley was the first week’s 
winner at 35.6 miles per gallon; 
Bill Arnold was the second week’s 
winner with 41 miles, and Rev. 
Thomas Gregg rolled up 41.6 miles 
in the third week. Each winner 
was given a $25 savings bond. 

* * * 


‘It Could Happen to Yow’ 


2. can happen when you 
neglect a radiator leak is 
shown in the story of “Mr. Davis,” 
told by Bluff City Buick Co., Mem- 
phis, in an ad in the Memphis 
Commercial Appeal. 

The optimistic “Mr. Davis” 
ordered water added when he was 
told six months ago that his radia- 
tor liquid was low. He added water 
again each month until a big freeze 
came along. He took his steaming 
and gurgling car to Bluff City 
Buick. 

“The story had a happy ending, 
though,” the ad continued. “The 
coolant in his radiator was not 
frozen solid and we were able to 
thaw it out, fix the leak and send 
Mr. Davis away smiling.” 

“Have you got any radiator leaks | 
that need fixing today?” Bluff City 
Buick asks in closing its story. | 

> > * 


Dealers Produce Tabloid 


IX dealers in the Elkhart (Ind) 
area cooperated in the produc- | 
tion of a 12-page tabloid automo- | 
tive section in the local newspaper. | 
7. * > | 


4-H Clubbers Saluted 


a boys and girls who belong! 
to 4-H Clubs in the Eugene} 
(Ore.) area were praised by Par- 
menter Pontiac Co. in another in 
a series of ads paying tribute to 
community projects. 

“What a comfort it is to know) 
that on farms surrounding our city | 
there are industrious boys and| 
girls exemplifying the fine 4-H) 
Club spirit,” Parmenter said. “We 
salute these outstanding young 
men and women and wish them 
all life’s happiness now and tomor- 
row.” 





> * > 


Dealer Ties In 


C L. SNYDER, Chrysler- 
*Plymouth dealer in Lafayette, 
Ind., tied in with a local super- 
market on a three-week promotion. 

A weekly drawing was held at) 
the supermarket, with the winner) 
awarded $500 toward the purchase 
of a new Plymouth at Snyder’s. 

* 7 * 


Free Lubrication Offer 
|= EDSEL, INC., Monrovia, 
Calif., is luring customers into 
its new dealership with an offer of 
a free lubrication. 
Postcards are mailed offering the 
free service when the driver comes 


in for an oil change. 
= ” ~ 


Old Cars Hit of Show 


A 1918 Dodge touring car and a 
“flapper-era” Stutz were among 
relics at an Old Car Show staged 
by Pietro Di Novo & Son, Steuben- 
ville, O. 

In celebration of the 40th anni- 
versary of the Dodge truck, the 
firm offered a transistor radio to 
the owner of the oldest Dodge 
truck driven in during‘ a 60-day 
period. 

A portable television set was of- 
fered to the owner of the oldest 
Dodge truck traded in during the 
@-day period. 

* 





‘11 Cars Later’ 

-THOMPSON (Chrysler- 
Plymouth), Denver, ran a large 
newspaper ad featuring one of its 
long-time customers—S. E. Becker, 

of the Colorado State Patrol. 
At the top of the ad was a photo 
of Capt. Becker when a young man 
together with a line drawing of a 


1930 Chrysler. 
Becker said, 
Chrysler from Cullen-Thompson. 

Then came a photo of Becker 
as of the present moment and 
the wording, “Today—27 years— 
and 11 cars later, I’m still a 
Cullen-Thompson customer, I’ve 
never found any reason to 
change. There’s one simple reason 
—they make me want to come 
back.” 

At the bottom of the advertise- 
ment was this message from 
Cullen-Thompson: 

“For 44 years Cullen-Thompson 
has been making friends of cus- 
tomers by selling products we’re 
proud of—Chrysler-Plymouth. Of- 
fering fair value on every car sold 
—and every car taken in. Giving 
an honest guarantee—and back it 
up with good service. Helping our 
customer ‘buy’ a car — no high 
pressure to ‘sell’ him one, 

“Truthful advertising that recog- 
nizes the intelligence of our read- 


“In March, 1930,” 
“I bought my first 


” 





ers. It’s on this basis that we ask 
you to stop in and get acquainted.” 
e * * 

‘We Happily Admit .. .’ 
“Honest dealing and mayhap 
the world’s finest service” are 
cited by Laird-Johnson, Inc. 
(Chevrolet), Rutherford, N. J., in 
an ad in the South Bergen News, 
telling why it has sold more cars 
in the first two months of 1958 
than last year. 
“We happily admit,” the ad 
continues, “that more people are 
buying new and used cars from 
us now because we have no 
‘rigged’ prices, ‘packed’ charges, 
‘highball or lowball’ salesmen or 
wired booths.” 
* 


* * 


Dealer Turns Banker 


ORDAN MOTORS, INC., 609 E. 

Jefferson Blivd., Mishawaka, 
Ind. (Dodge-Plymouth-Ram bler- 
sports cars) is offering prospective 
buyers 6 percent on money saved 
toward buying a new or used car. 
This includes Jordan Rambler & 
Sports Cars, Ltd., 605 E. Jefferson 
Blvd. 

The prospective customer can 
make an initial deposit of $10 or 
more, and then add to the savings 
in any amount any time he can. 


SELLING SLANTS 








“Before you tell them how 
much, casually mention the cost 
of the Brooklyn Bridge, Empire 
State Building . . and space 
rockets.” 





When enough has been accumu- 
lated in the account for a down- 
payment or more on a new or used 
ear, Jordan will add 6 percent 
interest (figured on an annual 
basis). 

Each deposit is 





insured and! 


placed in a special fund in a local 
bank. If the depositer does not buy 
a car, he can ask for the refund 
of the money, but no interest is 
paid on the refunded deposits. 

The promotional slogan for this 
is “The Agency Building for To- 
morrow with Better Deals and 
Service Today.” 

* 


* * 


‘Buy a Car with Quarters’ 


“— easiest way in the world 
to buy your next car with no 
money down” is explained in ad- 
vertisements inserted by Fohrman 
Motors. Fohrman has a Chrysler- 
Plymouth deal in Chicago and a 
Dodge-Plymouth outlet in Evans- 
ton, Ill. 

According to Fohrman, an auto 
can be purchased with the quarters 
saved each day in a twenty-five- 
cent meter bank. The ad pictures a 
bank similar to those associated 
with the purchase of television sets. 

Copy suggests: “Just put your 
quarters in the meter bank every 
day instead of in the fare box on 
the bus or streetcar.” 








Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 
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More news from (ac) ... another (ac) first! 


“Spare-Pac” Promotion 


for selling more and more 





Marine 


Spark Plugs 


Plugs can be separated without disturbing 
waterproof plastic covering. —> 


NEW ianay Container for ner 


“‘Spare-Pac” AC Merchandiser 





* 
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Especially designed so that “Spare-Pac” AC Merchandiser 
can be folded into it easily and compactly for shipping to you. 














GET YOUR SHARE OF THIS FASTEST GROWING SPARK PLUG MARKET...DURING THE SEASONAL Rt SHORDER 
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How Nation's Salesmen Meet... 


Practical Problems of Selling 


IM FOWLER, salesman for getting the prospect in a “yes” this car or some other dealer’s 
Davidson Bros., Inc., (Dodge- frame of mind and then gets car, I told them, I personally 
Plymouth), Kansas City, Kans., him behind the wheel so he can would not buy it without a dem- 
has developed his own method of explain the workings of the car onstration. I also said I didn’t 
selling during the four years he and point out the accessories. want to sell it to them until they 











. has been in the business. He has A couple with four children | had tried it, even if they wanted 
a two main points: Ask the pros- | came in one afternoon and re- | to buy it. : / 
_ pect questions that ceived the affirmative-frame-of- “Still they just grinned at me. 
. Sales can be answered | mind treatment, which seemed | Then I asked them if they would 
Zi Case only in the affirm- | to put them in a buying mood. buy a suit or a pair of shoes with- 
. ative and avoid as “I then moved toward getting | out trying them on. This got a 
. Histories much as possible | them to take a demonstration | flicker of response. 
any question that | ride,” Fowler said, “but they “They admitted they would 

e has to be answered in the neg- | wouldn’t budge. I was almost cer- have to try a suit or a pair of 
7 ative. tain they wanted the car but I shoes. Then I told them they 
7 “If you get a customer in an | couldn’t understand why they were planning the next-to-larg- 
2 affirmative frame of mind by let- | wouldn’t try it out unless they est purchase ever made by a 
d ting him say ‘yes’ to a number of | were afraid it would place them family and still they did not 
. questions, you might be surprised | under an obligation and be equiv- want to take a demonstration 
. how much easier it is to close the | alent to a firm commitment. ride. 
y deal,” Fowler said. a ; = showed them soy demonatra- 
” The next point Fowler empha- “3 TOLD them there was no ob- or and to e husband to e 

Quarter Century of Service— sizes is to get the customer be- ligation but they just wouldn’t | his family for a rid and I would 

Recent ceremonies in Columbus, O., honored Merrick-Miller, Inc. (Dodge-Plymouth),| hind the wheel. A prospect who | ride. I then had a happy idea. I | Stay at the office. This appealed 

. for 25 years of service as a local Dodge dealership. D. S. Mattick, left, Cincinnati| is not interested in a demonstra- | told them I was sure they had | to him and he kept the car out 
y, regional manager, makes the presentation to S. H. Miller, second from left, and A. J.| tion ride, is not worth much at- selected a car they wanted and for an hour. He brought it back 
& Merrick, right, coowners of the dealership. Looking on is H. P. LeFevre, Dodge district| tention, Fowler says. one that would be a pleasure for and signed up for the car they 
. manager in Columbus. So Fowler concentrates on them to own. But whether it was | had been looking at. 


“Driving the car proved to him, 
the prospect said, that there was 
more difference between this 
model and his ’53 than he thought. 
He also said he was determined 
not to buy up to the time he took 
the demonstration ride. 

a7 + * 

“H= SAID they discussed the 

car as they drove around 
and that his wife liked some of 
the new features, and he liked the 
way it handled. The demonstra- 
tion was the thing that closed 
the deal. 

“Ordinarily I go along with the 
prospect,” Fowler said, “but in 
this case there wasn’t too much 
room, and it proved the time 
when the husband and wife could 


NEW Plastic Bubble 
talk over the car without the 


“‘Spare-Pac’”’ AC Merchandiser presence of a third party.” 
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e Each plug sealed separately in water- 19,699 Vehicles 
proofed, transparent plastic enclosure. I 

e Eight plastic-enclosed plugs mounted on a In N. Y. se Plates 
card hanger that carries a selling message. In Checkup Drive 

e Cards are perforated for convenient tearing-off of ALBANY. N. ¥. — The license 
individual plugs . . . you can sell one to eight. plates of 19,699 vehicles were sus- 

e You can hang the “Spare-Pac”” Merchandiser in a pended or revoked last year under 

. the State’s compulsory inspection 
traffic area .. . where every customer can see it. program. 

e It encourages impulse buying . . . and a —" Se oe 
the carrying of extra spark plugs =. . by all Ferants ae eee 
types of boating enthusiasts. unsafe and unrepairable. Plates of 

e Customers will quickly realize that plastic 19,193 vehicles were suspended for 


failure to get inspections and stick- 
ers on schedule. 

Another 316 suspensions were 
issued after police reported unin- 
spected vehicles on the highway, 
while 65 suspensions stemmed from 
similar reports by motor-vehicle 
license examiners. 

In 10,453 cases, Kelly said, sus- 
pensions were rescinded after driv- 
ers complied with the law. 

State Police made 14,059 checks 
on official inspection stations. As a 
result, 101 station operators were 
called in for hearings before ref- 
erees who revoked 16 station li- 
censes and suspended 33. 

At the end of the year, 8,379 ga- 
rages had been licensed as inspec- 
tion stations. The program went 
into effect Feb. 1, 1957. 


Mosteller Rises 
In White Sales 


CLEVELAND. — Retirement of 
C. B. Cowan as vice-president in 
charge of the southern sales region 
of White Motor Co., together with 
realignment of administrative re- 
sponsibilities for the region, is an- 
nounced by J. N. 
Bauman, presi- 
dent. 

Assuming direc- 
tion of the south- 
ern region will be 
Horace Mosteller, 
who will be vice- 
president in 
charge of the 
southwestern and 
southern regions, 
with headquarters 


enclosures are ideal for tackle box storage. 


Three Ways to Boost Your Sales Still Higher 


NEW Eye-Catching AC Marine NEW cotorful AC 


Spark Plug Point-of-Sale Display Marine Spark Plug Decal 


Reminds your customers to buy 
AC Marine Spark Plugs from Quickly identifies your place 
Fae «28 whenever they're in of business as headquarters 
your place of business. Place for AC Marine Spark Plugs. 
it near the AC “Spare-Pac It'll help you get your share of 
Merchandiser to land the this fastest growing spark plug 
greatest number of impulse market. Available free to all 
AC Marine Spark Plug dealers. 


































buyers. The display is availa- 
ble free to all AC Marine 
Spark Plug dealers. 


NEW Handy Catalog 


of AC Marine Spark Plugs 













@ These three AC Sales Promo- 
tion pieces are available free to 
all AC Marine dealers. Ask your 
AC supplier for details. 

























Now you have all sizes and 
types of AC Marine Spark 
Plugs listed in one handy, 
easy-to-use catalog. You'll 
need this information just to 
handle your marine spark 
plug business. 





in Dallas. Mos- H. Mosteller 
teller has been with White since 
: Watch Walt Disney Studios’ 1940. 
AC SPARK PLUG @> THE ELECTRONICS DIVISION OF GENERAL MOTORS SONRD cneny woshulOTY Teen i. Mane Wik cee 


as assistant regional manager at 
Atlanta, with operating responsi- 


-SMORDER A FULL STOCK OF AC MARINE SPARK PLUGS FROM YOUR REGULAR SUPPLIER bility for the southern region. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


St. Louis 


New-car registrations in St. Louis 
are at a low ebb, with dealers re- 
porting profit margins diminishing, 
too. 

Used cars are moving slowly and 
there are signs of distress advertis- 
ing and selling. 

Two factors have had a de- 
pressing effect on the new-car 
market: The remaining carry- 
over of ’57 models and the num- 
ber of ’58s offered at bargain 
prices by dealers retiring or 
changing lines. 

There have been a number of im- 
portant changes in dealerships. 
Four changes have been reported 
among Oldsmobile dealers; two 
among Buick dealers, and many 
others are rumored for other lines. 

The outlook of GM dealers has 
been somewhat improved by the 
policy of eliminating some dealers 
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a truck owner 


and the consolidation and reloca- 
tion of others. 

Everybody hopes to see better 
business this spring—(Sam X. 
Hurst.) 


* * - 


Minneapolis 


“Between the weather and the 
unemployment scare, we were hurt- 
ing last month,” says a Minneapolis 
new-car dealer in summing up the 
February market. He continues: 

“A lot of people may be holding 
off until spring—and we're looking 
for strong sales then.” 

Sales were off 20 percent to 2,343, 
compared with 2,722 in the year- 
ago month. Chevrolet, Rambler, 
Volkswagen and miscellaneous 


Rambler, 107; Mercury, 91; Cad- 
illac, 68; Edsel, 49; Chrysler, 34; 

Dodge, 33; DeSoto, 31; Stude- 
baker, 20; Volkswagen, 19; Lin- 
coln, 18; Packard, 1, and miscel- 
laneous, 56. 

New-truck registrations also were 
down, numbering 160 as compared 
with 198 in February, 1957. By 
makes, they were: Ford, 48; Chev- 
rolet, 47; International, 35; Dodge, 
13; Willys, 4; Divco, 3; GMC, 3; 
Volkswagen, 2; White, 2, and mis- 
cellaneous, 3—(Donald M. Lyons.) 


* ca * 


Milwaukee 


New-car sales in Milwaukee were 
sharply curtailed during January, 
with the total of 2,757 falling 24 


makes were the only cars ramniag| percent below the year-earlier fig- 


ahead of their 1957 pace. 

By makes, February registra- 
tions were: Chevrolet, 647; Ford, 
481; Plymouth, 205; Oldsmobile, 
166; Pontiac, 159; Buick, 158; 
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EW GMC truck dealers get a lot 
more than a pat on the back! The 
entire GMC organization—right to the 
upper echelons — goes all out to get a 
newborn operation off the ground. 
Then it’s kept supplied — year after 
year—with the hottest, most profitable 
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ure of 3,634 and 19 percent below 

the month-earlier count of 3,422. 
By makes, January registra- 

tions were: Chevrolet, 704; Ford, 


636; Oldsmobile, 294; Plymouth, | 


206; Buick, 179; Rambler, 155; 
Pontiac, 145; Cadillac, 95; Dodge, 
86; Mercury, 57; Volkswagen, 38; 
Chrysler, 37; DeSoto, 21; Stude- 
baker, 19; Edsel, 15; Lincoln, 15; 
Imperial, 12; Willys, 5, and mis- 
cellaneous, 38. 

Only Rambler, Volkswagen and 
miscellaneous makes had totals 
above the year-ago month.—(John 
E. Hubel.) 


+ * x 


Akron 


Summit County and Akron felt 
the full force of the automobile 
slump in January with sales 19 
percent below the same month a 
year ago and truck sales off 36 
percent. 

New-car registrations in the 
county totalled 1,393 in January, 
compared with 1,722 in January, 
1957. Truck sales dipped to 93, 
while they were 145 a year ago. 

Chevrolet paced all makes of 
cars with 398 registrations to 
Ford’s 269 and Plymouth’s 172. 
For the first time, Oldsmobile 
was fourth with 105 registrations 
while Pontiac was fifth with 83 
and Buick was dropped to sixth 
with 75. 


Dodge, Mercury, Chrysler and 
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Want toknow moreabout thesmoothest- 
running factory-dealer program in 
truckdom? Just write GMC Truck & 
Coach Division, 660 South Boulevard 


East, Pontiac, Michigan. 


today! 


Make it 


y 
DeSoto were the other makes in 
the first 10, in that order. 
Used-car sales, meanwhile, while 
slightly below December, ran 26 
percent ahead of January of a year 
ago. January registrations totalled 
2,603 to 2,538 for a year ago.—(Joe 
Kuebler.) 


* * * 


Buffalo 

New-car sales in Buffalo and 
Erie County, N. Y., during 1957 in- 
creased 1.6 percent over sales of 
1956, according to figures released 
by the Buffalo Automobile Dealers 
Assn. 

New-car sales in the county last 
year totalled 46,841, against 46,101 
in 1956. The best year on record 
was 1955, when 53,654 new cars 
were sold. 

New cars sold last year had a 
total retail value of nearly $150 
million. Taking price rises into 
account since 1955, this probably 
represents a record dollar volume 
for a single year in Erie County. 

Foreign-car sales in the county 
last year nearly tripled from 1956, 
but still accounted for only 3 per- 
cent of total 1957 sales.—(George 
E. Toles.) 


* * * 


Columbus, O. 


New-car sales in Franklin County 
(Columbus), O., fell off sharply in 
February and left the totals for 
the first two months of this year 
trailing the corresponding 1957 
period by a wide margin. 

The February total of 1,632 was 
223 units or 12 percent below Jan- 
uary and 640 units or more than 
28 percent below February a year 
ago, according to figures compiled 
by the county clerk of courts in 
cooperation with the Columbus 
Automobile Dealers Assn. 

Last month’s sales pushed the 
total for the first two months of 
this year to 3,487, down 991 units 
or 22 percent from a year ago. 

Used-car sales also declined in 
February. The total of 4,131 fell 
708 units or 144 percent below 
January and an even 400 units or 
88 percent below February last 
year, This year’s two-month total 
of 8,970 ran 147 units or 1.5 per- 
cent behind a year ago. 

Chevrolet was the February 
leader with 546 deliveries. Ford 
trailed with 353. Sales of other 
makes were: Plymouth, 149; Olds- 
mobile, 96; Dodge, 89; Buick, 83; 
Pontiac, 83; Mercury, 52; Cadillac, 
27; Volkswagen, 25; Rambler, 23; 
Edsel, 15; Chrysler, 13; DeSoto, 10; 
Lincoln, 10; Volvo, 8; Studebaker, 
7; Metropolitan, 6; Imperial, 5; 
English Ford, 4; Simca, 4; Alfa 
Romeo, 3; Isetta, 3; Renault, 3; 
Willys, 2; Packard, 1, and miscel- 





laneous, 12.—(Justin Henley.) 
> . > 


| 
| 
| 
| 
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Sioux City, Ta. 
The new-car market in Wood- 
|bury County (Sioux City), Ia, 
| Showed a slight gain during Feb- 
| ruary, with registrations up to 222 
from 218 in the previous month. 

New-truck registrations, however, 
dropped to 29 from 45. 

By makes, new-car deliveries 
were: Chevrolet, 61; Ford, 60; 
Buick, 24; Plymouth, 13; Oldsmo- 
bile, 12; Pontiac, 11; Mercury, 10; 
Rambler, 8; Cadillac, 7; Dodge, 4; 
DeSoto, 3; Goliath, 2; Checker, 
2; Chrysler, 1; Lincoln, 1; Pack- 
ard, 1; Sunbeam, 1, and Volks- 
wagen, 1. 

New -truck registrations were: 
Chevrolet, 10; Ford, 8; Interna- 
tional, 6; Diamond T, 2; Dodge, 2, 
and GMC, 1. 


* * * 


Cincinnati 

Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended Feb. 27 totalled 1,371 
units, compared with 1,271 registra- 
tions in the previous week. When 
compared with the like week a year 
ago, sales were down by 507 units. 

During the week a total of 548 
new cars and 48 new trucks were 
registered, compared with 525 new — 
cars and 26 new trucks in the pre- | 
vious week. q 

A total of 735 used cars and 40 © 
used trucks were sold during the § 
week, compared with 691 used cars § 
and 29 used trucks a week earlier. §) 

Repossessions. declined to 72, or — 
26 less than the preceding week. 
During the like week of 1957, re- 
possessions also totalled 72.— 
(Frank Kappel.) 


Import Motors Opens 
Import Motors has opened at 1815 
E. Central, Wichita. The firm han-- 
dies Austin-Healey, MG, Morris 
Minor and Simca. 
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Chemically balanced Du Pont Lacquer Thinners give 
high gloss, cut compounding time 


Cost-conscious paint shops know Du Pont Lacquer 


Thinners produce a high initial gloss that reduces 
compounding and saves money every time. And there’s 
a good reason why. 

Because conditions in your shop vary from day to 
day —heat, cold, humidity and type of finish—no one 
thinner can possibly give best results all the time. So 
Du Pont recommends a line of thinners, chemically 
balanced for best performance under a variety of 
conditions. 


DU PONT LACQUER THINNERS give superior flow- Next time, order Du Pont Lacquer Thinners—chem- 
out and gloss—clearly shown in the reflection at . . . -tey 
right. Du Pont Lacquer Thinners are climate-engi- a ally balanced for Savings on ea h job! Your Du Pont 
neered for every shop condition. jobber has the full line. 


Du Pont Refinishing Materials 


chemically engineered to do the job better 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 






















By Leo T. Parker 
Attorney at Law 

A FEW weeks ago, a higher court 
rendered an important decision 
to the effect that the Federal Trade 
Commission cannot issue a valid 
order pertaining to discounts to 
purchasers, based 
on large quan- 
tities of pur- 
chased merchan- 
dise, unless the 
commission finds 
that such quan- 
tity discount 
tends to create a 

monopoly. 

For example, in 
Federal Trade 
Commission v. 
Anderson, 242 
Fed. (2d) 34, the Federal Trade 
Commission issued an order limit- 
ing quantities of tires which the 
manufacturer could sell at any one 
time on which discounts were made 
on the basis of 20,000 pounds or- 
dered at one time, for delivery at 
one time. 


It is invalid where the findings 
of the commission, on which the 
order was based, did not include 
a finding of discrimination. 


The higher court held the order 
invalid because the commission 
failed to prove that the pur- 
chasers in such quantities were 
so few as to render the differ- 
entials unjustly discriminatory 
and promotive of a monopoly. 
The court said: 


“It is clear that the commission 
has no power to fix and establish 
quantity limits unless it first makes 
the finding . . . that available pur- 
chasers in quantities greater than 
a carload are so few as to render 
differentials on account thereof 


Tire Dealer Sues 
Maker; Charges 


Contract Breach 


CHATTANOOGA, Tenn.—W. J. 
Johnson, operator of Johnson Glen- 
wood Tire Co., accused Gates Rub- 
ber Co. Sales Division, Inc., Denver, 
of breach of contract in a suit for 
$67,500. 

Johnson charged Gates failed to 
live up to terms of an agreement 
under which his firm was to be- 
come a wholesale distributor for 
Gates tires. 

Johnson said Gates agreed to fur- 
nish warehouse service for its 
products and to send sales repre- 
sentatives into the Chattanooga 
trade area to help promote sales. 

He said he spent money pushing 
sales but that Gates did not send 

| representatives to aid in the pro- 
gram. He charged further that 
Gates sold its products to a Glen- 
wood Tire competitor. 

Johnson also contended that 
Gates’ relations with his firm vio- 
lated a Tennessee statute outlaw- 
ing unfair sales and discriminatory 
agreements, and the U. S. Clayton 
Antitrust Act. 




















L. T. Parker 
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Smaller and Better— 


Progress. in the automobile radio field 
- in less than 30 years is shown in the 
comparison of a 1929 Cadillac radio, 
right, and an all-transistor avto-portable 
held by an employe of Delco Radio divi- 
sion, Generat Motor Corp. The first such 
dual-purpose radio which slips in and 
out of the instrument panel for use either 
in or out of the automobile, it was intro- 
_ duced this year by Delco as an accessory 
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Lawsuits Affecting Dealers... 
Court Decisions 


unjustly discriminatory or promo- 
tive of monopoly.” 
+ + * 


Liable for Negligence 
—. higher courts consist- 

ently hold that an employer 
always is liable and responsible for 
negligence of his employe. Last 
month, a higher court held that an 
automobile dealer is a legal em- 
ployer of a customer who drives an 
automobile with proper authority 
of the dealer. 

For illustration, in Anderson v. 
Hardman Auto Sales, 313 Pac, (2d) 
459, the testimony in the lower 
court disclosed these facts: A used 
car dealer, named Hardman Auto 
Sales, purchased a used motor 
truck from Hardman and Barrus 
Motor Co. Hardman Auto Sales in- 
tended to sell the truck to a cus- 
tomer named Child. 


By authority of the sales man- 
ager of Hardman Auto Sales, 
Child went to get the truck and 
he had a wreck while driving it 
back to the garage of Hardman 
Auto Sales. A person, named 
Anderson, was seriously injured 
in the wreck and he sued Hard- 
man Auto Sales for heavy dam- 
ages. 

The higher court held Hardman 
Auto Sales liable for $5,632 damages 
to Anderson on the grounds that 
Child was legal agent of Hardman 
Auto Sales at the time of the acci- 
dent. The higher court said: 

“With the lower court’s finding 
that Child was the agent of Hard- 
man Auto Sales there can be no 
argument.” 

= = > 


No Mental Anguish 


OMETIME ago I received a let- 
ter from A. G. Lauther, St. 
Louis, as follows: “If my customers 
park their automobiles on a nearby 
vacant lot, can the owner of this 
lot be liable for having an auto- 


mobile towed from the lot without | 


giving notification to the owner of 
the automobile?” 


According to a late higher court 
decision, the answer is no. 


For illustration, in Phillips v. 
Cordes Towing Service, 313 Pac. 
(2d) 377, the testimony showed that 
one Phillips parked his Buick 
automobile in a vacant lot adja- 
cent to the apartment building in 
which he resided. 


Upon the lot was a sign giving 
notice that cars parked on the lot 
would be removed by Cordes Tow- 
ing Service. At 5:30 p. m., Phillips 
returned and discovered the auto- 
mobile was missing. He stated that 
he did not see the sign until after 
his car was removed. 

Upon investigation, he found 
that his automobile was in the 
possession of Cordes Towing 
Service, and that it would be re- 
leased upon payment of $7.21 
towing charges. He then called 
his attorney, who accompanied 
him to the garage, and, upon pay- 
ment of the towing charge, the 
automobile was released. 

Phillips sued Cordes Towing 
Service for heavy damages claim- 
ing that he suffered mental ang- 
uish and embarrassment, because 
his automobile was removed from 
the parking lot, and further that 
he had paid his attorney $100 to 
have his automobile released from 
Cordes Towing Service. 

Since the testimony showed that 
the vacant lot, on which Phillips 


-|had parked his automobile, was 


owned by one Willis who had given 
permission to no person to park his 
automobile on the lot, the higher 
court refused to award Phillips 
damages, and said: 

“The record before us does not 
establish that the alleged trespass 
was for any purpose other than to 
remove the automobile from the 
premises. The attorney’s fees in- 
curred by the appellant (Phillips) 
under such circumstances are not 
a proper element of damages 
herein.” 


Dealer Cleared in Suit 
By Accident Victim 

ST. PAUL.—The Minnesota Su- 
preme Court has ruled that a car 


lot owner cannot be held liable for 
injuries suffered by a person struck 


|of Highland Park that a city can 








by a car stolen by a minor from an 
outside lot. 


The high court denied the appeal 
of Delores R. Kalberg, Minneapo- 
lis, who started a $26,000 damage 
suit against Anderson Dodge- 
Plymouth, Minneapolis. 

The woman appealed from a de- 
cision handed down in Hennepin 
County District Court, Minneapolis, 
in favor of the motor company, She 
alleged that the car lot owner was 
negligent in failing to conform to 
an alleged custom among car deal- 
ers “to check the car keys in the 
evening and to remove the keys.” 


Associate Justice William P. Mur- 
phy said in the unanimous decision 
affirming the district court that 
“the negligent act of the minor in 
causing damage to the plaintiff was 
not one which the defendant in the 
exercise of ordinary care would be 
expected to anticipate.” 

The youth removed the car key 
Sept. 23, 1955, and returned the 
next day and stole the car. The 
woman alleged that the motor com- 
pany was negligent in failing to 
discover theft of the key between 
Sept. 23 and 24. 

* 


Michigan Court Rules 


Against Dealer Sign 
LANSING. — The Michigan Su- 
preme Court has assured the City 


control signs jutting over the side-| 
walk as a safety precaution to pro- 
tect pedestrians and to prevent} 
motorists from being baffled by| 
flashing lights. 

The court held that Highland 
Park may order Ver Hoven Wood- 
ward Chevrolet, Inc., to remove a} 
sign that sticks out over the side- 
walk more than 12 inches. 


For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 











Quantity 
PRODUGTION 


" of 


IGREYAIRON) CASTINGS 


SPRODUCTIC SN FOUNDRIES 


"FOUNDRY DIVISION. 


4: 
oe al wa oe 

ae aoe ie * 1 

es: Sages ee 
av yas OFFICE BANC MANUFACTURING PLAN 


3 CHATTANOOGA 2 TENNESSEE 





Just off 


THE 


PRESS 


the complete record of-1957 


New Car Sales in Cleveland 


We believe you'll find this study particularly 
interesting and useful this Ry of solid 
selling. It tells you exactly who pons 

kind of new car from which dealer. The 
greater Cleveland market is larger = 
each of 36 entire states so this 

study can be useful to you both in Cleveland 
and in the national market. 


Sales by MAKE 

Sales by MODEL 

Sales by DEALER 

Sales by CENSUS TRACT 
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Write, Wire or Phone for your copy today. 
YOU SELL TWO GREAT MARKETS IN THE PLAIN DEALER 


Here’s how the Cleveland Market sells 4% BILLION DOLLARS 


COMMODITY 


Total Retail Sales 
Retail Food Sales 
Retail Drug Sales 
Automotive 

Gas Stations 


Furniture, Household Appliances 
Source, Sales M 


CLEVELAND 26 ADJACENT TOTAL 
CUYAHOGA COUNTY COUNTIES (000) 
(000) (000) 
2,247 897 1,999,804 4,247,701 
549,318 484,163 1,033,481 
85,930 55,457 141,387 
382,082 390,920 773,002 
120,031 157,081 277,112 
124,695 102,572 227,267 
Si of E Power, w 10, 19 


*Akron, Canton and Youngstown’s Counties are not included in above Sales. 


The Cleveland Plain Dealer 


by Cresmer & Woodward, Inc., New York, 


Chicago, Detroit, Atlanta, San Francisco, Los Angeles 
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TURNINGS 


by 
Joseph M. Callahan 


Cadillac Reopens Old Hudson Body Plant 

ees which had conducted all manufacturing under 
one roof on Detroit’s west side for 36 years, now is 

operating a plant on Detroit’s east side. 

The former Hudson body plant, rejuvenated at a cost of 
$20 million, is the new home of Cadillac’s sheet-metal depart- 
ment. The plant has 826,278 ° 
square feet of floor space and 

818 workers on two 


employs 

shifts. ey make about 600 differ- 

ent current parts and 3,900 different 

service parts. |expedient of working most em- 
For several years Cadillac’s | ployes six and seven days a week, 

Clark Ave. plant has been burst- | placing excessive strain on both the 

ing at the seams because of | employes and the equipment. 





boosted production and the in- 
creasing complexity and size of 
the modern car. 

The division delayed much- 
needed expansion by the expensive 


When the decision to expand was| 
finally made, Cadillac was faced 
with the problem of buying or 
building a new plant elsewhere be- 
cause there was no room for ex- 
pansion in the Clark Ave. area. 

* * + 
fem Hudson plant was the an- 

swer to the problem, since divi- 
sion officials found it could be re- 
furbished for a third the cost of a 
new plant. 

Asked why Cadillac did not find a 
new plant necessary for modern 

production methods as did many 
other car makers, Harold G. 
Warner, manufacturing manager, 
said Cadillac’s volume does not 
justify a new plant or the ultimate 
in automation. 

However, there are evidences 
of new automation or automatic 
transfer equipment. The Hudson 
plant, which is called Plant No. 4, 
has a partially automated die 
line which is unusual in that 
automation has been largely con- 
fined to tool operations. 

Also, an automated cylinder-head 
line was installed last year in space 
made available in the main plant 
by the transfer of several opera- 
tions to Plant No. 4. 

Space is now available at the 
main plant for “turn-around” in- 








Dutch Drive System— 


This is the drive system which powers the new Dutch entry in the small-car field— 
the DAF. Power is transmitted by a drive shaft to the Variomatic drive and then 


shifts to two belt drives. 





stallation of production machinery 

for a new model while current- 

model machinery is winding up 

production for the previous model. 
+ * * 


Continuity Maintained 


N TRANSFERRING the sheet- 
metal operations to Plant No. 4, 





A real...a big opportunity...with the wonder car of Germany: 


The success of hundreds of American dealers 
is proving the volume and profit oppor- 
tunities with this truly amazing car... 
the economy car for which all America has 
been looking @ Priced in the 1200 to 1500 
dollars bracket... 42 to 48 miles per gallon 
of low-priced regular gas... 3.8 pints of 


oil for a complete oil change... aircooled engine... no costly antifreeze... less than 20 dollars per tire and with a 
low cost motor replacement policy @ A car built with the well-known and long-accepted precision of true German 
craftsmanship Beyond the low price and lowest operating cost,LLOYD Alexander is packed with powerful selling features ... 


FRONT WHEEL DRIVE: For the safest ... the surest ... the most efficient application of power @ PROGRESSIVE SPRING 
TENSION: For amazing riding ease regardless of the load @ INDEPENDENT WHEEL SUSPENSION: For high roadability and sway- 


free turning @ FOUR SPEED TRANSMISSION: For more agility in traffic ... 


SYNCHROMESH GEARS: For smoother ... easier .. 


comfort ... for more body posture comfort @ ADVANCED CONTINENTAL DESIGN: Long ... 
“snob-appeal” @ NEW STRIKING COLORS: For eye appeal ... buy appeal and no extra charge for two-tone combinations @ 
INTERIOR APPOINTMENTS: Bright-colored, embossed art leather and plaid fabric uphoistering in a wide selection of 2 tone 


combinations. 


more economy at higher speed long drives @ All 
silent gear shifting @ DOUBLE ADJUSTABLE SEATS: For more leg 
low sweeping design with real 


A line of cars with PRICE APPEAL... EYE APPEAL... BUY APPEAL... A line of cars priced to that broad based mass 
morket. A line of cars priced for volume sales, and a full line of both passenger and commercial models to fit every purse 
and purpose @ Now is the time to include the LLOYD Alexander with your present line... it “duals” with any American 
line of cars... it does not compete but instead complements your present line. It doubles your profit opportunities. 


To establish a protected LLOYD dealership for your territory... to be ready for the 
heavy summer selling season phone, wire or writethe LLOYD importer for your territory. 


WESTERN IMPORTER: 


Gallagher Motors, inc. 
907 East Pike Street 


Seattle, Washington 


EASTERN IMPORTER: 


LLOYD Cers Corporation 
of America + P.O.B0ox3940 


Miami 24, Fiorida 





Cadillac sheet-metal, plant-layout 
and assembly officials worked out 
an intricate program to maintain 
the continuity, efficiency and econ- 
omy of the production line. 

This called for overrunning 
each press to cover its down time, 
until a press in the new plant 
could assume the operations of 
the press being moved. 

More than 350 machines, includ- 
ing 145 presses, were moved from 
the main plant to Plant No. 4. Also, 
64 new presses and.16 miscellane- 
ous new machines were installed. 


Low roofs interfered with the 
placement of some presses. Most 
of them were installed by tearing 
out the roof and lowering the giant 
presses into place. The roofs were 
rebuilt for about 2 percent of the 
cost of raising the necessary roofs. 

= * . 


E entire move was made so 


that the final assembly line 
could operate without the loss of a 


| single fender, hood or pressed part. 


After a cost study, Cadillac de- 
cided to replace the plant’s entire 
power-house operation with new 


| equipment. Included in the new 


equipment were three 40,000- 
pounds-per-hour boilers and re- 
lated equipment. Also replaced 
were 15,000 broken panes of glass. 

Employe facilities were practi- 
cally non-existent. A new medical 


|department was constructed and 


furnished with first aid and X-ray 
equipment. A new cafeteria was 
built and new locker rooms were 
installed. 


Two new inclined receiving docks 
and two new inclined shipping 
docks also were installed. These 
docks are dependent on gravity, 
rather than muscle. The incline of 
the docks is carried to the beds of 
trucks and gravity pulls the roller 
units loaded with pans either into 
the trucks or out of them, depend- 
ing on the incline. A truck can be 
loaded or unloaded within seconds. 


Plant Abandoned in °54 


eat in 1925, this plant was 
used by Hudson until its merger 


|in 1954, when American Motors 


moved the Hudson operations to 
Wisconsin. 


AMC sold the plant in 1955 to an 
investment group, Hudson-Detroit 
Associates, from whom it was 
bought by Cadillac for $1 million 
in August, 1955. The modernization 
cost $19 million. 

~ 


Chrysler’s Grand Slam 


LAMMING a car door 6,000 times 

a day is way over par for the 
average owner, but Chrysler Corp. 
engineers do it regularly to test the 
durability of window glass and 
metal door parts. 

The test doors, selected at ran- 
dom from the production line, 
are banged shut and then opened 
by a mechanical device which 
slams and opens the doors 12 
times a minute. 

Three times a day, the shape of 
the door being tested is checked 
for distortion, structural strength, 
levelness or dents. The window 
glass, door locks and weatherstrip 
installations also are scrutinized 
for wear and tear. 


E. L. Provost, managing engi- 
neer of the body-components lab- 
oratory, said, “By slamming a door 
up to 30,000 times, we learn a great 
deal about how materials hold up 
under this type of punishment. Left 
out in the open, the noise of the 
door slamming device gets on your 
nerves after a while so we put it in 
a soundproof room.” 
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High way & Safety... 


AUTOMOTIVE NEWS, MARCH 17, 1958 


AAA Official Blasts 
Mass-Transit ‘Threats’ 


By Fred W. Schwarz 
Staff Correspondent 

Russell E. Singer, Washington, 
executive vice-president of the 
American Automobile Assn., has 
expressed opposition to any pro- 
gram designed to restrict use of 
private cars in order to force in- 
creased use of mass transportation. 

Speaking before the annual 
New Jersey Conference of the 
AAA, 


areas, 
trying to get subsidies from 
special taxes on motor vehicles. 
He urged New Jersey clubs to be 
alert to any threat to impose 
“unwarranted” restrictions on 
auto use in downtown areas or 
subsidize mass transit with 
motor-vehicle taxes. 

Singer vigorously supported legis- 
lation for protecting roadsides — 
especially the multibillion dollar 






Offices in principal cities 
U.S., Canada and Europe 
New York 


national interstate highway net- 
work. 

“While there is general agree- 
ment that government can limit 
the right of a person’s access from 
his own property to an abutting 
highway, the outdoor advertising 
people would have you believe that 
curtailing the right to erect signs 
at will along the roadside is a 
grave invasion of our freedom,” 
Singer said. 

Stressing that the AAA program 
is aimed at regulation and not 
elimination of signboards, Singer 
said major highways are paid for 
entirely by the users. He added: 

“To get this thing in focus, let 

us recall that highway users pay 
every week in special taxes as 
much as is realized in space 
sales by outdoor advertisers in 
an entire year.” 

In a panel discussion, Motor 


Vehicle Commissioner Frederick J. 
Gassert spoke in favor of New 
Jersey’s drunkometer statute. 

He said that as many persons can 
be convicted unjustly as justly 
under the present law governing 
drunken driving, and called for use 
of the scientific norm established 
for determining intoxication in this 
state. 

James R. Sutphen, executive 
editor of the Bergen Evening 
Record, denounced the drunkom- 
eter. Requiring a person to 
submit to the “undignified test” 


is “plain outrageous invasion of 
personal rights and privacy,” he 
said. 


The legality and infallibility of 
the drunkometer has not been 
proved and a person is presumed 
guilty if he refuses to submit to 
the test, Sutphen added. 

In a discussion of speeding and 
traffic-law enforcement, Sutphen 
contended that the biggest problem 
facing the New Jersey motorist is 
himself. 

He added that the State needs 
“realistic speed limits.” The break- 
ing of a speed law in one instance 
when the law is not reasonable is 
likely to incite the motorist to 


Ready to help you 
meet today’s marketing 
challenge... 


cDonal 











mel 


“We aren’t that desperate, 
son—” 





break other traffic laws in other 


circumstances, he said. 


Gassert agreed that too-low 
speed limits are bad, but said 
the problem is often one of edu- 
cation. He said in some instances 
when speed limits have been in- 


COMPANY 


Whatever the trend of your Company’s 
market or your own economic thinking, three 
facts stand out: 


Your business can expand in 1958 by increasing 


its share of market! 
Thousands of leading companies have improved 
their market position with the help of 


professionally handled sales incentive campaigns! 
The success of these campaigns is now more 







Rochester 
Philadelphia 
Washington 


The E. F. MacDonald Company 


certain than ever before . . . due to the unparalleled 
reservoir of incentive experience, trained 
manpower and tested techniques now put at your 
disposal by The E. F. MacDonald Company. 
EFM executives have planned and created tens 
of thousands of successful campaigns. 
Additional offices provide efficient, on-the-spot 
service whether your salesmen operate 

locally, regionally, nationally or internationally. 
The EFM prize selection is finer and more 
flexible; an expanded world-wide staff assures 
greater long-range benefits from incentive 
travel awards. 

Yes, the marketing challenge today is real 

... but the remedy is ready and more powerful 
than ever. Why not investigate this unique 
marketing tool? A phone call or note will bring 
an EFM man to your office . .. and added 
power to your sales effort! 


WORLD-WIDE SALES INCENTIVE SERVICE / Dayton 2, Ohio 





creased, residents and business- 
men of the affected areas have 

flooded officials with protests. 

Some panelists said signs should 
be placed along highways to alert 
motorists that radar is being used 
to detect speeders. 

Gassert commented that “nobody 
likes secrecy in law enforcement, 
but at the same time, where the 
speed limit is reasonable, anyone 
who protests being arrested through 
use of radar is actually protesting 
that he has been caught.” 


+ * * 
Safety Foundation Grants 


$75,000 to Traffic Institute 


The Automotive Safety Founda- 
tion has announced a grant of $75,- 
000 to the Traffic Institute of 
Northwestern University, Evanston, 
Ill. The funds will be used to carry 
on the Institute’s program of train- 
ing, field service, research, and 
publications in the street and high- 
way traffic field. 

An additional grant of $15,000 
will be used in a major research 
project in accident causation, now 
under way at the Traffic Institute. 
This brings to $1,262,565 the amount 
provided so far to the Traffic Insti- 
tute by the Automotive Safety 
Foundation. — 


Students Offered $2,625 


In Safety Contest Prizes 


High school students are eligible 
to compete for 29 cash prizes total- 
ling $2,625 to be awarded by 
American Motorists Insurance Co. 
in its third annual high school auto 
safety contest. 

The contest is designed to pro- 
mote safe driving attitudes and 
habits among teenagers, says Hath- 
away C. Kemper, president of 
American Motorists and affiliated 
companies in the Kemper Insurance 
group. School auto safety drives 
and safety material in school 
papers may be entered in the con- 


test. 
= + = 


Controlled-Access Highways 


Found Safer in Michigan 


Four-lane divided highways with 
controlled access are almost four 
times as safe as other trunkline 
highways, but four-lane divided 
roads without control of access are 
the most dangerous, according to 
the Michigan state highway com- 
missioner. 

John C. Mackie said a recent 
study showed that the accident 
rate per 100 million vehicle miles 
was 151 for controlled-access high- 
ways, 223 on all trunklines and 305 
in divided highways without access 
control. 


* + 7 
Utah Convicts Offered 


Course in Auto Priving 


A new course has been added to 
the curriculum of the Utah State 
Prison—auto driving! A University 
of Utah driving instructor is spend- 
ing one day each week at the 
prison teaching inmates how to 
drive—inside the walls! 

The course is limited to inmates 
who will be paroled within a short 
time, and is designed to allow con- 
victs to reenter civilian life with 
greater confidence. 

* = . 


Pennsylvania Fetes Neyhart 


For Driver-Education Work 


Dr. Amos E. Neyhart, admini- 
strative head of the Institute of 
Public Safety, Pennsylvania State 
University, has received the Pen- 
nsylvania Meritorious Medal, the 
commonwealth’s highest civilian 
award, for “outstanding and meri- 
torious life-saving service to his 
fellow Pennsylvanians and _ the 
motoring public of the United 
States.” 

The award was presented for his 
work in the driver-education field. 
Neyhart pioneered the driver- 
education program for high school 
students 25 years ago in State 
College, Pa. 


* * * 
All-Night Parking Tax 
Urged Anew in Philadelphia 

Mayor Richardson Dilworth, 
Philadelphia, is once more asking 
for a tax on all-night curb parking, 
a plan that was squelched in 1956 
after bitter opposition. 

The Mayor proposes a tax of $10 
a quarter or $40 a year, or twice 
as much as he asked in the spring 
of 1956. In effect, the tax gives 
householders the privilege of park- 
ing overnight on their own curbs. 
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Your Ad, too! 








STANDS ALONE 
IN STANDING UP 
FOR YOU 


Porcelainize alone uses national 
advertising to direct customers and 
prospects to your appearance de- 
partment. 


Porcelainize alone is limited to New 
Car Dealers. These Dealers alone 
can profit from the consumer ac- 
ceptance so liberally sustained by 
such powerful publicity. 


You serve your highest interests, 
in greater profits and customer 
satisfaction, when you feature and 
promote Porcelainize for beauty 
and protection on new cars, used 
cars, customers cars. 


(current issue) 


PORUELAINIZE 


we OPAC TY 


FOR FINE 
AUTOMOBILE 
APPEARANCE 





NEW 


and 


IMPROVED 


PURGELAINIZE 


Motordom, too, has a Supreme Court, and this Court, 
consisting of millions of car owners, thousands of New Car 
Dealers and America’s greatest automobile factories, hands 
down the decision that Porcelainize is the recognized World’s 
Standard for distinguished service in car beauty protection. 

Now, the new and improved Porcelainize is better than 
ever. It is the only treatment for car finish that is completely 
free from oil, wax, glaze, silicones or other temporary protec- 
tion. This is good news for you. Your car, the most beautiful in 
history, can be kept that way. Porcelainize maintains car beauty 
and for months to come you'll ride with pride on every ride. 

On older cars, Porcelainize restores the brilliance of new 
car beauty. Your new car dealer can prove this to you. 
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MODERN NEW CAR FINISHES NEED 
NEW AND IMPROVED PORCELAINIZE 


The better the paint, the better the Porcelainiz- 
ing action. New and improved Porcelainize is 
recommended by car manufacturers for imme- 
diate use on modern, new “miracle” paints. 


This window sticker guarantees a genuine Porcelainize treatment 
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‘An Organization of Organizations’... . 
GM Tells Its 50-Year Story 


DETROIT. — “General Motors is 
an organization of organizations. 
It maintains a balance between 
individual and group management, 
preserving the advantages of each 
and the drawbacks of neither.” 


The corporation summarizes its 
management setup in this man- 
ner in “Forward from Fifty,” an 
85-page brochure issued to press, 
radio and television in conjunc- 
tion with GM’s 50th anniversary. 

Alfred P. Sloan jr. is credited 
with formulating this managerial 
philosophy. The 
brochure notes 
that he “engi- 
neered the broad 
leadership pattern 
which in effect 
manages the cor- 
poration today.” 

Sloan was pres- 
ident of GM from 
1923 to 1937 and 
board chairman 
from 1937 to 1956. 
He now is hon- 





A. P. Sloan Jr. 





orary chairman, At the corporate 
level, the report notes, Sloan’s idea 
was to establish “decentralized 
operations and responsibilities with 
centralized control.” At the indi- 
vidual level, his policy was: “Give 
a@ man a clearcut job and let him 
do it.” 

A committee system welds to- 
gether a top executive population 
of 32 directors, a president, two ex- 
ecutive vice-presidents, 30 vice- 
presidents and 40 general managers 
of U. S. and Canadian divisions, 11 
of whom also are-vice-presidents. 

Three top committees are con- 
cerned with operations policy, 
financial policy and administra- 
tion. Fanning out from the ad- 
ministration committee are policy 
groups. 

They cover such operations as 
distribution, engineering, manufac- 
turing, process development, per- 
sonnel, public relations, research, 
Canadian, general engine, house- 
hold appliance and overseas. 

The research policy group is an 


example of the committee system 
in operation. 

It is headed by the research vice- 
president and includes the GM pres- 
ident, two executive vice-presidents 
(one with a financial and the other 
with an engineering background), 
a staff vice-president and four 
group vice-presidents. 

“Through the committee me- 
dium,” GM said, “these key execu- 
tives are continually apprised of 
research operations and progress. 
And they have a voice in guiding 
research staff policy as their 
various viewpoints are centered on 
research problems. 

“But the man who runs research 
is the research vice-president.” 

The GM brochure also outlines 
the corporation’s history and 
deals with such other activities 
as styling, defense, education, 
shareholders, employes suppliers, 
service centers, proving grounds 
and the GM Technical Center. 

Historically, the report notes 
that on Sept. 16, 1908, the late 





Cooled by Firestone— 


Adjustable louvers emit air in all di- 
rections from Firestone's new, lightweight 
air conditioner. The unit fits under the 
center of the instrument panel. The cool- 
ing system is controlled by a thermostat, 
and a three-speed blower controls air 
delivery. 


William C. Durant “arranged for 
filing of incorporation papers in 
New Jersey for a General Motors 
Company.” 

Early or charter members were 


ANNOUNCING Cool Pack BY HARRISON 


poeennayy 





Sensational new low-cost car and tuck AIRR CONDITIONER 


Cool-Pack—the newest contribution to low-cost 
cooling comfort! And of course it’s from Harrison 
—makers of the famous Custom “under the 
hood” air conditioning systems for all General 


Motors cars. Cool-Pack fits snugly under the dash. 


It’s handsome, fast and efficient. Just a flick of 
the switch and Cool-Pack thoroughly reconditions 
—cleans, cools and dehumidifies—every bit of air 


in the car every 30 seconds. Cool-Pack is designed 


for the new Buick, Pontiac and Chevrolet cars— 
and most 1958 Chevrolet trucks. It’s another 
outstanding example of manufacturing 
craftsmanship, research and engineering from 
Harrison—makers of top-quality heat-control 
products for over 47 years. If you have a 

cooling problem, look to Harrison for the answer. 


HARRIGON RADIATOR DIVISION, 


GENERAL MOTORS 





CORPORATION, 


SO/LV 


AUTOMOTIVE AIR CONDITIONING 


LOCKPORT, NEW YORK 


Buick, Oldsmobile, Cadillac, Oak- 
land, Cartercar and Elmore, plus 
Reliance and Rapid trucks. Oak- 
land division introduced Pontiac in 
1926, discontinued the Oakland car 
in 1931 and became Pontiac division 
in 1932. 

Chevrolet joined the group in 
1918, the same year as did United 
Motors which is described as a 
“miniature GM of the parts and 
accessories business.” 

United Motors units included 
Dayton Engineering Laboratories 
(Delco), Remy Electric, Klaxon, 
Harrison Radiator, Jaxon Steel 
Products, Hyatt Roller Bearing, 
New Departure and United Motors 
Service. 

This acquisition brought into 
the fold inventive genius Charles 
F. Kettering (Delco) and Charles 
E. Wilson (Remy Electric), who 
was to become GM president and 
later Secretary of Defense. 

GM purchased a majority interest 
in Fisher Body in 1919, and Fisher 
became a GM division in 1926 when 
the corporation acquired the bal- 
ance of its outstanding stock. 

Guardian Frigerator Co. was ac- 
quired in 1919 and was moved to 
Dayton as Frigidaire division. 

In 1925, General Motors Truck 
division was merged with Yellow 
Cab Mfg. Co. to form Yellow Truck 
& Coach Mfg. Co. as a subsidiary 
with GM owning a majority of the 
stock. It became GMC Truck & 
Coach division through an exchange 
of stock in 1923. 

Other acquisitions in the parts, 
accessories, appliance, basic man- 
ufacturing, diesel and aircraft 
fields helped build the corporate 
giant that is GM today. 

GM’s net income was $3.9 million 
in 1912. By 1919 it had risen to a 
then record of $60 million, but the 

(Continued on Page 32, Col, 3) 


Ground Is Broken 
For GM’s New 
‘Weathering’ Lab 


MIAMI. — Charles F. Kettering 
broke ground last week for GM 
research staff's new Florida test 
field where weathering tests are 
conducted on automotive finishes. 

The new facility, near Goulds and 
Homestead, will replace the present 
test field near Miami's Interna- 
tional Airport. 

Kettering, who headed the re- 
search staff until his 1947 retire- 
ment, was accompanied to the site 
by Earl DeNoon, manager of GM’s 
Florida installation; his assistant, 
William E. Laesch, and Ralph J. 
Wirshing, head of the research 
staff's chemistry department at 
the GM Technical Center, Warren, 
Mich. 

A 256-by-35-foot, single-story 
building will be constructed on the 
10-acre site. 

Since the facility was set up 
in 1927, the testing program has 
been expanded to include exposure 
of rubber, plastics, upholstery, rust- 
proofing materials, plated parts and 
such automotive components as 
headlamps, tail lamps, emblems, 
steering wheels and other items. 

Wirshing said the facility now 
averages 25,000 individual tests an- 
nually for the research staff, GM 
automotive appliance and accessory 
divisions, and GM suppliers who 
request “customer research” service 
for their products. 


Dana Renames 


Parts Division 


TOLEDO.— The name of Dana 
Corp.’s parts division has been 
changed to standard equipment 
division. Neil A. Moore will con- 
tinue as general manager. 

The change to a self-contained 
unit within the corporation was 
announced when the division moved 
into its own new warehouse and 
office building at 253 Waggoner 
Blvd., adjacent to Dana’s general 
offices and manufacturing plant 
here. 

The new division supplies prod- 
ucts of the company to the replace- 
ment market. In addition, the divi- 
sion sells and distributes most com- 
pany products for original installa- 
tion where such market require- 
ments can be satisfied by relatively 
standard components and assem- 
blies. Dana now has eight divisions 
and two wholly owned subsidiaries 
in operation in the U. S., as well as 
affiliated plants in France and 
Canada. 
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(One of a series) 





Chevrolet 
Dealers / 





Stainless Steel trim can help sell 1958 models 


Tell your customers about the advantages of Stainless Steel trim on the Chevrolet. 
Stainless trim won't dent or scratch easily because it’s so//d Stainless Steel, 
and it’s hard. 


Point out the gleaming lines of the Stainless and remind buyers that Stainless 
Steel resists corrosion. Weather and strong detergents can’t dull the mirror finish. 
Stainless Steel keeps that showroom look for the life of the car— 

a good resale point that car owners like. 


People are already sold on Stainless Steel. Put it in the deal! 


USS is a registered trademark 


ee (iss) United States Steel 


United States Stee! Supply—Warehouse Distributors 
United States Stee! Export Company 
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Lubbock (Tex.) Show Committee— 
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‘An Organization of Organizations .. . 
GM Recounts Story 


Of Its 50 Years 


(Continued from Page 30) 


corporation reported a deficit of 
$38.6 million in 1921 “due to several 
non-recurrent charges to the year’s 
operations.” 

Thereafter the uptrend was 
steady and substantial, ex- 
cept for depression years. Net in- 
come passed the $100 million mark 
in 1925, and net sales exceeded $1 
billion in 1926 and remained there 
until 1930. 

By 1935, GM again had achieved 


Lubbock (Tex.) dealers are underwriting, planning and producing the West Texas| $1 bililon in sales. The $2 billion 
National Auto Show, to be held in Lubbock Municipal Coliseum, March 26-30. The| Mark was passed in 1941, and sales 


show is expected to attract more than 50,000 people. Seated, from left, are Gordon 
Rose (Chevrolet); Quinn Connelley (Pontiac), show chairman, and John Scoggin (Buick). 
Standing: Lewis Kerr (Mercury), Fenner Tubbs (Chrysler-Plymouth), J. Ray Dickey (Buick), 


continued to rise until a record $12 
billion figure was posted in 1955. 
That was the year GM became 


J. D. Hufstedier (GMC), and Dave Fawcett (imports). Other members of the show| the first corporation to record a net 
committee, not shown, are Walter and Gene Alderson (Cadillac), Tom Murphey| profit after taxes of more than $1 


(DeSoto-Plymovth), Clyde Mace (Oldsmobile-Rambier), Bill Myers (Mack), Richard 
Dickey (Buick), Mule Dowell (Dodge-Plymouth), Eddie Louvthan (Dodge-Plymouth), 
Harry Morris (Ford), George Morris (Ford) and Byron Shotts (Ford). 


billion. 
In another section, the GM 
brochure traces the rise of styl- 


ing from an engineering after- 
thought to a dynamic force in the 
sale of modern automobiles. 


There was no such thing as an 


automotive stylist when GM was 
founded in 1908. Car appearance 
was in the hands of engineers and 
production men whose chief con- 





Former Melton Museum 
To Be Department Store 


NORWALK, Conn.—The prop- 
erty firmerly occupied here by 
the Melton Museum of antique 
automobiles has been purchased 
for use as a department store. 


The museum has been moved 
to site south of Palm Beach, Fla. 











DEALER’S CHOICE 





now on all Du Pont N° “7” Products 


Order any 5 cartons of Du Pont N° “7” automotive 
products—get 1 carton Du Pont N° "7" Polish 


(12 pints 


FREE—make *18 extra profit! 


Or ¥2 carton FREE with any 22 cartons—make 
$9 extra. Order now—offer expires April 30, 1958) 


REG. U.S. PAT.OFE 


BETTER THINGS FOR BETTER LIVING . 


++ THROUGH CHEMISTRY 








cern was turning out a dependable, 
durable product. 

According to GM, “The turning 
point in automotive appearance 
occurred in 1927. That year, GM 
introduced the LaSalle — first 
American production car completely 
designed from headlight to rear 
bumper by a stylist.” 

The car was designed by Harley 
J. Earl who was recruited from a 
custom-body shop in Los Angeles. 

The LaSalle was an immediate 
success and Earl accepted Sloan’s 
invitation to head the GM Art and 

Color Section. GM says it was the 
first staff devoted solely to auto- 
motive appearance. 

It began with a staff of 50 and 
now has grown to more than 1,100. 
The department’s name was 
changed to GM Styling in 1937, 
and Earl became a corporation 
vice-president in 1940. 

“In the beginning,” GM said, 
“Earl’s staff did little more than 
pick colors and choose interiors 

for bodies already built by en- 
gineers. Styling was a message that 
had to be ‘sold’ to many of GM’s 
own executives. 

“The methods proposed by stylists 
to make cars more pleasing and 
graceful ran head-on into engineer- 
ing problems that seemed insur- 
mountable. However, there evolved 
in the early ’30s a teamwork be- 
tween the stylist and the engineer 
which is still the basis for all auto- 
motive progress.” 

This teamwork resulted in lower 
and wider cars, streamlined bodies, 
more comfort for passengers and 
built-in trunks in which the spare 
tire was placed. In 1938, GM stylists 
eliminated the running board. 

Especially eager to try new 
ideas in styling was Harlow H. 
Curtice who, as Buick general 
manager, raised that line’s sales 
from 43,000 in 1933 to 205,000 in 
1937. Curtice’s 1940 Buick had 
the famed “torpedo” body. 

Earl introduced the industry to 
tail fins in 1948 when this ornamen- 
tation appeared on the Cadillac. 
Earl reportedly was inspired by the 
twin tails of the P-38 fighter plane. 

In 1949, Buick built its first hard- 
top and began a trend that has 
affected the buying habits of mil- 
lions of American motorists. The 
two-door pillarless models— and 
their four-door brothers which GM 
introduced in 1955—now account for 
nearly 35 percent of U. S. produc- 
tion. 

Color-keyed interiors, which rec- 
ognize the growing importance of 
the woman’s influence in selecting 
the family car, appeared in 1950, 
and the wraparound windshield 
was introduced in 1954. 

The famed dream cars, which 
were feature attractions at GM 
Motoramas and auto shows, were 
developed by Eari’s stylists. The 
Chevrolet Corvette and the Cad- 
illac Eldorado Brougham are 
among the “dreams” 


GM Styling also handles a variety 
of industrial assignments. Since 
1954, it has styled all Frigidaire 
appliances and has turned out the 
Frigidaire “Kitchens of Tomorrow.” 
Among its other accomplishments 
were the Train of Tomorrow 
(1946), the Greyhound Scenicruiser 
(1954) and the Aerotrain (1955). 


Mercedes-Benz 
Auto Production 
Up 16 Percent 


STUTTGART, German y.—Pro- 
duction of passenger cars increased 
by 16 percent over 1956 to approx- 
imately 81,000 units this year, ac- 
cording to Dr. Fritz Koenecke, 
chairman of the board of Daimler- 
Benz, which manufactures 
Mercedes-Benz. 

The cars are distributed in the 
U. S. by Studebaker-Packard Corp. 

Total production of vehicles in 
1957 was approximately 124,000 as 
compared to 108,000 in the preced- 
ing year, Koenecke said. 

Export business was up $28,250,- 
000 over last year, he added. Half 
of the total production exported, 
he said. 

Stationary and industrial engine 
production increased 110 percent, 
and trucks and buses 11 percent, 
Koenecke reported. 


Lyle Adds Pontiac, GMC 

Lyle Motor Co. (Buick), Wynne, 
Ark., has added franchises for 
Pentiac and GMC. 
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Plymouth 
Dealers. 





Stainless Steel trim can help you sell 


Be sure to show your customers the Stainless Steel trim on the 1958 Plymouth. 
Tell them why Stainless Steel outlasts any other trim material. 


Stainless trim is so/id Stainless Steel. The bright finish is as thick as the 

trim itself; the luster can’t chip. Stainless Steel resists corrosion and pitting so 
it stays jewelry-bright without polishing. And Stainless can take the rough road 
shower of cinders and stones. 


People are already sold on Stainless Steel. Put it in your deal. 


USS is a registered trademark 


ee (iss) United States Steel 


° United States Stee! Supply—Warehouse Distributors 
United States Stee! Export Company 








Bulletin Board... 





Metal Cleaning, Analysis 


The second edition of “Methods 
for Emission Spectrochemical 
Analysis”—504 pages, $7. The 1957 
supplement to “Metal Cleaning 
Bibliographical Abstracts” —44 
pages, $2. American Society for 
Testing Materials, 1916 Race St., 
Philadelphia 3, Pa. 

* 


* * 
Engine Indicator 

Information about the SLM en- 
gine indicator, a combined elec- 
tronic pressure indicator and en- 
gine analyzer — Bulletin EA-114, 
free. Kistler Instrument Corp., 15 
Webster, North Tonawanda, N. Y. 

* + 


Welding Equipment 
“Welding Equipment Catalog”’— 
36 pages, free (Catalog 160). Mod- 
ern Engineering Co. 3409 Pine 
Bivd., St. Louis 3, Mo. 
+ o * 
Materials for Springs 
How to design and select mate- 


rials for springs that must operate| disorders when handling epoxy ‘Service Instructions for All! 


AUTOMOTIVE NEWS, MARCH 17, 1958 


products and suggested 36 safe- 
guards—12 pages, free. Milburn Co., 
3246 E, Woodbridge, Detroit 7, 
Mich. 


* * * 


Castings Handbook 
Illustrated handbook on gray and 


at high temperatures—eight pages,| ductile iron castings—620 pages, 
free. Associated Spring Corp., Bris-| $10. Gray Iron Founders’ Society, 


tol, Conn. 
* = * 


Air-Compressor Standard 
“U. S. Government Standard for 
Tank-Mounted Air Compressors” 


(CS-126-56)—10 cents. Superintend- 
ent of Documents, Government 


Inc., Dept. P, National City-East 
Sixth Building, Cleveland 14, O. 


* * + 
Increasing Diamond Life 
Increasing diamond wheel life in 


tool grinding—Bulletin PG-257, six 
pages, free. Wesson Co., 1220 Wood- 


Printing Office, Washington 25,| ward Heights Blvd. Ferndale 20, 


> 
‘Fatigue-Proof Steel Bars 
“A New Material” — booklet de- 
scribing “Fatigue-Proof” steel bars 
—24 pages, free. LaSalle Steel Co., 
1420 150th St., Hammond, Ind. 


* * > 


Fork-Lift Facts 
“What Makes Towmotor Tick,” 
brochure on materials handling 
equipment—free. Towmotor Corp., 
1226 E. 152nd St., Cleveland 10, O. 
> = + 
Epoxy Skin Hazards 
A booklet on the hazards of skin 








YOU MEAN | CAN 
CHANGE TIRES ON 
THE ROAD AS EASY 
AS YOU CAN, JOE? 
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When a customer sees 
how safe and easy it is to 
use a Saf-Lift, he wants 


rs one for his own car. 


AUTO SPECIALTI 


Mich. 


+ * 


Oval Storage Unit 


Data on an oval demand-type 
storage unit for parts that roll— 
Bulletin 571, two pages, free. Gear- 
O-Mation division, Michigan Tool 
Co., 7171 E. McNichols, Detroit 12, 
Mich. 


? * y 


Dial Scales 


Tilustrated catalog showing types 
of dial scales—free. Howe Scale 
Co., 2951 Scale Ave., Rutland, Vt. 


* * = 


Servicing Universals 





Chevrolet Cites Dealer— 


Joining the select ranks of 25-year Chev- 
rolet dealers this year is Joseph J. Cresci, 
right, of Mori Bros., Millville, N. J. Pre- 
senting him with the honorary plaque 
is E. D. MacCarthy, Chevrolet Philadelphia 
zone manager. The ceremony took place 
at a zone dealer meeting in Moorestown, 
N. J. 


Makes of Universal Joints’—16 
pages, free. Parts Division, Dana 
Corp., 253 Waggoner Blvd., Toledo, 
oO. * * * 


Heat Exchanger Line 


Bulletin 1.1K6 containing details| , 


Sure you can, Ed. Here's 
a Saf-Lift for personal 
use that's the fastest, 
safest and easiest to 
use on the market. 


AUSCO SAF-LIFT—The 
original bipod bumper 
jack. “The safest bumper 


jack ever built.” 


I'm sold! Put a Saf- Lift 


in my trunk right now! 


You know, Ed, | use a 
Heavy Duty Model 1030 
Saf-Lift for service calls. 


Bipod construction licks the 
creeping problem created 


by air suspension, too! 


ES MFG. CO., INC. St. Joseph, Michigan 


Other Plants in Benton Harbor and Hartford, Mich., and Windsor, Ont., Can. 


Model 1020 
Dealer Price 
$10.00 





eae 





on the expanded line of Type BCF 
heat exchangers for 1958—frec. 
Ross Heat Exchanger Division cf 


i American-Standard, Buffalo 5, N. ¥, 
* * * 


Human Relations 


“Human Understanding in In- 
dustry”—112 pages, $2.25 (orders cf 
25 or more copies, $1.75 each; 
Leader’s Guide, 50 cents). Indus- 
trial Division, Science Research 
Associates, 57 W. Grand Ave., Chi- 
cago 10, Ill. 

* * «* 
Cleaning Machines 


Catalog 951-D covering airless 
blast-cleaning machines, wet blast, 
air blast and dust-control equip- 
ment, and other items—32 pages, 
free. Wheelabrator Corp., 1016 Byr- 
kit St., Mishawaka, Ind. 

as rt oe 


Manufacturers Directory 


Illinois Manufacturers Directory 
giving breakdown of each of state’s 
20,000 manufacturing firms — 1,800 
pages, $25. Manufacturers’ News, 
Inc., 20 E. Huron St., Chicago, III. 

= * + 


Car-Lifting Tests 
Booklet summarizing car-lifting 
tests performed on all 1958 models 
—free. Globe Hoist Co., E. Mermaid 
Lane at Queen St., Philadelphia 18, 
a. 


Plastics Reference File 


“Condensed Reference File” for 
1958 describing Bakelite plastics— 
12 pages, free. Bakelite Co., Divi- 
sion of Union Carbide Corp., 30 E. 
42nd St., New York 17, N. Y. 


+ * * 


Brake Compilation 


Russell Mfg. Co., Middletown, 
Conn., manufacturer of Rusco 
fused fabric brake linings, an- 
nounces release of a 30-page 
booklet on brake data for most 
makes of cars, including ’58 
models, 


> + * 
Pump Castings 

“Mechanite Pump Castings” bul- 
letin showing pump castings and 
pump types that use Meehanite 
castings—20 pages, free. Meehanite 
Metal Corp., 714 North Ave., New 
Rochelle, N. Y. 


* * * 


White ‘Parts Wants Book’ 


A “parts want book” for use 
by fleet operators and truck users 
—free. White Motor Co., Service 
Sales Dept., E. Seventy-ninth St. 
and Wallace Ave.. Cleveland 1, O. 

. * * 


Tips on Tuneup Procedure 

“Profit by Experience,” booklet 
offering tips on tuneup procedure 
—I12 pages, free. Kal-Equip Co., 
Box 567, Kalamazoo, Mich. 


Fairbanks Hand Trucks 


Illustrated brochure on Fairbanks 
steel-framed two-wheel and plat- 
form hand trucks and other equip- 
ment—six pages, free. The Fair- 
banks Co., 393 Lafayette St.. New 
York 3, N. Y. 


> * * 
Electric Buffing Tool 
Catalog sheet No. 5235, describing 
the new Dill electric-powered buff- 
ing tool, the “Tuffer-Buffer”’—free. 
Dill Mfg. Co., 700 E. 82nd St., Cleve- 
land 3, Ohio. 
» 


* * 


Ditzler Catalog 


A 24-page two-color illustrated 
catalog of automotive finishes for 
cars, trucks, trailers, buses and 
other motor vehicles has been 
issued by Ditzler Color division 
of Pittsburgh Plate Glass Co., 
8000 W. Chicago Ave., Detroit 4, 
Mich. 


~ oe * 
Ignition Parts 
Catalog on small engine ignition 
parts—28 pages, free. Catalog 58- 
SE, Wells Mfg. Co., Fond du Lac, 
Wis. 
* * * 


Truck-Body-Making Ideas 

A brochure describing new en- 
gineering ideas and fabricating ma- 
terials for delivery truck bodies— 
16 pages, free. Boyertown Auto 
Body Works, Inc., Third and Wal- 
nut Sts., Boyertown, Pa. 


* * * 


Using Storage Space 
Ways to,make more efficient use 
of warehouses or storage areas— 
Catalog 610, free. Unistrut Products 
=~ 933 Washington Blvd., Chicago, 
ll. 
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Dealers ! 


Stainless Steel trim helps you sell 


There are 36 pounds of Stainless Steel trim in the Edsel Citation Model 57D. 
Why Stainless? 


For one thing, any trim looks good in the showroom, but only Stainless Steel 
trim keeps that showroom sparkle for years to come, despite weather and harsh 
road salts. And Stainless is hard and strong. Stainless trim will look good 

even after the shotgun blast of cinders and pebbles from speeding tires. 


Customers are already sold on Stainless Steel, so be sure to point out 
that Stainless is used on your cars. It can help you make a sale. 
USS is a registered trademark 


! (iss) United States Steel 
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AUTOMOTIVE WASHINGTON 


Gore Seeks to Complete 


Road Program on Time 


By William Ullman 

Washington Correspondent 
gap eres pues has so affected the price tag of the contem- 
plated interstate highway system that some of the super- 
arterials may wind up hanging in a cornfield—unless more 
construction funds are authorized. The only alternative is to 


extend the date for completing the system several years 
pene Oe gee. OO CC 


Recognizing these bleak | {5 Mo mile cons f 
facts, Senator Albert Gore, 


to-coast stitching 
Tennessee Democrat and chairman | of limited-access 
of the Senate Roads subcommittee, | Toutes that would 
is pressing his bill to hike spending | P& ee in re 
on the network by an amount that | Y©®"S. h - 
would assure its completion on/|8!ve the nation 
vm Sears 
He believes the stepped-up ex- rng ee wesc 
penditures would have the double; The lawmakers 
virtue of shoring up the lagging| were informed 
economy. that the national 
When Congress in 1956 flashed 
the go-ahead sign for the program, 





network would cost around $27 
billion. Accordingly, they authorized 





expenditures totalling this amount 
over 13 years and prepared to ad- 
mire the buzz of activity triggered 
by the biggest public works pro- 
gram in history. 

But they received a rude 
awakening when a recent revised 
cost estimate put the cost of the 
entire system at $40 billion, with 
the possibility that future esti- 
mates may up the price tag even 
more. 

Thus, the stark fact is that $27 
billion won’t come even close to 
finishing the job. Either substanti- 
ally more money will have to be 
raised over the 13-year span or the 
task of completing the interstate 
system will have to be stretched 


out to 20 or 25 years. 
= * * 


No Deficit Financing 

ORE and other key members 

of Congress, together with 
highway and construction organiza- 
tions, are unalterably opposed to 
stretching out the program, believ- 
ing that if that is done the super- 
highway system will be obsolete, 
in terms of traffic load, before it’s 
even finished. 

But the problem is more complex 
than simply having Uncle Sam 
say that he will earmark more 
funds for the states over 13 years. 

The Highway Act of 1956, 
which triggered the interstate 


system, ruled out any deficit fi- 
nancing of the construction pro- 
gram, stipulating that it must be 
built on a pay-as-you-go basis 
from revenues in the Highway 
Trust Fund. 

Senator Harry F. Byrd, the 
economy-minded Virginia Demo- 
crat, slipped into the law a provi- 
sion that interstate system appor- 
tionments must be limited to the 
funds in this kitty. 

The revenues generated into the 
trust fund come from Federal 
excises on gasoline, diesel and spec- 
ial fuels, tires, camelback retread- 
ing material and trucks, buses and 
trailers. Expenditures for the road 
network can’t go beyond the size 


of these revenues. 
oa + * 


Tax Hike No Answer 


F COURSE, a solution would be 
to increase these automotive 
taxes to the point where the extra 
revenues generated would pay for 
the increased cost of finishing the 
road system in 13 years. But this 
approach is not being greeted with 
enthusiasm anywhere. 
The politicians here — mindful 


that an election is coming up next | 


fall — are not showing any disposi- 
tion to socking millions of motorists 
in the eye with bigger tax burdens. 

Several catagories of automo- 
tive excises were jacked up just 





Corvice Customers Stick’ too ! 


% 
KENDALL 


2000 





KENDALL PRODUCTS PLUS PROMOTION ... 
A PACKAGE PROGRAM FOR GREATER PROFITS 


Dealers everywhere have had profitable evidence of its effective- 
ness. Kendall's unique combination of products and promotion 
does keep car purchasers returning regularly for service. You 
feature Kendall's full line of outstanding Lubricants and Greases. 
You follow through by putting Kendall car dealer merchandising 
aids into action. You win the confidence, loyalty and regular 
service business of more new and used car customers. Your local 
Kendall distributor will give you the details on this package 


program for greater profits. 


All Kendall Lubricants are refined by exclusive processes from 


100% Bradford Pennsylvania Crude Oil — world’s richest. 





KENDALL REFINING COMPANY - BRADFORD, PENNA. 
LUBRICATION SPECIALISTS SINCE 1881 


two years ago to finance the 
Federal share of the interstate 
system. The unfairness of raising 
these levies every time the price 
tag of the road system is revised 
upward is obvious to many. 

The answer most commonly 
heard in Washington is to get ri 
of the “financing straitjacket” con 
tained in the ban against deficit fi 
nancing of the interstate system. 

Dip into the Treasury’s generai 
revenue funds or let Uncle Sam 
borrow through issuance of bonds 
it is argued. Only in that way wil! 
you get the interstate network 
finished by the planned time of 
1969 without having to boost auto- 
motive excises to confiscatory 


levels. + * +. 
Gore’s Proposal 
ORE’S bill, which is receiving 


speedy consideration, gets 
around the stretchout-or-higher- 
taxes dilemma in this way: It 
authorizes increased Federal spend- 
ing of $11.2 billion which, together 
with state matching funds, would 
be enough to cover the added cost 
of completing the interstate system 
in 13 years. 

The extra revenues to provide 
the higher outlays would be ob- 
tained by eliminating the require- 
ment in the Highway Act of 1956 
that the “ABC” system of roads 
must also be financed out of trust- 
fund monies. The bill would have 
improvement of this system 
(Federal-aid primary and second- 
ary roads and urban extensions) 
| financed out of the Government's 
| general fund. 

This, according to Gore, would 
free the necessary trust-fund 
revenues for interstate construc- 
tion without adding a penny in 
new taxes. 

The senator said he saw no 
reason why the ABC system 
| shouldn't be paid for out of general 
revenue appropriations when only 
a portion of automotive excises are 
earmarked for the trust fund. He 
referred to the fact that excises on 
such items as new cars and auto- 
motive parts and accessories don’t 
flow into the fund. 

Gore’s measure also steps up 
spending in the coming fiscal year 
|for the ABC system, on which 
states match Federal outlays dollar 
for dollar. The Federal share of 
interstate project costs is 90 per- 
cent. * * «* 


Retroactive Excise Cut 


Wy bey air on Capitol Hill is filled 
with antirecession proposals 
|these days, but one of the most 
| persistant calls—and probably one 
|of the soundest—is for a rollback 
|in Federal automotive excises. Lat- 
est to voice a plea on behalf of the 
slump-hurt auto industry is Rep. 
| Victor A. Knox, Republican from 
| Sault Ste. Marie, Mich. 

| He introduced legislation to cut 
| the levy on new cars and parts and 
accessories to 5 percent. Present 
level is 10 percent on cars and 8 
on parts and accessories. 

A twist in the Knox bill is that 
|the cuts would be retroactive to 
|March 1 no matter when the bill 
| was enacted. This provision, the 
congressman explained, would 
eliminate any consumer inducement 
to withhold buying in anticipation 
of prospective lower prices. 

Knox said he would like to see 
the car excise eliminated complet- 
ely but added that he refrained 
from offering such a proposal be- 
cause he knew it stood no chance 
of success in the present session 
of Congress. 

The congressman expressed the 
hope that the 10 percent levy on 
new trucks could be sliced in the 
“foreseeable future.” He is holding 
off recommendations for such 4 
cut now, he explained, because a 
portion of the tax goes toward 
paying for highway improvement. 

The business pep-up resulting 
from the cuts, he concluded, would 
substantially offset, in dollars and 
cents; any Federal revenue loss 
stemming from the reductions. 

~ 


om * 
No Taft-Hartley Change 
ERE won’t be any tampering 
with the Taft-Hartley Act this 
year. 

A House subcommittee on labor 
management relations voted, on 2 
straight party-line basis, against 
holding any hearings to revise the 
law. The three GOP members of the 
subcommittee, who wanted an air- 
ing on Ike’s revision recommenda- 
tions, assailed their four Demo- 
a colleagues who carried the 

ay. 

They charged the Democrats 


were “playing politics with Ameri 
(Continued on Page 82, Col, 5) 











RAMBLER, 


SINGLE-UNIT CONSTRUCTION 


The Greatest Sales Asset 
» Enjoyed By Any Dealer Group! 








RAMBLER 
DEALERS 
HAVE THESE 
PLUS 


VAI T JES MORE PASSENGER ROOM in a Compact Car: GREATER SAFETY: Rugged steel box sections 
Single Unit Construction enables Rambler to com- completely surround passenger com ment —ex- 
bine big car room and comfort with small car tend forward from the cowl on each side of the 


TO SELL economy and handling ease. cnaline 0) aiaaie tepinth. 



















LONGER CAR LIFE: Rambler is puctented from TOP RESALE VALUE: Month after month, 










rust and corrosion inside and out by the exclusive Rambler rior resale value among all low 
"Deep Dip” process. The body is dipped in chromate price cars, according to the official Used Cer Guides. 
primer to "reach areas untouched by spray methods. ew or used, Rambler is a sought-after car. 















Some Day ALL Cars Will Be 
Built This Better Way... 
RAMBLER DEALERS 

| = Sell Single -Unit 
Construction Today! 


=DO YOU? 


We Have the Product for the | Director of Dealer Development 
~ 1 American Motors Sales Corporation 
Expanding Compact Car Market... “DEK agin 


Gentlemen: Will you please provide me with more complete information 


YOU Have the Opportunity ! | about the Rambler franchise. | understand that | am under no obligation 
! and my inquiry will be held in the strictest confidence. 


: NAME 








Rambler Franchises Also Available In Canada and Important export markets. 


In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto : 
' city ie ot 2 i ae 





; ADDRESS. 
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Business Dip Becomes 
A Race Against Time 


By Kenneth C. Kelley dr. 
Staff Writer 


IHE current recession has de- 
veloped into a race against 
time with many eyes already 
focused no Nov. 4, the day the next 
Congress will be elected. 


The Government economy wave 
of last year touched off a wave of 
readjustments. The end of the 
capital-goods boom and declining 
exports added to the pressures on 
the downside. Soon there were lay- 


offs, increased reluctance on the 
part of consumers 
News to buy hard goods 
of and a general reduc- 
tion of inventories 

Finance set in. 


The Government 
has reversed its course and is in- 
creasing spending now. The ener- 
gies used for the capital-goods and 
export markets will be readjusted 


e Factory production colors 
e Truck and Fleet colors 























COLOR MATCHES ACCURATELY 
MIXED BY WEIGHT 


@ Measuring by weight is the most accu- 
rate way to match a color in either lacquer 
or enamel. Many of the colors used on 
today’s new cars require minute tints for 
exact matching. With Ditzler’s Exact- 
Weight Scale you can measure amounts as 
fine as 1/5000ths of a gallon. 


into other efforts. For instance, 
many expect increased home- 
building this year to take the place 
of the high rate of factory-building 
last year. 

Purchasing by consumers has 
held up well so far in most lines. 
It follows that, with this purchas- 
ing taking goods out of stocks, 
businessmen will have to begin to 
increase, rather than cut, inven- 
tories. The normal spring upturn 
in employment should spur 
consumer-purchasing and in- 
crease the need for an inventory 
build-up. 

However, the one question re-| 
mains unanswered: How long will 
it take? 


* * > 


Spring Upturn or Else 


HIS is where the race with time 
comes in. The upturn had 
better be noticeable in another! 


MULTI-MIX 


month or drastic Government ac- 

tion is sure to come. 
Congressmen well know that 

voters, who are in a recession on 


election day or who have just come|-— 


out of one, take a very dim view 
of those in power. Many Congres- 
sional seats are likely to change 
hands on Nov. 4 unless business 
soon turns up. 

Drastic Government action, 
probably in the form of a major 
tax cut, might hasten the end of 
the recession. Many in Govern- 
ment and others have warned, 
however, that the heavy Govern- 
ment deficits that would result 
could be the seed of another 


round of inflation. 
The economy, then, faces the 
danger that the recession can go 


on so long that it brings on anti- 
recession moves that, in turn, pro- 


duce inflation. 
* = = 


Tax-Change Freedom 


| LINE with suggestions for tax 

reductions to meet the ee) 
a University of Michigan professor 
has suggested that the nation 
might be better off if the President 
had the power to adjust taxes to 
meet economic changes without 
consent of Congress. 

Professor Richard A. Musgrave 





POWER UNIT 


More than 8000 Laboratory-Controlled Formulas 


e Specialty Finishes 


e Interior colors 
e Motorcycle colors 


complete color range . . 


e Foreign Car Colors 








“It’s fear ... that’s what it is! 
People are afraid to squander 
their last bit of credit!” 





told the House Ways and Means 
Committee that the President 
might be given power to increase 
taxes in boom periods and cut 
them in times of recession. Con- 
gress would set a limit on just 
how much the rates could be 
changed. 


The use of tax changes to resist 
inflation and recession 
criticized because, by the time the 





e Tractor and implement colors 
e Appliance colors 


itzler’s new MULTI-MIX is an ideal low-cost power 
unit enabling paint shops to match colors 


accurately and in a hurry. 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


@ This compact unit turns agitators smoothly and quietly. 
Cans may be placed on equipment or removed while 
equipment is in operation. New MULTI-MIX is designed 
to give trouble-free operation—no gears to wear, pro- 
viding years of dependable service. 


@ Along with MULTI-MIX, Ditzler offers you the most 
. 8,000 laboratory-controlled 
formulas for lacquers and enamels—more than any 
other system. These formulas make it possible to 
duplicate original new finishes as well as weathered colors. 


@ See your local jobber for complete information on Ditzler’s mixing service. 
DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Mich. 


DITZLER’ 


SYMBOL OF BERVICE FOR SEVENTY-FIVE YEARS 


is often 








change is approved by Congress, 
the inflation or recession is over. 
Musgrave’s suggestion would over- 
come most of this objection. 

* * * 


Gloomy View Repeated 


TANDARD & POOR’S CORP., 
an investment advice firm, has 
added its voice to the well-nigh 
unanimous opinion of such services 
on the auto industry in 1958. 

The company sees total auto 
production this year below that 
of last year. General Motors is 
expected to make the strongest 
showing among the auto makers. 
Lower profits are predicted for 

Ford and Chrysler. Standard & 
Poor’s sees a chance for a profit by 
American Motors but said that a 
Studebaker-Packard profit is un- 
likely. 


Goodrich Sales 
Rise But Profit 


Declines for Year 


Net sales of B. F. Goodrich Co. 
amounted to $734,650,802 in 1957, 
compared with $724,168,401 for 1956, 
an increase of 1.4 percent. John L. 
Collyer, chairman, and J. W. Kee- 
ner, president, reported in New 
York City recently. 

Direct and indirect sales to the 
Federal Government were 5.9 per- 
cent of total net sales in 1957 com- 
pared with 5.4 percent in 1956. 


Net income in 1957, after pro- 
visions for all costs, taxes and 
depreciation, amounted to $39,369,- 
705 compared with $43,765,431 in 
1956. 

Net income in 1957 was 10 per- 
cent lower than in 1956. Higher 
employment and freight costs 
which contributed to narrower 
profit margins, and a strike of 
15 days in nine of the company’s 
rubber products plants, were the 
principal causes, the company said. 

A sharp decline in sales during 
the months of November and De- 
cember resulted in materially lower 
earnings in the fourth quarter com- 
pared to the previous year. 

Depreciation and amortization of 
leasehold improvements in 1957 
amounted to $21,133,262 compared 
with $19,468,957 in 1956. 

Capital expenditures and invest- 
ments during 1957 for the moderni- 
zation and expansion of manufac- 
turing, distribution, and research 
facilities of the company amounted 
to $38,871,000. Capital expenditures 
and investments during 1956 were 
$37,006,000. 

Current assets at the end of 1957 
were $333,262,772 and current liabili- 
ties were $89,336,849, a ratio of 3.7 
to 1. 

- - > 


Sales, Profits Up in ’57, 
Says American Brake Shoe 


Sales and earnings of American 
Brake Shoe Co. set new records 
in 1957 for the second successive 
year, according to Kempton Dunn, 
president. 

Net earnings were $9,124,438, 
Dunn said, up 2 percent over the 
$8,963,359 earned in 1956. Sales were 
$186,851,369, compared with $186,- 
142,261 in 1956, he added. 


Flintkote 


Flintkote Co., New York, report 
for year, 1957 vs. 1956: Profit, $7,- 
049,848 and $7,134,112; sales, $116,- 
249,878 and $113,655,116. 


National Malleable 


National Malleable & Steel Cast- 
ings Co., 1957 vs. 1956: Sales, $64,- 
888,257 and $65,232,815; earnings, 
$3,118,000 and $3,826,169. 


* * * 


Towmotor 


Towmotor Corp., Cleveland, an- 
nual report, 1957 vs. 1956: Profit, 
$2,073,116 and $2,861,034; sales, 
$29,753,287 and $34,964,086. 

+ - - 


Devoe & Raynolds 


Devoe & Raynolds, Inc., 1957 vs. 
1956: Sales, a record $56,665,736 and 
$56,364,571; earnings, $2,027,268 and 
$2,188,875. 


Controls Co. ef America 


Controls Co. of America, Schiller 
Park, Ill., report for 1957 vs. 1956: 
Profits, $1,120,385 and $994,958; sales, 
$27,100,244 and $27,391,948. 





i | 
. oa 


rer 


of 
957 
‘ed 


st- 
ni- 
ac- 
ch 
ed 
res 


957 
ili- 
3.7 


an- 
fit, 


pS, 


vs. 
nd 
nd 


es, 


DEALERS 
KNOW... 


BLANKETING 


POWER ANTENNA 


Oe Spas 
7 P : are cs es 
_ ¥ Se , 
aoe - 4 
' a Lan ae 


POWER DRIVE 


POWER BRAKES 


YOUR 

















ae eats al SRR 
‘ BE Ne hale Bt PST o> yp Be 


POWER WINDOWS 


‘hee 


ee 


hone 


| POWER SEATS 









POWER MEANS PROFIT 





The unique power of FAMILY WEEKLY to 
reach every prospect in 170 top markets 
is your key to building auto sales! 


There should be nothing “op- 
tional” about the inclusion of 
FAMILY WEEKLY in your adver- 
tising schedule. It covers 170 
prosperous, expanding markets 
whose sales potential may make 
FAMILY WEEKLY your No. 1 print 
media buy for maximum sales 
and profits. 


FAMILY WEEKLY saturates 170 
cities where it reaches an aver- 
age of over 91 of every 100 homes 

. . and reaches them with the 
double impact of color and the 
influence of the local newspaper. 


A vast national market of 551 
counties in which 15.2% of all 
U.S. passenger cars are regis- 
tered ... where FAMILY WEEKLY 
reaches 20% or more families and 


averages with over 60% average coverage—can be blanketed 
by your advertising in Famity WEEKLY. Directing your 
sales message—in brilliant colorgravure—at a giant audi- 





FAMILY WEEKLY MAGAZINE, Inc. 


153 NORTH MICHIGAN AVENUE, CHICAGO 1 
Leonard S$. Davidow, President and Publisher 
NEW YORK 17: 17 East 45th Street 
DETROIT 2: 3-223 General Motors Building 
CLEVELAND 15: 604 Hanna Building 

-Nichols, Assoc., 633 South Westmoreland Avenue 

SCO 4: Blanchord-Nichols, Assoc., 33 Post Street 
MIAMI 32: J. Bernard Cashion, Chamber of Commerce Bidg. 


LOS ANGELES 5: Blanchard 
SAN FRANC 


170 MARKETS WITH 4,218,691 


ience, whose car ownership tops 
the national average, FAMILY 
WEEKLY offers you an outstand- 
ing opportunity to realize maxi- 
mum dealer participation in 
your sales program: 


Dealers know the effectiveness 
of FaMILY WEEKLY and their lo- 
cal newspaper in selling their lo- 
cal prospects. They have learned, 
too, the importance of tying-in, 
whenever the factory advertises 
in FAMILY WEEKLY, with here’s- 
where-to-buy-it ads in the same 
issue of the newspaper. Tie-ins 
unmatched by any other com- 
parable medium have built —are 
continuing to build—top expo- 
sure for leading automotive ad- 
vertisers. 


Your nearest Famity WEEKLY 


representative will be glad to give you full details on its 
coverage, local impact, and proved performance in Ameri- 
ca’s mighty middle markets. Why not call him in today. 


CIRCULATION 
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Service Management 


{ Regular Monthly Section for Those Who Maintain 





Backshop 


«+ by Jack Weed 


I CAME back from the Pacific 
Automotive Show, held in Los 
Angeles, full of the enthusiasm and 
“good business” reaction that that | 
show generated and found the| 
same “Truman Gloom” (that’s the | 
California name for the “poor busi- 
ness” stories one keeps hearing) | 
coming at me from every side. 

And one of the things I ran | 
into first was the rumor that car | 
dealers were reverting to prewar 
type and firing not only their 
service managers but letting their 
mechanics go in a period when 
the independent garages and fill- 
ing station operators are being 
jammed with work and proclaim- 
ing to the world that “they never 
had it so good.” 

It is hard for me to believe this 
is true, but I haven't had time 
enough as yet to check up on these | 
stories that several of my friends | 
have told me. 

I just can’t believe that dealers 
have gotten so far from the founda- 
tion of their business that they 
don’t know that both jobbers and 
replacement products makers are 
enjoying from 10 to 25 percent 
better business this year to date 
than they did for the first two 
months of last year. 

For the life of me I just can’t 
picture a dealer—with the money 
he has invested, and who must 
know that most of the illwill that 


Curved Windshield 
Blamed for Hike in 


Insurance Costs | 


ENVER. — The deep-curved | 
windshield in late-model cars| 
was a major factor in increases in| 
automobile insurance rates which | 
will become effective in Colorado | 
March 19, according to insurance | 
company officials. Many other 
states have also raised 
rates. 
They said about 50 percent of 








has been engendered against fran- 
chised dealers is due to the treat- 
ment the customer has received 
in the service Copartment—passing | 
up an opportunity like the present | 
one to fill his shop with high-profit | 
service. Such business can win| 
back many lost customers and also | 
carry a large part of the overhead. 


I am sure in my own mind that} 


|the “calamity” stories I have been 


hearing are grossly exaggerated and 
that less than 10 percent of the 
dealers of this country could be so} 
foolish and blind. 


> * * | 


Dealers Bragging 


KNOW that the dealers I talked | 
to on the West Coast and since | 
I have gotten back are bragging 


(Continued on Page 43, Col. 1) 
~ & 





{merica’s Motor Vehicles 


Inter-Industry Drive Opens May 1... 








Allout Push for Safety 


ee feeling the effects of 
the slump in new-car sales are 
expected to give this year’s Na- 
tional Safety-Check campaign the 
warmest welcome it has ever re- 
ceived. 

The program, which gets under 
way May 1, will be a source of extra 
service profits and give the dealers 
an opportunity to meet and talk 
with owners while their cars are 
being checked. 

About 1,300 communities par- 
ticipated in the 1957 campaign 
and a “healthy increase” in that 
number is expected this year by 
the sponsors. They include Inter- 
Industry Safety Committee, Look 
magazine, NADA and the Na- 
tional Tire Dealers & Retreaders 
Assn. 

The program always has brought 
every cooperating dealer many ad- 
ditional dollars in service and parts 
profit. Last year every fifth car 

. 


We ore comperonng bully auth he NATIONAL VEMOCLE 
SAPETY COBCE of the inter imtestry Mgheey beter, (omamiee 


(DEALER STAMP HERE) 


The national Safety-Check program which starts May 1 is designed to emphasize safe driving as well as check vehicles for | 


InSUFANCE| Dealer ‘Circle of Safety’ Card— 


needed some work to bring it up to 
safe-driving standards. 

The campaign 
the 34 states which do not have 
official inspection programs. 

Wolf figures indicated that last 
May and June were the top months 
in number of items written per- 
average repair order by franchised 
dealers. 


In the past, some dealers have! 
complained that in the safety-check | 


rush their shop crews did not get 
an opportunity to sell needed work 
found during the check. 

+ * > 


7. year the Inter-Industry 
Safety Committee is introducing 
the “Circle-of-Safety” card to rem- 
edy dealer complaints. 

The dealer's shop men will give 
the customer one of these cards, 
which call his attention to needed 
work. 

The dealer also will have a 


vaca Ho 
omree mowsrer 


wiewwar sarerr 





claim payments under the compre-| safety. The card dealers will use to provide the owner with a picture of his vehicle's condition is designed to give each dealer 


hensive section of most policies- 


-|@ permanent record of the things needed on every car that goes through his safety lane. The dealer stamps the outer circle 


which covers damage from hail,| with his name and place of business and hangs the report on the shift lever of the vehicle when the inspection is completed. 


wind, flood, fire, vandalism and the | This card should increase service business for the dealer smart nough to follow up on the work that is indicated on the card. | 


like—go for replacement of wind-| 
shields pitted or broken by flying 
gravel on the highways. 

“As recently as 1953, we could} 
get a windshield replaced in a 
brand new car for $40,” C. H. 
Ritter, of Ritter General Insurance 
Agency, Denver, said. “Today, we 
have to pay $145 for a curved wind- 
shield in a 1958 model.” 

Under the increases, cost of in- 
surance will go up an average of 
11.9 percent. Average Denver car 
owners paid $26 a year for property 
damage and bodily injury coverage 
for up to $10,000 coverage on any 
one accident under the old rates. 
With the increase, the price goes 
to $30, 

For comprehensive coverage, the 
average Denver car owners now 
pays $20 a year on $2,500 autos. 
Under the increase, the price goes 
to $28. 

Mounting repair costs, insurance 
officials say, would have meant an 
increase in the collision insurance, 
too, except for the fact that Denver 
drivers are becoming more safety- 
conscious resulting in fewer acci- 
dents per car insured, 


NEW PRODUCTS 
PAGE 56 





is conducted in| 


permanent record so that he or 
his service manager can go back 
to the customer on a follow-up 
basis and capture a great deal of 
this work at a later date. 

The “Circle-of-Safety” card, which 
is hung on the shift lever after the 
inspection, has a die-cut center on 
which the mechanic is required to 
write the owner’s name, license 
number and the date checked. 

The centerpiece also has a place 

for a date to call back for any work 
| the owner indicates he wishes to 
have done later. 

= 


> * 


N THE reverse side of this card 
are squares which the mechanic 





checks while inspecting the 10 
safety items. 

This center card, which is 
|punched out when the card is 
turned over to the owner, becomes 
|the dealer's permanent. record of 
| each car checked. 

It should provide the service 
department a wealth of informa- 
tion for telephone follow-up busi- 
ness after the rush is over or 
when the shop is low in any par- 
ticular type of work. 

Last year, for instance, it was 
found that of 1,604,320 cars and 
trucks checked, 95,755, or 24 per- 
cent, had faulty rear lights and 
66,864, or 16.8 percent had faulty 
front lights or needed the lamps 
reaimed. 

Faulty brakes were found on 
76,031 vehicles, approximately one 
|}in every five cars and trucks 
checked. When brakes are so bad 
|they need adjustment to pass the 
|safety check, a very high percent- 
|} age are at or near the point where 
| they should be relined. This is prof- 
itable work for any shop. 
| * * * 


pexmauer systems were found to 
be unsafe in 38,138 vehicles, or 
10.4 percent of those checked. Many 
no doubt were not bad enough to 
require a change of muffler and tail 
Pipe at the time, but were prime 
prospects for follow-up. 

Tires were found faulty on 
32,147 vehicles, and while the 
purchase of one tire might get 
the owner past inspection, it was 
an indication that here was a hot 
prospect for a new set or perhaps 
a@ new car. 

Steering was found faulty on 
(Continued on Page 41, Col. 1) 


Chrysler Master Tech Plan Enters 11th Year 


7S automotive industry’s larg-| 
est single continuous mechanic- | 
training project, Chrysler Corp.’s| 
Master Tech program, celebrated | 
its 10th anniversary last Wednes- 
day (March 12) with a luncheon 
and program at the Chrysler Train- 
ing Center in Detroit. 

During the 10-year period, more 
than 225,000 mechanics and serv- 
ice technicians in the company’s 
dealerships throughout the U. S. 
and 74 foreign countries have re- 
ceived instruction under the pro- 
gram, Some 38,000 men are cur- 
rently being trained. 

Practically every dealer selling 
any of the Chrysler division’s cars 
or trucks has had some or most of 
his mechanic force trained under 
the program. 

According to Philip B. Hopkins, 
the company’s director of service 
development and training, dealers 
throughout the nation are enthusi- 
astie about the program because it 
not only has saved them from hav- 
ing to train their own mechanics 
but also has kept their experienced 
mechanics up to date on engineer- 


ing improvements and has resulted 
in improving shop earning power. 
+ * ” 


“wcst important,” Hopkins says, 
“the Master Tech program 
has raised the quality of service 
work, resulting in more satisfied 
customers that return to the deal- 
ership for their next car purchase.” 

To get an idea of the immensity 
of a training program of the scope 
of the Master Tech project, one 
has only to realize that during the 
10-year period 11,132 miles of 35mm 
film has been used to portray “how 
to do it” themes, 840,00 records have 
been made and 5,760,000 books have 
been printed for the instruction of 
the mechanics. 


That’s enough film, if laid in 
one continuous strip over the 
highway, to reach around the 
entire coastline of the U. S., 
enough records, if played con- 
tinuously, to take 28 years and 9 
months to hear. Three hundred 
tons of paper were used to pro- 
duce the manuals. 


produced; enough, if joined end to 
end, to extend 17,290 feet or, if used 
as paving material, to completely 
cover 113 football fields. 


* * * 


Prelude to Regional Units 


Sw Master Tech program was 
the prelude to the present 
Chrysler project of erecting train- 
ing centers in various parts of the 
country where not only mechanics 
but also salesmen and other dealer 
employes can come for training 
and advanced instruction. 

By learning the operational whys 
and hows behind each component 
of an automobile, Master Tech- 
trained technicians keep abreast of 
new automotive engineering devel- 
opments which affect the servicing 
of Chrysler Corp, cars and trucks. 

Headquarters for the program, 
which carries information on the 
latest automotive service prac- 
tices to such far-away places as 

Arabia and South Africa, is the 

Chrysler training center nerth of 

Detroit. 


During the course of the pro-| Once a month, a compact instruc- 


gram, some 840,000 charts were!tion kit covering a new service 


subject is mailed to participating 
dealers. Each kit, consisting of slide 
film and instructional recording, 
charts, meeting guide, reference 
books and questionnaire, is devoted 
to a different phase of automotive 
operation and maintenance. 

The Master Tech sessions cover 
a full range of service subjects—all 
the way from adjusting headlights 
to installing tailpipes. 

” * * 


ye Astax TECH study sessions 
are conducted by the dealer's 
service manager or conference 
leader on a regular meeting day 
each month. All members of the 
service staff are encouraged to at- 
tend. 

The conference leader uses a car 
or an actual part to demonstrate 
the steps which the slide film and 
recording have depicted. 

The class then reviews the ref- 
erence books covering the subject 
and a general discussion period 
follows. 

Each man in the class. then per- 
forms the operations he has seen 
on the sereen and which have been 


(Continued on Page 42, Col, 3) 








sh 
M 
; 
pr 
six 
de 
Cc 
L, 
of 
int 
go 
an 
sy’ 
ins 








“ao ee ee 


eo 


re @ ae 


as =r ei & 


‘Oo 1omad-e 


i en 


ao=_" eee =" OF OS 


os oc 8 8 


“ 





Drive Opens May Rétie 
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Dealers to Push Hard 
On °58 Safety-Check 


(Continued from Page 40) 


24,304 vehicles, This could develop 
into profitable work for the shop 
that follows up on the cards after 
the inspection. 


Glass needed replacement in 
16,652 vehicles, horns needed atten- 
tion and possible replacement in 
9,522 and windshield wipers in 
21,111. 

Wipers are always plus business 
for the franchised dealer.- Rarely 
does an owner call on the dealer’s 
shop for new wipers. He usually 
waits until he is caught in a rain 
and then goes to the nearest filling 
station or garage. 

= * ” 

OME 4,236 rear-view mirrors 

were found faulty, and no doubt 
most of them needed replacement. 

In all, one of every five vehicles 
checked needed some work. Of 
the 1,604,320 vehicles checked, 
321,351 were hot prospects for 
profitable work by the shop that 


took advantage of this oppor- | 


tunity to cash in. 

A higher percentage of trucks 
than cars needed lamp correction, 
new glass, windshield wipers, horns 
and rear-view mirrors. But cars 


National Carbon 
Introduces 8 Auto 
Specialty Products 


NEW YORK. — Eight auto spec- 
ialty products have been announced 
by National Carbon Co., a division 
of Union Carbide Corp. The prod- 
ucts, which will be supplied in 33 
can sizes to meet individual needs, 
are: 

Auto Body Cleaner — A liquid 
cleaner packaged in a 16-ounce 
can. Designed to clean all types of 
automotive finishes and remove 
oxidized paint residue and foreign 
matter. 

Rubbing Compound — A heavy 
duty cleaner in paste form, non- 
separating, and packaged in a 12- 
ounce can. Used to remove surface 
scratches, blemishes, stains and 
foreign paint. 

White Sidewall Tire Cleaner — 
Packaged in a 12-ounce can with 
a plunger-type spray spout for ap- 
plication and in a gallon can as 
either a liquid or paste. This 
cleaner is said to be harmless to 
rubber, chrome, paint and ather 
automotive finishes when used ac- 
cording to instructions. 

Chrome Cleaner—Supplied in an 
8-ounce can, it is said to remove 
rust, road film, tar and stains from 
chrome and stainless steel without 
scratching. 

Chrome Protector — Comes in an 
8-ounce can and is said to retain a 
high gloss, and prevent rust and 
corrosion on bright metal automo- 
tive fittings. 

Tar Remover—Removes tar and 
road film without streaking or 
damage to automotive finishes, the 
company said. Packaged in an 8- 
ounce can. 

Heavy-Duty Brake Fluid — Con- 
forms tc the 70R1 standards speci- 
fied by the Society of Automotive 
Engineers and will mix with all 
Standard fluids of similar quality, 
according to the company. 

Super-Heavy-Duty Brake Fluid— 
A fluid designed to withstand ex- 
tremely low and high temperatures, 
National Carbon said. Said to 
ances the 70R1 S. A. E. specifica- 

ons. 





Missile Firm’s Muffler 
May Halt Smog Fumes 


LOS ANGELES.—A “very 
Promising” muffler to eliminate 
smog fumes from autos is being 
developed by Ramo-Wooldridge 
Corp., according to Gen. Harold 
L, George, senior vice-president 
of the firm which does work on 
intercontinental missiles. 

He said the muffler now under- 
going extensive tests, would be 
an integral part of the exhaust 
system and probably would be 
installed on new cars only. 








had a higher percentage of faulty 
brakes, exhaust systems and steer- 
ing. 

The promotional package for 
franchised dealers includes several 
other new items besides the “Circle- 
of-Safety” card. 

There also are two novel and in- 
teresting three-dimensional displays 
for the parts counter, the service 
manager’s desk or any other spot 
where they can be seen. 

= * + 
LSO included in the kit are an 
unusual four-color window trim 
made up of seven different pieces, 
windshield sticker emblems, a new 
family-facts membership card, dan- 
glers and service station “action 
prodders” of streamers, posters, 
newspaper ads, service manager’s 
daily service car records and dealer 

summary report cards. 

Not included in the kit are 
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For Members of ‘Circle of Safety’— 

This membership card in National Safety-Check campaign's “Circle of Safety” will 
be given to owners whose cors undergo inspection. The card contains information 
the owner would need in filling out registration blanks or accident reports. 


> * > 


bumper stickers promoting the 
“safety check,” balloons reading 
“I never cross when the light is 
red, I always wait for the green 
instead,” with the Circle-of-Safety 
imprint, that would go well at 
school crossings and a giveaway 
yardstick with the Circle-of- 


Safety slogan on one side and the 
dealer’s name on the other. 

Tire and automotive vehicle 
makers again have loaned men to 
the Inter-Industry Service Commit- 
tee. They are working in various 
states helping to organize the drive. 
These special committee represent- 
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atives and their assignments are: 

American Motors Corp.: L. H. 
Nagler, Nevada and Arizona. 

Chrysler Corp.: Walter J. Cleland, 
Florida and Georgia; Dan W. Em- 
bree, Oregon and Idaho; Albert A. 
Glen, Connecticut and Rhode Is- 
land; James C. McKeown, Montana 
and Wyoming. 

GM: LeeRoy W. Duncan, Michi- 
gan; W. F. Hoffman, Oldsmobile, 
Illinois and Indiana; Basil B. Kim- 
ball, Pontiac, Northern California; 
Robert C. Lowry, Cadillac, Arkan- 
sas and Oklahoma; William T. Mul- 
len, Buick, North and South Caro- 
lina; Louis E. Taylor, Kansas and 
Nebraska. 

Studebaker-Packard Corp.: Dan- 
iel E. Kelly, Kentucky. 

Firestone Tire & Rubber Co.: 
Charles M. Barnes jr., Southern 
California; James V. Piersol, Iowa 
and Missouri. 

General Tire & Rubber Co.: Carl 
D. Smith, Ohio. 

B. F. Goodrich Co.: Marshall F. 
Davis, Tennessee; P. W. Stansfield, 
Wisconsin and Minnesota. 

Goodyear Tire & Rubber Co.: Lee 
M. Blakemore, Washington; S. Eu- 
gene Carpenter, Louisiana and Mis- 
sissippi. 

United States Rubber Co.: Sidney 
R,. Milburn, Maryland. 





We’ll show you how to 


DOUBLE YOUR SERVICE INCOME 



















chanics to work on them? 


about 14 items per R.O.) 


ADDRESS___ 


Malarkey? Can you possibly double your 
service income if you can’t get any more 
cars in your service department—or me- 


By a little quick figuring: Divide your 
total R.O.’s for a week into the total number 
of charged-for items. (Most dealers find 


Then ask, “How much more service 
would we sell—with no more space, no 
more employees—if each customer bought 
the services his car needs ?’’ And, from the 
viewpoint of your new-car trading posi- 
tion, ask how a healthy boost in your per- 
centage of absorption would increase your 


NAME 


a 


total net profit in this competitive market. 
Your Pennzoil distributor has two an- 
swers. One for your customers, one for you. 


For customers—motor oil and lubricants 


happy. 


that support your good service by keeping 
their cars in top condition, keeping them 


For you—the most painless way yet de- 


Sales Manager, Kontax System 
Pennzoil, Oil City, Pa. 

Let's see you prove the claims you make for your program. 
Name of system | use now 


veloped to get customers to ask for all the 
services their cars need. That’s why this 
Pennzoil Kontax System® is a 4-to-1 favor- 
ite over any other with car dealers. 

No harm in finding out about it, is there? 
Your Pennzoil distributor is listed in the 
yellow pages, or mail the coupon. 


.. NOW! Top-Grade Motor Oil for Every Service and Price Class! 


~ ———— ) 
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Plymouth Trains Service Managers— 


Plymouth service managers from the Boston area recently underwent intensive 
“refresher” training at the Chrysler Training Center in Detroit. Here the group works 
on Plymouth Fury carburetors. From left, front row, are: Ralph Bucci, Cranston, R. 1.; 
Charles Annunciato, Belmont, Mass.; George Constantino, Needham, Mass.; Thomas 
Manzi, Lowell, Mass. Back row: Philip Manzi, Lowell, Mass.; Albert K. Reed, Cam- 
bridge, Mass.; Albert Lehman, Plymouth service merchandising manager; Leon Hart- 
well, Plymouth Boston regional service manager; Glen Yarger, Norwich, Conn.; Harold 
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Davidson, West Hartford, Conn. Instructor (foreground, right) is Floyd Palmer. 





Jl VORNADO'S 1958 


‘Seven Star" 


MARKET - BUSTER 
SALES PACKAGE! 


Everything you need to 
do business profitably! 


A full, beautifully styled line 


with improved performance 
and mechanical design! 


A new, completely flexible 


i7~ dealer inventory plan! 


A A streamlined, effective war- 
ranty program covering local 
and in-transit situations! 


A broader, more complete 
training program covering 
7 sales, installation, and 
service! 


KN _  A-stronger, broader national 


and local advertising 
program! 


Ss A practical merchandising 


< S program covering pre-season 
Y and in-season sales! 


A new “no investment” 
purchase plan for qualified 
dealers! 


THESE SEVEN ESSENTIALS 
MEAN INCREASED VOLUME 
AND PROFITS FOR You! 


Plan Enters llth Year... 





Chrysler Master Tech 


Trains 225, 


000 Men 


(Continued from Page 40) 


demonstrated by the conference 
leader. At the conclusion of the 
meeting, the class members answer 
questionnaires covering the lesson. 
These are forwarded to the Detroit 
training center for grading. 

aa = > 


Graduates Honored 
ACH man who satisfactorily 
answers the Master Tech ques- 
tionnaires for 12 consecutive ses- 
sions receives a plaque. 

He receives additional awards, 
such as lapel recognition pins, desk 
sets and other prizes for each sub- 
sequent 12-month period during 
which he meets the course’s re- 
quired standards. 

Conference leaders also receive 
awards from year to year as they 


complete successive terms in direct- 
ing the training sessions. Dealers 
receive wall plaques for continuous 
participation in the Master Tech 
program. 

Although serious in purpose, 
each lesson has its light touches. 
The “voice” on the record which 
accompanies the slide film is that 
of Allan Swift, radio and televi- 
sion personality, and his quips 
and touches of humor are high- 
lights of each lesson. 

Swift is the voice of “Little 
Tech,” a small mechanical man 
who helps to explain each step of 
the service operation under study. 

“Little Tech,” in fact, is the sym- 
bol around which the entire Master 
Tech program is built, and he occu- 
pied the seat of honor at the birth- 





-».«with the 2) things you need to 
do business profitably! 


Z 


‘Ba 


D NUMBER OF 


YOU RE INTERESTED IN INCREA 
PROFITS WRITE 


WIRE 


THE O. A. SUTTON CORPORATION, INC 





FRANCHISES ARE 


OR PHONE 






VORNADO 19568 AUTOMOBILE AIR 
CONDITIONER... the industry's finest! 
Styling! Cooling Capacity! Air Circulation! “Head and 


Shoulders” Above Competition! 

Automatic thermostat and magnetic Only auto air conditioner to win 

clutch! Top Design Award! 

Giant-capacity, new LOW-BOY True full-car circulation! 

Compressor! 5 adjustable air nozzles! 

New strength-tested mounting JSpeed Air Control plus powerful 

brackets! blower! 
Exclusive curved cooling coil 

manufacturing and quality control! Ne freeze up! 


These ADVANCES mean you will handie the FINEST 
AUTOMOBILE AIR CONDITIONER MADEI 


OPEN 


SED VOLUME AND 


MMEDIATELY 


day luncheon celebrating the pro- 


gram’s 10th year. 
* * + 


7 Master Tech program was 
established to augment the in- 
structional courses at the com- 
pany’s training headquarters in 
Detroit. 

In addition to its main training 
center in Detroit, Chrysler is now 
opening regional service and sales 
training centers near Chicago and 
Los Angeles, at Rye, N. Y., Atlanta 
and Newark, Del. 

Supervising the selection of 
study subjects and preparation of 
Master Tech courses is an advi- 
sory committee made up of the 
corporation’s director of service 
training, the service directors of 
the various automotive divisions, 
and representatives from the en- 
gineering, service parts and ac- 
cessories, and export divisions. 

A representative from the Chrys- 
ler Corp. of Canada, Ltd., is also 
on the committee. 

In addition to the program in this 
country, Master Tech conferences 
are currently being held in more 
than 1,000 dealerships in Canada, 
Belgium, Sweden, India, Egypt, 
Mexico, Greece, Turkey, Australia, 
South Africa, Arabia and other 
countries. 

Translations of the Master Tech 
training materials are supplied in 
Spanish, French, German, Swedish, 
Flemish and Japanese. 


UMS Courses 
Reach 40,000 


Mechanics in °57 


DETROIT. — During 1957 more 
than 40,000 automobile mechanics 
took advantage of free training 
offered by the United Motors Serv- 
ice division of 
General Motors, 
according to Ro- 
land S. Withers, 
UMS general 
manager. 

“The shortage 
of trained techni- 
cians is a serious 
problem for those 
of us in the auto- 
motive replace- 
ment parts busi- o 
ness and the mo- R. S. Withers 
toring public,” Withers said. 
“United Motors attacks the problem 
in two ways, through our regular 
classes held each week-day in the 
30 General Motors training centers 
across the country, and through 
classes conducted by our field per- 
sonnel in UMS distributorships in 
the evenings.” 


Last year 11,755 mechanics at- 
tended training classes in the train- 
ing centers for a total of 346,546 
hours of instruction. In addition, 
28,680 mechanics attended 1,279 eve- 
ning classes held in United Motors 
distributorships. 


“During 1957, a grand total of 
40,435 mechanics took advantage of 
free United Motors training in all 
types of courses to add to their 
knowledge and up-grade them- 
selves,” Withers said. 


Oil ‘Fingerprints’ 
New Identification Method 


Fights False Labeling 


CHICAGO.—Analytical chemistry 
and statistics have joined forces in 
the battle against the false brand- 
ing of motor oils. 


A new analytical method makes 
it possible for the first time to tell 
the difference between virgin and 
reclaimed oils, according to the 
Armour Research Foundation of 
Illinois Institute of Technology, 
which developed the method under 
sponsorship by the Pennsylvania 
Grade Crude Oil Assn. 

Up to now, no consistent differ- 
ences in chemical properties of the 
two oils have been found to permit 
development of a procedure to 
identify them. 

Foundation scientists shot infra- 
red rays through the oils and found 
statistical differences sufficient to 
provide identification of one from 
the other, according to Clark E. 
Thorp, manager of the chemistry 
and chemical engineering depart- 
ment. 
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Backshop . . . «sack Weed 





(Continued from Page 40) 


about the increase in their service 
business. In fact one smart Detroit 
dealer who operates two stores is 
pitting one against the other as to 
which can make the greatest per- 
centage of profit from its service 
work each month. This program 
started about six weeks ago. 

Prior to that I am sorry to say, 
this same dealer was somewhat 
influenced by his factory city 
manager and did start to cut out 
some of his service promotion 
and let some of his nonproduc- 
tive help in the service depart- 
ments out. All in the name of 
cutting costs. 

But he is back on the ball now 
and fully cognizant that he has a 
much better chance of selling a 
good customer a new car or truck 
and at a higher gross than if he 
depended upon “buying” his busi- 
ness from shoppers. 

> * * 


Sports-Car Service 


HILE in L.A. I looked in on a 
sports-car service shop — the 


owner doesnt sell a car but just! 


fixes ‘em—which has one of the 
smartest service selling deals I 
ever saw. And the owner told 
me it had increased his service 
ticket gross by all of 50 percent. 

This smart gazabo, Bill Corey, 
who runs the Bill Corey Sports 
Car Service at 161 W. Colorado 
St.. Pasadena, has installed a 
dynamometer in his service re- 
ception area and every car com- 
ing into his shop must drive over 
it. The greeter stops the customer 
on the machine and lowers the 
rear wheels onto the rollers. 


He then tells the driver to speed 
his car up to 60 miles an hour. The 
speed registers on a dial where the 
driver can see it. At 60 m.p.h the 
power unit cuts in and drags the 
speed back to about 45 m.p.h. when 
another dial registers the power 
being delivered at the rear wheels. 

A dial then shows the driver his 
car is delivering full power or it is 
not up to par. The latter, of course, 
gives Corey and his crew a chance 
to put a little “sizzle” into their 
sales talk on what the car needs. 

His average repair bill runs 
around $50, I believe he told me, 
but if it only sold one or two more 
needed items for one of our fran- 
chised dealers, a Clayton Dynamo- 
meter would pay for itself in short 
order—and might result in the 
customer getting a much better 
service job. 5 

> oa > 


Pacific Show Records 


Peat Ae, I just received 
a preliminary report from the 
Pacific Automotive Show that says 
47,101 persons attended, 419 exhibi- 
tors occupied 754 display spaces 


and that 885 main-store wholesal- | 


ers from the area sponsored the 
show. This sets a new record on 
attendance and show spaces sold 
and about equals jobber sponsor- 
ship. 


This was the livest, “buyingest,” | 


most optimistic show I believe I 
have attended since the end of 
the war. 

It’s just too darn bad that more 
car dealers couldn’t have been 
there and soaked up some of the 
vibrant atmosphere that flooded the 
auditorium and the two big circus 
tents in which the show was held. 

. > > 


Program of Pride 


r DOESN’T seem 10 years ago 
that a couple of Plymouth rep- 
resentatives came into my office 
with a new mechanic-training pro- 
gram of which they were mighty 
proud. And today I will have to at- 
test they had good reason to be 
proud. 

The program was what is new 
known as the Chrysler Master 
Tech training program, which 
just celebrated its 10th year of 
service to this great industry. 

The two men were Bill Rice, then 
Plymouth service manager and the 
father of the idea, and Bill Landon, 
then Rice’s assistant but now with 
Phil Hopkins at the central train- 
ing center. 


Rice, as many of you know, 


reached that age when insurance 
companies say he was ready for 
the rocking chair on the front 
porch. But the only “rocking” I 
have seen him do since retirement 
‘was to put emphasis in the mer- 
chandising and training programs 
of other companies. 

In other words he is still mobile, 
and it was good to see his smiling 
face at the anniversary celebration. 

+ * + 


‘The Gas Thief’ 


HE theme of the first “ex- 
plosion” was the case of the 
“Lazy Gas Thief,” which went into 
the reasons why a vacuum advance 


Lehr Opens Warehouse 


NORTH BERGEN, N. J.—Lehr 
Distributors, Inc., has opened a 
|new, 24,000-square-foot warehouse 
| here. Including the New York City 
| unit, the firm now has 50,000 square 
| feet of warehouse space. 


On the distributor could result in 
loss of gas mileage. 

Even then they had charts, a 
talking slide film and a manual for 
the mechanic to study after he had 
seen the training film. 

They had even developed 
“Master Tech,” the smartest little 
guy in the service business, a 
cartoon character who took the 
edge off trying to tell guys who 
had been repairing automotive 
vehicles for years and felt they 
knew about everything there was 
to know about ignition that they 
were being shown a new and dif- 
ferent way to do their work. 

Behind the introduction of the 
program by the Two Bills was 
years of working with automotive 
mechanics. They knew how veteran 
mechanics view any attempt to 
get them to change their ways, 
right or wrong. 

The program was put on by 
Plymouth for all divisions of 
Chrysler Corp. since Plymouth 
then was sold only through the 
dealers of the other divisions. Fortu- 
nately, the service managers of the 
other divisions liked “Master Tech” 
and his program from the very 
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puts over 5 Ibs. of dead weight on the painter's outstretched 
arm, restricting movement and causing fatigue. 
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THE DEVILBISS COMPANY 


Barrie, Ontario @ 


start and cooperated wholeheart- 
edly in its introduction. 


Today, thousands of mechanics 
in Chrysler Corp. and other dealer- 
ships proudly wear the lapel but- 
tons showing that they are gradu- 
ates of the Master Tech program, 
and a surprisingly high percentage 
of them still have their framed 
certificate hanging over their work- 
benches. 

Master Tech has moved to the 
main Chrysler Training section 
where he belongs, and Bill Landon 
has moved over with him, I hope 
I am around to help the little 
smart guy celebrate when he 


reaches his majority. 
o * * 


Remember Stan? 


IS paper and this column in- 

troduced “smarty pants” to the 
automotive service world, and we 
are proud to have been around 
when he had an important birth- 
day. 

Many of my friends in the 
aftermarket part of this industry 
will remember Stan Pugh, once 
a member of B-19 Detroit and 
for the past few years the Ther- 
moid rep in Northern California. 
Well, I learned while on the 
Coast that Stan has forsaken the 
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industry and has gone to.live in 
Squaw Valley over near the Nevada 
line where he now is known as 
Postmaster Pugh of Squaw Valley. 
Some characters out California way 
claim Stan also is planning to have 
a substation across the border that 
will deal in Nevada’s most cele- 
brated products. 


* * * 


Competition Grows 


MORE than one oil company is 
establishing schools to train 
their station men on tuneup and 
brake work. A week ago we car- 
ried the story of the Richfield-UMS 
hookup that will blanket the West 
Coast states with more than 2,000 
new service centers aimed at the 
two big-money services of the fran- 
chised dealers. 

Now I learn that Ammco Tools, 
Inc., is training instructors for 
48 Shell schools that I believe are 
now starting out in the field to 
train Shell Oil service station 
men on how to adjust and replace 
brakes. 

The potential $31.37 profit pos- 
sible on a complete brake job looks 
good to oil-company men who are 
worrying about how they can keep 
the corner filling stations operating 
on a profitable basis. 


DeVilbiss Remote-Cup Method brings 
new ease and perfection to paint jobs 


Here’s the first major advance in car-painting equipment in 


over a decade—the DeVilbiss Remote-Cup Method ! 


Toledo 1, Ohio ‘ 
London, England 
Branch Offices in Principal Cities 





New ease—the Remote Cup lets you maintain proper gun 
angles to spray horizontal surfaces, under rocker panels, or 
in cramped corners. Material supply in the idle hand reduces 
gun weight 60%. Greater capacity permits nonstop painting 
without laps from dry edges. 
More beautiful finishes— Exclusive five-way control balances 
fluid- and air-flow for all materials—lacquers, enamels, 
acrylics, primers, surfacers—to prevent orange peel, dry 
spray, sandy finishes. Minimum overspray an 
of rebound cut paint consumption. 

Call your nearest distributor or jobber today for a demon- 
stration—or write direct for complete details. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month — a regular feature of 
Automotive News. 


For Make Servicemen 


CADILLAC — AFA Course — De- 
troit, March 25; Houston, Apr. 1. 
Air Conditioning—Atlanta, Apr. 7-9, 
Apr. 14-16, Apr. 21-23; Buffalo, Apr. 
21-23; Charlotte, Apr. 1-3; Cincin- 
nati, Apr. 7-9; Detroit, Apr. 16-18; 
Houston, Apr. 9-11; Los Angeles, 
Apr. 14-16, Apr. 21-23; Minneapolis, 
Apr. 15-17; Oklahoma City, Apr. 15- 
17, Apr. 21-23; Philadelphia, Apr. 
14-16, Apr. 21-23; Salt Lake City, 
Apr. 21-23; Washington, Apr. 23-25. 
Carburetor, Four-Barrel — Buffalo, 
Apr. 15-16; Detroit, Apr. 9-10; Mem- 
phis, March 31-Apr. 1, Apr. 3-4, Apr. 
7-8, Apr. 10-11; Minneapolis, Apr. 
22-23; New Orleans, March 24-25, 
March 27-28; Portland, March 24- 
25; Salt Lake City, Apr. 9-10; San 
Francisco, Apr. 14-15, Apr. 21-22. 
Carburetor, Three Two-Barrel— 


Boston, March 21; Detroit, Apr. 11; 
Memphis, Apr. 2, Apr. 9; Minne- 
apolis, Apr. 24; New Orleans, March 
26; Portland, March 26; Salt Lake 
City, Apr. 11; San Francisco, Apr. 
16, Apr. 23. Chassis Suspension— 
Boston, March 27-28, Apr. 3-4; De- 
troit, Apr. 1-2; Minneapolis, Apr. 
9-10; Pittsburgh, Apr. 8-9; San 
Francisco, March 31-Apr. 1, Apr. 
2-3, Apr. 7-8, Apr. 9-19. Diagnosis— 
Boston, Apr. 9-11; Los Angeles, 
March 24-26; Omaha, Apr. 24-26; 
Pittsburgh, Apr. 15-17; Salt Lake 
City, Apr. 14-16. Hydra-Matic Oper- 
ation & Diagnosis—Boston, Apr. 24- 
25; Cleveland, March 25-26, March 
31-Apr. 1; Detroit, Apr. 22-23; Hous- 
ton, Apr. 15-16; Kansas City, March 
25-Apr. 1; Philadelphia, Apr. 7-8. 
Hydra-Matic Overhaul — Boston, 
Apr. 22-23; Cleveland, March 27-28, 
Apr. 1-2; Detroit, Apr. 24-25; Hous- 
ton, Apr. 17-18; Kansas City, Apr. 
2-10; Philadelphia, Apr. 9-10; Pitts- 
burgh, Apr. 24-25. Parts Manage- 
ment Course—Boston, Apr. 16-18; 


Charlotte, March 25-27; El Paso, 
Apr. 24-26; Houston, Apr. 2-4; Los 
Angeles, March 31-Apr. 2; Apr. 7- 
11; San Francisco, March 24-26; 
Washington, March 26-28, March 
31-Apr. 2. Power Brakes—Detroit, 
Apr. 3-4; Pittsburgh, Apr. 21-22; 
St. Louis, March 24-25. Power Steer- 
ing—Cincinnati, Apr. 1-2; Detroit, 
March 27-28; Pittsburgh, Apr. 11-12. 


CHRYSLER CORP., Detroit 
Training Center, 26000 Lawrence, 
Center Line, Mich.: Course A— 
March 17-21, and 24-28—Torque- 
Flite transmission, Constant Con- 
trol power steering, Sure-Grip dif- 
ferential and Torsion Aire suspen- 
sion. 


Course B—March 17-21, and 24-28 
—Electrical, carburetion and engine 
tuneup. 

Course C—March 17-21, and 24- 
28—Constant Control power steer- 
ing, Sure-Grip differential, power- 
flite and manual shift transmis- 
sions, and “B” engine. 

Newark Training Center—550, S. 
College Ave., Newark, Del: 

Course A—March 17-21, and 24- 
28—Sure-Grip differential, Constant 
Control power steering, Torsion 
Aire suspension. 

Course B—March 17-21, and 24- 
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Policemen Attend Bear School— 


Twenty-five Illinois State Patrolmen attended a special training session on safety 
inspection at the Bear Mfg. Co., Rock Island, Ill. With semi-annual safety inspection 
of trucks mandatory in Illinois, the Department of Public Safety has begun special 
training for patrolmen assigned to the testing station section. The one-day session 
at the Bear school included courses in testing procedures for trucks and operation and 


maintenance of safety testing equipment. 


28—Two and three-speed automatic 
transmissions. 

Course C—March 17-21, and 24- 
28—New-car preparation, AFB car- 
buretor and “B” engine. 

April schedules for Detroit and 
Newark centers as well as Atlanta 
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You're a jump ahead with AjustOmatics! 


Gabriel AjustOmatic Shock Absorbers let you tailor 
your customer’s ride to his preference . . . normal, for 


regular driving—soft, for city driving—firm, for high- 


way driving. 


AjustOmatics provide greater roadability—on any 
car, under any driving condition. You adjust the shocks 
when you install them . .. simply, easily. And the 


Start today... 
the Gabriel way! 


This compact, eye-catching 
shock reminder—FREE! It goes 


right to work for you... 


sells 


everyone who drives in. Call 
your Gabriel jobber. 





driver gets the ride best suited to his driving habits— 

whatever he drives, wherever he drives. AjustOmatics 

assure him of safer, more positive control, and greater 

riding comfort—assure you of greater ‘profits, too. 
Get the jump on shock sales now with “‘the only com- 

plete line” —go Gabriel, with AjustOmatics. 

THE GABRIEL COMPANY, CLEVELAND 15, OHIO 





CMapriel 


SHOCK ABSORBERS 


Training Center—2930 Forrest Hill 
Dr., S. W., Atlanta, Ga.: 


Course A—March 31-Apr. 4, Apr. 
7-11, 14-18, 21-25, and Apr. 28-May 2: 

Torque-Flite transmission, Con- 
stant Control power steering, Sure- 
Grip differential, and Torsion Aire 
suspension. 
| Course B—March 31-Apr. 4, Apr. 
7-11, 14-18, 21-25, and Apr. 28-May 
|2. Electrical, carburetion and en- 
| gine tuneup. 
| Course C—March 31-Apr. 4, Apr. 
7-11, 14-18, 21-25, and Apr. 28-May 
|2: Air conditioning, PowerFlite and 
manual shift transmissions, and 
total contact brakes. 

For registration information, 
dealer should contact the service 
training coordinator at the train- 
jing center serving his area. 


FORD DIVISION—From March 
|24 to Apr. 25, the 35 Ford district 
|service school instructors will be 
|}engaged primarily in conducting 
| courses for dealer mechanics on the 
|1958 Thunderbird and on the 1958 
| heavy-duty trucks including the 
|super-duty engine, eight-speed 
transmission, and two-speed double 
reduction rear axle. They will also 
|\be conducting Cruise-O-Matic 
transmission courses, In addition, 
some districts in the South will 
present courses in air conditioner 
installation and servicing. 


| GMC TRUCK & COACH DIVI- 
| SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
|tools and equipment is available 
free of charge to all service per- 
sonnel sponsored by a GMC truck 
dealer or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 
class or two-week overhaul), 5. 
gasoline engine tuneup, 6. gasoline 
engine overhaul, 7. power steering 
(in-line or booster type), 8. carbure- 
tion, 9. four-wheel drive, 10. air 
suspension, 11. hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Dfvision, Pontiac 
11, Mich. 


STUDEBAKER -PACKARD— 
Mercedes-Benz and Studebaker- 
Packard technical training courses 
are scheduled for dealer service 
personnel at training centers in 
New York, Chicago, Los Angeles 
and South Bend. In addition to the 
regular courses, the new Hydrak 
automatic clutch will be featured 
in the Mercedes-Benz classes. The 
180D diesel engine will also high- 
light this agenda and point up the 
revolutionary use of diesel engines 
in Mercedes-Benz passenger cars. 
The Flightomatic transmission for 
1958 Studebaker and Packard mod- 
els will be offered along with regu- 
lar courses on passenger cars and 
Studebaker trucks. 


For All Servicemen 
ALLEN ELECTRIC & EQUI?- 
MENT CO., Kalamazoo, Mich. — 
The Allen Power-Tune course, 2n 
advanced course for mechanics, 
and the Allen PM Tuneup school, a 

(Continued on Page 46, Col. 1) 
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Make 
all your 


tune-up 
equipment 










) EnginScope 


The famous EnginScope — heart of modern 
complete engine analysis equipment. May be used 
in shop or over-the-road testing. Offers more 
advantages than all other scope-type analyzers 
combined. Connections made in a jiffy. Provides 
super-accurate electrical and mechanical analysis. 










IgnitionScope® 
gnition scope 
The new IgnitionScope — designed for light 
’ ignition analysis. Provides instantaneous 
hookup — no special adapters required for any 
ELECTRICAL engine. Features exclusive Du Mont SuperScan 
TESTER pattern for fast, accurate readings. 


A modern meter for complete measurements 
of all currents and voltages. Tests all 6- and 
12-volt systems. Checks regulators. Separate 
ammeter and large, accurate voltmeter. 








EXHAUST GAS 
ANALYZER 

Reads air-fuel mixture through thermal- 
conductivity of exhaust. Scale indicates 
range of rich-idle, normal and lean 
mixtures. Operates from car battery. 


VACUUM- 
PRESSURE GAUGE 


Measures intake manifold vacuum 
for valve and other engine tests. 
Also tests fuel-pump pressure. 






*Trademark 
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| AUTOMOTIVE EQUIPMENT DIVISION, DEPT. AN3 
Allen B. Du Mont Laboratories, Inc., Clifton, N. J. 
ALSO..e-e Compression Tester (2 Please send complete test equipment catalog 
Timing Light | () Please arrange for a demonstration at my convenience 
Fuel Injection Pickup | — LE... 
Vibration Pickup [ COMPANY 
Flame Detector ADDRESS 
Vibrator Power Supply é‘ 
Valve Testing Pickup | et _—s 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 44) 


new Tuneup school designed espe- 
cially for people who are interested 
in learning the fundamentals of the 
tuneup business, are being con- 
ducted throughout the U. S. and 
Canada by Allen wholesalers and 
authorized field service stations, 
and are instructed by the Allen 
representatives. Additional infor- 
mation can be obtained by writing 
directly to Allen Electric & Equip- 
ment Co., 2101 N. Pitcher St., Kala- 
mazoo, Mich. 


AMMCO TOOLS, INC., North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed, No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North 
Chicago, Ill. 


BEAR MFG. CO., Rock Island, 
Iil.—School offers training in align- 
ment, balancing and frame straight- 
ening and is located at 2103 Fifth 
Ave., Rock Island, Ill. Address all 
inquiries to Mildred T. Clark, regis- 
trar. Next classes March 31 and 
Apr. 14. 


BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered 
covering service and sales training 
on Bendix power brakes, Strom- 
berg carburetors, basic brake and 
power steering. The length of the 
course covering an individual prod- 
uct is normally one week and no 
tuition fee is charged. Additional 
information may be obtained by 
contacting the nearest Bendix dis- 
tributor or writing to the Bendix 
training director. 


BINKS MFG. ©O., Chicago— 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
painting equipment may attend. 
Contact W. R. Brooks, instructor. 
Next class Apr. 7-11. 


DEVILBISS C©O., Toledo — One- 
week classes of limited size cover- 
ing theory, maintenance and serv- 
icing of spray painting equipment. 
The subject of spray painting is 
broken down into four catagories: 
Industrial, auto refinishing, auto- 
motive jobber, and portable equip- 
ment jobber. No instruction charge. 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 


INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing. Write to J. V. 
— 1108 Jackson St., Omaha, 

eb. 


RAYBESTOS DIVISION, Bridge- 
port, Conn.—Four complete brake- 
service classes will be held at the 
Raybestos brake service school and 
workshop located in Stratford, 
Conn.—March 24-28. These classes 
consist of five consecutive daily 
sessions, each session going from 
8 a.m. to 4:30 p.m, All phases of 
brake service work such as major 
adjustments, minor adjustments, 
and complete brake overhauls of 
all types of both new and old 
brake systems will be covered. 
Personal instruction is augmented 
by a technical, 78-minute, color, 
sound, motion picture showing ad- 
justment procedure as well as 
changes made in 1957 and 1958 
brakes. Individuals who success- 
fully complete the course will re- 
ceive a certificate showing that 
they are qualified to work on all 
types of automotive brakes. The 
course will be conducted by A. 
D’Andrea, director of service train- 
ing for Raybestos Division. Write 
J. Kane for further information. 


SUN ELECTRIC CORP., Chicago 
—Field courses in automotive test 
equipment operation, principles of 
electrical testing, use of the oscillo- 
scope and engine tuneup, will be 
conducted by field service repre- 
sentatives during the coming 
months. For specific information 
as to locations and dates, contact 
the local Sun representative or 
write Sun Electric Corp., 6337' 


Avondale Ave., Chicago 31, Ill. Sim- 
ilar courses are offered by Sun 
instructors in cooperation with Sun 
distributors throughout Canada. 
For specific location and dates of 
courses in Canada, contact the 
local Sun distributor or write Sun 
Electric Corp. 

THERMOID CO., Trenton, N. J. 
—Brake-service school conducted 


Auto Mechanics Institute 
Slates Classes in Alaska 


DETROIT.—Frank O. Bregnard 
announced that his Auto Mechanics 
Institute has scheduled classes on 
automatic transmissions in Anchor- 
age and Fairbanks, Alaska, for 
Band C Auto Electric. 

Bregnard expects about 60 per- 
cent of his Alaska students to be 
from new-car dealerships. He said 
the percentage is 50 percent in his 
classes in Canada and 20 percent 
in the U. 8. 





at various times during the year, 
depending upon the demand. In- 
struction covers complete informa- 
tion on adjusting and servicing all 
types of brakes. Sessions are held 
in the Thermoid engineering de- 
partment test garage in Trenton, 
N. J. There is no tuition but stu- 
dents are expected to pay their own 
transportation and living expenses. 
Textbooks are furnished at no 
charge, For additional information 
write J. A. McLaine. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye). (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 





Dodge Cites Service Men— 


Hal H. Lasquie, left, Dodge Los Angeles regional service manager, presents his crew 


falo, Minneapolis, Oklahoma City, | of service representatives bronze plaques for driving their cars without accidents dur- 
Milwaukee, Kansas City, Salt Lake|ing the years 1956 and 1957. It's estimated the crew of six travelled a total of 
City, Omaha, Pittsburgh and Cin-| one-third of a million miles during the two years. Those receiving the awards, from 


cinnati. 
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DELCO SUPER 11 IMPROVED WITH HTD MEANS 
MORE BUSINESS FOR YOU BECAUSE IT 


e Surpasses S.A.E. and government specifications for heavy-duty 


hydraulic brake fluid! 


e Won't boil away or lose effectiveness when brakes get hot! 

e Flows smoothly and easily in coldest weather! 

e ls original equipment on 1958 General Motors cars! 

e ls compatible with all brake systems’ rubber and metal parts! 


e Is chemically inert, physically stable! 


e ls packaged in containers holding from one pint to 54 gallons! 
e ls available everywhere through the United Motors System and 


General Motors car and truck dealers! 


MORE SAFE STOPS FOR CUSTOMERS, MORE SALES FOR YOU! 


DELCO LINED BRAKE SHOES MASTER CYLINDER REPAIR KIT 
Made and assembled to original All. parts put master 
equipment specifications. cytiacer in normal operating 


FORWARDS FROM, FIFTY 








left, are John Baird, Henry Ince, Jack Kaltenbach, Forrest Foster and Bruce Hultman. 


Shee. 


HYDRAULIC 
1d 43 








MORAINE POWER BRAKES 
Complete units and service kits 
for General Motors vehicles. 


WHEEL CYLINDER REPAIR KIT 
All parts necessary to put wheel 
cylinder in normal operating 
condition. 


Moraine Products 


Division of General Motors, Dayton, Ohio 
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90% Are Repeaters, Says Dealer... . 
‘Service Sells Our Customers’ 


By L. H. Houck 
Staff Correspondent 

FORT SMITH, Ark.—Ninety per- 
cent of the volume of Ross Motor 
Co. (Chrysler-Dodge-Plymouth), is 
repeat business, according to R. J. 
Ross jr., vice-president and gen- 
eral manager. He said his company 
viewed service as its most impor- 
tant arm. 

Customer dissatisfaction with 
new cars is virtually unknown, he 
said, with most “comebacks” traced 
to rattles that develop in shake- 
down driving during the first four 
or five months. 

Ross said customer satisfaction 
is assured by strict adherence to 
a factory-approved list of “must” 
operations, which include a tune- 
up and two road tests. 

“Front wheels on all new cars are 
pulled, inspected and relubricated,” 
Ross said. “Batteries are inspected 
for water, oil level is checked in 
transmissions and differentials and 
crankcase.” 

Each new car sold is put through 
the pre-delivery service routine and 
then road tested by the salesman 


who sold the car, Ross said. Then, 
Ross said, he personally road-tests 
the car. If it does not meet with 
his approval, it goes back to the 
shop before the customer gets de- 
livery, he added. 

These two road tests often turn 
up small things that might an- 
noy a customer and require call- 
backs for warranty work, he said. 
Since the organization knows of 
these road tests, it behooves the 
service department to make its 
work thorough, he added. 

Ross said he gets a premium on 
all used cars because they are 


Colorado Garage Owners 


Support Auto-Check Program 

DENVER.—Members of the Inde- 
pendent Garage Owners of Colorado 
have pledged to give full and expert 
inspection of automobiles during 
the approaching inspection period. 

The action was taken at the first 
state convention of the group in 
Pueblo. Members affirmed support 
of Gov. S. L. R. MecNichols’ safety 
program. 
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LOOK AT THE SALE-MAKERS 
MORAINE GIVES YOU 


! e A complete engine bearing line, with a bearing for every car, bus 
and truck replacement job! 
e Quality that stands up through miles and miles of operation! 


; e A name known and fespected! 
e Solid dependability that brings customers back! 


e A convenient source of supply—readily available through the 
United Motors System and General Motors car and truck dealers! 


A GROWING MARKET THAT KEEPS YOUR PROFITS GROWING! 





MORAINE BI-METAL BEARINGS 


Precision-built to original equip- 
ment specifications. 


MORAINE-400 BEARINGS 


Toughest automotive engine 
bearings ever made! 





FORWARO FROM FIFTY 





M-100 BEARINGS 
Excellent fatigue resistance and 
longer life expectancy. 


placed on the lot only after they 
have been thoroughly checked, 
tuned up, cleaned and lubricated. 
Some are wholly or partly re- 
painted, he said. 

“We don’t have any trouble get- 
ting from $100 to $200 more than 
the local market price for our $1,000 
or better used cars,” said, “be- 
cause the public knows that we 
have put the used car in good con- 
dition.” 

He said his staff of six sales- 
men works prospects on a regis- 
tration list issued by the State 
every January. This list shows 
the name and address of the 
owner, the make and age of his 


car. 

He said this is how his sales 
campaigns are planned: 

The entire staff will work for 
about 30 days on prospects owning 
one make of car going back two or 
three years. For example, owners 
of Oldsmobiles from 1953 up might 
be selected and all will work on 
prospects in this bracket for the 
specified time. 

The next month they will select 











v 
“I hope youll consider this 
grease job on the house, sir . ox 





another make from which to select 
prospects 

Sales meetings are held every 
morning and all of the previous 
day’s problems are threshed out 
informally. Then plans for the 
day are set up. 

No specified number of opera- 
tions are required from salesmen. 
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MORAINE GAS FILTERS 


Glass-bowl and pancake all-metal 
types assure dirt-free, lint-free 


fuel under all operating conditions. 


Moraine Products 


Division of General Motors, Dayton, Ohio 
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They are left to get the job done 
in their own way, the check rein 
being the daily sales meeting. 

This system produces many sales, 
Ross said. 

Once a prospect is interested, he 
added, the next step is to get him 
to the salesroom, where he is given 
a tour of the service department 
and the body shop. 

Next the salesman tries to make 
an appointment to give the entire 





'|\family a demonstration ride, Ap- 


praisal of the tradein is put off as 
long as possible, Ross said. 

Another source of prospects, 
said Ross, is the firm’s outboard- 
motor department which turns in 
a good profit on its own hook. 
Users of outboards like the large 

selection and service on their mo- 
tors and then like to buy their 
automobiles at the same place, he 
said. 

Contrary to experiences of many 
dealers, Ross said, his firm has no 
trouble with customers who are 
hard to please or who have more 
troubles under warranty than the 
law allows. 

He attributes this to the pre- 
delivery service quality. 

“A customer who has few com- 
plaints which are quickly and 
good-naturedly taken care of 
does not start looking for trou- 


But if he has a few troubles 
which are not corrected, he soon 
begins looking for others and so 
rapidly becomes a customer who 
will go somewhere else.” 


9 Jobber Firms 
Named Winners 
In Ad Contest 


CHICAGO.—Nine automotive 
jobbers have been declared winners 
of first, second and third places in 
three sales-volume groups in the 
10th annual Advertising Awards 
Contest. 

Top winners will receive en- 
graved bronze plaques and winners 
of honorable mention will get 
certificates Feb. 20 at the Sheraton 
Town-House, Los Angeles, just 
before the opening of the Pacific 
Automotive Show. 

Winners are: 

GROUP 1 (volume under $500,000) 
—First, Yoho Automotive, Inc. 
Salt Lake City; second, Richard G. 
Pfeiffer, Inc., Orange, N. J.; third, 
Albany (Ore.) Auto Parts Co. 

Honorable Mention — Maplecrest 


*| Battery & Ignition Co., Maplewood, 


N. J.; Thomsen Auto Supply, Grand 
Island, Neb., and St. Clair Automo- 
tive Supply, Ltd., Toronto. 

GROUP II (volume $500,000 to 
$2,000,000)—-First, Lewis Motor 
Mart Co., O.; second, 
Genuine Parts Co., Minneapolis; 
third, Hart’s Automotive Parts Co., 
Chattanooga, Tenn. 

Honorable Mention—Black Bros., 
Ltd., Vancouver, B. C.; Foster Auto 
Supply Co., Denver, and J. Burd- 
man Auto Parts, Inc., Kirksville, 
Mo. 

GROUP III (volume over $2,000,- 
000) — First, Myers Motor Supply 
Co., Joplin, Mo.; second, Keenan 
Auto Parts Co., Albany, Ga.; third, 
Automotive, Inc., Fort Smith, Ark. 

Honorable Mention — Taylor, 
Pearson & Carson (Canada) Ltd., 
Edmonton, Alta; Womwell Auto- 
motive Parts Co., Lexington, Ky.; 
United Auto Parts Ltd. Montreal. 

Entrants in the contest submitted 
scraphooks containing samples of 
their advertising over a 12-month 
period, The contest is sponsored by 
Automotive Advertisers Council, in 
cooperation with Jobber Topics 
magazine. 


Why a Smear? 


Filmy Windshields Blamed 
On Oily Rags 


the film that sometimes forms on 
car windshields in wet weather. 

It also believes that oil from the 
exhausts of defective car motors 
and industrial waste discharged into 
the air play a part. 

Trico, a producer of windshield 
wipers, gave the Buffalo Business 
Federation, Inc., its opinions. The 
Federation had turned to Trico for 
help after accidents on city streets 
had sent the traffic death toll soar- 
ing. At least part of the blame fell 
on windshields smeared with a film. 





woman wants beauty o 


George W. Walker, Ford Motor Company Vice-President 
and Director of Styling, speaks at Fashion | 


: 


George W. Walker, Vice-President and Director of Styling, points out the color harmony and high fashion found in the new 4-passenger Thunderbird. 


FORD FAMILY OF FINE CARS CLEARINGHOUSE NO. 74 OF A SERIES 
FORD MOTOR COMPANY + THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD & THUNDERBIRD . EDSEL e MERCURY o LINCOLN * CONTINENTAL MARK Ill . ENGLISH FORD LINE 
FORD TRUCKS 2 TRACTORS . FARM IMPLEMENTS e INDUSTRIAL ENGINES 
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on Wheels” 


m trends Press Preview 
| 





Fifty fashion experts—authorities in 


the world of style and fabric and color 
—came from the fashion centers of 
New York to attend a Fashion Trends 
Press Preview at Ford Motor Com- 


Above: High-fashion creations from many 
parts of the world are featured in a study 
of fashion trends that influence the design 
of automotive interiors. At right: Helen 
Vincent, Ford Motor Company stylist, 
extracts color and design ideas for automo- 


pany’s Styling Rotunda in Dearborn 
last month. . 


Purpose of the unique exhibit, which 
featured seven new show cars, was to 
review major fashion trends and de- 
velopments relating to the color, trim 
and fabric fields and to interpret those 
trends automotively. The keen interest 
shown by the fashion experts was tan- 
gible evidence that the Ford Family 
of Fine Cars is styled to reflect the 
latest and most popular trends and 
preferences of the fashion world. 

Acknowledging the need for fashion- 
consciousness in automotive styling, 
George W. Walker, Vice-President, 
Ford Motor Company, and Director 


tive fabrics from famous paintings. 


of the Office of Styling, said, ‘Women 
and fashions are important. A woman 
wants beauty on wheels. That’s why 
we interpret future trends in fashions, 
so that the cars we plan today will be 
in harmony when they are introduced 
to the public.” 

Concerning automotive design, Mr. 
Walker predicted that the feminine 
influence will be largely responsible 
for bringing added simplicity, even 








greater ease of operation, and an in- 
creasing number of subdued colors in 
the cars of the future. 

This Fashion Trends Exhibit is 
another example of our continuing 
efforts to style and build automobiles 
that millions of people—including your 
customers—will want to buy. 

This is just another reason why it’s 
great to be a dealer in the Ford Family 
of Fine Cars. 


Above: Comparative color boards show 
how high-fashion colors affect Ford Motor 
Company products; feature forecasted 
colors for future automotive use. At right: 
A study in the major trends and develop- 
ments in all areas relating to color, trim and 
ES fabric shows a preference trend for fabrics 
combining softness with wearability. 
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Neumann Signs with Oldsmobile— 


Richard G. Neumann, seated, left, signs a contract to become an Oldsmobile dealer 
in the St. Lovis area. Standing, from left, are T. W. McAuliffe, E. H. Ryan and L. S. 
Leckrone, Oldsmobile representatives. D. J. Salmeri, right, zone manager, signed 
for Oldsmobile. Neumann succeeds Jones-Rischoff Oldsmobile, in the same location, 
in East St. Lovis, Hil. 


i‘ 





Across the Nation .. . 


Auto Dealer Changes 


Sinclair-Anderson Olds, headed 
by Clyde G. Sinclair and Earl L. 
Anderson, has been granted an 
Oldsmobile franchise for Thurston 
County and has opened headquar- 
ters at State and Franklin Sts., 
Olympia, Wash. 

= + > 
Martin Buys Chevy Deal 

C. E. Martin has purchased the 
Chevrolet dealership in Blakely, Ga. 
and will operate it as Martin & 
Son, Inc. Martin’s son, Elwood, is 
associated with him. 


Ohio Firm to Handle Jeep 


Farm Implements, Inc., 9770) 


Montgomery Rd., Montgomery, O., 
has been named a Willys Jeep 
dealership. The firm is headed by 
Roy G. Elliott jr. 
> a 


2 Dealers Add Lloyd 


Two Cleveland-area dealers have 
added the German-built Lloyd car. 








They are Frank Nero Mercury, 270 
Broadway, Bedford, O., and Bohan- 
non Lincoln-Mercury, 38047 Vine, 
Willoughby, O. 


> + = 
Dealer Adds Dauphine 
French Motor Car Sales & Serv- 
ice, 266 N. Fifth, Springfield, Ore., 
has added the Renault Dauphine to 
its line of foreign cars. The firm 


also handles the Panhard and| 


Citroen. 
= . 


Diering, Lappas and Weiss 
Buy Carter Bros. Ford 

Chuck Diering, former Cardinal 
outfielder, has formed a partner- 
ship with two veteran auto men, 
James Lappas and Albert Weiss, to 
buy Carter Bros. Ford, Alton, Il. 
The new firm 
Ford Sales, Inc. 


Diering has had eight years’ ex- | 


perience in the auto field having 
operated a Lincoln-Mercury deal in 


STATE 


MOTOR OIL 


Young and old agree: the best all-weather motor oil for all 
car engines is Quaker State Super Blend. Dealers agree, too: 
this SAE 10W-30 HD oil keeps customers satisfied, assures 


the best sales and the biggest profits year round! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. « Member Pennsylvania Grade Crude Oil Association 


is Chuck Diering | 








St. Charles, Mo., where Lappas was 
his partner. Weiss was formerly 
with Lincoln-Mercury and St. Lovis 
Ford division. 
= * + 
Vogel Acquires Buick Deai 
Larry Vogel, former service 
manager of a Buick dealership in 
Chicago, has taken over Knudson 
Buick, 216 E. Grove St., Blooming- 
ton, Ill. The firm now is known as 
Larry Vogel Buick, Inc. 
+ + + 


Edsel Deal Discontinued 


The Edsel dealership estab- 
lished at Rensselaer, Ind., by Wil- 
liam May, Jasper circuit court 
clerk, and Jack Harris, Reming- 
ton, has been discontinued, Har- 
ris has rejoined the May dealer- 


ship in Remington as a mechanic. 
+ + of 


Myers, McCain Buy Deal 


J. Douglas Myers and John K. 
McCain have bought Powlen’s Saies 
and Service, Inc., Logansport, Ind., 
from Lester J. Powlen. The firm 
now is known as Myers-McCain 
Cadillac & Oldsmobile, Inc. Powlen 
plans to retire temporarily. 

« > * 


Plymouth-Solo Opens 


Mahoning Auto Sales, Alliance, 
O., has been opened as a Plymouth- 
exclusive dealership in remodeled 
quarters at 1545 E. Paterson St. 
Joseph Sarchione jr. is president of 
the dealership and his brother, 
Harry Sarchione, is general man- 
ager. 

= * . 


English Ford Branch Opens 


Carpenter & Mayforth, Inc. 
(English Ford), 1208 Williston Rd., 
Burlington, Vt., has opened a new 
branch at Booska’s Amoco Sta- 
tion, West St., Bristol. 

> t > 


Thorndike Buys 2nd Deal 


J. V. Thorndike has purchased 
Monsky & Louis Motors, Inc. 
(Lincoln-Mercury-Continental), 4950 
Dodge St., Omaha. Matthew Dor- 
man was named manager. Thorn- 
dike will continue to operate J. V. 
Thorndike, Inc. (Lincoln-Mercury- 
Continental), 1923 Harney St. 

> os > 


Raymer Motors Moves 


Raymer Motors (F o rd-Edsel- 
Mercury-Lincoin), has moved to 
new headquarters at Second and 
Washington St., Moscow, Id. N. F. 
Raymer is president. Ed Raymer 


Clark Adds Pontiac 


Ross Clark, Clark Buick, has 
acquired the Pontiac franchise 
from H. Fleming and Ed Bastida 
in Mt. Home, Id. The firm now 
operates under the name of Clark 
Buick-Pontiac. 


Willys Signs Up 
60 Dealerships 
For Jeep Line 


Appointment of 60 dealers to 
handle the Jeep line of four-wheel- 
drive vehicles has been announced 
by Willys Motors, Inc. They are: 

Super Hy Motors, Gladstone, 
Ore.; Albuquerque Jeep Sales Co., 
Albuquerque, N. M.; Gene Patrick, 
Inc., Des Plaines, Ill.; Stambaugh 
Motors, Inc., Valparaiso, Ind; 
Murphy Corp., Paoli, Pa.; Capps 
Trailer Sales, Selma, Ala.; Rosson- 
Troilo Motor Co., Brandy, Va; 
Sharp Motor Co., Memphis; Pasco 
Motors, Dade City, Fila. 

Culpepper Motor Co., Cullman, 
Ala.; Chico Motors, Chico, Calif.; 
Scudder Motor Co. Campbell, 
N. Y.; General Truck Sales Corp. 
Newark, N. J.; Johnson-Campbell 
Co., Laredo, Tex.; Daniel Motor Co., 
Brownsville, Tex.; Socotch Motors, 
Inc., Cleveland. 

Washington Sales Co., Inc, 
Seattle; Medford Motors, Inc., Med- 
ford, Ore.; Brown Bros. & Co., Inc. 
Fredericksburg, Va.; Merriam Mo- 
tors, Inc., Wallingford, Conn.; Mor- 
rison Motors, Inc., Yorkshire, 
N. Y.; Franklin Co. Mtrs., Preston, 
Id. 

Limon Ranch Supply, Limon, 
Colo.; Taylor Co., Cheyenne, Wyo.; 
Farm Tractor Co., Gresham, Ore.; 
Mentor Automotive Co., Mentor, 0.; 
Nicholas Garage, Inc., Richwood, 
W. Va.; Letchworth Motors, Inc. 
Vero Beach, Fla.; Mathney Motor 
Trk. Co., Inc., Parkersburg, W. V2.; 


Chase Motors, St. Maries, ‘d.; 
(Continued on Page 52, Col, 1) 
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mee Don’t let “morning thump” spoil your demonstration... 


ler- 


_ get premium strength of Super Rayon plus smooth ride 


has Like all new cars this one has a suspension system that’s the Mr. Dealer, to be sure of having that smooth quiet ride on 
— pride of modern automotive engineering. Why is it a rough your demonstrators, sure your prospects ride in the comfort 
—_ rider? Tires with annoying flat spots could be the reason! they expect... order all rayon. 

AB ° 


You’ll never have to worry about losing sales on account 
of—of all things—the tires! Super Rayon makes the differ- 
ence in the demonstration. 


If you want to make sure the ride’s right, insist on today’s 
Super Rayon . . . built to keep today’s new suspension systems 
riding luxuriously. 





Strength—Today’s new Super Rayon 
cord is 50% stronger than the rayon of 
a few years ago. It’s far stronger than a 
tire cord ever has to be—pound for 
pound, it’s strong as steel! 


# Quiet, smooth ride. Super Rayon 
cord tires are 10 to 33% quieter than 
tires made with other cord .. . that’s 
shown in scientific tests by Goodfriend 
Associates, top acoustical authority. 


Super Rayon for 


PREMIUM STRENGTH +++ 


# Long ride. Carefully controlled re- 
cent driving tests show treads of Super 
Rayon cord tires wearing 14 to 26% 
longer. Rayon is more stable, stretches 
less, puts less strain on rubber. 





T 


a Safe ride. Proof of top Super Rayon 
safety: Drivers at Motor Vehicle Research 
tested leading cords by smashing into 
granite blocks at 60 mph; they dented 
rims—but didn’t hurt their tires! 


IRE RAYON 


AMERICAN VISCOSE CORPORATION 
350 Fifth Avenue, New York 1, N. Y. 
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Shoup Motor Co., Rifle, Colo.; Tay- 
lor Motor Co., Brinkley, Ark.; Ken- 
nedy Motors, Inc., Loveland, Colo. 

Antioch Motors, Inc., Antioch, 
Calif.; Bunker Hill Motors, Inc., 
Ashtabula, O.; Kavanaugh Equip. 
Co., Berea, Ky.; Farm Implements, 
Inc., Montgomery, O.; Modern 
Marine, Inc., Nashville; Ray Loh-| 
man, Inc., Oshkosh, Wis.; Halde-| 
man Motor Co., Sterling, Ill.; Noe| 
Motor Co., Donipham, Mo.; Corlis 
Implement Co., Woodhull, IIL; 
Mathews-LaBelle Auto Sales, Ra- 
cine, Wis. 

Charles J. Beranek Motors, Ber- 
wyn, Ill; Fink’s Motor Sales, 
Willimantic, Conn.; Orn R. Ned- 
row, Somerset, Pa.; R. S. Mondry, 
Inc., Grand Forks, N. D.; Tallulah 
Motor Co., Inc., Tallulah, La.; Ken-| 
ner Co., Rogersville, Tenn.; Solano} 
Tracter & Implement Co., Fairfield, 
Calif.; Rentfrow Motor Co., Borger, 
Tex.; Foster Motor Co., Covington, 
Pa. 

Morristown Equip. Co., Inc., Mor- 
ristown, Tenn.; Barneys Garage & 
Implements, Trinidad, Colo.; For- 
eign Car Distributor, Inc. W-D, 
Norfolk, Va.; The Trading Center, | 
Glendive, Mont.; Emmett Street 
Service Center, Battle Creek, 
Mich.; L. J. Deming Co., Cadillac, | 
Mich.; Lavender Edsel Sales, Inc., | 
Fayetteville, Ark.; Gila Motors, | 
Safford, Ariz. 


* * * | 
Mock Buys Ford Deal | 


Mock’s Ford Sales, 331 SE Sixth, 
Grant’s Pass, Ore., has announced 
a change of owners. George King 
sold the former Bell Motors to 
Albert W. (Sam) Mock. Clair Mock 
is sales manager. 
. * * } 


Moltke, Erion, Sell Edsel 


Al Moltke and Jim Erion, Pen- 
dieton, Ore. have formed the 
Moltke-Erion Edsel Sales, 128 SE | 
Second, Pendleton. 

> as | 
Vincel Buys Rambler Deal 


Vincel Pontiac, St. Louis’ oldest 
Pontiac dealer, has purchased LWJ 
Rambler, 2323 S. Kingshighway. 
The firm has been renamed Vincel 
Rambler and moved it to 3291 S. 
Kingshighway, next door to Vincel 
Pontiac at 3295 S. Kingshighway. 

> « * 


Robin, Myers Head Firm 


Don Robin and Jack Myers now 
are operating Robin & Myers Auto 
Co., 1200 E. Main St. Klamath | 
Falls, Ore. The firm handles) 
Morris, MG, Lancia, Rolls-Royce, 
Austin-Healy and Jaguar. 

> > > 


Miller Takes On Renault 


Miller Motor Car Co. 
(Studebaker - Packard - Mercedes- 
Benz), 900 Main St., Oregon City, 
Ore., has added the Renault. 

. . . 


Harris Buys Chevy Deal 


Merle Harris, formerly with 
Vogel Chevrolet in Sacramento, 
Calif.,has bought Collom Chevrolet, 
Brooking, Ore, from Edward 
Collum. 


| 
| 
j 


Son Named Partner 
Bert Bundingsiand has named 


his son, Ron, an associate partner 
in Bert Bundingsland Motors 
(DeSoto-Plymouth), Bend, Ore. 

7 * > 


Miller Adds Import 


H. E. Miller Motors, Inc., 2015 
Burlington, N. Kansas City, has 
been authorized to handle English 
Ford. The import unit will be 
dualled with Mercury, which Miller 


has sold for some time. 
x * ” 


New Showrooms for Fiat 


European Motors (Fiat) has 
opened new showrooms at 1740 Van 


Ness Ave., San Francisco. 
* *~ . 


Hagemans Take Rambler 


Hageman Motors, a 38-year-old 
sales and service company, took 
on Rambler with the ’58 models. 
It has been located at 8217 Clay- 
ton Road, St. Louis, since 1950. 
The company was founded in 1920 
and principals are Harry A. Hage- 








man, father, and two sons, Harry 
J. and John Hageman. 
* + a 


Jelton Sells Ford Deal 


Vad Jelton Ford, Oakland, Calif., 
has been purchased by Broadway 
Motors. Charles Smith is general 
manager of the new firm. He has 
been sales manager of Jackson- 
Goldie Ford. 


* * * 


Alpine Handling Isetta 


Alpine Motors will handle the 
BMW-Isetta line at 601 Van Ness 
Ave., San Francisco. Forrest Faulk- 
nor is general manager. 

+ * * 


Pletcher Folds Edsel Deal 


Fred S. Pletcher has closed the 
Edsel déalership at Jackson and 
Elkhart, Elkhart, Ind. The opera- 
tion has been consolidated with his 
Edsel-Lincoln dealership at 907 E. 


Pike St., in Goshen, Ind. He re- 
tains the countywide Edsel fran- 
chise in Elkhart County. 


* * aa 


Walker Takes Ford Deal 


Windsor Motors (Ford) has gone 
out of business in Windsor, Mo., 
and the new dealer is Walker Ford 
Sales, managed by Roger Walker. 
Walker is the son of W. R. Walker, 
owner of Walker Motor Co. (Ford) 
in nearby Clinton. 

oJ * * 


Stark Opens Renault Deal 

A Renault dealership has been 
opened by Stark Sports Car, Inc., 
113 W. Fourth St., Mansfield, O. 


* ” * 
Ford for Waikem 
George Waikem Ford, Inc., 113 
S. E. First St., is the new Ford 
dealership in Massillon, O. 


* * * 


Kaminski Olds Opens 
Kaminski Oldsmobile, Inc., has 
held its grand opening at 2950 
Broadway, Lorain, O. Vincent R. 
Kaminski is president. 
= = > 


Four Edsel Dealerships 
Franchised in Midwest 


Prize-Winning Dealer— 


Ed Buege, right, Stillwater Nash Co., 
Stillwater, Minn., won a portable tele- 
vision set for his estimate of the number 
of Rambler advertising impressions in the 
three-month period ended Dec. 31. The 
total was 762,549,000. Presenting the set 
is Jim Theigs, American Motors district 
manager, The contest was sponsored by 
Rambler News, AMC's dealer publication. 


franchised to handle Edsel, They 
are: 


Morris & Anderson Motor Co., 


| Superior, Neb., W. A. Morris and 
Four more dealerships have been Floyd H. Anderson, partners; J. M.| 


Jones & Sons, 221 E. Main &t, 
Manchester, Ia., Harold B. Jones 
and Richard M. Jones, partners; 
Carl Rotman Motor Co., 122-125 N, 
Main St., Maquoketa, Ia. Carl J, 
Rotman and Nathan Rotman, 
partners, and Bernie’s Edsel Sales, 
3626 W. Third St., Dayton, 0, 
Bernard T. Redrow and Norman 
W. Redrow, partners. 


* * = 


Stage Sells to Andrews 


William Andrews has bought 
the Oldsmobile dealership in 
Lafayette, Ind., from Larry Stage, 
who plans to retire. Stage has 
been in the auto business in 
Indiana since 1914, Andrews has 
been sales manager for Larry 
Stage Olds. 


2 * * 





Hemsmeyer to Build 


Hemsmeyer Motor Co., Amarillo, 
Tex., will start construction on a 
$47,000 sales and service building 
at Ninth and Adams early next 
year, according to Omar Hems- 
meyer, president. 

» & © 


Mohr Adds Chevrolet 


| A new Chevrolet dealership has 
| been opened at 5602 Bellaire Bivd., 
| Houston, by E. A. Mohr, who is 
(Continued on Page 53, Col, 3) 
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S-P Advertising Group Meets— | 
Dealer members of the Atlanta zone Studebaker-Packard Dealer Advertising Assn. | 
met with factory officials to plan their advertising for the first quarter of 1958. | 
Seated, from left, are E. E. Chaires, Tampa, Fla.; T. P. Caldwell, Coral Gables, Fia.; 
J, E. Yarbrough, Atlanta; H. H. Barron, Atlanta. Standing: Lou Corrigan, Burke Dowling | 
Adams, S-P'’s advertising agency; Edgar W. Pigg, S-P Atlanta assistant zone manager; 
T. L. Myers, Camden, S. C.; Bob Adams, president, Burke Dowling Adams; R. W. 
Spiers, Knoxville, Tenn.; D. L. Schoenfeld, S-P Atlanta zone sales manager; O. Cc. | 
Rowley, zone administrative manager; L. C. Kyle, Columbus, Ga.; Jack Hardy, vice-| 
president and treasurer, Burke Dowling Adams, and Ernest Camp, Burke Dowling 


Adams. 


| lac, Inc., Broadway and Third, 


Across the Nation .. . 


Auto Dealer Changes 


(Continued from Page 52) 


also president of Mohr Buick Co. | Chevrolet Co. Joe Romania is man- 
and Mohr Isetta Co. Mohr’s father| ager. . 
has been a Chevrolet dealer for 30 * * «* 


| ° 
years. | Santi Adds Edsel 

An Edsel fra nchise has been 
| signed by Santi Motors, 300 Main 
1-| St., Walsenburg, Colo. Partners are 
S 18S| Oscar and Violet Santi and Virgil 
the new Oldsmobile dealer in| Ladurini. Santi, who is president, 
Logansport, Ind. lis also the Ford-Lincoln-Mercury 

? | dealer in Walsenburg. 
Young Opens New Building | * * # 

Young Chrysler-Plymouth has| Edsel for Lake Region 
opened its new $350,000 head-| Jake Region Oil Co., 920 Pinos 
quarters at 1350 North Federal | s¢., Rhinelander, Wis., has been 
Hwy., Fort Lauderdale, Fla. “Cy”| franchised to handle Edsel. George 
Young is president. | Douglas is president and general 

> we manager. 

Williams Chevrolet Opens | * * * 


| 
Lew Williams has opened Lew | Fight More Dealerships 
Williams Chevrolet Co. 77 W 


Eleventh St, Eugene, Ore. The|Franchised by Renault 
dealership formerly was Silva 


Renault has announced the ap- 


= * * 


Myers-McCain Sells Olds 
Myers-McCain Oldsmobile-Cadil- 


+ a 


Co. 


53 


pointment of eight more dealers: 

William A. Diehl Motors, RFD 
2, Waynesboro, Va.; Joe Adams 
Import Car Co. 776 Broadway, 
Beaumont, Tex.; Intercontinental 
Motors, Fourth and Neches, Aus- 
tin, Tex.; Economy Motor Mart, 
1230 Broadway, San Antonio; 
Watson Motor Co., 600 W. Seventh 
St., Clovis, N. M.; Heard Motor 
Co., 425 North West Ave., El 
Dorado, Ark.; Foreign Car Center, 
801 Fifth St., Pine Bluff, Ark. 
and Bill Higdon Mercury Co., 


Bessemer, Ala. 
* * * 


Posner Takes Rambler 


American Motors Corp. has an- 
nounced the appointment of Posner 
Motors, Inc., 4706-14 Reisterstown 
Rd., Baltimore, as a Rambler 


dealer. 
+ * om 


Wilkins & Brekhus Closes 


Wilkins & Brekhus, former 
Chrysler-Plymouth dealer in Rapid 
City, S. D., has gone out of the 
new-car business. The firm’s equip- 
ment is being sold by James Motor 


+ + * 


Simca Adds 6 Dealers 


Paris Auto, distributors for 
Simca in 13 Eastern states, has 
announced the appointment of six 
new dealers: Hammond Auto 
Sales, Bangor, Me.; H & H 
Motors, Baltimore; Zaleson Motor 
Sales, Worcester, Mass.; Nemet 
Motors, Jamaica, N. Y.; Sam’s 
Auto Mart, Newport, R. L., and 
McKenzie Mercury Co., Weirton, 
W. Va. 






” * * 


AMC Signs Broadway 

Broadway Automobile Sales, Inc., 
6250 Broadway, Chicago, has been 
formed to sell and service Rambler, 
Ambassador and Metropolitan. The 
firm also handles Volvo. John J. 
Leve is president. 

= + : 


Williamson Motor Opens 


Frank Williamson Motors, Inc. 
(Dodge) held its grand opening at 
1223 North Water St., Corpus 
Christi, Tex., Frank E. Williamson 
is president. 


Ford Firm Auctioned 


Davis-Bohrer Ford Motor Co. 
Milan, Mo., has been sold at auc- 


tion. 
> > 


Evans Adds Edsel 


An Edsel franchise has been 
granted to Evans Motor Sales, 
227 South Main St. Marysville, 
O. Joseph C. Dutton is owner 
and general manager of the 
dealership, which will continue 
to handle Ford. 

> 





Edsel Signs Summers 


Summers Edsel, Inc., is the new 
Edsel dealership in Junction City, 
Kans. Alan Summers is the owner. 

. 


Rodenfels in New Home 


Showing of 1958 models marked 
the grand opening of the new $500,- 
000 building of Rodenfels Chevrolet, 
Inc., E. 103rd St. and Shaker Blvd. 
SE, Cleveland. John L. Rodenfels 
is president of the firm. 


Center Nash Expands 


Center Nash (Rambler and 
Isetta), Parma, O., has opened an 
East Side branch at Green Rd. 
and Euclid Ave. William Weiss is 
general manager of the new 
branch, which will handle new and 
used cars. 


. - 


s 
Hatley Motor Sells Out 

T. B. Hatley and his son, Tex 
Hatley, owners of Hatley Motor 
Co. (Ford-Mercury), have sold the 
business to John Cantrell, Philadel- 
phia. He will operate as Cantrell 
Motor Co. 


Waverly Gets Edsel 


Waverly Motors, Albany, 
has taken the Edsel franchise. 


x * - 


Ore., 


Baird-Barker Motors 
A new corporation, Baird-Barker 
Motors, Inc., has been formed in 
Chattanooga, Tenn., to handle 
Hudson, Rambler, Metropolitan 
and Simca. 
* 7 ” 


Buick for Hardgrove 
Richard L. Hardgrove has pur- 
chased the Harvey Johns Buick 

(Continued on Page 54, Col. 1) 
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dealership at 404 Lime St., Wood- 
ville, O., and is doing business as 
Dick Hardgrove Buick. 


* * * 


Barker Sells to Partners 


Jay Austin and Gill Heaton have 
purchased the interest of Keith 
r, former partner in Valley 
Motors (Dodge - Plymouth), Baker, 
Ore. 


New Home for Hudiburg 


A $165,000 building at 7800 S. E. 
29th, Midwest City, Okla, is being 
erected by Hudiburg Chevrolet Co. 
Paul Hudiburg is owner of the 
firm. 

= > 


* 
Hardgrove Buys Deal 
Harvey Johns Buick, 404 Lime St., 
Woodville, O., has been purchased 
by Richard L. Hardgrove and re- 
named Dick Hardgrove Buick. 


Hardgrove formerly was vice-presi- 
dent of Liberty Highway Co., 
Toledo. 


Smith Adds Buick 


Hollis Smith, Dallas (Ore.) Pon- 
tiac dealer, has acquired a Buick 
franchise. Herb Hunt is his associ- 
ate. 

* + + 


Clegg in New Home 
Clegg Motors (Lincoln-Mercury) 
has moved into new quarters at 
2800 Sixteenth St., Port Arthur, Tex. 


* > * 
Import for Clay-Dutton 
Clay-Dutton, Ine. (Lincoln- 
Mercury), New Orleans, has added 
the British Ford. 
* * = 
Baker Buys Hadley Deal 


Tom F. Baker has bought the 
Harry E. Hadley DeSoto- 


Plymouth dealership, 446 West 
Main St., Morresville, Ind, The 
firm, renamed Tom Baker 
Motors, is the exclusive DeSoto- 
Plymouth dealer in Morgan 
County. 

+ + 


Gets Calif. Pontiac Deal 


Larry Hopkins has been ap- 
pointed a Pontiac dealer in Sunny- 
vale, Calif. He has 11 years of 
automotive sales experience. 

+ * 


Gets British Ford 
Harry Youmans, Waycross, Ga., 
has been appointed dealer for the 
British Ford. Youmans has been 
in the auto business for 30 years. 
* * +o 


Volkswagen for Valley 
Valley Volkswagen has opened at 
8408 E. Sprague, Spokane. 
* * = 
Downing Adds Renault 
Downing Motors, Inc. (Edsel), 486 
W. Peachtree St. Atlanta, has 


acquired a Renault franchise. 
* * * 


Byerly Adds Mercury 


Byerly Motors, Inc., 4033-4041 
Dixie Highway, Louisville, has 
added a Mercury franchise. Clifford 
F. Byerly is president of the firm; 





"Private-Eye’ Campion— 

Daniel J. Campion, left, finance man- 
ager of Courtesy Motors (Ford), Chicago, 
is congratulated by Police Capt. Harry 
Penzin, center, and James M, Moran, 
Courtesy president, for his help in de- 
tecting a check forger long sought by 
police. 


Joe S. Brown is vice-president, and 
John H. Lechleiter is general man- 
ager of its Mercury division. 

* 


Jones Adds Fiat 


Geo. R. Jones Co. (Chrysler- 
Plymouth) has opened a Fiat show- 
room at 1212 W. First, Spokane. 





men in tune with the times are getting into 





Specialized Bear Service 





why Specialized Service? 


Ever-more sensitive suspension 
systems, smaller wheels, more 
extensive use of tubeless tires, 
more miles of highways and 
new, smoother roads... all are 
evidence that a NEW APPROACH 
to getting more service work is in 
order. 

Specialized Bear Service is 
adaptable to any type of oper- 
ation. 

Start with the entire Specialized 
Service Outfit, or buy one or two 
pieces now, and then expand 
under Bear’s Add-A-Unit Plan— 
the main thing is to get started 
now! Your friendly Bear Jobber 
will be glad to help you—ask 


him, too, about his convenient 
Pay-Out-Of-Profits Plan! Send 
for latest Bear Catalog. 


Here's the kind of equipment you'll need to 
offer BIG PROFIT Specialized Bear Service: 


(a) 97-12 Frame Service with exclusive 
4-way action, cine all 4 major bends at 
one time . . . makes bod ly, work easier, too! No 
need to remove chassis! Extra tools for front 
axle, rear housing work can be added. 


Pm Ise 6831-89 Front-End Service with Telaliner* 


can buy. It’s the finest for 
—_ os oy ties den peal. Saves up to 35% 
of the operator’s — 


(2 wy . Mondiighe Tester wilt will do 25 feet of 
tees ig ing in 15 inches! ue photo- 
tric cell 8 exact center aa 


ok Entire test takes about one a 


R-1433RR 


(d) 250 “Drive-Over” Wheel Alinement Tester 
is your ~~ board to big alinement profits— 
it sells t ! Gives driver a first- ited look 
at his mi Reema troubles. Guarantees an 
seas toe setting according to actual weight 


(e) 322 Wheel Truer straightens average 
wobbly wheel without removing tire! - 
cially profitable with new tubeless tires which 
make a true wheel absolutely necessary. 
Handles all popular wheels. 


(f) 740 On-A-Car* Tire Truer provides much 
needed, in-demand service. Trues both car 
and small truck tires with minimum rubber- 
removal due to exclusive tilting cutter. 


(g) 365 On-A-Car* Balancer works easily 
and accurately on hoist or floor. Amazing 
gee a balance to customers. New 

apters for hates accurate center- 
ing. a eee two knobs to find location and 
amount of unbalance! *Reg. T. M. 


BEAR MFG. co., Dept. A-14, ROCK ISLAND, ILL. 


EEE. A EE 


SPECIALIZED SERVICE EQUIPMENT 


The firm’s Chrysler-Plymouth 
dealership is at 1201 W. Sprague, 
Spokane. Thomas J. Price heads 
the company. 

* * * 


Glass Takes Ford Deal 


Joe B. Glass has resigned as Ford 
division Dallas district sales men- 
ager to become a Ford dealer at 
9407 Garland, Dallas. He has pur- 
chased Casa Linda Ford. Glass had 
been with Ford 24 years. 

= = ok 


Cravens Sells Ford Deal 

Jerry Cravens has sold his Ford 
dealership in Oklahoma City to 
W. T. Richardson and retired from 
the business after 37 years. Until 
last fall, Richardson was a Cadillac- 
Pontiac dealer in Enid, Okla. 

> > * 


3 Operate Rambler Deal 


Midtown Auto Sales (Rambler), 
has opened at 1040 Charles St, 
North Providence, R. I. The dealer- 
ship is operated by Ernest, Armand 
and William Nicolo. 

> ” 


Borgward Additions 


New Borgward dealers in Cali- 
fornia are Fisher Imports, Inc., 211 
N. Western Ave., Los Angeles; 
Imperial Valley Motor Co. El 
Centro, and San Bernardino 


Lincoln-Mercury. 
> > = 


Mitchell Adds Simca 


O. R. Mitchell Chrysler, 2600 
Broadway, San Antonio, has been 
appointed a dealership for Simca. 
Simca sales and service will be set 
up as a separate department in 
the Mitchell organization. 

> > > 


Gambs Buys Divco Deal 
John R. Gambs has purchased 
Martin Truck Co. (Divco), 926 E. 
Tenth St, Indianapolis, from 
Mort Martin. The firm has been 
renamed Gambs Truck Sales. 
> + - 


Gunn Buys Olds Deal 
Cc. C, Gunn, San Antonio Oldsmo- 
bile dealer, has bought Public 
Motors (Oldsmobile), Corpus 
Christi, Tex., and has changed the 
name to Gunn Oldsmobile Co. 
> . - 


Harris Heads N. C. Firm 


Arthur P. Harris has been elected 
president of City Chevrolet Co. 
Charlotte, N. C., succeeding C. F. 
Johnson, Palm Beach, Fla, who 
becomes chairman of the board. 

> o > 


Universal Buys Building 

Universal Motor Co. (Ford) has 
bought a one-story building at 926- 
28 W. Broad St., Richmond, Va., 
just east of its own property. The 
purchase, according to W. B. Leake, 
executive vice-president, is for ex- 
pansion rather than investment. 

> > a 


S-P Signs Hall Firm 


Algona Implement Co., 1417 
Commercial St., Algona, Ia., is a 
new Studebaker-Packard dealer- 
ship. W. A. Hall and D. A. Hall 
are partners. 

= = > 


Gerstle Buys Out Bolton 


J. Emmet Gerstle has purchased 
the half-interest of Luke Bolton in 
Downtown Mercury, Inc., 710 W. 
Broadway, Louisville. Gerstle now 
is sole owner and president of the 
firm. 

> * 7 


L-M Signs Kilborn 

Kilborn’s Midwest Auto Corp. 
240 W. Wood St., Decatur, IIL, h 
been appointed a Lincoln-Mercury 
dealer, Other Kilborn enterprises 
handle Dodge, Plymouth, Rambler 
and a number of foreign cars. 
John A. Kilborn heads the new 


firm. 
> * - 


Ivers Heads S-P Deal 
Fargo Studebaker, Inc., 317 
Roberts, Fargo, N. D., is a new 
Studebaker-Packard dealership. 
Ralph M. Ivers is president. 
” ” + 


S-P Gets Bismarck Outlet 
Bismarck Studebaker, Inc., 100 
Thayer, Bismarck, N. D., is a new 
Studebaker-Packard dealership. 
Flynn is president. 
7 * * 
2 Chevy Deals Add Olds 
New Oldsmobile dealerships in 
the Upper Midwest are Bud-Ray 
Motors (Chevrolet), Westbrook, 
Minn., headed by Roy v. Gripe, and 
L, P. Olson Chevrolet Co., Detroit 
(Continued on Page 76, Col. 1) 
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These Borroughs 
* 

warehouse distributors 
La ca 

are at your service... 

LOUIS A. ALEXANDER CO. 

264 WN. Beacon St., Watertown 72, Mass. 
Watertown 4-4140—4-7204 
AUTOMOTIVE BIN SERVICE CO., INC. 


10040 Freeland Ave., Detroit 27, Mich. 
Webster 3-6445 


the ideal bins to keep your moldings in their proper place eesene beet 
HZ 





Elmwood 7047 


1220 Richmond, Cincinnati 3, Ohie 
MAin 1-5975 

8905 Loke Ave., Cleveland 2, Ohio 
OLympic 1-6620 


54 West 30th, Indianapolis 8, Ind. 
TAlbot 7503 


instead of on top of bins.......in vacant corners.....or behind doors ates 7 - 
BINS & EQUIPMENT CO., INC. 
For the systematic storage of bulky, heavy and long parts, Borroughs Bins should be a part of your parts department. 1918 Buford Highway, N.E., Atlanta 9, Ge. 
They utilize every inch of available storage space, and save floor space as well. Instant adjustability (positive locking TRinity 2-3576 
spacer rods) . . . require no bolts or nuts . . . save you time. Dual label holders mean no squatting to see parts numbers. 417 Linwood Ave., Jacksonville, Fle. 
Strongest and most flexible bulky, heavy and long parts bins on the market. Call your Borroughs distributor today. gne-tive 


BORROUGHS MFG. CORP. 
y é 


121 Varick St., New York 13, 4. Y. 
BIN — BIN sys 





Algonquin 5-1477 


THE BROWER CO. 
114 Virginia St., Seattle 1, Wash. 
MUtval 0464 


1616 W.W. Glisan, Portland, Ore. 
CApital 8-8774 
TACOMA ASBESTOS CO. 
25th and Holgate, Tecoma, Wash. 
MAin 1175 


WwW. W. CANNON CO. 
9739 Denton Dr., Dallas 20, Tex. 
Fleetwood 7-2846 
1901 Winter St., Houston, Tex. 
PReston 7688 


S. Il. DAIGLE & CO. 
437 Philip St, New Orleans 16, La. 
EXpress 2138 


EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimore 12, Md. 
DRexel 7-8042 
1580 W. S2nd St., Philedelphie 31, Pa. 
GReenwood 7-4444 
EQUIPMENT PLANNING, INC. 
3819 West Fond du Lac Ave., Milwaukee 16, Wis. 
Hi 2-0145 


FISHER CORP., LTD. 
177 S. King St., Honolulu, Hewaii 
Telephone 6-2341 


WILLIAM A. GORE CO. 
1834 Adeline St., Oakland 7, Calif. 
TWinooks 3-7233 
1732 Ist Ave., S., Seattle 4, Wash, 
MUtuol 1251 


GREEN-PENNY CO. 
421 E. Washington Bivd., Los Angeles 15, Calif. 
PRospect 9196 


FELIX F. LOEB., INC. 
8810 S. Vincennes Ave., Chicago 28, 1. 
HUdson 3-5353 


MILLS-MORRIS CO. 
171-187 S. Dudley St., Memphis, Tenn. 
BRoadway 6-335) 
SIGGINS CO. 
704 Broadway, Kansas City 5, Me. 
HArrison 1-7676 
1236 S. 13th St., Omaha, Nebr. 
2315 University, Des Moines, lowe 


SIGGINS EQUIPMENT CO., INC. 
901 S. Boyle Ave., St. Lovis 10, ie. 
Jefferson 3-8822—3-8042 


SPARKMAN-BARKER CO. 
505 Sante Fe Dr., Denver 4, Cole. 
KEystone 4-1328 


WICKWARE-STACKBIN, LTD. 
Box 220, Billings Bridge, Ont., Canada 
(Ottewa) CEatral 4-8188 
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BIN “Y” BIN “U” BIN “M” 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK alii. KALAMAZOO, MICHIGAN 





emp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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SEAT CUSHION—Coil wire 
tion, in which a springy resilience is 
imparted to the wire, is said to be used 
in the manufacture of the line of Camel 
Cooolie ventilated seat cushions being 
made by H. B. Egan Mfg. Co., Muskogee, 
Okla. The Cooolies are available in 
regular and king size and a larger “half 
across” size, in four colors in both tweed 
and stripe plastic coated fabrics. The 
construction principle enables the fabric 
to be tailor-fitted to eliminate all puck- 
ering and crawling in use, it is claimed. 

> > * 
Light Switch 

A delayed-action switch that is 
designed to keep automobile lights 
on for 35 to 60 seconds to light the 
garage and driver’s path after he 
leaves the car has been introduced 
by Cauhorn Distributing Co., 20722 
W. Seven Mile Rd., Detroit 19, 
Mich. The unit does not interfere 
with the operation of the regular 
light switch. After turning off the 
headlights with the regular switch, 
the driver presses the delayed- 
action switch, which turns the 
lights on again and automatically 
turns them off, it is said. 

2 aro 


rm 





VACUUM CLEANER—Ace Rubber Co., 
P. ©. Box 6147, Dallas, Tex., has intro- 
duced a two-way blowgun vocuum to 
dean cor interiors quickly. This hand 
vocuum comprises a head assembly, 
blowgun, close coupler hose and dust 
bag. Easily attached to any air line, the 
blowgun's cleaning action minimizes air 
tonk drain. With a snap of the wrist, the 
unit is converted from a vacuum cleaner 
to a blowgun to dislodge gravel and 
muss for easier pick-up. 


Silicone Lubricant 


Silicone Slick Spray, a silicone- 
base lubricant which is said to 
protect and preserve while it lubri- 
cates, has been announced by 
Glidden Co., Cleveland. The com- 
pany said it provides a clear, 
greaseless lubricating film which is 
not harmful to fabrics, paint, metal 
or wood surfaces. 

. . 





LEVELATORS—Crown Spring Co., 1837 
N. Woodstock St., Philadelphia 21, Pa., 
has developed a line of levelators de- 
signed for cars that have coil springs 
on recor suspension as standard equip- 
ment. Levelators cre a device which 
eliminates “bottoming,” levels the ride, 
adds improved “cornering and better 
handling at high speed and increased 
carrying capacity from 500 to 600 pounds, 
it is claimed. This is accomplished, ac- 
cording to Crown, without disturbing the 
car's original riding | qualities. 


Cooling System Additive 

Rust Master Chemical Corp. 
Cambridge, Mass., has introduced 
its Rust Master Royal with Seal-ite 
for cooling systems. The product 
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is said to prevent rust in the cool- 
ing system by keeping minute par- 
ticles in suspension where they are 
harmless, rustproofing the cooling 
system for one year. The product 
also stops radiator leaks, lubricates 
the water pump, improves water 
circulation, cleans car heaters and 
protects aluminum cylinder heads, 
it is claimed. 
+ = 


* 
Lubrication Handgun 


A high-pressure hydraulic hand- 
gun, designed for plug valve lubri- 


construc-| cation, is offered by the Meter & 


Valve division, Rockwell Mfg. Co., 

400 N. Lexington, Pittsburgh 8, Pa. 

It is designated the 400-C handgun. 
* . > 


Chrome License Frame 


Triple chrome-plated license 
frames for all model and make 
cars, including the flush mountings 
of 1957 and 1958 automobiles, have 
been introduced by Sutone Corp., 
3001 E. Twelfth St., Los Angeles 23, 
Calif. An exclusive hinged-back 
plate for all 6 by 12 plate mount- 
ings makes inserting and changing 


a snap, Sutone said. 
* > 


WRITING PLATFORM—The “Vehiculor 
Desk" is an 8-by-12-inch aluminum writ- 
ing platform developed by Product De- 
velopment Corp., P. O. Box 38, Mt. 
Ephraim, N. J. The unit features a one- 
inch deep basket welded to the vunder- 
side. An index assembly permits 
18-degree spaced positive position stops 
for a full 90 degrees up and down from 
a@ horizontal or writing position. Desk 
portion is detachable from indexing 
bracket. 

- - 

Knock-Off Wheel Spinner 

Bonzer Mfg. Co., 3326 Atlantic 
Ave. Long Beach, Calif., has 
introduced the Spin-O-Rama 
knock-off wheel spinner, which it 
says is easily attached to auto 
wheels by anyone. 

_— 


Cloth Sold in Film Pouch 


A wax-treated flannel cloth for 
car and home use, packaged in a 
clear film pouch made of Bakelite 
polyethylene resin, is being mar- 
keted by Las-Stik Mfg. Co., Hamil- 
ton, O. 


Safer Shoe Claimed 
Extra protection to the forepart 
of the foot is afforded by three 
independent steel plates that over- 
lap up the front of its safety shoe, 
according to Lehigh Safety Shoe 
Co., Thomas St., Emmaus, Pa. 
+o - > 





CUTTER—Cut nippers with jaws that 
can be removed, reground and adjusted, 
or replaced, are offered with tungsten 
carbide tips by L. S. Sitorrett Co., Athol, 
Mass. Available as No. 1X for cutting 
wire, and as No. 235X with wider open- 
ing jows for cutting tile. The jaws are 
secured in toothed seats by screws and 
may be removed and ground after be- 
coming worn. Adjustment allows for 
grinding back each jaw up to %-inch 
before replacement is necessary, it is 
said, 








VACUUM HOSE—The Dur-A-Vac is a 
heavy-duty wet-or-dry commercial vacuum 
cleaner hose designed for maximum dur- 
ability, flexibility and light weight. It is 
said to be made of specially compounded 
neoprene for high resistance to abrasion, 
chemicals, oils, water and heat and is 
designed to eliminate collapse under 
extreme kinking or high vacuum pres- 
sures. It is manufactured by the Durkee- 
Atwood Co., 215-A Seventh St. N. E., 
Minneapolis. 

- &-s 


14-Pound Bantam Copier 
Introduced by Kodak 


Eastman Kodak Co., Rochester 
4, N. Y., has introduced a compact 
14-pound office copier—the Verifax 
bantam copier. 

The new copier accepts originals 
up to 8%” x 11”. It is said to be 
the first Verifax copier to employ 
a curved glass platen. 





CALCULATOR — The Victor Automatic 
Printing Calculator performs new-car 
financing figure work in one continuous 
operation and prints all significant figures, 
symbols and answers on one continuous 
tape, it is said. The unit, produced by 
Victor Adding Machine Co., 3900 N. 
Rockwell St., Chicago 18, Iil., multiplies, 
divides, adds and subtracts through one 
control and 10 numeral keys. 

8 





AUXILIARY LIGHTS — “Dual-Lites,"” a 
combination auxiliary stoplight, tail light 
set and direction signals, has been intro- 


duced by Supersite Corp., Derby, Conn. | | 


Dual-Lites are said to provide safety for 
rear-approaching cars because the signals 
are at driver's eye level, being mounted 
in pairs just back of the rear windshield 
or on the rear fenders. Designed for 
easy alignment, the turret tips up and 
down, tilts 
turns right or left. Equipped with a dome- 
shaped replaceable red plastic lens, the 
lights ars available with six or 12-volt 
bulbs and complete wiring instructions. 
a ee 


Nut Accumulator 

Albertson & Company, Inc., 
Thirty-first and Lovell Sts., Sioux 
City, Ia., has announced the SIOUX 
nut accumulator. With an impact 
wrench, the SIOUX Pelican can 
spin ten nuts off and back on again 
without their being touched by 
hand, the firm says. 


forward or backward and 4 


Degreaser Called Fast 


Lester Laboratories, Inc., P. O. 
Box 4897, Atlanta 2, Ga., has ‘in- 
troduced a degreaser, Easy Greasy, 
which it said is designed for speedy 
internal desludging of automotive 
engines, hydromatic drives, hy- 
draulic presses and other machinery 
that may become internally gum- 
med up with petroleum residue 
sludge, gums and waxes. 

* > = 


Magnus Radiator Cleaner 


Called Fast and Thorough 


Magnus Chemical Co., Inc., South 
Ave., Garwood, N. J., announces 
Magnus 61-CR, a radiator cleaner 
which, it says, offers fast, thorough 
and economical heavy-duty alkaline 
cleaning and stripping without the 
use or addition of stripper solvents. 

All metal surfaces are left free 
of oxidation or alkaline bloom, 
Magnus claims. 

+ 


1958 Oil-Filter Units 
Refilco oil-filter replacement car- 
tridges for all 1958-model vehicles 
are being offered by Refill Filter 
Co., 541 Fifteenth Ave., Newark 3, 
N. J. 





BATTERY CHARGER—A six and 12-volt 
battery eleminator and charger for serv- 
icing transistorized equipment, in both 
kit ond wired form, has been announced 
by Electronic Instrument Co., Inc., 33-00 
Northern Bivd., Long Island City 1, N. Y. 
To provide extra filtering needed for 
servicing transistorized equipment, the 
EICO model 1060 incorporates a special 
heavy-duty choke and filter capacitor 
circuit which toke the full continvous and 
intermittent rated current ovtput, it is 
claimed, The unit has two DC voltage 
ranges, 0-8 volts end 0-16 volts. 


Window Cleaner Offered 


“Rez-N-Polish,” an antistatic 
cleaner which is said to remove the 
haze sometimes found on plastic 
rear windows of convertibles, is 
being marketed by Schwartz Chem- 
ical Co., Inc., 326 W. Seventieth St., 
New York 23, N. Y. 

> ” - 


Buxbaum Offers Repair Kit 


For Tubeless Tires 

A repair kit for tubeless tires has 
been marketed by Buxbaum Co., 
Canton 1, O. 

Buxbaum said it is especially 
designed for large punctures for 
injuries up to %-inch long. The 
repair features two-ply, nylon cord 
construction, the. firm said. 

> . > 
Fan-Balancing Unit 

Final check balancing of assem- 
bled portable and window exhaust 
fans is accomplished quickly and 
accurately with its balancing unit, 
according to Tinius Olsen Testing 
Machine Co., 7320 Easton Rd, 


Willow Grove, Pa. 
= + a. 





WHEEL BALANCE WEIGHTS—The L & H 
9000 series wheel balance weight is de- 
signed for use in combination with the 
new type rim flange and wheel cover 
assembly now being installed on the 
1958 Cadillac. The weights eliminate all 
weight distortion, bending, twisting and 
breakage, it is claimed. Wheel Weights, 
Inc., 122 S. First St., Ann Arbor, Mich. 


















BOAT TRAILER LIGHT—Maximum day 
and night protection for overland trans- 
port of boats on trailers is said to be 
provided by the Stop-Tail-Directional light 
sets offered by J. W. Speaker Corp., 3059 
N. Weil St., Milwavkee 12, Wis. Trailer 
lights are attached to the transom of the 
boat. Plug type connectors are joined to 
hook up with stop, tail and directional 
lamp circuit of the towing vehicle. Lights 
ore available for either six or 12-volt 


electrical systems. 
a 


Rubber Lubricant 


Garry’s Hush, aerosol rubber 
lubricant, now is available in a six- 
ounce package, according to Garry 
Laboratories, Inc., Buffalo 10, N. Y. 

> 


. * 


Multiplier Phototube 

A short-multiplier phototube 
(RCA-7117) of the nine-stage type, 
designed for use in auto headlight- 
dimming equipment, has been an- 
nounced by RCA Electron Tube 
division, 415 S. Fifth St., Harrison, 
N. J. 





MAT PROTECTOR—A heavy-duty mat 
protector, called the Two-Tone Deluxe 
Floor Pride, has been introduced by Doan 
Mfg. Corp., 1771 London Rd., Cleveland, 
©. Featuring a series of five two-tone 
color combinations the mat is said to 
give broad, door-to-door coverage, pro- 
tecting toeboard, floorboard and hump 
from dirt, such, snow end mud. 


Plastic Metal 


Plastic Metal, which its maker 
says hardens in 30 minutes after 
application, has been marketed by 
A. L. Okun Co., Inc., 109-02 Van 
Wyck Expressway, S. Ozone Park, 
L. I. 20, N. Y. 


> > y 


Dashboard Decorations 


A series of auto dashboard sym- 
bols using religious and luck themes 
and equipped with magnetic bases 
is being offered by General Indus- 
tries Corp., 3 Causeway St., Boston 
14, Mass. 

= > > 
Slick-Spray in Tube 

Slick-Spray, a greaseless graphite 
lubrication, now is available in @ 
home-size polyethylene squeeze tube 
with nozzle and replaceable cap, 
according to A. G. Busch & Co., Inc. 
6138 Northwest Highway, Chicago 
3, Til. 

* * z 

Production of the Apex Wash-A- 
Matic line will be transferred to 
Bettcher’s Cleveland plant from 
White’s Sandusky plant. Produc- 
tion of the washing machines will 
continue without a break. 

> 7. . 


Preheater for Volkswagen 


An engine preheater for Volks- 
wagen has been introduced by 
Phillips Mfg. Co., 2816 Aldrich Ave. 
S., Minneapolis 8, Minn. The elec- 
trical unit replaces the drain plug 
in the crankcase and warms up 
engine oil. 

* 7 m 


Blaisdell Shims Compensate 
For Grinding Changes 
Ready-to-install shims to rectify 
the altered dimensions between the 
camshaft and rocker arm assembly, 
which result when metal is re 
moved from a cylinder head, have 
been developed by Blaisdell Mfg. 
(Continued on Page 58, Col. 1) 
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PONTIAC SWEEPS 


NASCAR SAFETY 





DAYTONA BEACH, FLA. 


HIGHWAY 


PASSING TESTS! 


Pontiac again proves it is AMERICA’S NUMBER @® ROAD CAR 
in the year’s toughest test of 
SAFETY, HANDLING and PERFORMANCE! 


HOUSEWIFE VICKI WOOD AND HER ’58 
PONTIAC taught men drivers a lesson in winning the 
50 m.p.h. safe passing event. The elated Mrs. Wood 
reported, “*. . . our new Pontiac handled and performed 
likeadream . . . 80 smooth and easy I couldn’ t believe it’’. 


Se 


Pontiac dealers can promise prospects the industry’s most exciting 
performance—and Pontiac will deliver it like nothing else on wheels! 

Pontiac dealers have behind them the industry’s hottest engineering 
team—which has created a car so advanced in basic design that it brings 
with it a totally new kind of driving. 

And the word is getting around! Owners tell friends that Pontiac’s 
Tempest 395 V-8 is unsurpassed for instant precise response. That its 
revolutionary new suspension system gives them a new feeling of com- 
mand and remarkable freedom from pitch, sway and bounce. 

In short, Pontiac dealers have America’s Number 1 Road Car—and 
Number 1 Buy .. . from the low-price field to the ultimate in luxury! 


PONTIAC MOTOR DIVISION e GENERAL 


Winner of the 30 m.p.h. passing event and high 
over-all winner of the safety tests with his standard 
4-door Pontiac Catalina, magazine auto expert Jim 
McMichael cracked, ‘I could have told them before 
the tests—this ’58 Pontiac is in a class by itself’’. 








NASCAR President Bill France congratulates 
winners. Events were sponsored by Pure Oil 
Company and the Florida State Highway Patrol. 


MOTORS CORPORATION 
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ments. Bell says it is safe from|Inc., 940 Rayman St., Bridgeport 2, 
vapor lock at temperatures up to} Conn. The combination of strengii 


New Products 


(Continued from Page 56) 


Co., 1350 Coronado Ave., Long 
Beach 4, Calif. 

When head and rocker-arm as- 
sembly are installed following 
grinding or milling, they move 
closer to the camshaft an amount 
equal to the thousandths of an inch 
removed from the head. Blaisdell 
says its Rocker Arm Support Shims 
allow the mechanic to compensate 
for this, eliminating the need of 
shortening valve stems, grinding 
push rods or fitting hand-made 
shims. 


Sealant Applicator Gun 


An applicator gun designed spe- 
cifically for sealants has been 
introduced by Permatex Co., Inc., 
Huntington Station, N. Y. The 
company says the gun has a flex- 
ible, synthetic material tip which 
makes possible controlled spread- 
ing of sealant and will not damage 


sensitive surfaces. 
aa > 


* 
Drill-Press Vise 
An “X4V” heavy-duty drill-press 





If satisfied 
customers 
are yourg 





vise is offered by Alva Allen Indus- 
tries, Clinton, Mo. The jaws are 
four inches wide, two inches deep 
and have a seven-inch opening. 
The vise is 6% by 11% inches and 
weighs 18% pounds, 


* * * 


‘Engine-Mated’ Mufflers 


“Engine-Mated” truck and bus 
replacement mufflers are offered by 
Alexander-Tagg Industries, Inc., 
Hatboro, Pa. The company says the 
mufflers fit the cubic-inch displace- 
ments of engines in all makes of 


trucks. 
+ * * 


Bigger Grease Drum 
Amalie Black Velvet ball joint 
suspension grease is now available 
in 400-pound drums. Amalie Divi- 
sion, L. Sonneborn Sons, Inc., 
Franklin, Pa. 


* * * 


Coated Abrasive Wheel 


For polishing and finishing con- 
toured and flat-metal surfaces, a 


| flap wheel has been developed by 


Behr-Manning Co., 356 Howe St., 
Troy, N. Y., a division of Norton 
Co. The wheel is made up of hun- 
dreds of pieces of coated abrasive 
cloth, with a stiffened construction 
which allows it to resist pressure 
and give higher production rates, 
the firm said. 
+ »~ * 
Sil-Glyde ‘Silencer’ 

Sil-Glyde, a_ silicone lubricant, 
has been developed by American 
Grease Stick Co., Muskegon, Mich. 
The company says it silences chat- 
ters and squeaks when applied to 
weatherstripping, window channels, 
trunk seals, rubber bumpers and 
hood lacings. 

*°* * 
Protecto Hand Cleaner 


A hand cleaner called Protecto 
has been developed by Canton 
Chemical Corp., Wilmington, Del. 
It can be used with or without 
water and easily removes oil, 
grease, dirt, paint, tar, inks and 
other hard-to-remove soils, the 
firm said. 

o * * 


Bell Brake Fluid 
Bell Co., Inc., 411 N. Wolcott, 
Chicago 22, Ill, has introduced 
Flare “400 Extra” heavy-duty 
brake fluid which is said to exceed 
the proposed SAE 70R3 require- 





unit is 6 inches high and 13 inches long. 
| — = © 





400 degrees. 


AIR CONDITIONER—An “instal l-it- 
yourself"’ automobile air conditioner has 
been announced by Kool Engineering Co., 
1320 N. Clybourn Ave., Chicago 18, Ill. 
The cooling cabinet mounts either under 


| the dash or in the trunk. It can be con- 


nected directly to the car's heater blower 
or can be obtained with a three-speed 
built-in blower. Weighing 85 pounds, the 


Transmission Lining 
An automatic transmission lining 
for 1958 automobiles 
the thinnest woven asbestos lining 
ever produced and is flexible, ac- 
cording to Raybestos-Manhattan, 





-- recomméedénd this one 


SOCONY MOBIL OIL COMPAN 
MAGNOLIA PETROLEUM CO., GENE 















INC., and Affiliates: 
PETROLEUM CORP. 





e Can double engine life . 
sub-zero cold. 


of gasoline. 


Outsells all other 
year-’round oils by far! 


for jevery new car! 


Mobiloil Special can help you make new 
car customers permanent customers. 

It’s the year-’round oil that’s right for all 
cars...a “must” for new cars! 


. - in summer heat, 
e In effect, increase the octane rating 
e Help control engine knock, pre-ignition 


ping; spark plug fouling. 


e Increase gas mileage, engine power. 





Another reason you’re Miles Ahead with Mobil 





and flexibility of the new produt 

makes it easier to apply and bond 

to the metal band, the firm said. 
+ + + 


Waterproof Patch Tapes 
Waterproof patch tapes “that 
stick to anything and have hun- 
dreds of uses” have been introduced 
by Nerstates Co. Box 645-¢, 
Houston 1, Tex. 
od . * 


Jets in Paint-Spray Booth 


Clear Air, Maker Claims 

A paint-spray booth that utilizes 
a series of special jets which create 
air drafts and provide a water mist 
to precipitate dust and overspray, 
has been introduced by Schweitzer 
Equipment Co., 3764 Ridge Rd, 
Cleveland 9, O. 

Schweitzer said the booth, called 
Hydrex, is available with either 


galvanized or stainless-steel walls. 
* . + 


is made of > 





BUG DEFLECTOR—A transparent bug 


deflector and hood protector for 1958 
automobiles has been introduced by 
Hinson Mfg. Co., Waterloo, lowa. The 


deflector installs on the bottom of the 
hood of most 1958 models, providing 
protection for the hood from bugs, mud 
and rain in summer and from snow, 
slush and sleet in winter, it is said. It 
raises with the hood to permit free 
access to the motor compartment. Eleven 
sizes ore available to fit 1958 cars, and 
also 1957 models of Dodge, Plymouth 
and Chrysler automobiles. 


L-O-F Neutral Grey Glass 
Offered in Thermopane 


The new twin-ground neutral 
grey polished plate glass an- 
nounced by Libbey-Owens-Ford 
Glass Co., Toledo, O., is now being 
made available in cushion-framed 
metal edge Thermopane. 

This product is now furnished in 
a combination of one light of twin- 
ground Parallel-O-Grey polished 
plate quarter-inch outboard and 
one light of regular polished plate 
quarter-inch glass inboard in sizes 


up to 50 square feet. 
= 7 > 





GENERATOR UNDERCUTTER—A genera- 
tor undercutter, above, and turner tool 
for use on automobiles and truck gen- 
erators has been introduced by Braintree 
Tool Co., Braintree, Mass. The portable 
combination tool, called Arma-Twins, is 
ready for instant work in any ordinory 
bench vise. Hand operated, it requires 
no power outlet. It is precision» designed 
to close tolerances. and is said to cut 
overall generator turning and under- 
cutting time to less than 15 minutes. 


* ea *x 

Big Beam Hand Lamps 
U-C-Lite Mfg. Co., 1050 W. Hub- 
bard St., Chicago 22, Ill., announced 
production of two Big Beam elec- 
tric hand lamps featuring sealed- 
beam heads and-.operating on two 
standard, six-volt lantern batteries. 
Model 264 is a combination white- 
light and red flasher type. Mode! 
266 was called a quality-built uni 

(Continued on Page 60, Col, 2) 
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THESE TWO TOP TV STARS ARE ON THE 
TOP AUTOMOTIVE SELLING TEAM! 


Dinah Shore and Pat Boone are known—and 
liked—just about as far and wide as T’'V reaches. 
And they’re doing a top-notch selling job for 
Chevrolet, ’58’s fastest selling car. 


Among the most recent awards received by 
Dinah Shore and her Chevy Show is the Sylvania 
Award for the best program of its kind for 1957. 
Dinah was also awarded an Emmy as TV’s top 
female personality. The Los Angeles Times and 
Radio-TV Daily voted her Woman of the Year! 


Pat Boone is recognized—both by critics and 
his ever-increasing audience—as one of the 
fastest rising young stars in television and 





motion pictures, and his records are selling in 
the millions. Dinah and Pat both enjoy high TV 
ratings. They’re listed among the top three of all 
the singers currently on the air with their own 
shows. T'V ratings are based strictly on appeal, 
too—indicating the many millions of viewers who 
watch Chevrolet’s popular T'V shows regularly. 


Week in and week out, Dinah’s Chevy Show 
and Pat’s Chevy Showroom enter American 
homes all over the country with appealing prod- 
uct information as well as entertainment... . 
ably assisting local Chevrolet dealers sell more 
of the year’s most popular cars and trucks. 


Aa Chevrolet Division of General Motors, Detroit 2, Michigan 








The busiest doors in the business! 














AIR WRENCH—Output of the Chicago 
Pneumatic CP-792 “Little Giant" air 


wrench, featuring the Vari-Tork power 
converter, is said to be adjustable to meet 
exact requirements. Every impact blow 
is said to have extra snap and effective- 
ness because high-forquve motor output is 
sustained by a flywheeling action of the 
strike hammer. Power losses created by 
compressing springs or overcoming the 
drag of centrifugal force are said to be 
eliminated. Chicago Pneumatic Tool Co., 
6 E. 44th St., New York 17, N. Y. 
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of equal power and brilliance, 
without the flasher arm. 
* a 


Weatherstrip Compound 


Designed to Halt Squeaks 

“Sil-Glyde,” a lubricating com- 
pound containing silicone, has been 
formulated by American Grease 
Stick Co., Muskegon, Mich. 

It is intended for lubrication of 
weatherstripping, window channels, 
trunk seals, rubber bumpers and 
hood lacings to stop squeakes and 
freezing problems. 

a e 


Magnus Claims Its Products 


Cut Cleaning Time in Half 

Magnus Chemical Co., Dept. AN, 
South Ave., Garwood, N. J., is offer- 
ing its Miji-Lif machine and Mag- 
nus 755 solution for carburetor 
cleaning. The company said the 
equipment cuts cleaning time by 
one-half or more. 

The method does not harm soft 
metals and eliminates the open 
containers of gasoline or kerosene 


commonly used in parts cleaning, 
Magnis said. 
* * 7 


License-Tag Frame 


A chrome-plate license-plate 
frame with a plastic window has 
been introduced by Auto Lamp Mfg. 
Co., 2909 Indiana Ave., Chicago 16, 


Til. 
ee 


Floodlight Fixture 
A porcelain fluorescent floodlight 
fixture has been introduced by 
Guardian Light Co., 500 North 
Blvd., Oak Park, Il. 
= + > 


Rubber Car Carpet 


Has Nonskid Backing 


A new line of rubber car carpets 
has been introduced by Gates Rub- 
ber Co., Denver, Colo. 

The carpets have nonskid knobs 
on the underside and are available 
in six colors. 


a + * 
Electric Dehumidifier 


provides fully automatic humidity 
control and embodies a “Wheel- 
about” design, has been introduced 
by the Mitchell Mfg. Co., Chicago. 
The company said it features an 
automatic humidistat that can be 
preset to give the exact level of 
moisture control desired. 
* * * 


Brake-Drum Cutting Tool 


Offered by Milwaukee Firm 


Allied Tool Products, Inc., 2105 
W. Auer, Milwaukee 6, Wis., has 
announced a carbide brake drum 
cutting tool for reboring brake 
drums with indexable and replace- 
able carbide inserts which elimin- 
ate grinding and sharpening tools 
after they became dull. 

These cutting tools can be used 
for machining either cast iron, steel 
or semisteel brake drums, the com- 
pany said. Each triangular-shaped 
carbide insert has six uniform, fac- 
tory diamond-ground cutting edges. 


* * > 


Free Fittings Cabinets 


Offered by Weatherhead 
Weatherhead Co., 2310 Dwenger 
Ave., Fort Wayne, Ind., has intro- 
duced an F-3 cabinet for Weather- 
head brass fittings, drain and shut- 
off cocks. This cabinet will be 


An electric dehumidifier which| offered free to fleets, garages, 

























EL 


built for foday’s engines...still modern tomorrow ! 


MAN 2 EL. 


all-new repair stand 


HEAVIER, WIDER ENGINES 


created the need for a sturdier 


repair stand. Manzel’s completely-new design not 


only meets this immediate requirement . . . but the dealer’s future 


needs as well! The new Manzel Engine Stand represents 


the utmost in safety, accessibility and all- 


round usefulness. Mechanic fatigue was also an 
important consideration — for faster, 


more profitable service. 


FOR THE FUTURE, Manzel has designed a 


special “outboard support” as an optional item. 


i 





When car engines of the future, or 
combined axle-transmission 
adaptations require a two-post stand, 
this new Manzel Engine Stand is 
quickly and easily adapted without 
modification, simply by sliding 


the support arm into place. 


@ If you haven't 
received our previous 
mailing, drop 

us a line for full 


details. 





Factory-authorized supplier for FORD, EDSEL, MERCURY, LINCOLN, and CONTINENTAL 





service stations through Weather- 
head suppliers, the firm said. 

Designed for wall, bench or bin, 
the cabinet contains 20 clear plasiic 
drawers with divider labels. Each 
divider label makes identification of 
parts easy because they contzin 
the Weatherhead part numbcrs 
and outlines of the parts, the firm 
said. 





POWER BUFFER—The Powermat buffer, 
a heavy-duty electric buffer designed to 
buff tubeless tires and tubes at slow 
speed to prevent scorching or burning 
in preparation for injury repair, has been 
announced by Ace Rubber Co., Dallas 22, 
Tex. For this specific use, the motor has 
been designed with an electronic balanced 
armature to give longer wear through 
reduced vibration, it is claimed. Grease- 
less housings encase both ends of the 
reducing gears. The Powermat buffer is 
available with either two-wire or three- 


wire conductor cords. 
Ss -s 6 





GENERTOR TURNER—A generator turner, 
above, and vundercutter tool for use on 
avtomobile and truck generators has been 
announced by Braintree Tool Co., Brain- 
tree, Mass. It is a combination tool to be 
called “Arma-Twins” ond is portable, com- 
pact, easy to hang on the wall, yet ready 
for instant work in any bench vise, it is 
claimed. Precision designed for close 
tolerances, the tool is said to cut overall 
turning ond undercutting time to less 
then 15 minutes. It eliminotes pulley 


geor assembly and has no belts. 
2 





STEAM CLEANER—A portable electric 
steam cleaner, which is said to operate 
on a minimum of water, designed for 
working under conditions where it is im- 
practical to use the larger steam cleaners, 
has been announced by Polaris Indus- 
tires, Inc., Roseau, Minn. The unit operates 
on a “one fill” basis, without water con- 
nections, and requires only a 220-volt 
electrical connection. After the boiler is 
filled with water, there is nothing further 
to adjust or regulate, it is said. One 
filling of the boiler furnishes a supply 
of steam for approximately four hours of 


continual use. 
_. 


” 
Tire-Changing Device 
Introduced by Ken-Tool 

A tool, “Slik-Stik” Model T-143, 
for tire changing has been intro- 
duced by Ken-Tool Mfg. Co. 
Akron, O. 

The company said the tool can 
be used with any center-post-type 
changing machine to change both 

(Continued on Page 61, Col. 1) 
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tubeless and tube-type tires on 
wheels ranging from 12 to 17-inch. 
+ * = 


Washable Filter Offered 


Duralast Filter Sales, 439 Bur- 
dette St., New Orleans 18, La., has 
introduced a filter for room air 
conditioners made of animal hair 
and neoprene rubber. The company 
said the filters can be cut to re- 
place any size in use and can be 


washed clean after use. 
: * = 


VOLT-AMP TESTER—A  volt-amp-tester, 
designed to perform all tests on genera- 
tors and regulators, hos been marketed 
by Auto-Test, Inc., 600 S. Michigan Ave., 
Chicago 5. Switable for six, 12, 24 and 
32-volt systems, the unit, colled model 
Vat-9, is said to feature a unique color 
tie-in sequence with leads, dial and 
switches that simplity readings. 


Multi-Purpose Tool 


A new multi-purpose tool, which 
can be used both for hammer-in 
fastening work and for manual 
drilling, has been introduced by 
Ramset Fastening System, Cleve- 
land. Ramset is part of Olin Mathie- 
son Chemical Corp., 460 Park Ave., 
New York 22. 

> 





SHAFT TOOL—Automotive division, K. 
R. Wilson, Inc., Arcade, N. Y., has an- 
nounced the KRW No. 5850-FK Hy-Dra- 
Pow'r kit., designed to remove the support 
beam shaft on Ford, GMC, International 
and White trucks having the Hendrickson 
suspension. The kit is composed.of KRW 
Hy-Dra-Pow’'r unit No. 5850 with two-speed 
Pumping unit, hose and cylinder assem- 
bly and, tandem group 58-F special 
adapters for pulling shaft on rear axle 
support beam. Used with KRW 58-P50 
Press frame and special adapters and 
Pulling attachment, it can also be used 
fo remove or replace bearings, axle 
shafts, pinions, gears, bushings and oil 
seals, plus many other applications, it is 
claimed. 


Rooflex Leak Sealer 


Flexrock Co., 3601 S. Filbert St., 
Philadelphia 1, Pa. offers a pro- 
tective coating for built-up and 
metal roofs, called Rooflex. 


. ” * 
‘Spray 66’ Announced 
Spray 66, an all-purpose, fire- 
Proof industrial spray cleaner and 
degreaser, is offered by Peck’s 
Products Co., 610 E. Clarence, St. 
Louis 15, Mo. The company said it 








cleans motors and motor parts, re- 
moves all dirt and grease from auto 
finish prior to waxing and is an 


excellent whitewall cleaner. 
* + - 


Socket-Wrench Set 


A 20-piece, %-inch drive socket- 
wrench set has been introduced by 
S-K/Lectrolite Tools, 3535 W. 47th 
St., Chicago 32, Ill. The new set is 
the S-K 4520. 


= = = 
Paint Sprayer Kit 

New on the market is a deluxe 
electric paint sprayer kit, complete 
with self-contained electric sprayer 
and a selection of accessories, man- 
ufactured by Burgess Vibrocrafters, 
Inc., Grayslake, Il. 
* *¢ « 


Amazite Plastic Resin 


Amazite, a pure plastic resin, 
has been announced by Hallemite 
Mfg. Co. 2446 W. Twenty-fifth, 
Cleveland, 13, O. The company said 
it may be applied over concrete, 
terrazzo, brick, stone, marble, slate, 
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plaster, metal or wood. It is said| marketed by Turco Products, Inc., 
to protect against destructive acids | 6135 S. Central Ave., Los Angeles 


and caustics and have a high re-/| 1, Calif. 


sistance to abrasion. 
+ * + 


Turn-Signal Flasher 


An automotive turn-signal 
flasher which it says has longer 
life, more instant flashing re- 
sponse, greater audibility and 
safety has been announced by 
Qualectric Corp., 990 E. Sixty- 
seventh St., Cleveland 3, O. 

= + * 


Wet-Dust Collector 


A wet-dust collector has been 
developed by Wheelabrator Corp., 
1016 S. Byrkit St., Mishawaka, Ind. 

* . * 


Granitite Enamel 


A chemical resistant enamel for 
use on volume-trafficc wood and 
concrete floors is announced by The 
Garland Co., Cleveland 5, O. The 
product is known as Granitite. 

= + - 


All-Purpose Primer Spray 





W | Ligonier, 





LICENSE HOLDER—Designed to com- 
plement modern cars, the Jiffi holder ac- 
commodates the standardized (6 by 12- 
inch) license plates, and is molded of 
weather-resistant tenite butyrate plastic. 
The device may be attached to car 
bracket by means of countersunk bolts 
and nuts, which are supplied by the 


A gray all-purpose primer spray | manufacturer. Two sets of bolt holes in 
in a push-button aerosol container) the back plate allow for proper fit to 


has been announced by Krylon, 
Inc., 18 W. Airy St., Norristown Pa. 
* + aa 
Antiseptic Soap 
An antiseptic hand soap has been 








This money-saving installation planned 
by Lyon Distributor, sIGGINS COMPANY, Omaha, Nebraska. 





FOR AUTOMOBILE DEALERS 


any moke of car, it is said. Jiffi Indus- 
tries, Inc., 2333 Spring St., Reading, Pa. 
i ao ae 


Short-Barrel Hammer 
A heavy-duty air hammer, Model 





SP-600, featuring a short barrel for 
easier operation in blind spots or 
close quarters, has been announced 
by Superior Pneumatic & Mfg., Inc., 
4758 Warner, Cleveland 25, O. The 
hammer weighs three pounds and 
is eight inches long. 
* > * 


Uniforms Glow in Dark 
George Master Garment Coa.,, 
Ind., has adapted the 
principle of Scotchlite reflective 
tape to workers’ uniforms. The 
Master-Glo Scotchlite Safety 
Stripes light up the company name 
and emblem, making each worker 
a “walking billboard.” 


* * * 


Trulite Headlight Aimer 


Now Cast of Magnesium 

The Trulite headlight aimer has 
been improved and refined by John 
Bean Division, Lansing 4, Mich. 

The new aimer is made of die- 
cast magnesium and weighs only 
22 ounces. 

* + . 


Timing Light 

A chrome-plated, pistol-style 

power timing light, for use with six 

or 12-volt systems, has been mar- 

keted by King Electric Equipment 
Co., Cleveland 5, O. 


No need to get in a stew, looking for the quick, 
easy way to a better parts department. From 
original, space-saving floor plan to actual plac- 
ing of parts—your Lyon Automotive Distrib- 
utor is equipped to do the entire job. 

He will make a complete floor plan utilizing 
your space to the best possible advantage— 
dismantle and refinish present units—erect 
and install present and new equipment—label 
all bins—place identifiable parts in proper se- 
quence throughout the entire system. 

You save space, time and money by having 
the job done by qualified experts. Your Lyon 
Automotive Distributor is familiar with every 
car manufacturer’s requirements. 


MAIL COUPON FOR CATALOG 


Lyon Metal Products, Inc. 


Distributor 


390 Monroe Ave., Aurora, Illinois 


( I'd like a copy of your 84-page catalog 


(C) I’d like the name of the nearest Lyon Automotive 





COMPANY. 
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BUICK—Special—4-dr. sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat. wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr. hardtop, $3,436; 2-dr, hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
stat. wag., $3,831. Super—4-dr. sed., $3,- 
789; 2-dr. hardtop, $3,644. Roadmaster 75 
—4-dr, hardtop, $4,667; 2-dr, hardtop, $4,- 
557; conv., $4,680. Limited—4-dr, hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard on Cen- 
tury and Super; Flight-pitch Dynfiow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited, Power brakes 
standard on Roadmaster 75 and Limited.) 

CADILLAO — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr, hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 

Special—4-dr. hardtop, $6,232. Sertes 
15—58-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matie pow,er steering, 
power brakes standard on all models.) 

CHEVROLET (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr, sed., $2,101; 


4-d:. sed., $2,440; 2-dr. sed. $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
Station Wagons—2- “dr. 2-seat Yeoman, 
$2,413; 4-dr, 2-seat Yeoman, $2,467; 4-dr. 
2-eeat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. — hardtop cpe. or conv. 
(V-8 std.), $3,631. 
CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr. 3-seat stat. wag., $3,803 
4-dr. sed., $3,818; 4-dr, hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; "4-dr, 3-seat stat. 
wag., $5,083. 300-D—-2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueF lite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 
CONTINENTAL—4-dr. sed., $6,072; 4- 
dr, hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbo-Drive, power steer- 
ing, power brakes standard on all models.) 
DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, ai Loe. hard- 
top, ee conv., $3,218.50; 4-dr. 2- 


seat stat. $3,266; 4-dr. 3-seat stat. 
wag., $3,408 3. Wivcteme-—4-40. sed., $3,085 
4-dr. hardtop, $3,234.50, 2-dr. hardtop, $3,- 


177.50; conv., $3,488.50, Firefiite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr. 2-seat 
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stat, wag., $4,030; 
$4,172. Adventurer—2-dr. hardtop, $4,071; 


4-dr. 3-seat stat. wag., 


conv., $4,369. 
Fireflite and Adventurer. 
standard on Adventurer.) 


DODGE — Coronet Six —4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr. hardtop, $2,764; 
2-dr. hardtop, $2,679; conv., $2,941.50. 
Royal—4-dr. sed., $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr. hardtop, $2,854. Custom 
Royal—4-dr, sed., $3,030; 4-dr,. hardtop, 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr., hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr. 3-seat Sierra, $3,176.25; 4-dr, 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25. 


EDSEL—Ranger—4-dr. sed., $2,592; 2- 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; hardtop, $3,346. 
Citation—4-dr, hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 

—Roundup—2-dr. "2-neat, $2,876. 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990 
Bermuda—4-dr, 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $107 for station wagons; 
$124 for Fairlane and Fairlane 500; $137 
for Custom 300.) Custom 300—4-dr. sed., 
$2,109; 2-dr. sed., $2,055; business sed., 
$1,967. Fairiame—4-dr. sed., $2,275; 2-dr. 

d., $2,221; 4-dr, hardtop, $2,418.73; 2-dr. 
hardtop, $2,354.12. Fairlane 500—4-dr. sed., 
$2,427.72; 2-dr. sed., $2,373.72; 4-dr. hard- 
top, $2,498.72; 2-dr. hardtop, $2,434.72; 
conv., $2,649.88; retractable hardtop (V-8 
standard), $3,162.69, Station Wagons—2-<r. 
2-seat Ranch Wagon, $2,396.76; 2-dr. 2-seat 
Del Rio Ranch Wagon, $2,503.24; 4-dr. 
2-seat Ranch Wagon, $2,450.76; 4-dr. 2-seat 
Country Sedan, $2,557.24; 4-dr. 3-seat 
Country Sedan, $2,664.24; 4-dr. 3-seat 
$2,793.90. Thunderbird — 
$3,630.85 (V-8 


(TorqueFliite standard on 
Power brakes 


2-dr. 


Country Squire, 
2-dr,. hardtop (4-passenger), 
standard). 
IMPERIAL — Imperial 4-dr. sed., $4,- 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop, 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, a 2-dr. hardtop, $5,388; 
conv., $5,758.50. 
968.50; 4-dr. 


ard on all models.) 


LINCOLN—Capri—4-dr. 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbe-Drive, 
power » Power brakes standard on 
all models.) 


MERCURY—Medalist—4-dr. sed. $2,617; 
2-dr. sed., $2,547, Monterey—4-dr. sed.. 
$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., $3,- 
081. sed 


conv., 
hardtop, $3. S77; Turnpike Cruiser 2-dr. 
hardtop, $3,498. Park Lane—4-dr. hard- 
top, $3,944; 2-dr. hardtop, . $3,867; conv., 
$4,118. Station Wagons— 2- dr, 2-seat Com- 





sed., $4,951; 4-| 





| RL. Polk & Co. 


PACKARD — 4-dr. 
hardtop, $3,262; 4-dr. 
$3,384. Hawk — 2-dr. 


sed., 


ard on all models.) 


$3,212; 
2-seat stat. wag., 

hardtop, 
(Flightomatic and power brakes are stand- 


PLYMOUTH—(Prices are for six-cylinder 
Plaza 4 


$3,995. 


2-dr. 
—2-dr. 

RAM 
sed., $1,789; 


4-dr, sed., 


4-dr. 2-seat stat. wag., $3,350. Bonnevilie 


hardtop, $3,481; conv., $3,586 
BLE American 


— Deluxe 2-¢ ct 


Super 2-dr. 
Deluxe Six—4-dr. sed., $2,047. Super Six-- 


$2,212; 4-dr. 


sed., 


$1,874. 
hardtop, $2,287; 


models. For V-8s, add $107.) -dr. | 4-dr, 2-seat stat. wag., $2,506. Custom Six 
yed., $2,169; 2-dr, sed., $2,117.50; bus. cpe.,| —4-dr. sed., $2,327; 4-dr. 2-seat stat, 
52, 028.25. Savoy—4-dr. sed., $2,304. 75;, 2-| wag., $2,621. Rebel V-8—Super — 4-cir. 
muter, $3,035; 4-dr. 2-seat Commuter,| ur. sed., $2,254.25; 4-dr. ” hardtop, $2,-| sed., $2,342; 4-dr. 2-seat stat. wag., $2, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. | 399.50; 3-dr, hardtop, $2,328.50, Belvedere | 636. Custom — 4-dr. sed., $2,457; 4-cr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- | —4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; | hardtop, $2,532; 4-dr, 2-seat stat. wag., 
ger, $3,635; 4-dr, 2-seat Colony Park, | 4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,-| $2,751. Ambassador — Super — 4-dr. sec., 
$3,775. (Multi-Drive Mere-O-Matic, power | 456.50; conv, (V-8 std.), $2,762, Fury—/| $2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 
steering, power brakes standard on Park | 2-dr. hardtop (V-8 std.), $3,066.50. Sta-| tom—4-dr. sed., $2,732; 4-dr, hardtop, 9 


Lane; Mere-O-Matic standard on Montclair, 


Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr, 
sed., $2,772; 4-dr. 
$2,893; conv., 
wag., ‘$3,284: ” 4-dr. 
2-seat hardtop stat. wag., $3,395. Super RS 
$3,112; 4- dr. hardtop, $3,339; 


$2,837; 2-dr. 
$2,971; 2-dr. 
221; 


—4-dr, sed. 


hardtop, 
4-dr, 2-seat stat. 


2-dr, hardtop, $3,262; conv., 


luxe, $2,431.50; 4-dr. 2-seat Deluxe, $2, 
sed., | 485.50; 2-dr. 2-seat Custom, $2,553.25; STU DEBAKE: 
hardtop, | 4-dr. 2-seat Custom, $2,607; 4-dr. 3-seat 
$3,-| Custom, $2,747; 4-dr. 2-seat Sport, $2,-| wag., $2,055. 


$3,529; 4-dr. 
2-seat hardtop stat. wag., $3, 623. Series 98 


—4-dr. sed., $3,824; 4-dr. hardtop, hoes 
2-dr. hardtop, $4,020; conv. 


away Hydra-Matic. 
brakes standard on Series 98.) 


Truck 


$4,300 
» power steering, power 


759.75; 4-dr. 


2-dr. sed., $2,573; 
2-dr. hardtop, $2,707; conv., 
2-seat stat. wag., $3,019; 4-dr. 


dr, hardtop, $3,210; 2-dr. 





tion Wagons (Suburbans)—2-dr. 2-seat De- 


3-seat Sport, $2,899.75. 
PONTIAC—Chieftain—4-dr, sed., 


wag., $3,088. Super Chief—4-dr. sed., $2, 
Jet- 834; 4-dr. hardtop, $2,961; 2-dr. hardtop, | 352; 
$2,880. Star Chief—4-dr. sed., $3,071; 4-/| $3,282. 


hardtop, $3,122; 


$2,638 ; 
4-dr. hardtop, $2,792; 
$3,019; 4-dr. 
3-seat stat 


822; 


4-dr. 
2-dr. hardtop, 





Cham 


6 — 4-dr. 
$2,253; 2-dr. sed., $2,189. Commander V-8 


New Commercial Car Registrations, 


istrations by states are 

















All States for January, 1958-1957 


sed., 


4-dr, 2- seat stat. wag., $3,026; 4-: 
2-seat hardtop stat. wag., $3, 116, 

R—Scotsman 6—4-dr., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 


sed,, 


sed., 


—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
2-seat Provincial stat. wag., 
President V-8—Classic 4-dr. 
$2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., 
Golden Hawk V-8 2-dr. 
(Overdrive 


$2,644, 
$2,639; 


$2,- 


hardtop, 
standard on Golden 
Hawk. Heater standard on Scotsman.) 
























































32 States Previously ‘58 18| 7497) 95| 1418) 6196; 1870; 3579) ted 172) 378} 625) 559' 22774 
Reported for January _'57| 23) 8653] 128} 1653) 5638) 2320! 3667| __321|_—i533| 9089 359| 24767 
Alabama ‘58 | 303) 3 27) 7 75; s«ttojSts«é88 || 2a —~—“‘<‘aHTt”:C 27 846 
57| | __ 576 1] 28] 225} st 0S 1] 18 4 42 

California ‘58 | 1742) 10 "1622; «281; «420 26| 38) 51; 100 528; 5180 
57 | 2358/ 16 446| 1946} 580]_——519/ 15} 73) 82 173 279| 6487 

Florida 58) | 519) 4 73| +479 116) «177 7 16) 4 66 78| 1639 
57) 1} 666} 8} Zt} S01} 146} 8] 54] 23] Sw 45 27| 1827 

Georgia "58| | 463 | 14! 353 % 95) 10) _ 21; 1015 
57) | 617 17 85; 451 156} 190 42 20; 31 16 5 630 

indiana "58 622 12) 90: «446 110) 288) 34) 35; —Ss«28 27 14) 1706 
‘57 | 588 | 105 393} 132} 290, 24} 60 66 28 ei] 74! 

iowa 58) 369) 10 57| 304 62 243} “|; 9 10 13| 1090 
57) at 338) il 64) 153) 91) 183) 2) i} 6) 13 16 888 

Kansas "58 271 3} 43\ «263 59 131) 3} 6 10 14 10 813 
; ‘57 436) 2 48; 240 60 108 | 4| 12 22 i 943 
Massachusetts 58 1} 130) 40; 148; 50} 14| 2 17 28, «I2| «506 
ae _‘57| \ 209 S| 62|_—s7H}_ 38] tty_—( sé} CSS a 769 
Michigan "58 503 6 134 528 120 16! 20 12 27 37 63! 161! 
aa ‘57 __779\__14|__ 180) 4t|_—177|_—ss|— 22 24 59 32 813 
Minneosta 58) 373) 4 58 295 71 170 2 12 3} —s«17)”'i(ié‘éaCséS 
‘57 385) 9 78| 215 91 191 2| 23 9 24 8 035 

Mississippi "58 | 295) | 17; «163 37 ' 4 7 _ 4 609 
57 370 1 40} 221|_—Ss80|,—Ss 103— 7 9| 5 2| 838 

Missouri ‘ss | 90 | 8} 67 468 190 247) i 12 14 7 16 1630 
, 57 | 75} 88} 445) -223|_—-247/ Q 15 29 7 13 823 
New York "58 25| 636 8| 207 670 219| «590! 66 15) 75| ~=SC«93| Sst) 2045 
“4 i - = 57 20 676| 19) 307; 306} —s 182 340! «40 21 103 160; 98} 2274 
Oregon "58 217 | 33 162 37 um 7 S| 4 103 721 
Salo) 2 57 264 | 4) 49| 178% 135 6 16 17 59 81, 08 
Pennsylvania ‘ss 8 687) 14) 218) 582 164 395) 107 16; 82)S—ti] OS 2509 
57 6 693) 9} 229) 565) St) 308} | 24 50 163 19) 2328 

Texas "S83 2233) —tC«WS 175; «1519 362; «556 48 33). sb 70 4) «5121 
57 | 2231 21 205; 1079} = 397) 560} S73) Ss 22} ~—se8| Ss 3|_—s 23) 4842 

Washington "58 199) | 179) 64) % 3 5 17 55 6i8 
‘57 A 230) 18 91 223 131) 134 io} SB a a 929 

All States "58 62; 17649; «193; 3033) 14616; 3923; 7522/45; 390/810] +=—«1395{ 1930) 52368 
For January ‘57| 50} 20820 308; 3881; 13296' 5175! 7539; 1016 697| _1253|__:1873|_—*1071| ‘56979 


~The information contained in this report has been compiled from official state documents. 


cannot assume any liability by reason of inaccuracies or omissions. 





“—-R. L. Polk & C 


Every reasonable 


precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at — time the report is published. 





New Passenger Car I Registrations, All States for January, 1958- 1957 
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SERVICE STATIONS 





Ordinary vehicles can’t do the job in 


THESE Jeep 4% M 








LOCAL, STATE, AND FEDERAL 
GOVERNMENT AGENCIES 





BUILDING AND ROAD 
CONSTRUCTION CONTRACTORS 


Make more profit! 
Keep more profit! 
with the ‘Jeep’ Vehicle franchise! 


‘Jeep’ dealers are selling 4-wheel drive vehicles for 
specific jobs like those illustrated above —and there 
are hundreds of others in farming, business, public 
utilities, state and municipal governments — where 
only a 4-wheel drive ‘Jeep’ vehicle fits the job and does 
it better than any ordinary truck. As a ‘Jeep’ dealer, 
you can handle ‘Jeep’ vehicles exclusively or as an 
addition to your present line. You can use the same 
facilities for both lines, and with little increase in. 
operating expense, you add substantial profits. 


There’s no “wheeling and dealing” on ‘Jeep’ sales. 
40.2% of all ‘Jeep’ sales are made as “clean deals”. 
Dealers average $447.74 profit per sale, after wash- 
out! Demand for ‘Jeep’ trade-ins keeps prices far 
above book value. Moreover, ‘Jeep’ sales increase 
during bad weather months, give you extra profit on 
parts, service and ‘Jeep’-Approved equipment long 
after the original sale. Get all the facts! Just fill out 
and mail this coupon: 





BUSINESS 


-.» AND EVERYONE WHO NEEDS A 
DEPENDABLE SERVICE VEHICLE 


Tune in “MAVERICK” —ABC-TV every Sunday Night! DEALER FRANCHISE DEPARTMENT 619 


Willys Motors, Inc., Toledo 1, Ohio 


i 1 

1 | 

| a Yes, without obligation, I’m interested in learning the detailed facts 
4-WHEEL DRIVE VEHICLES . about the ‘Jeep’ family franchise. 

KEEP AMERICA ON THE MOVE | NAME 
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| I 
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MOTORS BUSINESS __—_________. POSITION 
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Special Events Sell Cars, Medow Finds... 





Every Month, a New Promotion 


local restaurant, theater tickets for| was brought in from a restaurant 


By Leslie E. Dunkin 
Staff Correspondent 

SOUTH BEND.—A steady promo- 
tional program built around a ma- 
jor event each month has spurred 
both new and used-car sales for 
Ben Medow Dodge-Plymouth. 

About $100,000 is spent each 
year on advertising which in- 
cludes newspaper, radio and TV. 
This comes to about $71 per car 
sold. 

Radio and TV are used six nights 
a week with one of the TV pro- 
grams being the sponsorship of fea- 
ture films. The firm also uses these 
programs to cooperate in advertis- 
ing various community enterprises. 

The period between Christmas 
and New Year’s formerly was one 
of the slowest of the year, accord- 
ing to Harold Medow, a son of the 
dealer, but the use of a 36-hour 
Sell-a-thon has made December one 
of the strongest months rather than 
the weakest. 

“Not only does it give us pub- 
licity,” Harold said, “but it sells a 
lot of cars and stimulates the sales 
department.” 

Features of the sale are free cof- 
fee and doughnuts, an offer of $100 
if a salesman is found asleep, on-| 
the-spot financing and immediate | 
delivery. 

In this promotion, about 150 
radio spots are used, and the TV 
schedule is stepped up. New and | 
used cars are included, but the 
new ones sell faster. 

January features a warehouse 
clearance to get rid of the used | 
cars taken in during the Sell-a-thon. | 
Ben Medow called last January's) 
sale “fantastic,” and said the key | 
was honest advertising. New-car | 
salesmen were called in to help the | 
regular used-car force. 

“The Boss Is Away” sale was| 
used last February when Ben and 
Harold were attending a conven-| 
tion and left a younger son, Donald, | 
in charge. 

For March a “$500 Over Book} 
Value” theme was used. The year | 
before, they used a double-book- 
value theme but the $500 offer 
brought better results because it 
was more specific, according to Ben 
Medow. 

Used cars got the major promo- 
tion in April with the theme, “Got | 
My Goat!” This was on old one 
which has been used many times 
before. 

“I used to drive the goat through | 
town when I was a kid,” Harold 
said. They still drive the goat until 
they are asked not to, and it is con- 
sidered a good attention-getter. 

A second April promotion was the | 
Leadership Sale in which new cars, 
a radio and undercoating were of-| 
fered free with each new car. Chil-| 
dren were given tickets to a circus | 
in town at the time. 

In May, the dealership gave away | 
a fur stole with each new car. This 
created good traffic and sold some 
cars, but Ben Medow said it was 
not as successful as some. 

The general feeling was that no | 
company could give away a really | 
good fur with a car. Medow said 
that while they were not mink, they 
were still good furs. 

With the “fur” sale not develop- 
ing, Medow switched to Wheel and 
Deal Days with the announcer for 
the company’s TV program in the 
showroom. Results were very satis- 
factory. 

The warehouse sale was re- 
peated without calling it that. 
This was staged on the used-car 
lot rather than in a warehouse. 

June had several promotions 

rather than one major event. It 
started with “Ben Medow” Is Giv- 
ing His Shirt Away!” which was a 
twist on the $500-over-the-book sale. 
Shirts were hung in the windows 
and used in the ads. . 

Called “one of the finest promo- 
tions we have ever had” was the 
Birthday For Ben Medow. It was 
his 60th birthday and a huge cake 
brought out the theme. Ad copy 
read, “We're slicing the cake— 
prices—profits.” 

The cake was served for two 
weeks. It was a monumental affair 
66 inches high with only the bottom 
layer really cake. A fresh cake was 
inserted each day. 

“One of the best used-car promo- 
tions we have ever had” was the 
way Ben Medow described the late 
June event. With each ’55 or '56 car, 
the firm gave a dinner for two ata 














two and a Lawrence Welk long- 
play record album. 

A July event was a goodwill 
promotion for the Air Force. A 
model of the Air Force’s super- 
sonic F-100 Sabre Jet was dis- 
played in the showroom and used 
in the ads. 

That month also saw the “Christ- 
mas in July Giant Allowance Sale.” 
Ad copy listed actual sales, showing 
what had been given on tradeins, 
and records were shown to custom- 
ers. All repeat ads had a changed 
list showing latest allowances given. 

August found a small circus oper- 
ating on the Medow used-car lot. 
This was a more or less public re- 
lations project because it appealed 
to the children, Ben Medow said. 
Some used cars were sold because 
parents looked around while there. 
He termed it “satisfactory.” 

August was the first time during 
the year that the firm carried prices 
of new cars in its ads. 

Another excellent promotion was 
the September Pizzarama. The pizza 








on the road! 


ca a se Now you can sell one line of radios... Motorola...to custom-fit most any car on the road! 


New cars, used cars, sports cars, foreign cars, trucks, even boats 











and baked in an oven set up in the m 
showroom. Ad copy theme was, “Get Ww 
the Hottest Deals on the Hottest he 
Car.” This was followed by a Pizza- 
rama Clearance of the used cars Ce 
taken in. 
The Piekle Sale led promotions 0 
in October. Free jars of pickles, 
supplied by a canning company la 
named in the ad; were given away. Li 
This giveaway had been used suc- ha 
cessfully before. M 
The theme of the ad copy was | 
“We bought too many 1957 Dodges of 
and Plymouths. You can profit by ha 
our mistakes.” The canning com- Ce 
pany was so pleased with the co-| & ve ae) 
operative deal that it offered to _ agree ; gle , 
repeat. | ao a 
The last half of October brought Pizzarama Boosts Showroom Traffiic— Cr 
the “Greatest Sale” with “Time To| 4A Pizzarama was one of the many promotions staged this year by Ben Medow di: 


Talk Turkey” the theme. | Bodge-Plymouth, South Bend. The pizza was baked in an oven in the showroom, and 
Ben Medow advocates keeping a/ Dealer Ben Medow (in cap and apron) helped serve it to visitors. Medow’s firm holds 
scrapbook of all ads so that various | at least.one special event each month, and he says they are excellent sales buildres. 
promotions can be evaluated, and | ; a 7 at : 
then eliminated or repeated either | slant. He also finds it good to co-|of stage, screen, TV or radio to 


in the same way or with a different | operate with people who bring stars | town, 





Only Motorola 


custom-tfit 





.. you can fit them all with Motorola Car Radios 





More to enjoy—More to sell 
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Auto Personnel 


Edward S. Hoke has been pro- 
moted to assistant manager of 
White Motor’s central region, with 
headquarters in Chicago. 

+ a + 


Coll Appointed Director 


Of L-M Sales in Cleveland 


E F. Coll has been named Cleve- 
land district sales manager for the 
Lincoln and Mercury division. Coll 
had been district sales manager for 
Mercury. 

Duncan Ross, formerly manager 
of the Lincoln district sales office, 
has been appointed assistant to 
Coll. 

Monarch Names Hough 


Monarch Rubber Co. has set up 
a Midwest district sales office in 
Chicago and named Bert S, Hough 
district manager. 


* * + 


Allen Succeeds Ratcliffe 


W. H. Allen is the new district 
sales manager in Seattle for Lin- 
coln and Mercury. He succeeds E. 





ferred to a similar assignment in 
Minneapolis. 
* + + 
Webster Joins Lumite 
Theodore Webster has been 
named sales representative for up- 
holstery fabrics in the Eastern Sea- 
board area for the Lumite division 
of Chicopee Mills, Inc. 
= + * 


Sawyer to Direct Sales 


Charles H. Sawyer has been 
appointed sales coordinator for 


sion of B. F. Goodrich Tire Co, He 
joined Goodrich in 1937 as a budget 
manager for Associated Lines, 

. * = 
Newmarker Is Appointed 
Diamond T Quality Chief 

Fred Newmarker has been named 
to the newly created post of direc- 
tor of quality control for Diamond 
T Motor Car Co. 

For the last 10 years, he has 
been field inspector for Diamond 
T in 11 western states and western 
Canada. 


* * > 


Chrysler Names Ditursi 


Regional Sales Manager 
Chrysler Corp. has named W. F. 


polyvinyl chloride products by Ditursi manager of sales in South- 


Jomac, Inc. He was formerly pres- 
ident of Sawyer Safety Products 
Co., Port Chester, N. Y. 

= = = 


Chevrolet Appoints Price 
Chevrolet has named Walter A. 
Price assistant manager of its 
Houston zone. 
= * = 
Goodrich Ups Childress 
William E, Childress has been 
named Atlanta district field man- 


ern California, Southern Nevada 
and Arizona. 
* * + 


Cadillac Picks Hubacker 

Elmer R. Hubacker has been 
named sales manager of the Los 
Angeles factory branch of Cadillac. 

= * + 
Hertz Ups Stieglitz 

Ronald M. Stieglitz has been 
named manager of the New York 
headquarters of Hertz American 


R. Ratcliffe, who has been trans-!ager for the Associated Lines divi-| Express International, Ltd., which 








will conduct car-rental operations 
outside the continental U. S. Stieg- 
litz joined Hertz in 1956. 


* * * 


Cook Named Coordinator 


Of Dow Automotive Units 

Arthur B. Cook has been named 
coordinator of automotive equip- 
ment by Dow Chemical Co. He 
has directed the 
sales fleet since 
1947. 

He will continue 
to handle the 
sales units and 
take over admin- 
istration of other 
cars assigned to 
personnel in Mid- 
land, Mich., and 
elsewhere. He also 
will supervise car 
operations for 
three Dow divisions: Dobeckmun 
Co., Cleveland; James River divi- 
sion, Lee Hall, Va, and Allyn’s 
Point division, Gales Ferry, Conn. 

* + a 


Tooze Appointed Manager 
Of Reo Sales in Detroit 


Lloyd J. Tooze has been ap- 
pointed manager of Reo’s Detroit 
district sales office. He had been 





Car Radios 
most cars 


More models, more flexibility, more sizes than ever make this 
the most complete transistor-powered car radio line in 30 years! 


Here’s the greatest flexibility ever built into a car radio 
line—and it makes Motorola installations faster and 
easier to handle than ever before. 

There are other exciting Motorola advances, too. Tran- 
sistor-powered packs are smaller. You find a new reverse 
polarity set that operates on any 12-volt negative or 
positive system. There’s even a model with movable 
tuning shafts that fits the dash holes of most cars. 


line. 


distributor right away. 


And that’s not all! Right down the line Motorola car 
radios are built with famous Motorola quality you won’t 
find in any other car radio. (Example: Motorola’s trouble- 
free Golden Heart transistor-powered chassis.) 

Just think! You can make an extra profit on eve 
car installation you sell by handling the sotezels 


Why not get all the facts? See your Motorola 





These exclusive Motorola features give you more to sell! 





Golden Heart That Never 
Wears Out powers al! Motor- 
ola transistor sets. One miracle 
transistor replaces 20 parts 
which cause more than 75% of 
set failure. Cuts battery drain 
50%. Model GV700. 


rae 





New Push-Pull Audio Out- 
put Stage amplifies signal and 
supplies more power to speaker 
with less distortion. Results in. 
richer, clearer hi-fi like sound. 
Actually supplies twice as much 
power as single-end type. 





Adjustable Shaft Centers of 
this compact transistor-pow- 
ered set move inward and out- 
ward on a horizontal plane to 
fit dash holes. Eliminates extra 
sets and parts. Now, one model 
fits many cars. Model 8AX. 


there is a signal present. Keeps 
station volume constant. No 
fiddling with fine tuning. 


New compact Motorola Car radio display board— 
The lowest priced salesman a dealer ever had! 


Get it now from your Motorola distributor! 


World's Largest Exclusive Electronics Manufacturer 





New Reverse Ra- 
dies for either 12-volt positive 
or negative ground systems. 
Makes i F 


simple and 


foolproof. No soldering or tools. 
Just reverse the plug to reverse 
the ground. 


MOTOROLA 


a@ salesman at the Detroit branch. 
Before joining Reo, he was with 


the Toronto Tra ion Com- 
mission and a Detroit automotive 
firm as a truck salesman. 

* + = 


Universal CIT Promotes 


Bachman, Moves Schnaufer 
Universal CIT Credit Corp. has 

appointed Peter E. Schnaufer head 

of its Cleveland division, succeed- 

ing the late T. M. McKinney. 
Richard A. Bachman has been 

promoted to succeed Schnaufer as 

head of the Aurora (Ill) division. 

* os a 


Chrysler Promotes Cox, 


Hall to Eastern Sales Posts 


Raymond T. Cox has been ap- 
pointed used-car vehicle manager 
for the Eastern area of Chrysler 
Corp.’s automotive marketing or- 
ganization. He will direct used-car 
merchandising programs in 13 
states. 

Cox succeeds Robert L. Hall jr. 
who has been named assistant 
Chrysler regional sales manager 
in the New York zone office of 
Chrysler Corp.’s automotive group 
marketing organization. 

= > > 


Fetta to Supervise Sales 


Of Imperial in 10 States 


A. M. Fetta has been named 
Western area Imperial manager by 
Chrysler Corp. He has been Chrys- 
ler regional manager in Los An- 
geles. 

He will supervise Imperial sales 
in 10 Western states. He joined 
Chrysler 10 years ago as a Chrys- 
ler district manager in Seattle. 

7 . > 


Davey Promotes Flora 
C. E. Flora has been named man- 
ager of industrial sales of Davey 
Compressor Co., Kent, O. Prior to 
joining Davey, Flora was with 
Binks Mfg. Co., Chicago. 
> > > 


Goodyear Honors Miller 
Richard G. Miller, manager of 
Goodyear’s Oklahoma City sales 
district, has received a gold service 
pin for 20 years with the firm. 
> * > 


Old Timers Pick Behne 
John Behne, manager of 
Saunders Rent-A-Car System, 
been elected president of the Cin- 
cinnati Automotive Old Timers. 
Other officers are: Paul C. Drees, 
Kroger Co., first vice-president; 
Tom Robinson, Aston Welding Co., 
secretary-treasurer, and Harry 
Ragor, Auto Tops & Seat Covers, 
second vice-president. 


DeVilbiss Transfers Bohon, 


Names Fulton Coast Chief 

D. L. Bohon has been transferred 
from regional sales manager for 
the West Coast to the home-office 
sales department of DeVilbiss Co. 
in Toledo. 

He will be replaced by George W. 
Fulton, who joined the firm in 1946. 
Bohon joined DeVilbiss as a sales- 
man in 1939 and became West Coast 
manager in 1953. 

7 


Goodyear Appoints Miles 

Trade Sales Vice-President 
O. E. Miles has been appointed 

trade sales vice-president for the 


tire division of Goodyear Tire & 
Rubber Co, 


top- 
level division 
changes, R. W. 





0. E, Miles 
A. Lewin, manager, dealer depart- 


ment, move into newly-created 
positions as assistants to the trade 
sales vice-president, and C. W. 
Thorp, manager, western region, 
was appointed marketing manager, 
tire division. 

: a 


. 
Dorry and Sisk Join 


Reynolds & Reynolds 

George E. Dorry jr. and George 
W. Sisk have joined Reynolds & 
—— Co. as sales representa- 

ves. 

Dorry, formerly affiliated with a 
manufacturer of business account- 


ing machines, will work out of the 
(Continued on Page 66, Col. 1) 
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Auto Personnel 





(Continued from Page 65) 


New York district sales office. Sisk, 
who represented another manufac- 
turer of business forms and sys- 
tems, will head the Nashville dis- 
trict sales office. 


* Ad * 


Beck a Vice-President 


A. W. Beck has been appointed 
marketing vice-president for 
Robertshaw-Fulton Controls Co., 
Richmond, me 


Gabriel Sedans Hood 


Robert T. Hood has been elected 
treasurer and controller of Gabriel 
Co. Hood joined the company in 
1955 as plant manager of the Ward 
Products division. He was appointed 
controller in 1956. 

> > * 


Correa Joins ACF 


Election of Henry A. Correa as 
vice-president for foreign opera- 
tions of ACF Industries, Inc., is 
announced by William T. Taylor, 


chairman of the board. Associated 
with Bendix Aviation Corp. since 
1945, Correa most recently was 
aviation sales manager for its 
International division. 

* + + 


Tracy Quits Top Post 


At Ward LaFrance 

F. Norman Tracy has resigned 
as president of Ward LaFrance 
Truck Corp. Tracy said he is 
accepting another position. 

Tracy had been president since 
March, 1957, when he succeeded 
Joseph G. Grossman, who retired. 
Previous to his promotion, he had 
been general manager for three 
years. 

* * * 


Thomas, Meek Are Elected 


Firestone Vice-Presidents 

Two new vice-presidents have 
been elected by the board of Fire- 
stone Tire & Rubber Co. 


titles of vice-president, secretary 
and general counsel. Joseph A. 
Meek, former director of industrial 
relations, was named production 
vice-president. 

* + ca 


Taylor Elected by IRC 
Edward P. Taylor has been 
elected treasurer of Industrial 
Rayon Corp. He previously served 
as secretary-treasurer and director 
of Twin Coach Co. 


Howard Seine Sales Chief 


Forbes Howard has been ap- 
pointed sales manager of the 
Ainsworth - Precision Castings di- 
vision, Harsco Corp. He formerly 
was with United Carr Fastener 
Corp. and New Devices Corp. 

+. + . 

O'Connell to Pittsburgh 

John J. O’Connell has been ap- 
pointed manager of passenger tire 
sales for General Tire & Rubber 
Co.’s Pittsburgh division. Prior to 
his new assignment, he was Buffalo 
territory manager. 

> = + 
Benedict, Milton Named 


Clarence C. Benedict has been 
appointed comptroller of Chrysler 


Joseph Thomas now holds the|division and Donald A. Milton 


DESTRUCTIVE TEST SHOWS 


AY 


- 
'~ ACCURACY of 


HOLMES 


A Cr 


Method used to determine exact capabilities of each 
HOLMES Wrecker Model. 





Set up with hydraulic dynamometer in place to record 
strength of Wrecker and parts. 


comptroller of the Stamping di- 
vision of Chrysler Corp. Benedict 
joined Chrysler Corp. last May. 
Milton joined Chrysler Corp. in 


1950. 
* * *# 


Burns Promoted 


Robert F. Burns jr. has been 
named merchandising manager of 
tires, batteries and accessories for 
Wilshire Products, Inc., Los An- 
geles. 

+ * * 


Sugrue Joins Ford Deal 

J. Leo Sugrue, former Washing- 
ton car dealer and automobile edi- 
tor, has been named sales manager 
of Academy Garage, Inc., Laurel, 


Md., the oldest Ford dealership in| 4 


Prince Geseges County. 
MoClarren Nema’ 


James D. McClarran has been 
appointed sales representative in 
the Buffalo area for Rubbermaid, 


Inc. 
+ 


* * 
AC Shifts Four Officials 
In Sales, Merchandising 
Four sales and merchandising 
changes have been announced by 


AC Spark Plug. They are: 
J. Patrick Kane, Detroit regional 





HOLMES 525 Model shown mounted ready for testing 
with power from truck engine. 





Under load dynamometer shows actual weight 
(12,000 pounds) on Wrecker and boom. 


only HOLMES offers such a STANDARD of QUALITY 


There’s NO guess 


work in the development of 


HOLMES Wrecker Equipment. Every step in the proc- 
ess of designing and manufacturing is scientifically 
tested for maximum efficiency and safety. To obtain 
accurate information on product designs, materials used, 
construction of parts and assembly, HOLMES has built 
its own Equipment — a huge 100,000 pound Hydraulic 
Dynamometer “Test-Pit.” Through exhaustive tests 
with this machine, HOLMES’ Engineers can accurately 
check each working part and establish honest, conserva- 


HOLMES 525 MODEL — A 
12 
WRECKER with a rated 
capacity of 12,000 Ibs. per 
boom. (Note above test.) 
Designed with long range 
of operation for handling 
a wide variety of work, in- 
cluding all cars and aver- 
age trucks. Write Factory 
today for full details. 


moderate size 


ton 


tive capacity ratings that afford the user an added factor 


of safety. 


From each production run of 300 to 500 wreckers, 
units are taken at random and tested to destruction. By 
continued, periodic testing, the ultimate strength of each 
wrecker model is established and maintained. It is this 
high standard of built-in quality that gives HOLMES 
equipment its extra strength and safety — its unequaled 
performance and universal endorsement which has made 
HOLMES the world’s most widely used WRECKER. 
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manager, to director of specialized 
marketing; George R. Work, gen- 
eral merchandising manager, to 
Detroit regional manager; Willis J. 
Oldfield, assistant general merchan- 
dising manager, to director of ad- 
vertising and promotion, and A. 
S. Holmes, director of national ac- 
counts, to special assignment on 
the staff of E. H. Francois, general 
sales manager, replacement sales. 
+ * + 


Eaton Heater Division 


Names General Manager 


R. F. Gamundi, assistant to the 
general manager of the heater divi- 
sion, Eaton Mfg. Co., Cleveland, has 
been promoted to 
division general 
manager. He suc- 
ceeds William A. 
Mattie, who was 
elected Eaton ad- 
ministrative vice- 
president. 

Gamundi joined 
Eaton’s central 
research division 
as design engi- 
neer in 1948. He 
was promoted to 
chief design engineer in 1950, super- 
intendent of the heater division in 
1953 and became assistant to the 


general manager in 1955. 
* * * 


Scovill’s Schrader Division 


Promotes Four Executives 


The Schrader division, Scovill 
Mfg. Co., Inc. New York, an- 
nounced the promotion of four 
executives. They are: 

Russell C. Flood, to general op- 
erations manager; Robert Rounds, 
to works manager; William Hacke- 
mann, manufacturing superintend- 
ent, and Charles Passaggio, to chief 
engineer, industrial products. 

+ + > 


R. F. Gamundi 


| Timken Roller Bearing 


Promotes Hall, Renner 

R. P. Hall, former manager of 
Timken Roller Bearing Co.’s At- 
lanta office, has been appointed as- 
sistant bearing-sales manager of 


| the Service-Sales division, 


H. C. Renner, former salesman 


|in the Tampa, Fla., area has been 


named branch manager in Atlanta. 
Hall joined Timken in 1939 and 
Renner in 1946. 

> = > 


American Bosch Appoints 


Specialty Sales Manager 


John R. O'Donnell has been ap- 
pointed specialty sales manager of 
American Bosch 
division, Ameri- 
can Bosch Arma 
Corp., Springfield, 
Mass 


Thomas J. 
Kiely, a veteran 
American Bosch 
field engineer 
previously at- 
tached to the 
Chicago regional 
office, has been 
appointed to suc- 
ceed O’Donnell as 





4. R. O'Donnell 
Cleveland re- 
gional office manager. 

7. * > 


Huppower Names Walter 


In Market Research 


Huppower division, Hupp Corp. 
has appointed William H. Walter 
manager of a new market research 
department. 

In addition to automotive heaters, 
Huppower makes electric regula- 
tors for automobile windows and 
installation supplies for air condi- 
tioning, plumbing, heating and 
sprinkler systems. 

7 = 


* 
Church Named President 
Of Young’s Canadian Unit 

Charles W. Corben, president of 
Young Spring & Wire Corp. of Can- 
ada, Ltd., has announced the ap 
pointment of P. E. Church as presi- 
dent and general manager of the 
company’s Canadian automotive 
trim division at Ajax, Ont. 

Before its acquisition by Young 
last December, the Ajax plant was 
operated by Canadian Automotive 
Trim, Ltd. a subsidiary of Na- 
tional Automotive Fibres, Inc., De- 
troit. Church also was president 
under the former ownership. 

~ * * 


Rinshed-Mason Names 


Atkinson to Staff Post 


Everett W. Atkinson has joined 
the sales-engineering staff of 
Rinshed-Mason Co., manufacturers 


of automotive and industrial 
(Continued on Page 68, Col, 1) 
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finishes. The main plant is in De- 
troit, with other operations at Ana- 
heim, Calif. and Windsor, Ont. 

Atkinson has had over 23 years 
of paint supervisory experience 
with two leading mobile home 
builders. 

a. * + 

Gill Shifted by GM Unit 

Burdette V. Gill jr. has been 
named manager of the Oklahoma 
City branch of Motors Insurance 
Corp. He had headed the GM in- 
surance subsidiary’s branch in 
Washington, 


* * * 


White Promotes Mesick 
Herman H. Mesick has been ap- 
pointed manager of the Southern 
California-Arizona territory for 
White Motor Co. He had been as- 
sistant to P. E. Tobin, sales vice- 
president. 
7 = * 
Dodge Promotes Peter 


John A. Peter has been named 
Dodge regional manager in Minne- 


who was transferred to Chicago as 
DeSoto regional manager. Peter 
formerly was assistant regional 
manager for Dodge in St. Louis. 

> * * 


|7 District Sales Chiefs 
| Named by Thor Power Tool 


Appointment of seven district 
sales managers has been announced 
by Thor Power Tool Co. They are: 

Walter B. Smith, Milwaukee; 
| Theodore E. Vocker, St. Louis; 
| Harry L. Groves, Houston; Martin 
A. Bertram, Cincinnati; Samuel P. 
Gartland, Boston; Thomas J. Mur- 
phy, Buffalo, and James Q. Golden, 
Atlanta. 


* > ad 


DeSoto Names Roget 


Earl Roget has been appointed 
DeSoto district manager for the 
San Joaquin Valley-Coast district. 

* + * 


Anderson, DeRose Named 


Lee Rubber & Tire Corp., Consho- 
hocken, Pa, has appointed James 





apolis, replacing Garman G, Woker,| C. Anderson a sales representative 





for its Louisville branch, and 
Charles P. DeRose jr., acting man- 
ager of the Buffalo branch. 

> * 


* 


Camp Joins Avis in West 
James F. Camp jr., has been 
named Rocky Mountain regional 
representative for Avis Rent-A-Car 
System. He has been in the car- 
rental business in Colorado. 
* * * 


Superior Coach Appoints 


Blauvelt Vice-President 


Charles D. Blauvelt, former direc- 
tor of the foreign division, has 
been appointed vice-president of 
Superior Coach Corp., Lima, O. He 
will continue to head the foreign 
division. 

J. H. Shields, Superior president, 
said headquarters of the foreign di- 
vision have been transferred from 
Kosciusko, Miss., to Superior’s 
main administrative offices in Lima. 

> + = 


Kerman Named to Assist 


Trans Continental President 


Louis Kerman has been appointed 
assistant to the president of Trans 
Continental Industries. 

Kerman, 51, had been top fleet 
sales representative for Fruehauf 
Trailer Co., with whom he was as- 
sociated for 19 years. He also is 








special consultant on major fleets 
for the Central Motor Freight 


Assn. 
= + * 


Amalie Appoints Brown 
Baltimore Sales Manager 


John J. Brown has been ap- 
pointed Baltimore district sales 
manager for the 
Amaline division, 
L. Sonneborn 
Sons, Inc., Frank- 
lin, Pa. He had 
been a sales rep- 
resentative 
in New England. 

Brown will di- 
rect Amalie oil 
and lubricant 
sales in Mary- 
land, District of 
Columbia, North 


4, 3, Brown 
and South Carolina, Virginia and 


Eastern Pennsylvania. 
- = + 


GM of Canada Promotes 


Reddoch and Stapleton 


Appointment of R. B. Reddoch to 
the president’s staff and A. G. 
Stapleton to personnel director has 
been announced by General Motors 
of Canada, Ltd. 

Reddoch joined GM in 1928 and 
had been industrial relations man- 
ager since 1940. Stapleton has been 
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@ member of the industrial rela- 
tions staff since 1950. He had been 
assistant director of industrial re- 
lations since 1956. 

= = = 


Discoe, McIntyre Promoted 
Edward Discoe has been pro- 
moted to works manager and 
Matthew Mcintyre succeeds him as 
tooling manager of McCulloch 
Motors Corp., Los Angeles. Discoe 
joined McCulloch in 1950 and Mc- 
Intyre in 1957. 
Ed 


Warner Auto Manager 
A. John Ward has been named 
manager of the Automotive Prod- 
ucts division of Warner Electric 
Brake & Clutch Co., Beloit, Wis. 


Fisher Heads Atkins Saw 


Frank G. Fisher, formerly vice- 
president and general manager of 
Rheem Automotive Co., Fullerton, 
Calif.. has been appointed pres- 
ident and general manager of the 
Atkins Saw division of Borg- 
Warner Corp., Indianapolis. 


> + = 
Forster Succeeds Herman 


As Vickers President 


J. Frank Forster has been ap- 
pointed president of Vickers Inc., 
Detroit, a division of Sperry Rand 
Corp. He succeeds 7 
Kenneth R. Her- , 
man, who has 
been elected 


executive vice- 
president of 
Sperry Rand. 


Forster came to 
Vickers as treas- 
urer in 1941 and 
was made vice- 
president and as- 
sistant general 
manager in 1949; 
early last year he became executive 
vice-president. Prior to joining 
Vickers, he was production plan- 
ning manager for the Sperry Gyro- 
scope Co. 





4. F. Forster 


Champion Names Fesser 

Ivan L. Fesser, of Hillsboro, II, 
has been appointed special repre- 
sentative for Champion Spark Plug 
Co. and will serve as a liaison be- 
tween Champion and the major oil 
companies in the Eastern U. &. 
Fesser joined Champion in 1953 and 
has been a Midwest field repre- 
sentative. 

> > > 

Firestone Names Brentlinger 


San Francisco Manager 

J. W. Brentlinger, former assist- 
ant manager of Firestone Tire & 
Rubber Co.’s Los 
Angeles district, 
has been named 
manager of the 
firm’s San Fran- 
cisco district. 

Brentlinger, 4 
25-year veteran 
with Firestone, 
will supervise all 
sales activity in 
the port city. He 
succeeds J. 
Henderson who 


4. W. Brentiiager 
was transferred into manufacturers 
sales. 


Fruehauf Names Cowdy, 


Bell to Head Branches 


Harold Gowdy has been appointed 
manager of Fruehauf Trailer Co.'s 
branch in Memphis, and Hilary T. 
Bell has been named to succeed 
him as Louisville branch manager. 

Gowdy has been with Fruehauf 
since 1947, and Bell joined the 
company in 1953. 


AP Parts Names Kirschner 


Manager of New Region 

Robert C. Kirschner has been 
named manager of the new North 
Central region of AP Parts Corp. 
His headquarters 
will be in Cleve- 
land. 

Kirschner, who 
joined AP in 1950 
as aterritory 
representa- 
tive was elevated 
to his new post 
from territory 
manager, a posi- 
tion he had held : 
since 1953. He ‘ 
entered the auto- ™ ©- Mirschner 
motive field in 1946 with Fram 
Filter Corp., where he served as & 

(Continued on Page 70, Col, 1) 
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sales representative and later as 
assistant advertising manager. 
+ o > 


B-O-P Appoints Biggs 
Andrew W. Biggs has been ap- 
pointed resident comptroller of the 
Buick-Oldsmobile-Pontiac assembly 
division plant in Atlanta. 
> + as 


Smith Retires at Ford 


R. Dean Smith, traffic department 
manager at Ford division’s Kansas 
City assembly plant for the last 
40 years, has retired after nearly 45 
years’ service with Ford. Smith 
joined the company as a stenog- 
rapher at the old Ford Kansas 
City assembly plant on Sept. 2, 1913. 

. * * 


Backstrand Named to Board 


Pittsburgh Plate Glass Co. has 
announced the election of Clifford 
J. Backstrand as a member of the 
board. He succeeds Richard B. 
Tucker, who resigned. Backstrand 
is president of Armstrong Cork Co. 

> > > 


U. S. Rubber Names Cobb 


To Head Detroit Tire Plant 


Frank A. Cobb has been named 
manager of the Detroit tire plant 
of United States Rubber Co. 

Cobb, former manager of the 
Eau Claire (Wis.) plant, succeeds 
Harold E. Weigold, who has been 
made assistant to the division’s 
production manager. 

> > 


> 
Sadoff Quits Airtex 

Ben Sadoff has resigned as pres- 
ident of Airtex Products, Inc., Fair- 
field, Ill., and will henceworth de- 
vote his time to his duties as 
chairman of the board of Wells 
Mfg. Corp., Fond du Lac, Wis. 

> 


Plymouth Ups Thomas 
Joseph D. Thomas has been ap- 





pointed assistant divisional comp- 
troller of Plymouth. He joined 
Chrysler Corp. in 1954 as section 
supervisor of the price analysis 
department. 


* * 


Jaycee Chemical Elects 
Walter B. Dundon jr., formerly 
assistant to the president, has been 
elected vice-president of Jaycee 
Chemical Corp., Northford, Conn. 
Robert G. Reinwald continues as 


New Vehicles 
Reported in Soviet 


And Red China 


DETROIT. — Communist nations 
have jumped into the auto busi- 
ness in a big way, according to 
reports received here. 

Russians say they have started 
experimental production of a new 
four-seater which delivers 60 to 
75 miles per gallon at speeds up 
to 88 m.p.h. 

The car is said to have as a 
companion a small truck, which 
reportedly can carry about a ton 
of payload at speeds over 60 m.p.h. 





| with similar fuel economy. 


The vehicles are said to have a 
twin-cylinder, air-cooled engine of 
new design and a frame of light 
molded metal, bolted together. 

The Red Chinese, meanwhile, 
said they have started design of a 


new six-seat passenger auto to be|/ 


built in a Manchurian factory. 


The Chinese said they have been } 


testing such makes as Mercedes- 
Benz, Simca, British Ford and 
Skoda and hope to get into pro- 
duction in about four years. 

Russian specialists reportedly 
have been helping the Chinese with 
their motor-vehicle industry. 
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president; Winfield Roeder as 
treasurer, and Edward J. Brennan 
as secretary. 

+ aa * 


Hardesty, McCarty Named 


V-Ps by Black & Decker 


J. Early Hardesty has been 
elected vice-president and treas- 
urer of Black & Decker Mfg. Co., 
and George W. McCarty has been 
named research and development 
vice-president. 

Prior to their promotions, Har- 
desty was treasurer and McCarty 
chief engineer. Hardesty joined 
Black & Decker in 1954 and Mc- 
Carty in 1946. 

= 


* * 


Worthing Succeeds Small 


Frank W. Worthing has been 
named manager of the Philadelphia 
branch of Motor Insurance Corp. 
He succeeds Alfred B. Small jr., 
who has been appointed regional 


manager in the Baltimore office. 
+ * = 


Pennsylvania Tire Names 


Schmidt, Hargrave, Athy 


Frank G. Schmidt has been 
named manager of the central divi- 
sion of Pennsylvania Tire Co. His 
headquarters will be in Clinton, Ia. 

Pennsylvania also appointed 
Donald R. Hargrave as manager of 
sales in Arkansas and Robert B. 
Athy as territory manager for parts 


of Illinois and Missouri. 
= = * 


National Machine Products 


| Elects Chambers President 


M. A. Chambers has been elected 
president of National Machine 
Products Co., Utica, Mich. He 
succeeds John L. 
Cook, who has re- 
tired. 

Chambers 
moves up from 
the post of vice- 
president and 
general manager, 
most recent of a 
number of execu- 
tive positions he 
has held since 
coming with the 
firm in 1942. In 
addition to his new responsibilities, 
Chambers will continue to serve as 


general manager of the company. 
> > > 





M. A. Chambers 


Two Arvin Buyers 
Clyde C. Carter has been pro- 
moted to material parts purchaser 
in Arvin Industries’ Automotive di- 
vision. John J. Sutherland, formerly 
an expediter, has replaced Carter 
as a buyer in the supply depart- 
ment. 
> > > 
Sprague Appoints Loveland 
Sprague Devices, Inc., Michigan 
City, Ind. has announced the ap- 
pointment of E. B. Loveland as 
sales representative in Ohio, Ken- 
tucky, West Virginia and Western 
Pennsylvania. He had been with 
Twin Coach Co. in sales and ad- 
ministrative capacities. 
> > > 


Yale & Towne Unit Promotes 


Jander, Murray and Kemp 

Louis W. dander has been pro- 
moted from Eastern regional sales 
manager to assistant general sales 
manager of Yale Materials Han- 
dling division, Yale & Towne Mfg. 
Co 


Joseph J. Murray, New York 
sales and service branch manager, 
has been named national accounts 
sales manager and Neal J. Kemp 
has been appointed manager of the 
Detroit branch. 

> ” > 
Pautke Joins Dana 

William P. Pautke has joined 
the headquarters staff of Dana 
Corp. as a sales engineer. He had 
been a diesel field engineer for 
Fairbanks-Morse. 


Chevrolet Shifts Lundstrum 


R. V. Landstrum, district man- 
ager of Chevrolet’s Portland zone, 
has been transferred to the Oak- 
land zone. Roger VanWinkle suc- 
ceeds Lundstrum. 

- = * 


Cadillac Names Wittman 
Rudy Wittman is the new service 





Sales Winner— 


Walt Kay, center, salesman for Down- 
town Chevrolet, Cleveland, receives a 
Chevrolet Impala as winner in a city-wide 
Chevrolet sales contest. The presentation 
is made by A. L. Mercer jr., left, Chevrolet 
Cleveland city manager, while Art Haas, 
Downtown president, looks on. Kay sold 
156 new cars during the Oct. 31-Dec. 31 
period. 





Pearman jr. was promoted to as- 
sistant director. James A. Abbott 
was named personnel assistant, 
headquarters staff, in the firm’s 
employe and labor relations divi- 


sion. 
> > > 


Maybruck Named TCI V-P 


Charles N. Maybruck has been 
elected finance vice-president of 
Trans Continental Industries. He 
also will serve on the company’s 
executive committee. 

= 7 7 


Wilkening Division Names 
Monie Assistant Sales Chief 
Don J. Monie has been appointed 
assistant sales manager of the 
Automotive Replacement division, 
Wilkening Mfg. Co., Philadelphia. 
Monie, who succeeds Leslie Bobo, 
will supervise Pedrick piston-ring 
sales in the Midwest. Previously he 
had been district manager in Pitts- 


burgh and Boston. 
o > = 


Walker Shifted to Seattle 


U. S. Rubber Co, has transferred 
R. BR. Walker from Portland to 
Seattle. He is northwest regional 
sales manager for the tire division. 

a a a 


Dodge Promotes Watkins 


Vv. W. Watkins has been ap- 
pointed new-truck manager for 








keting organization. Watkins 
joined Chrysler in January, 1956. 


DeSoto Appoints Carlin 


Manager in Charlotte 


Robert E. Carlin has been ap- 
pointed DeSoto regional manager 
of the Charlotte zone for Chrysler 
Corp.’s automotive group market- 
ing organization. 

Carlin joined Chrysler Corp. in 
1957 as Dodge district manager in 
Syracuse, Later he was named De- 
Soto assistant regional manager for 
the Syracuse zone. 

* + 


= 
Andrews Named to Head 


Ford Unit in Germany 


John S, Andrews, former regional 
executive in product manufacturing 
activities, Ford International divi- 
sion, has been appointed general 
manager of Ford- 
Werke, Ford 
subsidiary in 
Cologne, Ger- 
many. 

Andrews re- 
signed from the 
Ford - Werke 
board to take the 
position. He 
succeeds Erhard 
Vitger. Andrews 
joined Ford inter- 
national in 1950 
as assistant regional director fof 
Latin America and the Orient. 

= = + 


Ford Appoints Godfrey 


Sales Chief in Kansas City 
Richard A. Godfrey has been ap- 
pointed Kansas City district sales 
manager for Ford division. He suc- 
ceeds Wilbur 
Chase jr., who has 
been named truck 
marketing man- 
ager in Ford divi- 





J. 8. Andrews 


sion’s general 
sales office in 
Dearborn. 


Godfrey joined 
Ford Motor Co. 
in 1945 as general 
field manager in 
the Ford divi- 

R. A. Godfrey sion’s Boston dis- 
trict sales office. Since 1995 he has 
been assistant sales manager in the 
Buffalo district. 


> * * 


Universal CIT Ups Mosley 


To Detroit Position 


Lee R. Mosley, vice-president, 
Universal CIT Credit Corp., has 
been promoted to executive duties 
with the company’s factory rela- 
tions department in Detroit. 

Mosley was succeeded as head of 
Universal CIT’s Abilene (Tex.) divi- 
sion by George E, Johnson, former 
sales director in the firm’s Okla- 
homa City division. 

= > = 


Chrysler Appoints Devous 
C. A. Devous has been appointed 
Seattle district sales manager for 
Chrysler. 
+. > o 


API Elects Spencer 


P. C. Spencer, president of Sin- 
clair Oil Corp., has been elected 


the Dallas Dodge regional office |treasurer of the American Petro- 


of Chrysler Corp.’s group mar- 


manager of Cadillac’s Los Angeles| AEA Elects Officers— 


Newly elected officers of the Automotive Electric Assn. are, from left, Vern A. Dupy, 
of United Motors Service, Detroit, vice-president and chairman of the manufacturers 
division; Max F. Marsau, of Marsau’'s, Inc., Sterling, Colo., vice-president and chairman 

John J. Regotti has been pro-| of the service and distributors division; Gene P. Robers, of Weatherhead Co., Fort 
moted to director of employe and/ Wayne, Ind., president; Frank A. Crossman, of F, A. Crossman, Inc., Syracuse, vice- 
president and chairman of the central distributors division, and Joseph F. Sirotek jr. 
of Illinois Auto Electric Co., Chicago, secretary and treasurer. 


factory branch. 
= 7” +r 


Gould Promotes Three 


labor relations of Gould-National 
Batteries, Inc., St. Paul, Minn. T. P. 


leum Institute. 











There's nothing so powertul as an idea ! 
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AYICDMN ites 


Better Homes & Gardens’ editors are an ingenious group. They 

have a marvelous talent for discovering just what new ideas will 

interest their home-and-family-centered readers most. And a 

talent for presenting those ideas in the most stimulating and 
helpful way. 

The idea of cooking outdoors has caught on all over the 

country in big homes and little ones, with BH&G fanning 

the flames in page after page of editorial excitement. And 

along with the idea, a whole new market for everything 

from outdoor grills to barbecue sauces has been born. 

The folks who read Better Homes & Gardens— 

men and women and their teen-age youngsters, too—get 

worked up about the ideas they see in BH&G. The more 

they see and read, the more they do and the more they buy. 

For advertisers, the atmosphere in BH&G is unique among 

all major media. Meredith of Des Moines . .. America’s biggest 

publisher of ideas for today’s living and tomorrow’s plans 


/ of America reads BHaG the family idea magazine 


4,500,000 COPIES MONTHLY 
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20 Years Since Famed Inquiry Began ake 


FTC Report Has 1958 Echoes 


By Maynard M. Gordon 
News Editor 
es years ago last month, 
the world was reeling from 
Hitler’s two-day Anschluss 
Austria. 

The auto industry was reeling, 
teo, for reasons just as ominous 
‘to future events. Congress, acting 
in just 11 days, hustled through a 
resolution calling for a sweeping 
investigation of the industry by the 
Federal Trade Commission. 

The Congressional action trig- 
gered an inquiry destined to have 
wide repercussions. Never has a 
single industry been as _ thoro- 
ughly investigated and exposed 
to public view. 

Authorization for the FTC proj- 
ect came at the worst possible 
time for the industry. The fourth- 


into 


quarter recession of 1937 had)! 


dropped new-car sales to the lowest 
rate since 1934. Where more than 
3,400,000 new models were sold in 








both 1936 and 1937, the 1938 sales 
total skidded to 1,891,000. 

* an = 
GGRAVATING the _ industry’s 
woes was the pending Justice 

Department suit to divest the Big 
Three of their financing subsidi- 
aries. Indictments were handed 
down in the spring of 1938 

But the hardest blow of all came 
from the FTC. 

The 1,077-page report which the 
commission issued in June, 1939, 

explored the motor vehicle manu- 
facturing and retailing industries 
in a manner which knew no 
precedent and has not been 
equalled. 

For the first time on public rec- 
ord, factory profits on each car and 
truck line manufactured were put 
on public record. 

Finance company practices were | 
bared, item by item. 

Dealership operations and profits, | 
by groups and companies, got a 
thorough airing. Dealer profits on 
investments and sales were stacked | 





New Heavy-Duty Aligners 
Offer Major Improvements 


Announcement of a new series of heavy-duty pit type 
aligners marks the latest addition to the John Bean line. 
Designed to serve trucks and busses as easily as they do 
passenger and sports cars, these new aligners are of spe- 
cial interest to alignment operators who specialize in serv- 
ing large commercial vehicles. 


They are the first heavy-duty units to offer the convenience 
and versatility that until now was limited to lighter equip- 





ment. To meet all types of shop requirements, the new 
rack is available as a Visualiner with optical projection 
heads; as a mechanical aligner with direct-reading gaug- 
es; or as a universal rack for use with your choice of port- 


able gauges. 


Note the rugged construction — the reinforced runways 
that stay rigid under heaviest loads. Each is equipped 
with a heavy-duty self-centering turntable that rotates 


freely on ball bearings. 


Other bearings make runways 


and head bases instantly adjustable. A gentle push moves 
them in or out to accommodate any tread width from 48 
to 90 inches. Heads are independently mounted on 24-inch 
pedestals that bolt directly into the floor. Heavy cast iron 
bases eliminate the need for costly space-consuming con- 
crete piers. These and many other new features combine 
to answer a long-felt need in the field of commercial wheel 


aligning. 


FOR MORE INFORMATION 


Write today for Bulletin 
L-1381 





up against the corresponding re- 
turns of their factories. Exploita- 
tion and coercion of dealers was 
documented. 


* * 

Financial Details 

HE O’Mahoney and Monroney 

investigations of 1955-56 paled 

by comparison with the FTC re- 
search. 

The tight-packed 1,077 pages 
carry not only a financial history 
of the industry and its members in 
1938-39, but also a detailed account 
of the auto retailing fields, includ- 
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|ing the roles of dealer associations, 


the Automobile Manufacturers 
Assn., the various loan organiza- 
tions and used-car valuation 
sources. 

Suprisingly, the report is not 
as “dated” as a popular song of 
the period might be. The findings 
and conclusions of the FTC pos- 
sess a notable degree of relevancy 
even today. 





FTC investigation was sponsored 
by Senator Sherman Minton of 
Indiana and Rep. Gardner Withrow 
of Wisconsin. It was signed by 
President Franklin D. Roosevelt 
on Apr. 13, 1938 and the commission 
plunged into its exhaustive studies. 

“There is a high degree of con- 
centration in the motor-vehicle in- 
dustry,” began Chapter XX of the 
report (“Summary and Conclus- 
ions.”’) 

= + + 
ee report absolved the industry 
of price and production fixing, 
but found evidence of price-fixing 
by local dealer associations, as well 
as finance charge “packing.” 

“Consumer benefits from com- 
petition in the automobile- 
manufacturing industry have 
probably been more substantial 
than in any other large industry 
studied by the Commission,” the 
report said. 

However, the report said over- 
concentration among the Big Three 
manufacturers tended to restrict 
competition by making it harder 
for small manufacturers to estab- 
lish profitable dealerships. 

The Big Three were accused of 


| imposing on their dealers “unfair 


and inequitable conditions of 


The resolution authorizing the| trade.” The FTC made the follow- 








Basic Rack Offers Choice of Gauges 





Here is truly one of 
the outstanding ad- 
vantages of the new 
John Bean heavy- 
duty aligner. It is 
available in three 
different ways to 
suit your own spe- 
cific needs. If you 
wish to use your 
own portable gaug- 
es, the rack may be 
purchased separate- 
ly. You may prefer 
the added speed and 
convenience of direct 
reading mechanical 


gauges (see left), in which case you should order the unit 
as a mechanical aligner, complete with pedestal-mounted 
mechanical heads. This type of equipment has the added 
advantage that all checks are made with a single unit 
. . - plus it’s so simple to use that any mechanic can make 
fast, accurate checks after a few minutes instruction. 


Finally, for those who wish the ultimate in wheel aligning 
speed and precision, the same basic rack is available with 
famous Visualiner projection heads and viewing screen. 
In this, the most modern of all wheel aligning methods, 
trial-and-error is eliminated by the fool-proof “eyes” of 
the Visualiner while cross-hair targets spotlight steering 
troubles instantly. As corrections are made, projected 
readings tell the operator automatically when perfect 
alignment is achieved. 





“Tip-Over” Heads Give Access to Wheels 


Exclusive “Tip 
Over” head feature 
is offered for the 
first time on heavy- 
duty aligners. In 
both the mechanical 
and Visualiner 
series, the heads 
swing clear giving 
full access to front 
wheels for brake 


and bearing work. 


JOHN BEAN, Lansing 4, Michigan 
Division of Food Machinery and Chemical Corporation 
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ing recommendations for improve- 
ment of factory-dealer relations: 
1. Less restriction upon dealer 


management of their enterprises. 
* + * 


More Liaison Urged 


9 Quota requirements and ship- 
ements of cars based upon 
mutual agreement. 

3. Equitable liquidation in the 
event of contract termination by 
the manufacturer. 

4. Contracts definite as to the 
mutual rights and obligations of 
the manufacturers and dealers, in- 
cluding specific provision that the 
contract will be continued for a 
definite term unless terminated by 
breach of reasonable conditions 
recited therein. 

The report also assailed phantom- 
freight charges on vehicles as “an 
unjustifiable imposition upon the 
purchasers of such vehicles, which 
should be eliminated.” 

= = + 

_ report revealed that in the 
= 11 depression-stained years 
from 1927 to 1937, General Motors 
made net profits of $164 million 
on Chevrolet cars, $53 million on 
Buick, $131 million on trucks, $20 
million on Oldsmobile, $11 million 
on Pontiac and lost $3 million on 
Cadillac. 

Chevrolet did not operate at a 
loss in any of these years—even 
1932, when all other GM car lines 
and Fisher Body showed red ink. 
Chevrolet earned $1,042,065 in 1932, 
but this was not enough to offset 
the overall corporation loss of $21 
million on motor vehicle operations. 

Buick, for example, netted $92.51 
a car in 1929, lost $201.57 a car in 
1932 and earned $75.53 a car in 
1937. Cadillac lost $1,060.64 a car 
in 1932, but netted $25.20 a car in 
1937. 

Chevrolet’s profits dropped to 
$3.33 a car in 1932 after reaching 
a $59.08 peak in 1929. Chevy profits 
in 1937 were $28.73 a car. 

Oldsmobile lost $179.35 and Pon- 
tiac $123.89 in 1932, but both 
entered the profit side in the mid- 
1930s and were at $19.07 and $26.69, 
respectively, in 1937. 

* > 








Chrysler Breakdown 


aa CORP. profit show- 
ings in 1929 and 1937 were as 
follows: Chrysler car, $124.76 and 
| $21.57; DeSoto, $40.19 and $17.78; 
|Dodge car and truck, $56.74 and 
| $63.17, and Plymouth, $25.74 loss 
and $49.27 profit. 

Plymouth accounted for $71 
million in net profits during the 


li-year period; Dodge car and 
truck, $81 million; Chrysler car, 
$12 million, and DeSoto, a loss of 
$460,000. 


With Ford and Lincoln privately 
owned, data provided were not as 
complete as in the GM and Chrys- 
ler cases. Ford vehicles netted $48 
million in 1929 and then nosedived 
in 1931-33, when a loss of $83 mil- 
lion was sustained. Lincoln for the 
same three years lost $11 million 
and was a deficit for all years 
covered except 1929. 

Advent of the new Ford V-8 
pulled the vehicle into a $27 
million profit for 1934-36, but 1937 
saw return of red ink to the 
tune of $5 million. 

In the 313 pages of the report 
devoted to dealers, numerous 
grievances against the factories 
were discussed. These pages fore- 
shadow the Monroney and O’Ma- 
honey subcommittee reports of the 
1950's. 





* * > 


by FTC report, underscoring 
its theme of manufacturer con- 
centration, declared that factories 
dominate dealers by making avail- 
able lists of potential new dealers 
to their field representatives. 

“Alfred P. Sloan jr.,” the report 
said, “as early as July, 1925, indi- 
cated he was cognizant of the evils 
of cancellation of dealers without 
sufficient reason or cause. 

“In the interim of 13 years, only 
superficial remedies had been ap- 
plied and dealers were still being 
cancelled at will.” 

The FTC report resulted in the 
introduction of a bill designed to 
correct factory-dealer inequities. 
The proposal was offered in 1940 
by Rep. Wright Patman, Texas 
Democrat, with the support of 
NADA. The bill died in committee 
after a poll of NADA members 
showed strong opposition to a Fed- 
eral law on factory-dealer relations. 

Sixteen years later, much of 
what the FTC put into a thousand 
fact-crammed pages was exhumed 
by the Senate inquiries and passage 
of the O’Mahoney-Celler good-faith 
law did result. 
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Norwin Miller, Town & Country Buick, Inc., Jersey Shore, Penna., reports: 


“I make from *20 to *50 extra profit on 
every car I sell with nylon cord tires” 


“Depending on the deal, I put anywhere from $20 to $50 extra in _ilittle extra for the real blowout protection he gets with nylon. 


my pocket every time I sell a set of nylons. I put them on my dem- 
onstrator models and bring them into the sales talk from the start. 
Once a customer is sold on a car like the B-58, he wants the best 


“Back in ’55 I had to tell customers about nylon, but not any 
more. Recently one of them insisted he wouldn’t own a car without 
nylon cord tires. I’ve made it a practice to talk up nylon cord tires 


and the safest tires he can get. And he’s usually willing to pay a along with the other options. It’s paid off in profits!” 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 


--- THROUGH CHEMISTRY 
t 7 
6 out of 10 customers say they will buy nylon 


cord tires when you offer them; according to a nylon safety story to 19,500,000 people, the com- 
recent survey conducted by Dun & Bradstreet. bined circulation of these nine leading magazines. 


THE SAFEST, STRONGEST TIRES ARE MADE WITH ¥ LON | 


Intensive advertising by Du Pont carries the Enjoy the ““Du Pont Show of the Month’’— on CBS-TV © 
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Affecting Factories and Dealers .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

General Motors Corp. and Ford 
Motor Co. again finished first and 
second respectively among the top 
100 users of standardized outdoor 
advertising in 1957. Outdoor Adver- 
tising, Inc., the medium’s national 
sales organization, has announced. 

Altogether, the 100 largest na- 
tional accounts in the medium 
spent $100,301,432 in 1957, com- 
pared with $95,685,000 in 1956. 

Among automotive firms General 
Motors led the list with an expendi- 
ture of $8,699,214, followed by Ford 
with an outlay of $6,649,669 for 
outdoor advertising. 

Chrysler Corp. finished in 2ist 
Place with an expenditure of $1,333,- 
508, and Studebaker-Packard was 
40th with an outlay of $775,704. 

American Motors was not listed 
among the top 100 advertisers. 


Volkswagen Picks Mathes 

Volkswagen of America, Inc., 
Englewood Cliffs, N. J., has named 
J. M. Mathes, Inc., to conduct its 
advertising program in the United 
States. 

It is the first agency appointment 
by Volkswagen of America, Inc., 
U. 8S. subsidiary of the German 
automobile manufacturer. 

. > > 


Another Account for Burnett 


Leo Burnett Co. Inc, which 
recently was awarded the Chrysler 
Corp. advertising account, has been 


named to handle car advertising for 
Chrysler Export division as well. 
Ross Roy will continue to serv- 
ice the division’s truck account. 
McCann-Erickson dropped the 
Chrysler business when it took over 
the Buick account. Young & Rubi- 
cam, Inc., contracted to handle 
Chrysler division advertising, 


* * + 


Rootes Picks Flynn 


Henry Henkel, manager of the 
Rootes Group on the West Coast, 
reports that Edward J. Flynn & 
Associates has been appointed pub- 
lic relations representative for 
Roots Motors, Inc., in that region. 


Auto Agencies Up Billings 


Advertising agencies that held on 
are now holding auto maker ac- 
counts had billing totalling an esti- 
mated $1,797,300 in 1957, up 10.2 
percent from billings of $1,631,000 
in 1956, according to figures com- 
piled and released by Advertising 
Age. 

In the No. 1 position for all 
agencies was J. Walter Thompson 
(Ford), with billings totalling $285 
million. 

Other agencies with auto maker 
accounts and their billings for 1957 
were McCann-Erickson, $262 mil- 
lion; Young & Rubicam, $230 mil- 
lion; Batten, Barton, Durstine & 
Osborn, $210.5 million; N. W. Ayer 
& Son, $107 million; Foote, Cone 
& Belding, $96 million; Benton & 
Bowles, $93 million; Grant Adver- 
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tising, $90.5 million; Kenyon & 
Eckhardt, $86 million; Leo Burnett, 
$80.2 million; Campbell-Ewald, $75 
million; Kudner, $55 million; Mac- 
Manus, John & Adams, $40.2 mil- 
lion; D. P. Brother, $40 million; 
Geyer Advertising, $19 million; 
Ross Roy, $17.9 million, and Burke, 
Dowling Adams, $10 million. 


> * * 


ANA Workshop Apr. 24-25 


The Assn. of National Advertisers 
will hold its fifth national work- 
shop on “Advertising Budget & 
Control” Thursday and Friday, Apr. 
24-25, at the Westchester Country 
Club, Rye, N. Y. 


+ * * 


Van Mols Changes Posts 


Brian Van Mols has joined the 
Detroit sales staff of O’Mara & 
Ormsbee, Inc., 
newspaper repre- 
sentatives. 

Van Mols joins 
the newspaper 
fepresenta- 
tive firm follow- 
ing service with 
McCann - Erick- 
son, Inc. and 
Kelly-Smith Co., 
both of Detroit. 

A native De- 

Baten Van Mies troiter, Van Mols 
is a graduate of Miami University, 
Oxford, O. 


> > > 


James Joins Donnelly 


Parker James, former executive 
vice-president of Standard Outdoor 
Advertising, Inc. national public 
relations and promotion associa- 
tion, has been named to the newly- 
created post of administrative 
assistant to Edward C. Donnelly 
jr.. president of John Donnelly & 
Sons, East Coast outdoor advertis- 


Model 2000 





Handle ALL brakes on ALL cars. Grind lining with or without 
grooves, for adjustable or non-adjustable anchors or for the 
“Center Plane” brake. Cam grind or grind to exact arc of drum 
or any oversize as required. Range includes shoes for drums 8” 


to 17”. FAST — CLEAN — EASY TO USE. 





No. 4140 


FIXED ANCHOR SHOE CLAM 





NEW! No. 4550 


LINING GROOVER 


Where manufacturers 
recommend grooving the 
lining down the center — 
this accessory will do the 
trick! Fits ALL Ammco 


Model 2000 “Safe Arcs.” 
PRODUCTION EQUIPMENT 


Cures diving and pulling. Necessary for 
Model 2000 to grind shoes for 1955-58 
Chevrolet, Nash, Packard, Hudson, 
1956-58 Ford, Lincoln, Mercury, and 
1958 Edsel. Can be used on any Safe- 
Arc Grinder, Serial No. 2560 and later. 


For those engaged in production brake 
shoe grinding, Ammco “Safe Arcs” are 
available with 4 or | h.p. motors. Also 
available, is the No. 4290 “Quick-Air” 
Shoe Clamp to provide air-powered shoe 
clamping. Fits all Ammco “Safe Arcs.” 





ing organization with headquarters 
in Boston. 


+ + * 


Post Predicts Big Year 


Jack Naylor, general sales man- 
ager, predicts that Saturday 
Evening Post will have the best 
year in its history in both adver- 
tising revenue and circulation. 


Naylor pointed out that the Post 
estimates that it will deliver to 
advertisers an average circulation 
of 500,000 for the first six months 


of 1958. 
o = + 


Premium Ad Parley in April 


The Premium Advertising Assn. 
of America will hold a 25th Anni- 
versary National Premium Buy- 
ers Exposition Apr. 14-17 at Navy 
Pier, Chicago. 

* = + 


M-E Appoints Henry 


Appointment of T. Jack Henry as 
manager of the Detroit office of 
McCann-Erickson, Inc. has been 
announced by Marion Harper jr., 
president. 


Henry, who has been vice- 
president and director of client 
service for the Detroit office, suc- 
ceeds Pau! Foley. Foley, who will 
divide his time between the Detroit 
office and McCann-Erickson head- 
quarters in New York, recently was 
promoted to senior vice-president 
and made a member of the board of 
directors. 


Henry formerly was with Mer- 
cury as assistant general sales 


manager. 
> > a2 


Atlas Campaign Opens 


Atlas Supply Co., Newark, N. J., 
launched an automobile tire, bat- 
tery and accessory advertising 
campaign with a four-color double- 
spread in the March 15 issue of 
Saturday Evening Post. 


For the 10th consecutive year, 
Post has spearheaded the Atlas 
advertising campaigns, and this 
year the advertising campaign is 
scheduled exclusively in the. Post 
among all general magazines. 
McCann-Erickson is the agency for 


the account. 
> 7 > 


Grant Promotes Cather 


Myers B. Cather has been named 
manager of the Detroit office of 
Grant Advertising, Inc., it has been | 

—_s announced by L.| 
R. McIntosh, 
executive vice- 
president and 
Manager of 
Grant’s domestic 
operations. | 

Cather, a vice-| 
president, will | 
continue as ac-| 
count supervisor | 
on the Dodge ac- 
count. 

In his new posi-| 
tion. Cather succeeds McIntosh, 
who will devote full time to super- | 
vision of the advertising firm’s| 
domestic offices and accounts. | 
Carter joined Grant in 1955. 

> * > 


Spot Radio Guild Published 

Peters, Griffin, Woodward, Inc., 
station representative firm, is now 
distributing a second edition of its 
Spot Radio Guide to advertisers 
and agencies. 

The publication is the result of 
the combined work of the A. C. 
Nielsen Co. and the Peters, Griffin, 
Woodward organization. 

The second edition of the Spot 
Radio Guide includes both daytime | 
and nighttime coverage and costs 
enabling advertisers and their 
agencies to determine quickly and 
accurately what their dollars will 
buy in spot radio, day and/or night. 

. . on 





M. B. Cather 


New Promotion for Ethyl 


A nationwide advertising and 
sales promotion program to help | 
increase the sales of all products} 
at the service station level has been | 
launched by Ethyl Corp. 

Called the “Magic Circle,” it is 
designed to stimulate motorists all 
over the country to drive more for 
pleasure. The campaign marks the 
fourth consecutive year Ethyl has | 
sponsored a market-expansion pro- 
—_— on behalf of the oii industry. 
| The campaign will be promoted 
‘in two separate ways. One is 
| through the Magic Circle Travel 
| Clinic and the other by a series of | 
color advertisements in leading na- ; 
| tional magazines. 
| The Magic Circle Travel Clinic i 

(Continued on Page 79, Col. 1) 
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YOUR CUSTOMERS CAN TELL THE | 


DIFFERENCE 


... when they change to WoLr’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 
difference to you, too, because 
satisfied customers keep coming 
back for more. 
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sell Wo.ir’s Heap, the Oil with 
Nature’s Miracle Molecule—100% 
Pure Pennsylvania. It’s the supe- 
rior premium quality motor oil 
that makes the difference. 

®@ Lower oil consumption 

@ Smoother engine perform- 

ance 
®@ Satisfied customers 


®@ Greater profits 










HEAD OL REFINING CO 


Oit CITY, PA 
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FORD AND \ 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 
@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 
Cers Are Located 


In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 











Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus 
tomers assures better serv 
fee relations . . . build 
repeat business ... 
creases sales volume 
Typical sample, compicte 
details on request. 


- $temac INC. 


Division of C. A. Norgren Co. 
12"1 $0. CHEROKEE ST., DENVER 23, COLO 


MOTOR oe 
MASTER 


MOTOR MASTER PRODUCTS CORP. 

BOX 96.. DEFIANCE, OHIO a 
| UNDERSTAND | CAN MAKE MORE 
MONEY 8Y HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. - 

OGENUINE SLUE CROWN SPARK 








PLUGS. 
OMOTOR MASTER UNIVERSAL 
JOINT KITS. 
NAME - 
STREET 


CiTy & STATE 





THE 





New...super selling for today’s hard-sell car market! 
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ADDITIONAL SALES HELP 
FOR DEALERS 


This entire multi-page “Space- 
tacular” has been made into a 
special mailing piece and supplied 
by Studebaker-Packard to their 
dealers for local distribution. 





J | THE AMERICAN WEEKLY - 63 VESEY STREET, NEW YORK 7, N. Y. - Atlanta - Boston - Chicago - Cleveland - Detroit - Los Angeles - San Francisco 





Studebaker-Packard 


mencepes-nenz (1) 


"SPACE-TACULAR’ 


IN THE MARCH 16 ISSUE OF 


THE AMERICAN WEEKLY! 
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Special multi-page section converts over 10 million homes 
into showrooms for the entire Studebaker-Packard line! 


It takes something big, something powerful to make an 
impression in today’s highly competitive automotive 
market. Studebaker-Packard’s “Space-tacular” is just 
what the dealer ordered. 

It’s a private, full-color showing of the full Studebaker- 
Packard line in over 10 million living rooms. It gives 
prospects time to look them over . . . facts to help them 
choose their favorites. 

As developed specifically for The American Weekly, 
this “Space-tacular” delivers a complete selling story 
in the areas where most cars are sold. Bulk of The 


American Weekly’s huge audience is concentrated in 
regions that spend 71% of all new-car dollars. Nearly 
3 million American Weekly families purchased cars 
last year! 

(Also in this issue, “U.S.A. Without Cars” by Philip Wylie, 
and “How to Help Your Husband Drive” by Dorothy 
Carnegie—typical examples of The American Weekly's 
year-round editorial emphasis on the importance of the 
family car.) 

This specialized sales project demonstrates once again: 
when you’ve got a BIG automotive selling job to do, 
the man from The American Weekly is the man to see. 


Tk  WERICAN WEEKLY 


Reaching and selling over 10 million families through 31 of America’s great Sunday newspapers 





TS ner 


en 


es 


76 


Across the Nation .. . 


AUTOMOTIVE NEWS, MARCH 17, 1958 





Auto Dealer Changes 


(Continued from Page 54) 


Lakes, Minn., headed by L. P. 
Olson. The Olson deal replaces 
Baber Motors. The Oldsmobile 
franchise of Canton Motors, Canton, 
S. D., has been terminated. 

> > . 


Castle Buys Building 

The Byrne Square Building, 300- 
308 W. Genesee St., has been pur- 
chased by Robert J. Castle, head 
of Castle Car Co. of Syracuse, Inc. 
(Ford). He said the property will 
be converted into a showroom. 
Castle said he also will keep his 
showroom and garage at 805 W. 
Genesee St. 


- * > 


Di Franco Expands Deal 


Di Franco, Ine. (Dodge 
Plymouth) has completed additions 
to its new and used-car locations 
at 5836 Delmar and 4232 Natural 
Bridge, St. Louis. The firm is 
headed by Carmen Di Franco. 


. * > 


Rambler Deal Opened 


North Main Rambler & Foreign 
Cars has been opened at 499 N. 
Main St., Akron, for the sale and 
service of the Rambler, Metropoli- 
tan and the German-built Lloyd. 
John H. DeWitt jr. is general man- 


ager. 
ee 


Mitchell Goes Rambler 


Mitchell Rambler Sales has 
opened at 3130 Roswell, Atlanta. 
The dealership is owned by Tom 
Mitchell, Atlanta Buick dealer, and 
is managed by True Moseley. 


Buick Deal Adds Imports 


Koster Swope Imports has been 
organized to handle sales and serv- 
ice of imported cars as an adjunct 
to Koster Swope Buick, Inc., 3712 
Frankfort, Louisville. Fred C. 
Koster, president, plans to build a 
separate showroom for the imports. 

> > > 


Wilshusen Signed by S-P 
Wilshusen Motor Co., 117 N. Mill 
St.. Fergus Falls, Minn., is a new 
Studebaker-Packard dealership. 
John and Henry Wilshusen are 
partners. 
> > 


7 
S-P Adds Duluth Deal 
Hillside Garage, 331 East Fourth 
St., Duluth, is a new Studebaker- 
Packard dealership. Partners are 
Waino and Harold Hedenquist. 
. . > 


Hills Handling S-P, Imports 
Hills Motor & Implement Co., 
502 Omaha St., Rapid City, S. D., 
Studebaker-Packard and 








Brown Buick Adds Jeep 

Bay City Jeep Sales, 3700 Geary 
Bivd., a division of Brown Buick 
Co., has been named San Fran- 
cisco’s Jeep dealer. Dean Billigs- 
meyer, former Buick zone service 
manager, is sales manager of Bay 
City Jeep. 

= > 

Rambler Signs Up Economy 

Economy Cars, Ltd., 1725 Swift, 
N. Kansas City, Mo., is a new 
Rambler dealer. 

> 


> 
Firm’s Name Changed 
Morgan Motor Co. (Chevrolet), 
Cochran, Ga, has been renamed 
Webb Chevrolet Co. J. Auburn 
Webb is the owner. 


30 New diane 
Signed by S-P, 
21 by Mercedes 


Studebaker-Packard has signed 
30 new S-P dealerships and 21 
Mercedes-Benz dealerships. S-P ad- 
ditions are: 

Ernie McKay, Inc., Evanston, II1.; 
Perry Fina Motors, Inc., South Nor- 
walk, Conn.; Paul Johnson, Delphi, 
Ind.; Stang Motors, Elyria, O.; Se- 
curity Motors, San Diego, Calif.; 
B & F Uptown, Inc., New York. 

Jack Chamblin Motor Co., Mem- 
phis; Gregg Motor Sales, Inc., Jol- 


iet, Ill; Don Rasmussen 
Studebaker - Packard, Portland, 
Ore.; Hardwick Motor Co., Fort 
Worth, Tex.; Ben Lindenbusch, St. 
Louis; Liverpool Garage, Inc., East 
Boston, Mass.; Oxford Motor Car 
Co., Inc., Huntington Station, N. Y.; 
Little’s Pontiac Co., Inc., Smithfield, 
N. C.; Atlantic Motors, Los An- 
geles; Wilshusen Motor Co., Fergus 
Falls, Minn.; White Implement Co., 
Ft. Payne, Ala. 

Hills Motor & Implement Co., 
Rapid City, S. D.; Adolph Fram, 
Pittsburgh; Al Archard, Inc., El 
Cajon, Calif.; Alhambra Stude- 
baker, Alhambra, Calif.; Parkway 
Garage, Ltd., Highland Park, N. J.; 
Lovering-Ziebarth, Inc., Milwaukee: 
Shell-Downs Motors, Clinton, IIl. 

Superior Motors Super Market, 
Monroe, Mich.; Oregon Tractor Co., 
LaGrande, Ore.; Shell Motor Sales, 
Farmer City, Ill.; Wenger Auto Co., 
Winchester, Tenn.; Padgett - Gill 
Motor Co., Lebanon, Tenn.; John 





Faulkner, Wadesboro, N. C. 
Signed for Mercedes-Benz were: 
Morse-Batchelder, Inc., Manches- 

ter, N. H.; J. G. Motors, Inc., Wa- 

terbury, Conn.; P. W. Struebig & 

Son, Crown Point, Ind.; Heath Mo- 

tor Co., Inc., Panama City, Fila.; 

Bishop & Cline Motors, Mansfield, 

O.; Walter Motor Co., Inc., Wil- 

mette, Ill.; P & H Motor Co., El 

Paso, Tex.; Packard V & R Co., 

Racine, Wis.; Utter Imported Motor 

Cars, Inc., Austin, Tex. 

Morris Motor Co., Inc., Bakers- 
field, Calif.; Alhambra Studebaker, 
Alhambra, Calif.; Wavra Motors, 
Inc., Grand Forks, N. D.; Oxford 
Motor Car Co., Inc., Huntington 
Station, N. Y.; Harry Stephens & 
Co., Bloomington, Ind. 

Carnes Motor Co., Inc., St. Joseph, 
Mo.; Dick’s Garage, Inc., Irvington, 
N. J.; Hills Motor & Implement 
Co., Rapid City, S. D.; Jack Les- 
nick Auto Co., Paterson, N. J.; 
Ketterson Motor Co., Inc., New- 
burgh, N. Y.; Briles Motor Co., 
Leesburg, Fla.; Morrison Motor Co., 
Zanesville, 0. 


Harmen to Drop L-M 


Harmon Motor Co., Raleigh, 
N. C., which has had the Lincoin- 
Mercury dealership for the last 
11% years, plans to end its fran- 
chise for new cars, according to 
A. J. Harmon, president. He said 


Free premium coupon 
) with every carton of ® 
5 Du Pont M.O.A. Get val- 

vable premiums like an 
rae motor, movie camera, clock-radio, 
portable typewriter, plus many others. So 
push high-profit Du Pont M.O.A. It’s a proven 
repeat-seller—no other additive like it! 


that, as soon as the company sold 
10 remaining new cars, it plan- 
ned to concentrate on automobile 
financing and used-car sales, and 
that it plans to keep from 75 to 
100 used cars at its lot at 429 8. 
Wilmington St. and to continue 
its financing at 515 Fayetteville 
St. 


2 Dealers Add Imports 
Whitfied Motor Co. 
(Oldsmobile-GMC Trucks), Fay- 
etteville, Ark., has added Renault, 
and Fisher Buick, Inc., Fayette- 
ville, has added Simca. 
* + > 


Chrysler Signs Koopmans 
Henry Koopmans & Sons, Inc., 
1901 Whittier Blvd., Whittier, Calif., 
has received a Chrysler-Imperial 
franchise. Henry Koopmans sr. 
heads the firm, which formerly 
handled the Edsel. 
* + 


aa 
Herr Max Opens Doors 
Herr Max’s Foreign Cars has 
opened at 7500 Wornall Rd., Kan- 
sas City. The firm handles Volks- 
wagen. 


* * 


Diamond T. Adds Dealer 


Diamond T has franchised Gen- 
eral Truck and Tractor Co., Great 
Falls, Mont. J. J. McLaughlin is 


SAVES OIL 


ENGINE PARTS 


president of the concern, which 
is located one mile west of Great 
Falls. 


* + 


Swanson S-P Deal 


Donald J. Swanson has opened 
Classic Motors, Inc., 133 Belvidere 
St., Waukegan, Ill. The dealership 
will handle the Studebaker-Packard 


and Mercedes-Benz. 
* * + 


Dunsmore Olds Opens 


Russ Dunsmore Oldsmobile, Inc., 
is a new dealership at S. Tacoma 
Way and Washington St., Tacoma, 
Wash. A veteran of auto retailing, 
Dunsmore has operated an Oldsmo- 
bile outlet in Olympia, Wash., since 
1955. 


Patten Adds S-P Lines 


Patten Edsel Co., 1237 Broad St, 
Chattanooga, Tenn. has added 
Studebaker, Packard and Mercedes- 
Benz. The firm will continue han- 
dling Edsel, according to William 
T. Patten, president. 

= = ” 


Deal Changes Name 


Fred G. Litsinger, longtime 
Chicago Ford dealer, has changed 
the name of his Lincoln-Mercury- 
Continental dealership from 
Morgan Motor Co, to Litsinger 


Lincoln-Mercury Co. The dealer- 
(Continued on Page 77, Col, 3) 


Remember these selling points: 


HELPS KEEP ENGINES CLEAN 
RETARDS VARNISH FORMATION ON 


ENGINES RUN QUIETER 
MAINTAINS NEW-CAR PEP AND POWER 
CUTS COSTLY ENGINE REPAIRS 


STABILIZES OIL VISCOSITY 
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Pontiac's Display Model— 


African leopard pelts were used for upholstering this Pontiac Bonneville convertible, 
@ special model which will be used for display. The car's interior was created by 
Pontiac stylists at General Motors’ Technical Center where Sandra Longyear, wearing 
a leopard coat, is a designer. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





you make this 


deemable in cash from Du Pont. 





Over 350 M.O.A. “Mystery Men”’ all over 
the U.S.A. will be making regular stops for gas and oil during April, 
. eager to give you a $5 bonus if you suggest M.O.A. 

You can win the $5 cash bonus over and over. And you’ll win even 
more in high M.O.A. profits and valuable premiums. Make it a point 
to suggest Du Pont M.O.A. to every customer—he may be the M.O.A. 


May and June .. 


“Mystery Man”! 


BETTER THINGS FOR BETTER LIVING 
- THROUGH CHEMISTRY 


MOTOR OIL ADDITIVE | 


REG. U. 5. PAT. OFF. 


M.O.A. 


EMOA. 
MAN 
a IW ING 


He has *5 2° cash for you—if 


one suggestion 


Now more than ever it pays you to suggest 
Du Pont M.0O.A. every time you lift the hood. 
The driver may be one of the M.O.A. “Mys- 
tery Men” — just waiting for your suggestion 
so he can hand you a $5 bonus certificate re- 





Across the Nation ... 





Auto Dealer Changes 


(Continued from Page 76) 


ship is at 1250 W. Washington 
Blvd. 


Import Outlet Set Up 


International Motors, Ltd., has 
opened at 4664 S. Grand, St. Louis. 
The dealership handles Jaguar, 
Hillman, Volkswagen, MG, Alfa, 
Romeo, Renault, Porsche, Fiat and 
Triumph. 


Rippel Opens Dealership 
Robert K. Rippel has opened a 
foreign-car dealership on Elyria 
Ave., Lorain, O. The outlet handles 
Simca and Triumph. 
+o * © 


Foltz Buys Buick Deal 


Henry M. Foltz has purchased 
Richardson Buick Co., Inc., 405 
W. Third St., Williamsport, Pa., 
and has renamed it Foltz Buick, 
Inc. Charles H. Hehle and Frank 
W. Connelly, who were active in 








the Richardson dealership, are 
officers of the new firm. 
* +” * 


Talley Leases Building 


Clarence C. Talley, president of 
Talley Auto Co., has leased a build- 
ing at 2112 N. Harwood, Dallas, for 
his English Ford and sports-car 
dealership. The firm will continue 
to sell and service used sports 
cars at 801 N. Pearl. 


= * * 


Riach Adds Rambler 


Riach Rambler Co., Seattle, has 
been franchised to handle Ram- 
bler. Donald Riach, president, is 
also an Oldsmobile dealer. 


Thomasons Close Doors 


Thomason Motors, DeSoto- 
Plymouth dealership in Roxboro, 
N. C., here for the last five years, 
has announced that it is going out 
of business and its quarters on 
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Madison Blvd. will be occupied by 
Burch Motors, Mercury dealership, 
now located on Depot St, Owned 
and operated by Henry and Marvin 
Thomason. Thomason Motors 
opened on Apr. 9, 1953. Marvin ex- 
pects to return to Clarksville, Va., 
where he was in the automobile 
business prior to moving to Rox- 
boro. Henry expects to continue 
living in en 


34 Dechershign 
Added by Rambler 


Franchises Awarded 
By AMC in Month 


American Motors Corp. has added 
84 new Rambler dealerships, ac- 
cording to L. W. Stevens, director 
of automotive dealer development. 
The new dealers are: 

Floyd Rice Rambler, Inc., Dear- 
born; Mitchell Rambler Sales, At- 
lanta; C. E. Vincel Motor Co., Inc., 
St. Louis; Sinclair Garrett Motors, 


Inc., Delhi, La.; Bult Rambler, 
Glasgow, Mont.; F. E. Avery Co., 
Columbus, O.; Wasson Motors, 


Coleman Ram- 
Colonial 


West Chester, Pa.; 
bler Sales, Sullivan, IL; 


Sales, Inc., Baltimore, Wagner- 
Waldrop Motors, Inc., Greenville, 
N. C. 


Willis Motors, Sanford, Fila. 
M. G. Williams, Barstow, Calif. 
Ken-Mar Sales, Ridgway, 
Roscoe Motors, . 
Miss.; Edmark Rambler, Cald- 
well, Id.; Armstrong Motors, Inc., 
Washington, D. C.; Bragg Motor 
& Implement Co., McMinnville, 
Tenn.; M. & W. Motor Service, 
Inc., Weston, W. Va. 


Fehl-Morehouse Rambler, Inc., St. 
Louis; Moore’s Motor Sales, Wil- 
lard, O.; Kincaid Rambler 
Metropolitan, Mt. Vernon, O.; 
Fausnight Rambler Sales, Hartville, 
O.; Chillicothe Motors, Inc., Chilli- 
cothe, O.; Rose Swisher Motors, 
Laredo, Tex.; Peterson Garage, 
Soldiers Grove, Wis.; Iverson Im- 
plement & Motor Co., Amery, Wis.; 
State Rambler, Inc., East St. Louis, 
Iil.; Farris Motor Co., Vienna, TL 


Champion Motors, Inc., Edwards- 
ville, Ill.; Montgomery Motor Sales, 
Inc., Lebanon, Mo.; Parsons Motor 
Co., Oakland, Md.; Springfield Mo- 
tors, Inc., Springfield, Vt.; Palmetto 
Motor Co., Inc., Clinton, S. C; 
Bagby Hall, Jackson, Miss.; East 
End Motors, Bradford, Pa.; Madi- 
son Heights Rambler, Madison 
Heights, Mich. 

Midwest Auto Co., Winner, S. 
C.; Capitef Motors, Fredericks- 
burg, Va.; Oak Motor & Appli- 
ance Sales, , DL; Bradley 
Rambler, Tulsa, Okla.; 
son’s, Chippewa Falls, Wis. 
Tholen Auto Sales, Marshall 
Minn.; Al Wilson, Inc., Hatboro, 
Pa.; Feigel’s Inc., Syracuse; Lentz 
Motors, Beatrice, Neb. 

Andre Motor Co., McCook, Neb.; 
Greene Motor Co. of Cumberland, 
Cumberland, Ky.; Longdon Motor 
Sales, Moundsville, W. Va.; Johnson 
Sales & Service, River Falls, Wis.; 
Sheffler Rambler, Inc., Cleveland; 
Langston-McWaters Rambler, 
Blytheville, Ark.; Levittown, N. Y.; 
Brown’s Rambler, Waynesboro, Pa. 

Alvah A. Price, Middletown, Del.; 
R. A. Eck Motor Co. Inc., Rolla, 
Mo.; Knipfing Motors, Inc., East 
Norwich; N. Y.; Collette Motors, 
Inc., Fisherville, Mass.; Wilson Mo- 
tors, Flagstaff, Ariz.; Rowell’s Ga- 
rage, Dover-Foxcroft, Me.; Chas. L. 
Sinnott Co., Inc., Marshfield, Mass.; 
Krieger Rambler, Muscatine, Ia. 

Chas. W. Birdsong, Inc., Mt 
Gilead, O.; Smith Motor Co., Fu- 
quay Springs, N. C.; Lovegren 
Motor Co., Sanger, Calif.; Watson 
Motors, Mifflinburg, Pa.; Wams- 
ley Rambler, Sidney, Neb.; Me- 
Daniel Motor Co., Marion, O.; 
Auto Sales Co., Tracy, Minn.; 

Attwood Motors, Brookville, Pa.; 
Ace Auto Agency, Ontario, O.; 
— Sales Co., Caruthersville, 

0. 

Jerge Sales Co. Inc., Buffalo; 
Rogers Motor Co., Eastman, Ga.; 
Daulton-Ripley, Inc., Lima, O.; Carl 
Walker Truck & Car Service, Sem- 
inole, Okla.; G. K. Hardt, Santa 
Rosa, Calif.; Coulson Rambler Co., 
Ft. Lauderdale, Fla.; Regal Ram- 
bler, Inc., Toledo, O.; Bill Spence 
Rambler Sales & Service, Pontiac; 
Yeager Motor Co., Inc., South Bend; 
Loyd Rambler, Monahans, Tex.; 
Dunitz-Gralnek Rambler, Newton, 
Ia.; Red Dale Auto Sales, Ames, Ia. 
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Crating Cars— 


Faced with the problem of stepping up 
their shipment of cars to the United 
States, British manufacturers have come 
up with a new method of using shipping 
space in the most economical manner. 
Collapsible crates are being used, into 
which the cars are driven at the dockside 
in Britain. These crates are placed in the 
bottom of the hull and other uncrated 
cars are loaded on top of them. When 
the cars are unioaded, the crates are 
collapsed and stowed on the vessel re- 
turning to England. Rootes Motors, Inc., 
which is responsible for the new method, 
claims a capacity increase of at least 75 
percent. 


By F. C. Livingstone 
Staff Correspondent 

LONDON. — (UTPS) — January 
production figures show that the 
British auto industry is maintain- 
ing the high output which signalled 
a triumphant end to 1957. Exports 
rose to a new high of 45,762, up 
9,000 from December and about 70 
percent more than last January. 


Individual manufacturer’s reports 
follow: 


Production is at a record pace. 
Half of output is still being ex- 
ported and demand is such that 
an increased production schedule 
is in force, While planning to 
follow up U. S. and Canadian 
expansion, BMC also is intensify- 
ing sales efforts in Europe. 

Forp or DacgENHAM —An alltime 
monthly production record was set 
in January. Total output hit 37,500 
vehicles, well over half of which 
were exported. Completion of a 
$180 million modernization and 
expansion program is enabling the 
company to prepare for the higher 
output which is indicated by cur- 
rent demand. 

Rootes—To meet increased de- 
mand, the company has started 
an expansion program which ulti- 
mately will provide 1,000 more cars 
a week. Exports still account for 





British Output Hits Peak 


Record January Exports Exceed ’57 Month 
By 70 Pct.; Vauxhall Going Full Blast 





nearly 60 percent of production. 
Sales to the U. S. still are about 
four times greater than the 1956 
total. 

Standard—Production has been 
stepped up to the highest peak 
since 1955, a record year. January 
exports were 133 percent higher 
than in the same period last year. 
Exports take over 50 percent of 
output, with sales to the U. S. 
accounting for the bulk, 

Standard has taken over a plant 
formerly occupied by a Diamler 


New-Vehicle Bids 
Hit 3-Year Low 


LITTLE ROCK, Ark. — Mack 
Sturgis, State purchasing agent, 
bought 33 trucks and automobiles 
for $28,233 with some tradeins. 

Sturgis said that the bids were 
the lowest in at least three years. 
A number of car dealers in the 
state bid for the business. 

Awards went to Moore Ford Co., 
North Little Rock; Bale Chevrolet 
Co., Little Rock; Twin Lake Motor 
Co., Mountain Home; Lee Chevrolet 
Co., Stuttgart, and Abshier-Bryan 
Motor Co., Fayetteville. 





subsidiary to permit increased pro- 
duction. 


Bainbridge Heads Dealers 


+} 


VauxHaLtt—Output for January In Palatka (Fla. ) Area 


set a record, 14 percent over the 

previous high monthly figure. A 

quarter of the exports went to the 

U. S. and Canada, and nearly 25 

percent went to European markets. 
+ * * 


The Socialist Party has surpris- 
ingly come out with a demand 
that the purchase tax, which in- 
creases the price of a new car 
in the home market by 60 per- 
cent, should be cut on Rolls- 
Royces and Bentleys. 

The Socialists explain that the 
purchase tax is crippling home 
sales and that the Crewe plant, 
from which most Rolls and Bent- 
leys for the home market come, is 
threatened with closure. 


The new Doncaster (Yorkshire) 
plant of Ford of Dagenham, 
which was opened 2% years ago 
as part of the expansion program, 
has just produced its 50,000th 
“Popular,” successor to the orig- 
inal 8-h.p. Popular introduced in 
1932 at a price of $336, later cut 
to $280. It is still one of the 
cheapest cars on the market at 
a basic price of $826. 

Also being produced at Doncaster 
are the Escort and Squire estate 
ears, for which Ford said it has 
$2 million in orders from the U. S. 


A year has passed since a quarter 
of Jaguar’s million-square-feet 
plant was swept by fire. The vigor- 
ous comeback is reflected in 
Jaguar’s total output for 1957, 
which, although considerably below 
the target, topped all previous rec- 
ords. The Coventry plant now pro- 
duces twice the number of autos 
as it did before last February’s 
fire. 

Exports last year were the 
highest ever, with shipments to 
the U. S. up by nearly 6 percent. 

From every auto plant in Britain 
comes news of sales executives 
leaving for foreign parts to head 
new export drives. Here are just a 
few: 

G. C. Tuck, deputy director of! 
export sales for BMC, has gone to 
Cape Town to direct BMC subsidi- 
aries in South and Central Africa.) 

Maj.-Gen, E. H. Clayton, director! 
of BMC Service, Ltd., is leading a 
sales team to Signapore to examine 
Far Eastern markets. 

John Warren, director of ex- 
port sales, Standard Motor Co., is 
on a seven-week, 25,000-mile tour 
of the U. S. and Canada. He will 
attend the International Auto | 
Show opening in New York 
Apr. 5. 

H. E. Pugh, spares manager of 
Standard is on a tour of South and 
Central Africa. 

T. H. R. Perkins, director and 
general manager of F. Perkins, 
Ltd., is in India, and Anthony Cross 
of the same company is in Adelaide 
and Sydney, Australia. 


V-8 Tests Cover 
15 Million Miles, 
Pontiac Reports 


PONTIAC.—Pontiac’s V-8 engine 
series has completed the equivalent 
of 15 million miles of driving under 
every conceivable test devised by 
modern automotive engineering, 
according to S. E. Knudsen, general 
manager. 

“Our V8 engine test program is 
11 years old,” he said, “and is con- 
ducted year-round both in indoor 
testing laboratories and at outdoor 
proving grounds. 

“During the last four years, our 
engine. laboratories have scientif- 
ically tested and analyzed approx- 
imately 75 engines a year as part 
of our never-ending effort to learn 
all the facts about an engine design 
before going into production.” 

Knudsen described the “100-hour 
full-load” test as the most demand- 
ing trial an engine can undergo in 
the laboratory. 

“In this test, in which an engine 
is driven at full throttle for 100 
continuous hours against an elec- 
tric dynamometer,” he said, “we 
attempt to discover an engine’s 
strength and the most accurate and 
exact method of correcting its 
weaknesses. “This test puts more 
strain on an engine than can, con- 
ceivably be caused by a motorist in 
approximately a decade of hard 
driving,” he said. 









tiac dealer, is president. L. M. Jeter, 
Willys dealer here, is vice-president, 
secretary and treasurer. 











PALATKA, Fla.—Dealers in the 


Palatka-Crescent City-Hastings 
area of Florida have formed the 
Tri-City Automotive Dealers Assn. 


E. M. Bainbridge, Palatka Pon- 
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LOST ANOTHER T 
NEW CAR SALE? 


Did you lose the deal by a few dol- 
lors? Or don't you know by what 
amount you lost the deal? Don't lose 
sales because you're selling in the 
dark—discover your competitors’ costs 
and you'll know the kind of deol it 
takes to beat them! 


Order the 1958 edition of “AUTO 
COSTS"—the dealers’ wholesale cost 
encyclopedia—the authoritative book 
that gives the complete listing of the 
wholesale costs of ALL 1958 cars, ac- 
cessories and equipment. 


“AUTO COSTS” is priced at $10 per 
copy which includes FREE supplements 
containing all price and model 
changes. Send $10 for the ‘58 edition 
or only $18 for an economy 3-year 
subscription. 


AUTO COSTS 


Box 224— Dept. 87 
New York 1, N. Y. 
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CATALOG 


New Designs—New Lower Prices 





Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
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Affecting Factories and Dealers .. . 





Auto Advertising 


(Continued from Page 74) 


is a weekly news and feature serv- 
ice which is sent to some 200 lead- 
ing newspapers throughout the 
United States on an exclusive basis 
by city. Ethyl’s advertising on the 
Magic Circle theme, which started 
in January, appears in Life, Look, 
Saturday Evening Post and Sunset 
magazines. An advertisment will 
run in each publication every four 
weeks throughout the year. 
a > € 


New Dodge Drive Underway 


The third full-scale retail sales 
promotion and advertising cam- 
paign in as many months now is 
underway for Dodge, according to 
W. D. Moore, director of advertis- 
ing and merchandising for Dodge. 
The newest campaign, which opened 
late in February, features the sell- 


ing theme, “Get all the car you’re 
paying for!” 
“This is an almost unheard-of 


promotion pace for the automobile 
business,” Moore pointed out. “Each 
has been a major promotion,” he 
added, “with a full line of dealer- 
ship display material, newspaper 
and radio advertising schedules, 
and tie-in commercials on the two 
Welk telecasts.” 


* = 


Safety Unit Backs TV 


A grant of $20,000 by the Michi- 
gan Inter-Industry Highway Safety 
Committee will finance production 
of a television series on driver edu- 
cation on local stations throughout 
Michigan. 

Produced by the Highway Traffic 
Safety Center, the series uses a 
panel type quiz format to give 
viewers an idea of how driver edu- 
cation in Michigan high schools is 
preparing a new generation for 
their responsibilities as drivers. 


Essentially the program series, 










Woman Dealer 
Takes Wheel 


In Auto Races 


BUFFALO.—Ruth Luedeke, one 
of the few authorized women auto 


dealers in the country, also is 
among a handful of women who 
compete in national and interna- 
tional sports-car races. She holds 
FIA and Sports Car Club of 
America licenses. 


Three years ago Mrs. Luedeke 
became the business partner of 
Irwin M. Buxbaum, who sold her, 
her first foreign sports car. He is 
president and she is vice-president 
of Auto-Land, Inc., an import deal- 
ership. 

When she worked for Ostendorf 
Motor Car Corp. five years ago, she 
was the first woman auto salesman 
in the city. 

Speaking of racing, Mrs. Luedeke 
says, “It’s a great sport. The people 
you drive with are so congenial. 
The prizes don’t mean so much, 
although it is a thrill to win.” 
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called “Six Teens,” presents a 
demonstration of what all good 
drivers should know about Michi- 
gan traffic laws, defensive driving 
techniques and other aspects of safe 
driving. 

* * = 


Dayton Names Hershey 


J. D. Hershey has been named 
director of public relations for 
Dayton Rubber Co., succeeding Ray 
L. Wetzel, who has retired. 


Heishey, a veteran of 27 years 
with Dayton, started as a copy 
writer in the tire division and rose 
through the ranks to become direc- 
tor of sales promotion and adver- 
tising. 

* * + 


Maryland Ad Bill Passed 


Both houses of the Maryland 
legislature have passed a bill 
banning special taxations of ad- 
vertising or media by subdivisions 
of the state. 

Gov. Theodore R. McKeldin is 
expected to sign the bill as soon 
as the attorney general certifies 
that the bill meets legal require- 
ments. 

The bill is aimed at preventing 
local discrimination against ad- 
vertising such as the Baltimore | 
taxes on advertising and media. 

> > cm 


U. of Mich. Conference 


The fifth annual advertising con- 
ference at the Univ. of Michigan 
will be held on the campus at Ann 
Arbor Thursday, Apr. 17. 

The one-day symposium is spon- | 
sored by the university's art and| 
journalism departments and School | 
of Business Administration. 

> * > 


Farm Journal Pulls a Switch 


Farm Journal has announced 
an almost unprecedented move 
in this era of constantly mount- 
ing magazine circulations and 
steadily rising advertising rates. 

Effective with the April issue, 
Farm Journal is voluntarily re- 
ducing both its circulation guar- 
antee and the cost of advertising 
space for its national circulation 
and for some of its regional 
editions. 

The new national circulation 
guarantee will be 3,100,000, com- 
pared with the previous guaran- 
tee of 3,400,000. The new national 
rate for black and white pages 
will be $10,800, compared with the | 
former rate of $11,130. 

The move, explained Richard J. | 
Babcock, president of Farm 
Journal, Inc., is an “extension of | 
our corporate objective to deliver 
to advertisers, with mutual profit, 
more of the prime farm market | 
most effectively and most eco- 

> . 


30 Million See Ford Films 
Nearly 30 million persons, from 
school children in the United 
States to sheep ranchers in New 
Zealand, viewed Ford Motor Co. 
film subjects ranging from how to 
‘i - 2 
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Chrysler Corp. Signs Ad Agency— 


These men were three of the chief principals as Chrysler Corp. named Leo Burnett, 
Inc., Chicago, to handle its institutional advertising. At the right is James Cope, 
Chrysler corporate market planning vice-president, and at the left, Richard N. Heath, 
President, Burnett Co. Looking on over their shoulders as the contract was signed is 
Richard E. Forbes, Chrysler corporate advertising director. 


play baseball to the styling of an 
automobile during 1957. 


The most popular films in 1957 
were those on driver education and 
highway safety. These films ac- 
counted for more than 8,500,000 of 
the total reported audience and in 
addition had more than 200 public 
service TV showings. 

Films were shown more than 
412,000 times to U. S. audiences in 
1957. More than 22,000 other show- 
ings were made outside the U. S. 
In addition, millions of persons 
viewed the films on network and 
local television programs, the com- 
pany said. 

* * = 


U. S. Rubber on Display 


A 10-ton, automated tire build- 
ing machine is now producing un- 
cured white sidewall tires ina 
Rockefeller Center show window at 
the new exhibit of U. S. Rubber Co. 
in its New York City exhibit hall. 

Other highlights of the exhibit 
include reinforced plastic panel- 
ing for architectural use; a model 
of an earth satellite; a collapsible 
rubber shipping container, 32 
feet long, that holds over 2,000 
gallons; a sleek, reinforced plastic 
outboard cabin cruiser, and a cut- 
away auto chassis showing new 

rubber and plastic automotive 
products. 

Additional displays also show 
hundreds of the 30,000 products 
made by the rubber company for 
use in the home, on the farm and 
in industry. 

- > + 


Names 


Winfield Green, former financial 
staff member of the Chicago Daily 


| News and director of financial pub-| 


lic relations for Turner Advertising 
Agency, has joined the public rela- 
tions firm of Selvage & Lee, Inc., as 
vice-president. J. Handly Wright, 
manager of Selvage & Lee, has been 
promoted to executive vice- 
president. 
> - - 

Watts Wacker, director of media 

for D. P. Brother & Co., Detroit, 


has been named a Sean Geaianl + 


of the advertising agency. Wacker 
has been with the agency since| 
1953. 
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Claro Covers all 


Dual-Range 
Transmissions thru 1957. Over 
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Fordomatic, Merc-O-Matic 
and Turbo-Drive Transmis- 
sions thru 1957. 


_ For Better Mechanic Education 
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we guarantee your satisfaction. 


COMPANY PRESENTS A 


PICTURE-STORY 


MANUAL WHICH COVERS ... 
The Controlled Coupling 
Hydra-Matic 


Covers all Controlled Coupling 
Hydra-Matic Transmissions 
(Jetaway, Strato-Flight, Flashaway). Over 
250 pages, 600 pictures. 
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Paddle Locks— 


Slam-action, safety-catch paddle locks 
which can be serviced in the field with a 
pair of pliers are among features in the 


new line of service and utility bodies | 


announced by the service body division, 
Morrison Steel Products, Inc., 601 Amherst 
St., Buffalo. The locks safety-catch striker 
plate with an extra catch prevents any 
door from accidentally opening even when 
not fully closed, it is said. Paddle locks 
are now standard on all the firm's service 
and utility bodies and are also being 


offered to commercial body builders. 


Wondering how new-car and truck pro- 


duction and sales are making out? AUTO-| 


MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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In the Letterbox 





(Continued from Page 10) 


“The most influential publication in 
the automotive industry.” 

Maybe I should stop right here 
since Ol’ Sam’s article is so ob- 


viously biased, but just to pick a) 


few glaring examples: 


“Ol’ Sam” talks about needing a) 
big car to carry all his stuff. “Son, | 


I'd have to have two of them just 
to haul my groceries home once a 
week, etc.—” How ridiculous can 
he get, unless he has 20 people in 
his family? 

Now for the -bit about the “big 
wide roads that stretch from 
yonder to yonder.” That’s just fine 
if one just wants to go from 
“yonder to yonder” and back, but 
Ol’ Sam doesn’t say anything about 
getting from one’s home to this 
mythical “yonder” through miles of 
enervating downtown traffic; or 
about getting from “yonder” to 
where you're going through more 
miles of not so “big wide roads.” 

Or Sam does not know that 90 
percent of the mileage an average 
person puts on a car is for essen- 
tial, short-distance errands, going 
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to and from work, etc. (Source: 
1956 Automobile Facts and Figures, 
Page 37). 

OV” Sam has never driven a 

good foreign import or is de- 

liberately exaggerating when he 
says that “50 makes you feel like 
you’re flying with Orville Wright.” 

He is again completely disre- 

garding the facts when he says 

“some of these foreign cars are 

made just as they were 50 years 

ago.” 

Anyone who has driven a Volks- 
wagen (or other good foreign cars) 
through rain, snow, ice, etc., knows 
how ridiculously misinformed Ol’ 
Sam is when he says these cars 
“are fair-weather cars, etc.—” 

As for the bit about foreign cars 
being too small, I refer Ol’ Sam to 
“The automobile in the daily life 
of the American population,” a sur- 
|'vey conducted by Alfred Politz 
Research, Inc., for the Automobile | 
Manufacturers Assn., April, 1951,| 
Page 54. This shows how seldom a| 
car is used to transport more than 
four people (or even more than 
three). 

This brings us to “this here guy” 
who came “up at our place” to buy 
a station wagon because he wanted 
something bigger to haul his large| 
family in. Did anybody tell “this| 
here guy” that for approximately | 
the same price, he could have 
bought a Volkswagen Micro Bus| 
|which would give him about two| 
|times the inside capacity while 
being 10 inches narrower and} 
almost four feet shorter outside? | 
And it would also give him about) 
twice the gas mileage. 

Of course, he will find out that 
|he can’t drive the Micro Bus from| 
“yonder to yonder” at 80-90 miles 
per hour, that the Micro Bus was| 
|honestly designed for people who} 
want lots of space and not for those | 
who want space and streamlining | 
(and don’t get either), and he will 
|find out that he can’t beat every- 
body from one stoplight to the next 
with his Micro Bus. 

After finding out all this, “this 
here guy” will probably decide he 
wasn’t looking so much for | 
“something bigger to haul ’em in” 
after all; but let’s stick to the 


Chrysler Selects 
Directors for 5 


Training Centers 


DETROIT.—Directors of the five) 
Chrysler Corp. regional training 
centers now under construction) 
were announced by L. W. Piot, di-| 
rector of the company’s training) 
program. | 

The appointments are as follows: 

Thomas N. White, New York 
Training Center, Rye, N. Y.; Mario 
S. Garbin, Philadelphia Training} 
Center, Newark, Del.; Warren S. 
Hatch, Chicago Training Center, | 
Skokie, Ill.; Harold I. Patterson, | 
Atlanta Training Center, Atlanta, 
and Harry G. Moock jr. Los 
Angeles Training Center, Anaheim, 
Calif. 

Other promotions announced) 
were the appointment of Otto Kind- 
shoven as manager of the Detroit 
sales training staff; John J. Rotes 
as new-car training manager, and 
Harold T. (Pat) Mullen as manager 
of speaker development and super- 
visory training. 

White has been on the sales 
training staff of the company since 
1949. He joined Chrysler Corp. in 
1942 as a staff specialist in the 
engineering division. Garbin joined 
the training staff in Detroit in 1953. 

Hatch joined the company in 








1935 as a salesman for the factory’s 
retail branch in Chicago. Patterson 
joined the corporation in 1954 as 
Plymouth regional used-car man- 
ager in Washington, D. C. Moock 
only recently joined the company. 
Kindshoven has been new-car 
training manager at the company’s 
training center here since 1956. 
Rotes joined Chrysler as a Dodge 
district manager in 1950. Mullen 
joined the company in 1931. 


Jaycees Honor Dealer 
LEXINGTON, N. C.—Bernard 
Thomas, Lexington auto dealer, was 
named Lexington’s Young Man of 
the Year by the Junior Chamber of 
Commerce. 
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facts and not say “you shore 
can’t haul the family in ’em.” And 
why should anyone want a car to 
go 80-90 miles an hour on high- 
ways with speed limits not to 
exceed 65 and 70? And what sort 
of man would endanger the lives 
of his family going at such speeds 
as 80-90 miles an hour? 


The nickname of “Ol’ Sam” is 
used to impress the reader subcon- 
sciously with the down-to-earth 
wisdom of the writer, supposedly 
gained over the years. Of course, 
as I pointed out in the beginning, 
maybe “Ol’ Sam” is just getting a 
little bit too Ol’! 

I’m sure that Ol’ Sam will brush 
off this letter as coming from just 
another thin-skinned foreign car 
owner. I am a foreign car owner 
(Volkswagen, if you hadn’t guessed) 
but I am not at all thin-skinned 
when I am told of the real draw- 
backs of my VW by somebody who 
has honestly looked into the sub- 
ject. 

I also have a sense of humor and 
enjoy the jokes about my “beetle.” 
I AM thin-skinned when it comes 


to people writing or talking about| by Allegheny Ludium Steel 
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Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup ! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Leciloe 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Name 


Address. 





EXECUTONE, INC., Dept. H-11 
415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
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In just about any fun spot you can name, you'll find mobile- 
minded, pleasure-bent people — and a goodly number of 
them will be Holiday readers. For these 875,000 families 
love going places and doing things. And, most important, 
they love going by car. Look at these figures: 

Ina single year, Holiday families drive the whopping total 
of 12.4 billion miles. They buy 900 million gallons of gas, 





42 million quarts of oil and 142 million oil filters. Not to 
mention 600,000 batteries as well. 

What’s behind all this get-up-and-go? A natural see-the- 
world enthusiasm common to all Holiday families. Plus in- 
comes that average more than $15,000 a year. 

Nearly 50 top automotive advertisers are currently using 
Holiday to reach this prime market. How about you? 


HOLIDAY readers go more, do more, buy more! 
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THE NADA USED CAR GUIDE 


—published in 8 regional editions so 
you have complete information 

about conditions in your own 

trading area 


—published every 30 days, to 
give you the up-to-the-minute facts 
and figures you need in your 
business every day 


—dgives you the average wholesale 
value, average retail value and 

(in most areas) the average loan, 
PLUS detailed line drawings of 
most models, for quick visual 
identification of features 





and it’s still Only>S-00 per year 


Quantity prices 
on request 





NATIONAL AUTOMOBILE DEALERS 
Useo Car Guipe Co. 


2000 K Street, N.W., Washington 6. D.C 








Contest in 
ad alley 
speeding 
toward 
finale 


Attention, brave advertising Influentials! The Saturday Evening Post Bonus 
Circulation Contest entries must be received by Monday, March 31! 1st Prize 
is the sophisticated, sumptuous Stutz and raccoon coat above. Other prizes, 
too: 50 happy-go-lucky sports-car coats, 560 devil-may-care straw boaters. If 
you’re in an agency —or the ad or sales dept. of any national advertiser — 
and haven’t received your entry blank, hurry a post card to: Bonus Contest, 
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By Donald M, Lyons 
Staff Correspondent 

MINNEAPOLIS.—Sixteen dealer 
changes have been announced in 
the Upper Midwest. 

South Side Mercury Sales Co. 
(Mercury), 1560 W. National Ave., 
Milwaukee, has gone into voluntary 
receivership and will be liquidated, 


Dealerships Shuffled 
In Upper Midwest 
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Packard), Rhinelander, Wis., has 
added Mercedes-Benz. Wayne Abel 
is president of the firm. 

Pegg Motor Co., formerly Olds- 
mobile dealership in Owatonna, 
Minn., has purchased Owatonna 
Motor Sales (Ford-Mercury) from 
Ray Rowland. John Pegg, president 
of Pegg Motor, has formed a new 
corporation, Pegg, Inc., to operate 
Pegg-Edsel Co. (Edsel, Lincoln and 
Continental) and Pegg Motor Co. 

Ralph M. Ivers has purchased 
the Studebaker and Packard 
franchise at Fargo, N. D., from 
H. E. Berrell, Berrell Motors, and 
formed a new company, Fargo 
Studebaker. Ivers, who also heads 
Ivers Edsel, said the new firm 
will be a subsidiary of the Edsel 


named Thomas Lincoln-Mercury. 
Paul Thomas is the dealer. 

L. J. Smith has purchased Kult- 
gen Chevrolet Co., Port Washing- 
ton, Wis., from Allie Klutgen and 
renamed the firm L. J. Smith 
Motor Co. He also has an Olds- 
mobile franchise. 

Abel’s Garage (Studebaker- 


ENTER 
TODAY! 





according to Arthur S. Bird, presi- 
dent. 

Vern Hemmingsen announced 
that Auto Sales Co. (Buick), has 
acquired Pontiac and Opel fran- 
chises. The Pontiac franchise 
formerly was held by Aarthun 
Motor Ce., which discontinued 
business after a fire. 

Leo Butler sold his Dodge- 
Plymouth dealership in Britton, 
S. D., to Harvey Dugdale. Gordon 
Dugdale will manage the new firm, 
which has been named The Dug- 
dales. 

Peter Klimek, Chevrolet dealer in 
Baudette, Minn., has added Olds- 
mobile. Robert G. Eckholm is presi- 
dent of Import Motors of Appleton, 
Inc., which opened recently at 220 
N. Division St., Appleton, Wis. 

Robert T. Olson, former general 
manager of St. Paul Buick Co., has 
purchased Bildstein Pontiac- 
Cadillac, Stillwater, Minn. Howard 
Thompson, formerly with St. Paul 
Buick, has been named sales man- 
ager. 

Fleck Oldsmobile Co., Bismarck, 
N. D., has consolidated with its 
parent company, Fleck Motor 
Sales, Inc. The consolidated firm 
will carry on business at 100 W. 
Broadway, Bismarck. The Fleck 
Oldsmobile building will be used 
for new-car conditioning and 


Mother of Four 
Is Successful 
Import Dealer 


HUNTINGTON PARK, Calif—aA 
good mother—and a good dealer. 
That decribes Elaine James 
Stucker, owner and operator of 
Four J Motors, Volkswagen and 
Porsche dealership here. 

The eldest daughter of Ed James, 
who holds 13 new-car franchises in 
Southern Califor- 
nia, Mrs. Stucker 
“grew up” in a 
dealership. She 
also is the mother 
of four girls. 


Although she 
has been around 
dealerships almost 
all her life, Mrs. 
Stucker went into 
the automobile 
| business at her 
dad’s firm only 
when it became necessary for her 
to be the head of her family. There 
she did all kinds of jobs to keep the 
customers and employes happy. 

Two years ago, when the 
Volkswagen-Porsche dealership in 
Huntington Park became available, 
James encouraged his daughter to 
buv and operate it. 

Viewing her new dealership 
through feminine eyes, Mrs. Stuck- 
er’s first steps were to install gay 
flower boxes in the showroom, put 
more emphasis on careful house- 
keeping and on treating each cus- 
tomer as a valued friend. 

Mrs. Stucker also believes in 
building her dealership upon good 
service. That is why she uses five 
times more men in the shop than 
on the sales staff. As a result, her 
service department volume has 
trebled during the past two years. 

Though competing in a field that 
has been successfully tackled by 
few women, Mrs, Stucker remains 
modest about her accomplishments. 
“I certainly don’t deserve the 
credit,” she disclaims. “We couldn't 
have grown so fast without the en- 
thusiastic support of the employes. 

“Naturally, I am pleased with 
what we have accomplished at the 
| dealership. But my four daughters 
come first in my thoughts. I even 
named the firm—Four J Motors— 
after them.” 

The children, named Jane, Judy, 
Jennifer and Jill, range in ages 
from nine to 16. Mrs. Stucker said 
she organizes her work so that she 
can spend Saturdays with them 
while they are growing up. 

Mrs. Stucker provides convincing 
proof that a good mother can also 
be a good dealer. 

. - 








Elaine Stucker 





Angen Auto Sales (Buick and 
GMC truck), Alexandria, Minn.. 
recently opened its new building at 
Ninth and Broadway. Dealers are 
Cliff Angen and Harland Angen. 
Jensen Chevrolet Co., Stephen, 
Minn., has added Oldsmobile. 

Service Buick, Hazen, N. D., has 
added Pontiac and renamed the 
firm Service Buick-Pontiac. Wil- 
liam Ollenburger jr. and Eugene 
Huber own the firm. 

Packard Rapid City Co., Rapid 
City, S. D., has switched to Lincoln- 
Mercury. The firm has been re- 
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"Assembly Line’ Operation— 
















dealership. 

John Stamm, former vice- 
president of Gardner Buick, has 
purchased Bickel Plymouth Co, 
3304 W. Villard Ave., Milwaukee. 
The dealership has been renamed 
John Stamm, Inc. 


Auto Washington 


(Continued from Page 36) 


can labor” and blocking 
needed amendments.” 

The Republicans wanted hearings 
on proposals to: 

1. Eliminate the provision that 
bars replaced strikers from voting 
in NLRB elections but allows their 
replacements to vote. 

2. Study the entire problem of 
secondary boycotts to eliminate 
features objectionable to manage- 
ment and many unions. 

3. Redefine the jurisdiction of the 
NLRB to enable it to concentrate 
soley on labor matters of a judicial 
or quasi-judicial nature. 

4. Redefine areas of jurisdiction 
in labor disputes where the NLRB 
presently does not act and where 
the states are prohibited from act- 
ing. 

The Democrats on the subcom- 
mittee said they felt the GOP 
wanted to push through legislation 


unfavorable to the labor movement. 
> * > 


Dealers Get SBA Aid 


UTO dealers and allied business 

lines shared largely in the loans 
approved by the Small Business Ad- 
ministration last month, according 
to the current SBA report. 

Among the car dealers were the 
following: 

A Fulton, N. Y. Ford dealer with 
10 employes got a direct loan of 
$12,000, while a Buick deal in South 
Hill, Va., with 15 employes got 4 
participation loan of $15,000. 

The largest loan in the current 
listing was for $75,000 for a Mel- 
rose Park (Ill.) dealership with 14 
employes. Next in size went to a 
Bruce (Wis.) firm with eight em- 
ployes. This was for $40,000. 

* 


* + 


GM Club Elects Theis 


ENRY C. THEIS, Pontiac zone 

manager, has been elected pres- 
ident of the General Motors Club of 
Washington. The club is composed 
of GM management representatives 
in the Washington metropolitan 
area. 

Other officers are W. E. McMeans, 
Oldsmobile zone manager, vice- 
president; John D. Riggs, assistant 
manager of GM's government area 
sales office, secretary; J. Kenneth 
Hampton, manager of the diesel 
engine division, treasurer. 


“badly 








Box 39-E, The R. H. Donnelley Corp., Mt. Vernon 10, N. Y. 





A miniature “assembly line’ with overhead conveyors speeds engine overhauls 
and unit replacement in the Four J Motors shop. Restricted outside storage space 
necessitates careful scheduling of repair jobs and careful supervision to attain maxi- 
mum service volume. Note the cleanliness of the shop. 
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2-dr., $795*° (ps). 
PACKARD—’'54 4-dr., $400* (ps). 
PLYMOUTH—’58 Belvedere (8) 4-dr., $2,- 
100*, °57 Belvedere (8) 4-dr., $1,610*°; 
Hardtop, $1,350°; Savoy (6) 2-dr., $1,- 
350°, '56 station wagon, $1,000; Belveder 


Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) $785°; 4-dr., $710*; Savoy 2-dr., $775°; 
: 4-dr., $730*, $690, $610, $605, $320°; 
8 
8 

8 9 7 & 

5. gt 8 3 88 Ey 

0 3 i 2 

3 5 





Plaza 2-dr., $305. '54 Hardtop, $605. 
PONTIAC—’57 Star Chief 4-dr., $1,700° 
(ps). °56 Star Chief 4-dr, Hardtop, $1,- 
455° (ps); Chieftain Catalina, $1,440°*, 
$1,300* (ps); station wagon, $1,400° (ps). 
’55 Star Chief conv., $1,035* (ps); Cata- 
lina, $910* (ps); 2-dr., $765°. '54 Cata- 
lina, $850*° (ps); 4-dr., $415*. '53 Chief- 
tain 2-dr., $400°; Catalina, $395*; 4-dr., 
$305°*. 
RAMBLER—’55 station wagon, $660. 
STUDEBAKER—’ 56 Golden Hawk, $1,250°. 
MISCELLANEOUS.—’57 Volkswagen, $1,- 
505. °56 Ford pickup, $525. 


LITTLETON, COLO. 


Colorado Auto Auction, Sale every Mon- 
day, Prices are for sale of March 3. 

The weather conditions kept consign- 
ment to minimum, but buying was active. 





56°57 66°57 56°57 56 °S 57 56°57 2°56 67 "57 58 
51°58 ‘K_’57 ° 
— Ape. “May Jame july “aus. ‘Sept. Moet. Nov. Dee. Jan, . Bue); RM A-dr.,) $1,860" (pe)? Special 
Prices of "STs added and ’49s dropped in November, 1956 a eal nh eg ye ge — 
lovem ber, . Prices of '58s added and '50s dropped in December, 1957. CADILLAC—’58 (62) coupe, $4, 500° (ps). 
Figures alongside bars represent dollars. (Copyri 1958, by Au 57 (62) sedan de Ville, $3,800*° (ps). '56 
ent, » Sy Amtemetive Hews) (62) sedan de Ville, $2,780* (ps), $2,740° 





(ps), $2,710* (ps); 4-dr., 2 at $2,600° 


































































































450°; Bel Air (8) 4-dr., $2,225* (ps).) dr., $1, ; (ps). '55 (60) 4-dr., $2,100* (ps); (62) 
}I Market Trend CHICAGO or ihc As €2) remaa’ G1.dee"; Da| ecame Gee ee ee $2: $Loso" (pe), "04" (62) eds, $L,- 
Arena Auto Auction, Sale every Tuesday.| $1,720*, $1,660*, $1,620*. $1,610°, $1, $1,265: 4-dr., $1,305, °56 a A ny 7 545°. 
Overall average prices of used |Prices are for sale of March 3. 560°, $1,495*; Hardtop, $1,715*, $1,695°,| tion wagon, $1,320* (ps); Fairlane (8)| CHEVROLET—'5s Impala 2-dr. Hardtop, 
cars sold at wholesale auction Due to our high consignment and good $1,675* (ps), $1,665*, $1,510°; sport conv., $1,265* (ps); Country sedan, $1,- $2,750* (ps); Brookwood 4-dr. station 
percentage sold, we are not listing cars coupe, $1,630; conv.,’ $1,500*; Bel Air| 230° (ps); 4-dr., $1,210° (ps); Victoria,| WS", $2,585°, $2.450°; Biscayne 2-dr., 
: declined $9 last week to level off | under $300, as they have no great bear. | (6) 4-dr., $1,415; Two-ten (8) station| $1,195*, §900°; 2-dr., $695; Custom| $1;750. '57 Bel Air (8) 4-dr., §1,910° 
badly at $997, according to Automotive | !™s on the market. Sold 351 cars out of wagon, $1,685*, $1,520°; Two-ten (6) Ranch wagon, $1,145*, $1,050*: 2-dr (ps), $1,815*, $1,780*, $1,775*, 2 at $1,- 
News’ index 534 offerings. t-dr., $1,470°; 2-dr., $1,370, $1,360°, $1,-| $960*, $730. '55 Fairlane Crown Victoria,| 7°5>;, Twooten (8) 4 dr. station wagod 
: P BUICK—’58 Super 4-dr., $2,980* (ps). '57 275. °56 Bel Air (8) Hardtop, $1,370* $1,100* (ps), $950*; 4-dr. os Sao. $1, 780°, $1,590, $1,475*; One-fifty (8) 
arings Only tw odel th ps). $ 3 r., $990°; 2-dr., 
eee aoe ———_ he | Century conv., $2,075° (ps); Special 4-| (ny: $1,395", $1,310%, $1.145°, '$1,135°: | $805; Country sedan, 835°; Custom 4- a, Sheet: $1,590, °66 Bel Air 
wnward price movement: dr., Hardtop, $2,060° (ps): 2-dr., $1,820°| COMV., $1,300*; 4-dr., $1,240°; coupe, $1,-| dr., $720°, $715*, $660°, $650°. ’ - . 3 3 . 
| that Sis and "4s went up $6. (ps); station wagon, $1,805*, $1,775*; 250°; Two-ten Hardtop, $1,235* (ps), tom 4-dr., $575°, $545°, qase, crest Vie woe”, - S008, S000. "GS Bei Ate XS) 
voting Losses amounted to $9 ’ Riviera, $1,785° (ps). '56 Century 4-dr. $1,070*; 2-dr., $1,070*, $1,040, $1,020, 2 toria, $560; 4-dr., $410, "53 Crest conv., 4-dr., $980; One-fifty 2-dr. station wagon, 
th 7 : on ‘58s, Hardtop, $1,365* (ps), $1,260*: Super| 2 $960, $940, $930, $895; 4-dr., $1,030, $565*: Victoria, $480°*. $920; 2-dr. sedan, $700. ‘54 Two-ten 2- 
their | $22 on ’5és, $12 on ’S5s, $9 on "53s, | 4-dr., $1.265* (ps); Special Hardiop, $1,-| $1015*, $905*, $045, $890; Oné-Afty 2-| LINCOLN —'S7 Premiere Hardtop, $2,010°| g2i5" Geb coupe, 
$19 on °52s and $7 on ’5is. 205° (ps), $1,145°. '55 Special Hardtop,| 4°. $870. "55 Bel Air conv., $1,000° (ps); (ps). 56 Premiere Hardtop, $2,080* (ps) , 
m of At a group of representative $1,020°, $006", $605*. "54 Century Riviera,| * a ‘ res = on he ore: —— ‘55 Capri Hardtop, $1,385° (ps), $1 o70*, Teee (pe). 56 Windsor “ - 2 Se 
j $635*; station wagon, $550. "53 RM 4- . is r 2-dr., \ om am » oes . ; . f4r.. ‘ 
ninate auctions last week, the average | dr., $500* (ps), $470* (ps); Super 4-dr.,| $600°, $570; 4-dr., $505*; Two-ten 2-dr., mips). "58 Monterey Hardtop, $1576" (pe). ipa. ‘53 NY Hardtop, $275" ( vam 
inage- consignment was 220.6 units, com- | $350", $345*, $325*, $300.* $470. $1,065*. °55 Montclair Hardtop, §1,010°,| Saratoga 4-dr., $240 (ps) a 
‘ pared with 199.6 units a week ear- Oror ts) Gpeees 4. eave tne -. “on ay a ce, dese; $735°, $635; Montclair Hard- | DODGE—’53 Coronet 4-dr., $265, $160°. 
“ . -dr., . ° = 7, 8 coupe, ° * (ps). op Custom 4-dr., 85. "54 Mon-| FORD—'57 Thund » a ? - 
- the lier. The sales ratio was 67.7 per 835° (ps); (62) conv., $3,485° (ps); 4-| DeSOTO—'57 Firedome Hardtop, $2,175*| terey Hardtop, $650*; bee. $585*. °53| 465° (ps): omer ston, oe seo (oe) 
ntrate cent, compared with the year’s | dr., $3,345* (ps), $3,150* (ps); coupe,| (ps). °55 Firedome Hardtop, $1,075*,| Hardtop, $420°. : : $1,690* (ps); Fairlane (8} 500 Hardtop, 
idicial high of 73.5 percent in the pre- $3,405* (ps), $3,270* (ps). ‘56 (62)| $900° (ps), $820°. OLDSMOBILE—'57 (98) Holiday, $2,350°| $1,820° (ps), $1,775°, $1,625°, $1,610° 
vious week. coupe, $2,580° (ps); coupe de Ville, $2,-| DODGE—'56 Royal (8) 4-dr., $1,060° (ps). (ps), $2,280° (ps), $2,250° (ps), $2,205°; (ps); Main (8) Ranch Wagon, $1,590; 
iction {pe cs toe) 2 a | — “ie 7 te — — conv., $2,175* (ps); 4-dr., §$2,090° (ps):| Custom (8) 4-dr., $1,355. "56 Custom 
; ; ; , oR » ju e , op, *; on t 0° 88 . , -dr. ° 
NLRB | , Prices marked with an asterisk | $1 970° (ps); 4-dr., $1,675* (ps), $1,250°| (ps). ae net ee (98) Hollda, menaey, Siar, (ee) a! Stes, Sisters Mam ede. 600s, "Sk 
indicate a t d h | ) Holiday, $1,490° (ps); (88) Holiday, sedan, $1,195*; Main 4-dr., $585. 
whee e a unit equipped with an (ps); coupe, $1,400* (ps); conv., $1.390°| FORD—'57 Retractable Hardtop, $2,095*| $1,405* (ps), $1,295* (ps). "55 (98) Holi-| Crest 4-dr., $805*; Custom 2-dr. srs". 
5 act automatic transmission or over- (ps); (60) 4- -dr., $1,860° (ps). ‘53 (62) (ps); Del Rio station wagon, $1,805° day, $1,295° (ps), $1,200° (ps); (88) ‘53 Custom 2-dr., $570°, $435, $410, $400; 
drive, and (ps) indicates power | °SY-- $920°; coupe, $775° (ps). '49 (62)| (Ps), $1,685°; Country ‘sedan, §1,750*| Holiday, $1,250° (ps); 2-dr., $875*, $650°. | _ Main 2-dr., $290. 
steering 4-dr., $350*. (ps); Fairlane (8) 500 Victoria, $1,530°;| ‘54 (98) Holiday, $1,010* (ps); (88) HUDSON—'55 Hornet 4-dr., $715*. 
nae . | CHEVROLET— 58 Im pala Hardtop, §2,- Fairlane (8) 4-dr., $1,530°, $1,350; 2- Super Holiday, $875*; 4-dr., $830°, $795°; (Continued on Page 84, Col, 1) 
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Used-Car Auction Prices 
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IMPERIAL — ’'57 2-dr. Hardtop, $3,220*| matched Inst week’s advance in price, 
(ps). SF ae ee tae tae ao 
LINCOLN—’58 Capri 4-dr., $3,520° (ps). more confidence. Many buyers from 
°57 Premiere 4-dr., $3,040° (ps), $2,895°| the an a cans ae — 
(ps). '56 Premiere 4-dr., $2,110° (ps),| Me Sood retell trade and s. scarcity 
$2,070* (ps), $2,000* (ps): lean, wholesome, w mileage cars. 
MERCURY—’58 Colony station wagon, $3 — Sold i. : 
170* (ps). '57 Monterey 2-dr. Hardtop,| ments. a a 
$1,880", $1,875*, $1,850°, $1,800°. '56) BUICK—’57 Special 2-dr., $1,660° (ps). ’55 
Monterey 4-dr., $1,165*, ‘54 Monterey Special Riviera, $1,075*, 
Hardtop, $745* (ps), $740°; Custom 4-| CADILLAC—’'56 (62) coupe, $2,680° (ps); 
dr., $650, $615. ‘53 Custom Hardtop, 4-dr., $2,450° (ps). '55 (60) Special 4-dr., 
$0065°. °61 4-dr., $150. $1,835* (ps); (62) coupe, $1,800° (ps). 
OLDSMOBILE — '57 (88) station wagon, *54 (62) conv., $1,710* (ps); coupe, $1,- 
$2,500* (ps), $2,205* (ps); 4-dr. Hard- 675°. °51 (62) coupe, $630°, °50 4-dr., 
top, $2,075* (ps); (98) 4-dr., 2 at $2,285° $415°. 
(ps); (88) Super Hardtop, $2,215* (ps). | CHEVROLET—’57 Bel Air (8) 4-dr., $1,- 
"56 (98) 4-dr. Hardtop, $1,730° (ps), 650° (ps), $1,575°; Two-ten (8) 2-dr., 
$1,720* (ps), $1,575° (ps). ‘55 (98) 2- $1,440°; Two-ten (6) 2-dr., $1,300. °56 
dr, Hardtop, $1,380*. ‘54 (98) 4-dr., Two-ten (6) station wagon, $1,130; 4- 
$975* (ps). '53 (88) 4-dr., 2 at $400*. dr., $950, $940; 2-dr., $935, $925, $900; 


*50 2-dr., $160°. Two-ten (8) 2-dr. $980; One-fifty (6) 
PACKARD—’55 Clipper 4-dr., $750*. station wagon, $1,060, $870. °55 Bel Air 
PLYMOUTH—’57 Belvedere (8) Hardtop, (8) conv., $1,050*; ‘Two-ten (8) 4-dr. 

$1,675*; Savoy (8) 4-dr., $1,620°, $1,- station wagon, $950°; Two-ten (6) 4-dr., 


420°. 56 Belvedere (8) Hardtop, $1, 220° ; $800; 2-dr.. $675. ‘54 Bel Air 4-dr., 

Savoy (8) 2-dr., $975; Plaza 2-dr., $720. $710*. °53 Bel Air 2-dr., $510*, $390°; 

*51 club coupe, $125. Two-ten Sport coupe, $500°. ‘52 2-dr., 
PONTIAC—’57 Star Chief Hardtop, $1,- $285°; station wagon, $260. ‘51 2-dr., 

880°; Safari station wagon, $1,790°. '56 $150°. 

Star Chief conv., $1,345*. °55 Chieftain| DeSOTO—'50 Custom 4-dr., $180. 

station wagon, $770*. °53 4-dr., $450,| DODGE—’53 Coronet club coupe, $180. "51 


$400*. ‘51 conv., $235. Coronet 4-dr., $120*. 
RAMBLER—’57 4-dr. station wagon, $1,-| EDSEIL—’58 Citation conv., $2,600° (ps). 
910°. FORD—’58 Country sedan, $2,425°; Fair- 
WILLYS—’53 station wagon, $760, $700. lane (8) 500 Victoria, $2,390°. ‘57 Fair- 


MISCELLANEOUS — '58 Chevrolet %-ton lane (8) 500 4-dr., $1,600°; 2-dr., $1,520° 


pickup, $1,700, $1,690, $1,675. "57 Chev- (ps); Custom Ranch Wagon, $1,360; 


rolet %-ton pickup, $1,235, $1,200; Ford 2-dr., $1,040°. '56 Country sedan, $1,- 
%-ton pickup, $1,410. "56 Studebaker Ly - 540°, $1,500° (ps); Fairlane (8) conv., 
ton pickup, $845. "55 Ford %-ton pickup, $1,250°; Custom Ranch Wagon, $1,220*; 
$700; Willys Pickup, $505. "54 Chevrolet 2-dr., $760. °55 Country sedan, $1,300°; 


%-ton pickup, $470. Main (6) 2-dr., $635, $560. °54 Country 
sedan, $565; Custom (8) 4-dr. $520; 2- 

° . 

ALBANY dr., $490°, $470; Custom (6) 2- -dr., $270; 


Main (8) 4-dr., $520; Main (6) 2-dr., 

Tim Anspach Dealer’s Auto Auction. Sale $320. °53 Ranch Wagon, $590, $335°; 

every Monday. Prices are for sale of March Custom 4-dr., $375; Main 4-dr., $270. "52 

3. Crest Victoria, $270°; Custom 4-dr., 
The market here today om saverage $270°. °51 Custom 2-dr., $150. 





made for each other. . 






“50” BRAKE 
-Quality BRAKE PARTS ! 


quality brake parts with an unknown, off-brand, sub-standard 
brake fluid! . 

EIS Super “50” Heavy-Duty Brake Fluid costs a few pennies more, 
but, it’s well worth it! Use EIS Broke Fluid with EIS Brake Parts to 
insure a lasting job and a satisfied customer. Don't use a brake 
fluid that just barely covers the requirements in States that have 
brake fluid lows! EIS Super “50 EXCEEDS SAE Heavy-Duty 





Yes — it's a perfect “marriage” when you combine EIS Brake Parts 
with EIS Brake Fluid; THEY'RE MADE FOR EACH OTHER! 


ae CAR MANUFACTURERS USE SAE HEAVY-DUTY BRAKE FLUID 
eo BECAUSE NOTHING ELSE WILL DO! DON’T TAKE A CHANCE! 


THE Comprehensive BRAKE PARTS LINE 


{National Average is 65%) 


increase service absorption figures and fill with customer- 
ciudolie cangretadine end Rare Oe Ss. 


é 





HUDSON—’55 Wasp Hollywood, $800*. °54 
Hornet 2-dr., $410*. 

LINCOLN—’54 Capri coupe, $860* (ps). 

MERCURY—’'56 Monterey station wagon, 
$1,410*; Custom 4-dr, station wagon, 
$1,435. °55 Monterey 4-dr., $915°. ‘53 
Custom coupe, $270. 

OLDSMOBILE — ’'56 (98) 4-dr. Holiday, 
$1,590* (ps). °55 (88) Holiday, $975* 
(ps). °54 (88) Super 4-dr., $760° (ps); 
(88) 2-dr., $610*. °53 (88) Super 4-dr., 
$525* (ps); (98) 4-dr., $400*° (ps). °52 
Holiday, $250*. 

PACKARD—’53 Clipper 4-dr., $235, $160*, 
$135*, $110°*. 

PLYMOUTH—’58 Belvedere (8) coupe, $2,- 
340°. '57 Suburban, $1,860* (ps); Plaza 
(6) 2-dr., $1,200. '56 Belvedere (6) 4-dr., 
$1.245*; Savoy (6) station wagon, $1,- 
060; Plaza station wagon, $910; coupe, 
$675. °54 Belvedere 4-dr.. $640; Cam- 
bridge club coupe, $500. '53 club coupe, 
$360; 2-dr., $140. "49 Suburban, $200. 

PONTIAC—’'55 Star Chief Catalina coupe, 
$1,075* (ps). °54 Chieftain 4-dr., $360*. 

c ’55 4-dr. station wagon, $945. 
"54 4-dr. station wagon, $700*. °51 sta- 
tion wagon, $130. 

STUDEBAKER—’54 Champion 4-dr., $330. 

WILLYS—’57 station wagon, $1,100°*. 

MISCELLANEOUS — '56 Chevrolet %-ton 
pickup, 2 at $625; Ford %-ton pickup, 
$590; Volkswagen bus, $925; 2-dr., $1,- 
175; Jaguar conv., $1,850°. '53 Volks- 
wagen 2-dr. $600: 52 Hillman conv., 
$220. "50 Studebaker %-ton pickup, $220. 


JENISON, MICH. 


‘Grand Rapids Auction, Sale every Tues- 

day, Prices are for sale of March 4. 

onsignment mot too large, but cars 
sold well and dealers are beginning to 
feel like buying and selling again, Sold 

91 cars out of 147 offerings. 

BUICK—’ 57 Special Riviera, $1,875*; 2-dr. 
sedan, $1,630*. "56 Century 2-dr., $1, 250° 
(ps). "55 Special 2-dr.. $1,030*; Century 
2-dr., $915°*; Super Riviera, $875°*. ‘54 
Century Riviera, $775*. °53 Super 2-dr., 
$575°; 4-dr., $280°; Special 4-dr., $450°. 
"652 2-dr., $360°. 

CADILLAC— 56 (62) 4-dr., $2,000° (ps). 
"55 (62) club coupe, $1,900° (ps); 4-dr., 
$1,700*. ‘53 (60) Special 4-dr., $840° 
(ps). ‘52 4-dr., $400°. 

CHEVROLET —’'58 Brookwood station 
wagon, $2,355° (ps). ‘57 Bel Air 4-dr., 
$1,740*; Two-ten (8) 4-dr., $1,600°, $1,- 
455°. $1,240°. "56 station wagon, $1,580, 
$1,355*; Bel Air club coupe, $1,155°. °55 
station wagon, $1,240° (ps); Sport coupe, 
$1,075* (ps); club coupe, $930°; Two-ten 
2-dr., $740. '54 2-dr., $620; 4-dr., $600° 
(ps), $535, $425. °53 2-dr., $435; 4-dr., 
$355. ‘51 2-dr., $260. ‘50 4-dr., $415. 

DeSOTO—'53 4-dr., $290°. 

DODGE—’'56 Coronet 4-dr., $1,120°; 2-dr., 
$900. °55 station wagon, $960°. '54 club 
coupe, $375. "53 club coupe, $275. 

FOR D—'57 Fairlane Victoria, $1,645*; 
station wagon,, $1,455; Custom 2-dr., 
$1,215, $1,200. °56 station wagon, $1,- 
350°, $1,255; Custom 2-dr., $1,060°; 
4-dr., $980°, $900°; Fairlane 2-dr., $1,- 
055°, $1,000°, $925° (ps). ‘55 Fairlane 
4-dr., $795°; 2-dr., $765°; Custom 2-dr., 
$755°, $715*, $700°. '54 Ranch Wagon, 
$530; Custom 4-dr., $485°, $410. °53 sta- 
tion wagon, $475*. 

MERCURY — '57 Montclair 4-dr., $1,930° 
(ps). °55 station wagon, $1,250° (ps); 
Montclair club coupe, $1,000° (ps); 
Monterey 4-dr., $850° (ps); 2-dr., $780*. 

OLDSMOBILE—'55 (88) Holiday, '$1,120°, 
$1,070*, $1,040°; (88) Super Holiday, 
$1,100° (ps); (98) coupe, $980° (ps). 
"54 (88) 2-dr.. $700°, "53 conv., $385° 
(ps). "52 4-dr.. $355. 

PLYMOUTH—'57 Belvedere 4-dr., $1,650*° 
(ps), $1,500°; Savoy 4-dr., $1,350°, ‘55 
Plaza 4-dr., $545° (ps). 

PONTIAC—’57 Chieftain Catalina, $1,665*. 
"56 Star Chief Catalina, $1,370°*; Chief- 
tain Catalina, $1,265° (ps). '55 Chieftain 
4-dr., $880°. "53 club coupe, $320. 

RAMBLER—’57 4-dr., $1,500°. 'S4 station 





MANHEIM, PA. 


Manheim Auto Auction. Sale every Fri- 
day. Prices are for sale of Feb. 28. 
Bad 


week. Good weather. 

BUICK — ‘57 RM 2-dr. Hardtop, $2,250° 
(ps); 4-dr. Hardtop, $1,975° (ps), $1,- 
900° (ps), $1,800° (ps); Century 2-dr. 
Hardtop, $2,070*; 4-dr. Hardtop, $1,810° 
(ps); Super 2-dr. Hardtop, $1,960°; Spe- 
cial 4-dr., $1,690°, $1,650°; 2-dr., $1,- 
650° (ps). "56 RM 4-dr. Hardtop, $1,570° 
(ps); 2-dr. Hardtop, $1,395° (ps), $1.- 
200° (ps); Century 4-dr. Hardtop, $1,- 
550°; Super 4-dr. Hardtop, $1,550*, 
$1,505* (ps), $1,480°; 2-dr., $1,500° (ps), 
$1,450° (ps); Special 2-dr. Hardtop, $1,- 
260°, $1,040° (ps). ‘55 Century 2-dr. 
Hardtop, $1,175*; 4-dr. Hardtop, $1,165; 
coupe, $1,120; Super 2-dr. Hardtop, $1,- 
060° (ps); Special 2-dr.. $1,030°, $930, 
$660; 4-dr., $885° (ps). 54 RM Hardtop, 
$995° (ps), $960° (ps), $890° (ps); Super 
Hardtop, $900°, $840°, $820°; 4-dr., 
$735°; Special 4- dr., $875°: 2-dr., $880°, 
$600°. ‘53 RM 4-dr., $330° (ps) : Super 
4-dr., $355°, $350. ‘52 Special 4-dr., 
$300°; 2-dr., $300, 

CADILLAC — 58 sedan de Ville, $5,625* 
(ps); (62) 4-dr., $5,250° (ps); coupe de 
Ville. $4,940° (ps) ; coupe, $4,410° (ps), 
2 at $4,400° (ps), $4,300° (ps). "57 (62) 
conv., $3,600* (ps); coupe, $3,400°; 4- 
dr. '$3,250° (ps). ‘56 (62) sedan de 
Ville, $2,755* (ps), $2,400*°; coupe, $2,- 
650° (ps); coupe de Ville, $2,600° (ps); 
4-dr., $2,500° <ps), $2,430° (ps), $2,350* 
(ps). °55 (62) coupe de Ville, $2,250° 
(ps), $2,160° (ps), $2,100° (ps), $1,975* 
(ps); 2-dr., $2,125*, $1,910° (ps). ‘54 
(62) 4-dr., $1,500° (ps). ‘53 (62) coupe, 
$985°. '52 coupe, $620° (ps), $495° (ps). 
"51 4-dr., $350. 

CHEVROLET—'58 Impala (8) conv., $2,- 
640°, $2,360°; Bel Air (8) 2-dr. Hardtop, 
$2,330°; 4-dr. Hardtop, $2,325°; 2-dr. 
sedan, $2,165; Brookwood station wagon, 
$1,995*. '57 Bel Air (8) Hardtop, $1,875*, 
$1,785*, $1,780°, $1,650°, $1,600°; conv., 
$1,870°; 4-dr., $1,630° (ps) $1, 540° (ps), 
$1,450° (ps), $1,350, $1,215; 2-dr., $1,- 

$1,460°; Bel Air (6) 4-dr., $1, '410°, 
$1,380": 2-dr., $1,325, $1,270; Two-ten 
(8) 4-dr., $1,540°, $1,520°, $1,360°; sta- 
tion wagon, $1,500*; 2-dr., $1,475; Two- 
ten (6) 2-dr., $1,345*, $1,300°; One-fifty 
station wagon, $1,340. '56 Bel Air conv., 
$1,475* (ps), $1,445*; 4-dr. Hardtop, 
$1,465*, $1,350*, $1, 330°; 2-dr., $1,098; 
Two-ten (8) 4-dr., $1,120; Two-ten (6) 
2-dr., $970, $885; 4-dr., $970°, $890; 
One-fifty 4-dr., $890°. 5S Bel Air (8) 
station wagon, $1,245°; 2-dr., $1,180*; 
4-dr., $1,120; $1,035*, $895°; conv., 
$925*; Two-ten (8) 4-dr., $900°, $895°, 
$675; 2-dr., $875, $870, $650. '54 Two-ten 








Fairlane 2-dr. Hardtop, $2,010*; Victoria, 








$1,780*; 2-dr. sedan, $1,750*, $1,729 
Model Breakdown $1.420; 4-de. 2 at $1,650, $1,606, $1: oO, 
airlane ) ardtop 1,325; Coun 
Of Auction Averages Squire, $1,880* (ps); Country sedan, _ 
cine 875* (ps), $1,805*, $1,780*; Custom 300 
—— oe aon 4-dr., $1,540, $1,386; 2-dr.’ $1,325. $1,- 
_— ee Tate hog seed 220, $1,085. °56 Thunderbird, $2,160* 
(ps), $2,150; Country sedan, $1,495* (ps), 
_ = $2,795 $2,828 $2,946 $1,465°, $1,460°, $1,445* (ps), $1,608 
1957 1679 1.691 1.728 (ps), $1,310*, $1,280"; Fairlane (8) Vie. 
sseenesenseees ’ , ’ toria, $1,325*, $1,235*, $1,190* (ps): 
1956 1,183 1,171 1,161 conv., $1,190°, $1,065*; club sedan, $1, 
ae 891 900 San s1.05b° $1,000, 7. Custom (8) 
4-dr., $9 
BIE. .ncsnsrcesece 606 590 604 Custom (6) 2-dr., $780, $625°, '55 me 
375 357 367 derbird, $1,525*; Fairlane Victoria, $1,. 
vic cileiies 241 230 236 | 190, $830°, $825; station wagon, $1,075; 
WDBL. ooo. 190 183 170 | Town sedan, $850; 4-dr., $835°, $790°; 


2-dr., $775; Custom (8) 4-dr. $835°, 
— ane $805, $730, $625; 2-dr., $790, $735, 
Average $ 997 $ 993 $1,014 $720, $535; Main 2-dr., $610, $595. ‘54 

station wagon, $930°; Crest Victoria, 
$710; Custom 4-dr. $610, $595, $525; 
2-dr., $740*, $550; 4-dr., $730*, $680°*, 2-dr., $400; Ranch Wagon, $550; Main 
$625, $425; Bel Air 4-dr., $690*; station 2-dr., $370. '53 conv., $476* (ps): Cus- 
wagon, $590°; 2-dr., $580; One-fifthy 2- tom '2-dr., $375; club coupe, $185. "52 
r., $410. °53 Bel Air 4-dr., $550%, $500°| Custom 4-dr., $395*; 2-dr., $315; Main 








(ps), $490°, $460, $440, $380°; 2-dr.,| 4-dr., $125. ’50 2-dr.. $135, $110. 

$500* (ps); Sport coupe, $465; Hardtop, HUDSON—'55 Hornet Hardtop, $1,010 "52 

$335; Two-ten 2-dr., $505*, $365; 4-dr., Hornet 4-dr., $240°. 

$395, $370; One-fifty 2-dr., $285. ’52 sta-| LINCOLN — '57 Premiere 4-dr. Hardtop, 

tion wagon, $480, $455; 2-dr., $325, $200;| $2,800°; 2-dr. Hardtop, $2,545*, $2,425. 

4-dr., $260. '51 4-dr., $285°; 2-dr., $175. 56 Premiere Hardtop, $1,740*, $1,600° 

"50 2-dr., $110. (ps). '55 Capri 4-dr., $1,440° (ps). 
OHRYSLER—’58 Saratoga sedan, $3,125*.| MERCURY—'58 Montclair 2-dr., $2,425*, 

56 NY station wagon, $1,940* (ps);| ‘56 station wagon, $1,410* (ps); 'Mon- 


4-dr., $1,910* (ps); ‘‘300" 2-dr. Hard- terey 2-dr. Hardtop, $1,280*, $1,210*, 
top, $1,850° (ps), $1,800*; Saratoga| %1,160°; conv., $1,250°; 4-dr. sedan, $1,- 
sedan, $1,650° (ps). '55 NY 2-dr., $1,- 135° (ps); Custom station wagon, $1,- 
450° (ps), $1,370* (ps), $950; Windsor 210°; Medalist Hardtop, $1,155*; ‘2-dr,, 
4-dr., $1,000*; station wagon, $775. °54 2 at $850, 55 Monterey Hardtop, $1,120°, 
NY 2-dr.. $885*; 4-dr., $850°, $700°. '53| $950°; conv., $900°; 4-dr.. $810; Custom 
Windsor '4-dr., $280°:' 2-dr.,' $275*. °52|  2-dr., $825. ’54 Monterey Hardtop, $805*, 


Hardtop, $255*, °49 4-dr., $165°*, $760*; 2-dr., $735, $715°*; conv., $550° 
CONTINENTAL — 2-dr. Hardtop, $4,200°| _ °52 Monterey 2-dr., $475*. 

(ps), $4,150* (ps), $4,050*° (ps). NASH—'55 Statesman 2-dr., $860*, $590. 
DesOTO ’56 Firedome 4-dr., $1,450*; 53 Statesman 4-dr., $425*, $405: 2-dr., 

Fireflite 2- dr. Hardtop, $1,200°, 55 Fire- $325. 

dome Hardtop, $1,050* (ps). °54 Fire-| OLDSMOBILE — '58 (88) 4-dr. Hardtop, 


dome conv., $690° (ps), $550*. °53 Fire- $3,045°; 2-dr. Hardtop, $2,680*. '57 (98) 
dome 4-dr.. $410; 2-dr.. $380; Custom 4-dr. Hardtop, $2,100*; (88) 4-dr., §2,- 
4-dr., $440°. '52 4-dr., $210° (ps). 100° (ps); (88) Super 4-dr., $1,855* (ps), 
DODGE—’57 Coronet 2-dr. Hardtop, $1,- "56 (98) conv., $1,635°, $1,635° (ps); 
685°, $1,570*. °56 Custom Royal 2-dr. 4-dr. Hardtop, $1,550°, $1,360*; (88) 
Hardtop, $1,515*; Coronet 4-dr., $1,235°*, 4-dr. Hardtop, $1,490*, $1,460° (ps), $1,- 
$1,200*; 2-dr., $805*. '55 Custom Royal| 420°, $1,410*, $1,400*, $1,335* (ps), $1,- 
2-dr, Hardtop, $1,220*; Royal (8) 4-dr.,| 305°; conv., $1,400* (ps), $1,300° (ps); 
2 at $1,070°, $1,025°, '$960°; Coronet 2-| 2-dr. Hardtop, $1,350; 4-dr. sedan, $1,- 
dr., $925. "53 station wagon, $435; Coro- 380° (ps), $1,350°. "55 (88) 2-dr., $1,- 
net 4-dr., $435, $275; 2-dr., $370°. '51| 250° (ps), $1,235°, $1,035* (ps);' (88) 
4-dr., $155°*. Super 4-dr. Hardtop, $1,250*; 2-dr.’ Hard- 
EDSEL—’'58 Pacer 4-dr., $2,200*. top, $1,235°; 4-dr. sedan, $1,080 (ps); 
FOR D —'58 Fairlane (8) conv., $2,550*° (98) 4-dr., $1,000° (ps). '54 (98) 2-dr. 
(ps), $2,455*; Hardtop, $2,510*; Country Hardtop, $1,080*; (88) Super 4-dr., $930* 





sedan, $2,450° (ps), $2,425° (ps); 2-dr. (ps), $770° (ps), $745* (ps), $710* (ps), 

sedan, $2,300°, $2,210° (ps), $2,110° $665°; (88) 4-dr., $810° (ps). '53 (88) 

(ps), $2,070°. °S7 Thunderbird, $2,435; | (Continued on Page 85, Col. 1) 
pe RR 












YOUR BEST 
AUTOMOTIVE 
ADVERTISING 
BUY... 


AUTOMOTIVE NEWS 
ALMANAC 


@ Over 47,000 circulation. 
@ Over 150,000 readers. 
@ Buyers guide of over 2,000 automotive concerns. 


@ Complete registration figures, new car sales, production, engi- 
neering highlights, service data and specifications, album section 
and many other exclusive features. 


RESERVE SPACE TODAY! 
Published with April 28 issue 
FINAL FORMS CLOSE APRIL 1 


The most influential publication in the automotive industry. 


Automotive News 


2666 Penobscot Bldg. Detroit 26, Mich. 
NEW YORK: Edward Kruspak, Ray Billingham, Howard E. 
Bradley, Murray Hill 7-6871 

CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, Wood- 
ward 3-0495 


LOS ANGELES: R. H. Deibler, Dunkirk 3-0303 
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4-cir., $245. °51 2-dr., $170*, 
4-dr,, $120*. °48 4-dr., $110*. 
PAC KARD—'56 Clipper 2-dr. Hardtop, $1,- 
150°, °55 ‘'400’’ 2-dr. Hardtop, $1,010°, 
$960*; 4-dr., $760*. '53 4-dr., $360°. 
PLY MOUTH—’57 Belvedere 2-dr. Hardtop, 
$1.690*, $1,675*; Suburban, $1,680; Savoy 
4-cr., $1,415*; 2-dr., $1,400; Plaza 2-dr., 
$1,320. '56 Belvedere 4-dr., $1,340*; 2- 
dr., $1,210*, $1,140; Suburban, $1,075; 
Savoy 4-dr., $1,060*, $1,035, $950, $895; 
conv., $1,040* (ps). '55 Belvedere 2-dr., 
$1,110*; 4-dr., $835*; Savoy 4-dr., $925, 
$910*, $835°, $760; 2-dr., $680, $660; 
station wagon, $750. °54 Plaza station 
wagon, $580; Ivedere 4-dr., $545, $525. 
'53 Belvedere Hardtop, $385. "52 Cran- 
brook 2-dr., $275. °51 station wagon, 
$225. °49 station wagon, $220; 2-dr., $180. 
PONTIAC—’56 Star Chief 2-dr., $1,500* 
(ps), $1,410°; 4-dr., $1,185°, $1,150°; 
Chieftain 2-dr., $1,160*%; 4-dr., $1,010. 
‘55 Star Chief 2-dr., $1,080*; Chieftain 
sedan, $880, $755. '54 Chieftain station 
wagon, $800°*; 4-dr., $720°; 2-dr.. $700°*. 
"53 4-dr., $390, $375*, $325, $300; 2-dr., 


$135. '50 


$225. °52 Hardtop, $225*; 4-dr., $205°, 
$150*. 

RAMBLER—’'56 4-dr., $1,095*. ‘55 4-dr., 
$990°, $850, $800; 2-dr., $505. 


STUDEBAKER—’57 Champion 4-dr., $1,- 
010. "55 Commander 4-dr., $710; station 
wagon, $700. °54 Champion 2-dr., $335. 
"53 2-dr., $485° (ps). "52 4-dr., $190. 

WILLYS— 57 2-dr., $880. '55 station wag- 
on, $705*. "48 Jeep, $335. 

MISCELLANEOUS — '58 Lioyd station 
wagon, $990; Triumph 4-dr., $1,410, °57 
Dodge %-ton pickup, $1,145; Ford %-ton 
pickup, $1,100; Fiat station wagon, $1,- 
225: MG, $1,600. ‘56 Chevrolet panel, | 
$670. "55 Chevrolet %-ton pickup, $440; 
Jaguar conv., $1,025. ‘52 GMC 1-ton| 
panel, $210. "51 Ford %-ton pickup, $405. 
'47 Studebaker %-ton pickup, $120. 


BUFFALO 


Thruway Auto Auction, Inc. Sale every) 
Monday. Prices are for sale of March 3. | 
Winter sales went with February. | 
March sales are here to the tune of 75 | 
percent sold. 51 cars changed hands out | 
of 68% consignments. ! 
BUICK—’56 Special Hardtop, $1,200°; 2- 
dr.. $1,160*. '55 Super Hardtop, $1,075, 
$900* (ps); Special Hardtop, $825. ‘54 
Super Hardtop, $710*. ‘53 Special Hard- 
top, $410 
CADILLAC ‘54 (62) Hardtop. 
(ps). "52 (62) 4-dr., $440° (ps). 
CHEVROLET—'57 station wagon, 
‘56 Bel Air Hardtop, $1,210°; station) 
wagon, $1,090°; Two-ten 2-dr., $940. '55/ 
Bel Air conv., $950°; 4-dr., $700°; Two-| 
ten Delray, $800; 4-dr., $770°. "54 Two- 
ten 4-dr., $205. ‘53 Bel Air 4-dr.. $500; 
Two-ten 4-dr.. $450°; conv., $450°; 2- 
dr., $425, $420; One-fifty 2-dr., $550; 
coupe, $465 
DeSOTO—'53 Powermaster 4-dr., $260°. 
DODGE—’53 station wagon, $290; Coronet | 





$1,050° 
$1,400. 


Hardtop, $175*; 4-dr., $150°. 
FORD—'57 Custom 2-dr., $1,295°. "56 6) 
pass. station wagon, $1,270° (ps). °55) 


Ranch Wagon, $700; Custom 2-dr., $545. 
"54 Custom conv., $675*. "53 4-dr., $350°. 
"51 2-dr., $145. 

LINCOLN—'54 Capri Hardtop, $775*° (ps). 
MERCURY—'56 Monterey Hardtop, $1,- 
190°; 4-dr., $1,075*; Phaeton, $995°. 
OLDSMOBILE—'56 (98) Hardtop, $1,500*° 
(ps); (88) 2-dr., $1,100°, "53 (88) Super 

4-dr., $500°. "52 Hardtop, $400°. 
PLYMOUTH—'54 Savoy 2-dr., $270. 
PONTIAC—'56 Chieftain 2-dr., $1,070°. 
WILLYS—'46 Jeep snowplow, $405. 
MISCELLANEOUS—'55 Ford \%-ton stake, 

$705. "54 Ford \%-ton pickup, $400. 


SEATTLE 


Seattie Auto Auction, Sale every Wednés- 
day. Prices are for sale of Feb. 26. 
BUICK —'56 Super Sport coupe, $1,500° 





(ps). "54 Special 2-dr., $830°. ‘53 RM 
4-dr., $485° (ps), $360° (ps). "52 Super 
4-dr., $260°. 

CADILLAC — ‘57 coupe de Ville, $3,730° 
(ps); (62) 4-dr., $3,300° (ps). "55 (62) 


4-dr., $1,850° (ps). "51 (62) 4-dr., $375°. 

CHEVROLET—'5S Impala (8) Sport coupe, 
$2.775° (ps). ‘57 Two-ten (8) station 
wagon, $1,925*; Bel Air (8) 4-dr., $1,- 
760° (ps), $1,750° (ps). "54 Bel Air Sport 
coupe, $820°; 4-dr.. $745°; 2-dr., $705*. 
"53 Bel Air conv., $490°. '51 2-dr., $130. 
"49 2-dr.. $155, $130. 

DODGE—'54 Royal (8) 4-dr., $720°. 

FORD—'57 (8) 4-dr. station wagon, $1,- 
920°, $1,900°; Fairlane (8) 500 4-dr., 
$1,745°; 2-dr., $1,690°; Fairlane (8) 
sedan, $1,525*. ‘56 Custom (8) Ranch 
Wagon, $1,295; 2-dr., $1,080°; Fairlane 
(8) 4-dr., $1,330°, $1,225°; conv., $1,- 
180°; Main (6) 2-dr.. $650. "55 Fairlane 
Victoria, $1,265°, $1,150; Custom (8) 
4-dr,, $870, $755°, $750°. "54 Custom club 
coupe, $715*. ‘52 Custom (8) coupe, 
$495°; 4-dr., $350°, $315; Main (6) 4-dr., 
$330. '51 4-dr., $190; 2-dr., $185, $175. 
"50 4-dr., $130. 

HUDSON—’53 Wasp 4-dr., $285*. 

meNOeE a —"66 Capri Sport coupe, $980° 
Ps). 

MERCURY —'56 Montclair Sport coupe, 
$1,550*; Monterey Sport coupe, $1,225°. 
"55 Monterey station wagon, $1,450°; 4- 
dr., $895°. ‘54 Monterey Sport coupe, 
$925*. '51 2-dr., $180*, $175°. 

OLDSMOBILE—’56 (88) Super 4-dr. Hard- 
top, $1,595°. °55 (88) 2-dr., $945°. ‘54 
(98) Sport coupe, $1,200° (ps). 

PACKARD—’51 club coupe, $175*. 

PLYMOUTH —’57 Belvedere (8) 
coupe, $1,970*. °56 Suburban, 
$1,455* (ps); 4-dr., $1,135*; Savoy (8) 
4-dr., $935. '55 Belvedere conv., $995*; 
Sport coupe, $930°; 2-dr., $915*; Savoy 
2-dr., $785. °54 Suburban, $785*; Savoy 
4-dr., $755°. 

PONTIAC—’'56 Chieftain 4-dr., $1,125*. ’55 
Safari station wagon, $1,400* (ps). '54 
Star Chief 4-dr., $860*, $630*. ‘53 Chief- 
tain conv., $350*. 

STUDEBAKER — ’'58 station wagon, $1,- 
995. '52 Champion 2-dr., $215, $170. | 

MISCELLANEOUS—’57 Volkswagen 2-dr., 
$1,475. ‘56 Volkswagen 2-dr., $1,295; 
Ford %-ton pickup, $960. '55 Chevrolet 
z-ton pickup, $695*. ‘54 GMC *%-ton 
Pickup, $685*. '51 Dodge %-ton pickup, | 
$490, ‘49 Chevrolet %-ton pickup, $255. | 


VALDOSTA, GA. | 


Tom Hewitt Auto Auction. Sale every 
Friday, Prices are for sale of Feb. 28. 
Had a real good sale today. Over 200 


Sport 
$1,530°, 
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cars registered, Sold a good percentage. 

Had very good weather also. 

BUICK—’ 57 Special 4-dr. Hardtop, $1,685°. 
‘56 Special Hardtop, $1,360* (ps); 2-dr., 
$960°. '53 4-dr., $410°*. 

CADILLAC—’'56 (62) coupe, 
(62) 4-dr., $1,785*, °54 4-dr., 
"53 4-dr., $850°, °51 4-dr., $315*. 

CHEVROLET — ’58 Bel Air Sport coupe, 
$2,290*. °57 Two-ten station wagon, §$1,- 
665°; 2-dr., $1,410*. '56 Corvette coupe, 
$1,700; Two-ten 2-dr., $870*; 4-dr., 


$2,610*, °55 
$1,600°. 





$600*, '55 Bel Air 2-dr., $540; Two-ten 
4-dr., $450°; 2-dr., $450. ‘54 Two-ten 
2-dr., $560; coupe, $400*. °53 Two-ten 
4-dr., $360; Bel Air 2-dr., $340*; 4-dr., 
$275. °52 2-dr., $300*; 4-dr., $290, ‘51 
coupe, $280°. ‘50 2-dr., $160; coupe, 
$125°. 

DODGE—’57 Coronet ‘-dr., $1,580°. ‘56 
Royal 4-dr., $1,200*. ‘55 2-dr. station 
wagon, $840*. 


EDSEL—’58 Ranger Hardtop, $2,200* (ps). 
FORD—’'58 Fairlane (8) 500 Hardtop, §2,- 
360° (ps), $2,300°. °57 Fairlane (8) 500 
4-dr., $1,490°; 2-dr., $1,300*%; Custom 
300 4-dr., $1,235°.*'56 Fairlane 4-dr., 
$1,110° (ps); conv., $850; Custom 4-dr., 
$595. °55 Fairlane 4-dr., $875, $795°; 
conv., $800*; Ranch Wagon, $825*; Cus- 
tom 4-dr., $760; 2-dr., $585; Main 2-dr., 
$575. °54 Country sedan, $750*; Custom | 
4-dr., $620°; 2-dr., $500; Crest coupe, | 
$350°; Main 2-dr., $495. "53 Custom 4-| 
dr., $430; 2-dr., $405; Main 2-dr., $410. 


’52 Custom 4-dr., $230*. '51 4-dr., $285; 
2-dr., $210, '50 2-dr., $120. 

HUDSON—’'53 Wasp 4-dr., $175. 

MERCURY —’'56 Monterey Hardtop, 
300*; 4-dr., $1,100*; station wagon, §$1,- 
200°. °54 onterey 4-dr., $340°; 2-dr., 
$325*; coupe, $275. °53 2-dr., $300°, '51 
2-dr., $200; 4-dr., $100. 

NASH—’'55 station wagon, $850. 

OLDSMOBILE—’56 (98) Hardtop, $1,660*; 
(88) 4-dr., $1,405*. °55 (88) Hardtop, 
$1,100*. '52 2-dr.,$310*. 

PLYMOUTH—’ 57 4-dr. station wagon, $1,- 
610°. '55 Plaza 4-dr., $575*. °52 2-dr., 
$225*. '51 4-dr., $100. 

PONTIAC—’56 Chieftain Catalina, $1,225* 
(ps); coupe, $1,100*; 4-dr., $1,075*, $1,- 
050°. °55 Chieftain coupe, §$775*. °'53 
coupe, $325*; 4-dr., $260* (ps). °52 4-dr., 
$125°*. 

WILLYS—'57 Jeep, $660. 

MISCELLANEOUS — '53 Chevrolet 
Pickup, $255. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of March 6. 
Sold 271 cars out of 453 consignments. 


$1,- 


%-ton 


BUICK—'56 Century conv., $1,375* (ps); 
Riviera, $1,360*, $1,350*, $1,280°, $1,- 
240°. ‘55 Super Riviera, $1,060*; 4-dr., 


$1,000*, $840*; Century Riviera, $1,040*, 
$1,000*; Special Riviera, $1,025°; 4-dr., 
$775*, $730. '54 Special Riviera, $605* 
(ps), $545°*; 4-dr., $530°; Super Riviera, 
$515*. °53 Super 4-dr., $465*; Riviera, 
$355*°, $350°; Special 4-dr., $210. "52 Spe- 
cial 4-dr., $200. 
CADILLAC—'58 (62) sedan de Ville, $5,- 
160° (ps). ‘57 (62) coupe, $3,415* (ps), 
$3,350° (ps); 4-dr., $3,210° (ps). ‘56 
(62) coupe de Ville, $2,515* (ps); coupe, 
$2.215* (ps). "55 (62) coupe de Ville, 
$1,895* (ps); coupe, $1,675° (ps), $1,- 
660° (ps). "53 (60) Special 4-dr., $835* | 
(ps), $810° (ps); (62) coupe de Ville, | 


$600*, $590*. "52 4-dr., $565°, $450°. 

CHEVROLET—’'57 Bel Air (8) Sport se- 
dan, $1,765* (ps); Sport coupe, $1,660*° 
(ps), $1,650° (ps); 4-dr., 3 at $1,550° 
(ps), $1,510*; Two-ten 2-dr., $1,340. '56 
Bel Air 4-dr., $1,235*; Two-ten station 
wagon, $1,200*; 4-dr., $1,045; One-fifty 
2-dr., $820. '55 Two-ten Delray, $915; 
4-dr., $720, $690, $570; 2-dr., $530. °54 
Two-ten station wagon, $450; 4-dr., $455. 
’53 Sport coupe, $480; 4-dr., $250, $230. 

CHRYSLER—’'54 NY 4-dr., $400°*. 
4-dr., $265°*. 

DeSOTO—'56 Firedome 4-dr., $1,070* (ps). 
55 Fireflite 4-dr., $855°*. 


DODGE—’57 (8) Suburban, $1,985°. ‘55 
Coronet 4-dr., $900*, *; Lancer, 
$705*. °'53 Coronet 4-dr., $250°; 2-dr., 
$235. 

F OR D — '57 Thunderbird, $2,520° (ps); 
Fairlane (8) 500 Victoria, $1,720*, $1,- 


700*, $1,690*, $1,655* (ps), $1,650°, $1,- 
505°, $1,500° (ps), $1,475° (ps), $1,450*° 
(ps); conv., $1,610° (ps); 4-dr., $1,605° 
(ps), $1,575°, $1,555° (ps), $1,550° (ps), 
$1,340°; 2-dr., $1,585*, $1,515*; Custom 
(8) 2-dr., $1,275*, $1,255°; 4-dr., $1,180; 
Two-ten (6) 4-dr., $1,220, $1,190. °56 
(8) Country sedan, $1,435° (ps), $1,200°; 


Fairlane (8) 4-dr., $1,205° (ps), $940°; 
conv., $1,055*; (6) Country sedan, $1,- 
050; Custom 4-dr., $990°; 2-dr., $845, 


$775, $670; Ranch Wagon, $920. '55 Fair- 
lane Victoria, $1,125*; 4-dr., $975°, 
$960*; Custom 4-dr., $785*; Country 
sedan, $755; 2-dr., $705*, $525. °54 Cus- 
tom 4-dr., $400; 2-dr., $350. '53 Crest 
Victoria, $415*, $400°, $385*, $270°. '51 
Victoria, $320°. 

HUDSON—’'56 Hornet Hollywood, $990*. 
‘55 Hornet 4-dr., $560°, $450°. '54 sedan, 


$250. 
KAISER—’'58 Manhattan 4-dr., $300°. 
LINCOLN—’58 Premiere Hardtop, $4,550*° 
(ps). "57 Premiere Landau, $3,150* (ps), 
$3,100* (ps), $2,820° (ps), $2,800° (ps). 
"56 Premiere coupe, $1,990* (ps); Capri 
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4-dr., $1,820* (ps). 
MERCURY — '57 Turnpike Cruiser conv., 


$2,475* (ps); Hardtop, $2,225* (ps); 
Montclair coupe, $1,835* (ps). °56 Mon- 
terey 4-dr., $1,275*, $1,085*; Montclair 


coupe, $1,100* (ps); Custom coupe, $1,- 
065°; 4-dr., $1,020*, $990*; 2-dr., $910°. 
‘55 Montclair coupe, $1,025°, $865°; 
Monterey coupe, $850°; Custom 4-dr., 
$545. $590°, $480; 2-dr., 
., $375, $335, $325, $300. 
NASH—’53 Statesman 4-dr., $380*. 
OLDSMOBILE—’56 (98) Holiday, $1,605* 


(ps); (88) Holiday, $1,340° (ps), $1,- 
330°, $1,300°; 4-dr., $1,150° (ps), °55 
(88) Super Holiday, $1,330° (ps), $1,- 


000°; (98) Holiday, $1,310* (ps), $1,260*° 
(ps), $1,185* (ps); (88) Holiday, $1,150° 
(ps); 4-dr., $1,120* (ps), $1,010*, $755°. 
"54 (88) Super Holiday, $1,015* (ps); 
(88) 4-dr., $690° (ps), $660°, . 

PACKARD—’55 Clipper 4-dr. sedan, $720* 
(ps). °53 sedan, $370*, 

PLYMOUTH—’'58 Belvedere (8) coupe, §2,- 
305°. °57 Savoy 2-dr., $1,475*, $1,450; 
4-dr., $1,460°*. '56 Belvedere 2-dr., $930°; 
Savoy 4-dr., $860*, $820°; Suburban, 
$860°. '55 Savoy 4-dr., $650, $570, $535, 
$525, $490. 

PONTIAC—’57 Star Chief Catalina, $1,- 
720° (ps); Chieftain Catalina, $1,680* 
(ps). °56 Star Chief Catalina, $1,275* 
(ps); 4-dr., $975° (ps); Chieftain station 
wagon, $1,110*. '55 Star Chief Catalina, 


$950° (ps); Chieftain 2-dr., $680°. °54 
Chieftain 2-dr., $420*. 
STUDEBAKER — ‘55 Commander 2-dr., 
$440. '54 Champion 2-dr., $400. 
MISCELLANEOUS—’58 Ford %-ton pick- 
up, $1,365. 


LOS ANGELES 


Harold Henry’s Los Angeles Auto Auc- 
tion. Sale every Tuesday. Prices are for 
sale of March 4. 

(Continued on Page 86, Col. 3) 











© new way to speed parts service... 


REPUBLIC PARTS BINS AND PLAN-O-GRAPH SERVICE 


A place for everything and everything in its 
place! That’s how Republic Plan-O-Graph Serv- 
ice using Republic Flexi-Bilt Parts Bins helps 
you speed parts service, maintain accurate inven- 
tories and improve overall customer relations 





THIS BIN NEVER BECOMES 
OBSOLETE! 


Shelves can be completely rearranged 
in seconds to suit your changing needs. 
No tools are needed either. Simply 
lift, pull, and reposition. Flexi-Bilt 
Parts Bin with exclusive shelf adjust- 
ment is just one of a big line of steel 
shelving units by Republic’s Berger 
Division. Send coupon for specifica- 
tions. 


REPUBLIC STEEL 


BERGER DIVISION 





Canton 5, Ohio 


and profits. 


Easy shelf adjustment permits complete flexi- 
bility to meet any stock storage problem. Shelves 
can be rearranged in seconds. Simply lift, pull, 


and reposition. 


Your Republic-Berger representative offers you 
complete Plan-O-Graph Service with Republic 
Flexi-Bilt Parts Bins, scientifically designed for 
maximum efficiency. Call today, or send coupon 


for additional information. 


See ee nen 


REPUBLIC STEEL CORPORATION 


BERGER DIVISION 
DEPT. C-5375 


Name. 


Address. 


root er en ee SE 


1078 BELDEN AVENUE +- CANTON 5, OHIO 

Please send additional information and specifications: 
0 Flexi-Bilt Parts Bins with easy shelf adjustment 

0 Clip-Type Convertible Steel Shelving 

0 Republic Plan-O-Graph Service 
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DeSoto Cites Foss— 


Herbert G. Foss jr., second from right, president, Foss Motors, Inc. (DeSoto-Plymouth), 
Etna, Pa., receives a plaque as the first DeSoto “quality dealer” in the Pittsburgh 
region. Taking port in the presentation are, from left, J. F. Thiel, Plymouth regional 
manager; James Kolts, DeSoto regional manager; Foss, and J. F. Walters, Dodge 


regional manager. 
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Used-Car Auction Prices 


(Continued from Page 85) 


BUICK—’57 Century Riviera, $2,100* (ps); 
Special conv., $1,850* (ps); Riviera, $1,- 
810*, $1,695°. °56 RM 4-dr., $1,700° 
(ps); Super Riviera, $1,505* (ps); Cen- 
tury Riviera, $1,315*° (ps), $1,305° (ps); 
Special 2-dr., $1,005*, $750°. °55 Century 
Riviera, $1,110* (ps), $900; Special Rivi- 
era, $1,050*°, $925. ‘54 Skylark conv., 
$1,040; Super Riviera, $795* (ps); RM 
Riviera, $750° (ps); 4-dr., $605° (ps); 
Special 4-dr., $525. °52 Super Riviera, 
$300*. °51 RM 4-dr., $190°%; Riviera, 


CADILLAC — ’57 sedan de Ville, $4,000° 


(ps); (62) coupe, $3,850° (ps), $3,800° 
(ps); coupe de Ville, $3,700° (ps). ‘57 
Eldorado Biarritz, $2,950° (ps). '55 coupe 
de Ville, $2,250° (ps). '54 conv., $1,840* 
(ps). °52 conv., $525° (ps). *51 4-dr., 
$550°, $340°. "50 coupe, $350*°, $310*. 
"49 coupe, $300*°; conv., $180*; 4-dr., 
$160. '48 4-dr., $100°, 


CHEVROLET—’58 Bel Air (8) Sport se- 


dan, $2,525* (ps); Brookwood station 
wagon, $2,440°; Two-ten Delray, $1,760. 
"57 Corvette, $2,645°, $2,600*; Bel Air 
conv., $1,840° (ps); Sport sedan, $1,795* 
(ps), $1,775° (ps); 4-dr., $1,770* (ps), 
$1,760° (ps), $1,750° (ps), $1,750°, $1,- 
710° (ps); Two-ten (8) station wagon, 
$1,770*; Delray, $1,595°; 4-dr., $1,525*. 
"56 Two-ten station wagon, $1,400*; Bel 
Air Sport coupe, $1,400, $1,320*; 4-dr., 
$1,300°. ‘55 Bel Air conv., $1,170* (ps); 
Sport coupe, $1,150°; 2-dr., $1,055°; One- 
fifty station wagon, $990; Two-ten 4- 
dr., $960°, $700°. ‘54 Corvette, $1,250°; 
Two-ten 4-dr., $575*, $570; One-fifty 2- 
dr., $550. 53 4-dr., $555°, $550°, $440, 
$355; 2-dr., $475, $450, $310°. '52 2-dr., 
$395, $300; 4-dr., $315, $280°. °'51 4-dr., 
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$260; 2-dr., $200, $185; club coupe, 2 at 
$175; 4-dr., $160, '50 2-dr., $165; 4-dr., 
$140. 

CHRYSLER — '56 NY St. Regis, $1,775° 
(ps). "54 NY Newport, $775* (ps). ‘52 
NY 4-dr., $250° (ps). 

DeSOTO—’56 Fireflite 2-dr., $1,525*. °55 
Firedome coupe, $765. '52 Firedome club 
coupe, $240* (ps). 

DODGE—’58 Custom Royal 4-dr., $2,835° 
(ps). °57 Custom (8) Royal 4-dr., $1,- 
850°. °53 Coronet Diplomat, $295*. 

FORD—’58 Thunderbird, $4,255°. ‘57 Fair- 
lane (8) 500 Hardtop, $2,235* (ps), $2,- 
050° (ps), $1,900*; conv., $1,885* (ps); 
Town sedan, $1,650*, $1,600* (ps), $1,- 
600*, $1,475° (ps); Fairlane (8) Victoria, 
$1,600*°; Del Rio station wagon, $1,820*° 
(ps), $1,725* (ps); Ranch Wagon, $1,- 
750° (ps), $1,745*, $1,630*; Custom 4- 
dr., $1,380. '56 Country sedan, $1,615* 
(ps); Fairlane (8) Victoria, $1,325*, $1,- 
225; club sedan, $1,170*, $1,070*; Custom 
4-dr., $955, $935; 2-dr.. $845. "55 Coun- 
try sedan, $1,075* (ps), $1,070°; Fair- 
lane Victoria, $1,050*; 4-dr., $1,040°*, 
$920°, $785*; Custom 4-dr., $660*, $655°. 
"54 Crest Victoria, $675° (ps), $535°; 
conv., $530°; Custom 2-dr., $450; Main 
coupe, $425; 4-dr., $325*. ‘53 Country 
sedan, $675*. "52 Ranch Wagon, $405°*; 
Victoria, $385°*; conv., $300°; 4-dr., 
$255*. "51 conv., $195. 

LINCOLN — '57 Premiere conv., $3,055* 
(ps); coupe, $2,970* (ps). "56 Premiere 
4-dr., $1,975° (ps). °54 Capri coupe, 
$800° (ps). 51 Cosmopolitan 4-dr., 
$120°. 

MERCURY—’57 Monterey coupe, $1,945° 
(ps), $1,825°; 2-dr.. $1,790°; Montclair 
coupe, $1,825°. ‘56 Monterey conv., $1,- 
455° (ps); coupe, $1,300°; Montclair 
coupe, $1,360°; Custom station wagon, 
$1,335°. °55 Montclair coupe, $1,210* 
(ps), $1,105*; 4-dr., $1,000*, $900°; Cus- 
tom station wagon, $1,100°; Monterey 
coupe, $1,000°. "54 Monterey coupe, $665°. 
‘53 Monterey coupe, $550°; Custom 4-dr., 
$400°. °51 4-dr., $165°. 

NASH—’57 Ambassador 4-dr., $1,675* (ps). 
"55 station wagon, $975*. "51 4-dr., $100. 


| OLDSMOBILE — ‘57 (#8) 4-dr.. $1,825°. 


"56 (88) Super Holiday, $1,700° (ps), 
$1,625° (ps), $1,375*; (98) Holiday, $1,- 
485° (ps). "55 (88) Super Holiday, $1,- 
395° (ps); (98) Holiday, $1,350*° (ps); 
(88) Holiday, $1,260° (ps). 54 (88) Holi- 
day, $950° (ps); 4-dr., $705°, $625°; 
(98) conv., $525°. °53 Holiday, $590°, 
$525; conv., $375°; 2-dr.. $275°. ‘52 4- 
dr., $200°. ‘51 2-dr., $180°; 4-dr., $145°. 

PACKARD—'53 Clipper 4-dr., $205°. ‘52 
sedan, $240°. 

PLYMOUTH—'57 Fury, $2.425* (ps), $2,- 
330° (ps); Belvedere Sport sedan, $1,- 
900° (ps); conv., $1,755° (ps); Plaza 
club sedan, $1,465*°; 4-dr.. $1,190. $1,130. 
"56 6-pass. station wagon, $1,425°; Bel- 
vedere Sport sedan, $1,300; Plaza sedan, 
$675. ‘55 Belvedere Sport coupe, $1,060*°; 
4-dr., $800°. "54 Belvedere 4-dr., $410°. 
"53 4-dr., $320. 

PONTIAC—'57 Star Chief Catalina, $1,- 
885° (ps); Chieftain 2-dr., $1,600°, $1,- 
385°. ‘56 Chieftain Catalina, $1,160°, 
$880°; Star Chief Catalina, $1,125°. ‘55 
Chieftain Catalina, $875°, $675°. "54 Star 
Chief Catalina, $640°. ‘51 Chieftain 4-dr., 
$105°. "50 Catalina, $155°. 

RAMBLER—'55 Cross Country, $880*. 

MISCELLANEOUS — '57 Ford Ranchero, 
$1,605* (ps); Volvo station wagon, $1.- 
675; 2-dr.. $1,450. ‘56 Dodge ‘%-ton 
pickup, $740; Ford %-ton pickup, $880; 
Austin Healey roadster, $1,575; Simca 
station wagon, $850. ‘55 Ford ‘%-ton 
pickup, $795; MG roadster, $1,300; Volks- 
wagen Sunroof, $1,025. ‘54 Volkswagen 
2-dr., $950. "53 Dodge i-ton pickup, 
$345; Hillman station wagon, $325; 
Jaguar 4-dr.. $775. '48 International 1%- 
ton van, $125. 


FLINT 


Flint Auto Auction, Inc. Sale every Wed- 

nesday. Prices are for sale of March 5. 

Spring fever stili hasn’t hit the car 
business. Perhaps we are over anxious 
due to the long tough winter. Prices re- 

mained sbout average today. Sold 154 
cars out of 238 its. 

BUICK—’'58 Special Riviera, 2 at $2,650° 
(ps). "57 Super Hardtop, $2,025° (ps), 
$1,900° (ps); Special Riviera, $1,730; 
2-dr., $1,900°. '56 Century conv., $1,460° 
(ps), $1,375° (ps); 4-dr., $1,275° (ps). 
$1,255° (ps); Super Riviera, $1,420*° 
(ps); Special Riviera, $1,305°*. ‘55 Super 
Riviera, $1,120° (ps), $915° (ps); 
2-dr., $1,035; Special Riviera, $975*, 
$960°, $940°; 4-dr., $900° (ps), $820°. 
"54 RM Riviera, $745° (ps); Century 
Riviera, $825°; Special Riviera, $685*, 
$655, $575° (ps). °53 Special Riviera 
$505*, $395°, $395; Super 4-dr., $450°, 
$375°. °52 RM 4-dr., $175°. 

CADILLAC—'57 (62) coupe de Ville, $3,- 
460° (ps); 4-dr., $3,040° (ps). ‘56 (60) 
Special 4-dr., $2,330° (ps). ‘55 (62) 
coupe de Ville, $2,035* (ps), $2,000° 
(ps); 4-dr., $1,525° (ps). 

CHEVROLET—’'58 Biscayne 2-dr., $1,845. 
"57 Bel Air (8) club coupe, $1,700°; 4- 
dr., $1,665°; Two-ten (8) 2-dr., $1,235, 
$1,105. '56 Bel Air (8) club coupe, $1,- 
160°; Two-ten station wagon, $1,140: 
2-dr., $785, $760; Delray, $950; coupe, 
$995. °55 Two-ten station wagon, $1,075; 
4-dr., $825, $750, $690; Bel Air club 
coupe, $975°; One-fifty 2-dr., $650, $585, 
$430. ‘54 Two-ten 2-dr., $565, $470, 
$470°, $410. ‘53 Bel Air 4-dr., $375; 
Two-ten 2-dr., $175*. ‘52 4-dr., $155*. 

CHRYSLER — ‘55 Windsor 4-dr., $875*; 
Nassau, $845. 

DeSOTO—’'57 Firesweep 4-dr. Hardtop, $1,- 
825° (ps). 

DODGE—'56 Coronet 2-dr., $1,080. '53 
Coronet 4-dr., $255°. 

FORD—’58 Country sedan, $2,390* (ps). 
‘57 Fairlane (8) 500 2-dr., $1,660, $1,- 
540°; 2-dr., $1,400*, $1,385*; Custom (8) 
300 2-dr., $1,360, $1,335*, $1,250°; 4-dr., 
$1,350°. ‘56 Fairlane conv., $1,250*; 
Victoria, $1,205*, $1,085*; club coupe, 
$1,150; 2-dr., $1,100*, $965*; Hardtop, 
$910; conv., $925*; Country sedan, $1,- 
250°; Ranch Wagon, $1,185*, $965*; Main 
2-dr., $925. '55 Fairlane (8) conv., $910*, 
$795°; sedan, $755*, $710; club coupe, 
$785*; Custom Ranch Wagon, $755°; 4- 
dr., $820° (ps), $635*; 2-dr., $580; Main 
4-dr., $625°. ‘54 Crest Victoria, $650; 
4-dr., $495°; Custom Ranch Wagon, 
$550*. °53 Ranch Wagon, $420°; Custom 
2-dr., $260. ‘52 Custom 2-dr., $280*, 
bared $195; 4-dr., $275*; Country sedan, 








— 


LINCOLN—’54 Cosmopolitan 4-dr., $500* 
(ps). 

MERCURY—’55 Monterey Hardtop, $995*, 

OLDSMOBILE—’57 (88) Holiday, $2,'50* 
(ps), $1,955* (ps), $1,855*; conv., §2,. 
000* (ps). 56 (88) Super 4-dr., $1,425* 
(ps), $1,255*; (88) Holiday, $1,350*, $1,. 
345*. °'55 (98) Holiday, $1,255° (ps); 
4-dr., $1,220° (ps); (88) 2-dr., $750* 
(ps). °54 (S88) Super 4-dr., $685°. °'53 
(88) Super 2-dr., $360°; (98) 4-dr., 
$295°. 

PACKARD—’54 Clipper 4-dr., $565*. 

PLYMOUTH—’57 Belvedere 4-dr., $1,525*; 
Plaza 4-dr., $1,100. '56 Savoy (6) 2-dr., 
$720. '55 Plaza 4-dr., $580, $475; Savoy 
4-dr., $485°. '53 4-dr., $325, $280, £165; 
2-dr., $285. 

PONTIAC—’56 Chieftain club coupe, §1,-. 
130°; 4-dr., $970*. °55 Chieftain club 
coupe, $865*; Star Chief 4-dr., $800* 
(ps). °54 Chieftain 4-dr., $505°; station 
wagon, $425*. '53 club coupe, $240* °5] 
club coupe, $175. °50 club coupe, $155. 

STUDEBAKER — ‘54 Commander 4-dr,, 
$155*. °52 Champion 4-dr., $200*; Com. 
mander Hardtop, $100°*. 

MISCELLANEOUS—’58 Isetta coupe, $610, 
'56 Volkswagen, $1,215. 


WAREHOUSE POINT CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of March 5, 

Many buyers arrived before the sale to 
look the early entries over. Strong bid. 
ding from start to finish, with a high 
demand for more cars to purchase. 

BUICK—’'57 Special 4-dr., $1,485*. "56 Sy. 
per Hardtop, $1,410* (ps). °55 Special 
4-dr.. $1,110°; Century Hardtop, $975* 
(ps). '54 Special 2-dr., $700. ‘53 Special 
2-dr., $500° (ps); 4-dr., $360°. '52 RM 
4-dr., $210°; Special 4-dr., $175*. '51 RM 
4-dr., $115*. 

CADILLAC—’53 (60) Special 2-dr., $750*. 
"52 (62) 4-dr., $730° (ps); conv., $350*. 
"50 conv., $450°. 

CHEVROLET—’57 Two-ten (6) 4-dr., $1,- 
420; Two-ten (8) 2-dr., $1,270. '56 Two 
ten (6) station wagon, $1,365°; 2-dr., 
$1,020, 2 at $935, $925, $915. 3 at $900, 
$885, $775; Bel Air Hardtop, $1,140* ‘55 
Bel Air 2-dr., $1,080°, $1,035°, $935*; 
Two-ten station wagon, $960; Delray, 
$820. "54 Two-ten 4-dr., $605, $560: Bel 

(Continued on Page 87, Col. 1) 





AVAILABLE NOW! 
"55, ’56, "57 Used Taxis 
Chevys, Fords, Dodges, 
Plymouths 
at lowest prices! 


TRADE-INS ON 


NEW 1958 


STUDEBAKER 
TAXICABS 


Call, wire, write today... 
STUDEBAKER TAXICAB 


CORP. OF MANHATTAN 


1861 Broadway + New York 23, N. Y. 
Phone: PLaza 7-2400 


WHAT THEY'RE SAYING® 
ABOUT MARTIN BURY'S 
NEW BOOK 


“THE AUTOMOBILE 
DEALER" 


“Offers oagetee ane sy 
ing specific parts overa - 
tion” —Automotive News 
“Sugighstoswesd aaa of the basic 
fi loss factors’ 
— —G. M. Vice President 
“Contains a wealth of information about 
the successful operation of a dealer- 
ship”’ —P.A.T.A. 
“A comprehensive and thoro’ job” 
a Come Credit Co. ecutive 
‘It’s the best book for a dealer that has 
I aean?* 
a = —Peane Buick Dealer 


a lient book"’ , 
_ “seen Tire Co. Executive 
- i book like it’’ 

oo —Chicage Accountant 
(The Super Salesman Chapter) ‘‘is one 
of the finest I have ever read on sales- 
manship”’ : : 
—An Arkansas Packing Co. Executive 
“Contains so many sensible suggestions 
for successful operation of a_dealer- 
ship”’ —Toronto Pontiac Dealer 
“Covers all ghee, of the automobile 
ones “Scene Chevrolet Dealer 


as of ready reference’’ 
oo , —G.M. Executive 


% d the book . . . with bene 
or at —Chrysler Executive 


“Should be t help to any dealer” 
= oat Buick Dealer 


* These and many others are from un- 
solicited letters and reviews in our files. 
« Automobile Dealer" has 


25% piscaunr to fers of to or more. 
Order Direct From 
PHILPENN PUBLISHING CO. 


1750 NORTH BROAD ST. 
Philadelphia 21, Penna. 
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EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
ursday, Prices are for sale of March 6. 
Prices up on clean models, Sold 61 cars 
out of 70 consignments. 

BUICK '55 Century Hardtop, 
Super Hardtop, $1,040* (ps); 
dr.. $1,000. °54 Special 4-dr.. $500*; Su- 
Per Riviera, $750* (ps), $725. °53 Super 
4-dr., $465* (ps); 2-dr., $345*; Special 
4-dr., $425°*, $420*; RM 4-dr., $380*. ’52 
4-dr., $260*, '51 4-dr., 2 at $100°. 

CADILLAO — '58 coupe de Ville, $5,150* 
(ps). 50 4-dr., $310°*. 

CHEVROLET—'57 Two-ten 4- dr., $1,350*. 
‘56 Bel Air conv., $1,280*%; Two-ten 
Hardtop, $1,155". ’55 Two-ten 4-dr., 
705*. '53 Bel Air 4-dr., $400*°; 2-dr., 
$470*; coupe, $390; Two-ten 4-dr., $370*. 
"52 4-dr., $145°. 

FORD—'56 Custom (8) 4-dr., $960; Fair- 
lane (8) Town sedan, $1, 140°; 4-dr., 
$955"; Main 4-dr., $900*. °56 Country 
Sedan, $1,300*; Fairlane 4-dr., $1,140*, 
$955*; Custom 4-dr., $960; Main 4-dr., 
oe ’55 Fairlane 2-dr., $975, °51 4-dr., 

HUDSON—'53 Wasp 4-dr., $190*. 

ee —’55 9 pass. station wagon, 

5* 
OLDSMOBILE—’56 (88) Holiday, $1,430*. 


$1,105*; 
Special 2- 





| Prices are for sale of March 7. 





CHRYSLER — '55 Windsor coupe, 





Dyer Auto Auction. Sale every Friday. 
Appears as if we are coming out of 
the winter doldrums, Consignment is up, 
market is red hot! Sold 286 cars out of 

358 offerings. 

BUICK—’57 Century Riviera, $1,995* (ps); 
4-dr., $1,850° (ps); Special Riviera, $1,- 
825* (ps). '56 Century Riviera, $1,355*; 
Special Riviera, $980*; Super Riviera, 
$1,300* (ps). '55 Super Riviera, $950; 
Special Riviera, $810*; 2-dr.. $755. '53 
Special 4-dr., $385*, $315*; Super Rivi- 


era, $300*. 
CADILLAC—’57. (62) 4-dr., $3,475* (ps). 
"56 (62) coupe, $2,385* (ps). ’52 (62) 
$585*; conv., $450°. °51 4-dr., 


4-dr., 

$345*, $295*. °49 4-dr., $205*. 
$1,- 
sta- 


CHEVROLET—’57 Bel Air (8) 4-dr. 
555%; coupe, $1,550*; Two-ten (8) 
tion wagon, $1,540; 4-dr., $1,245. '56 Bel 
Air 4-dr., $1,235*; Two-ten 2-dr., $945*. 
55 Bel Air 4-dr. $885*; Two-ten 4-dr., 
$765, $615, $605. "54 Bel Air 4-dr., 
$590*, $510°; One-fifty 4-dr., $445, $375; 
Two-ten 2-dr., $490. '53 Bel Air conv., 
$310*, $250; "2-dr. $400° (ps), $160; 
Two-ten 4-dr., $260. ’52 2-dr., $330, 
$320*,' $300, $185*, $150°, $130. 

$885°. 


‘49 Windsor 2-dr., 





"53 NY 4-dr., 
$165. 


$350. 
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DeSOTO—’58 Fireflite coupe, $2,350°, 57 NNOMLLANBOUS—60 GMC 2-ton truck, 7 
Fireflite 4-dr., $1,755. $150. S P E Ch f 
. ° DODGE—’57 Coronet 4-dr., $1,450*, '56 ae ee - xport lé 
t rices Royal coupe, $1,250* (ps); Coronet ‘ is - 
se = ar uc ion coupe, $1,090*, '55 Coronet 2-dr., $580. — Auctions in Brief — Cites 2 Causes of 
FORD--’58 Thunderbird 4-pass., $3,985* 
(ps); Retractable Hardtop, fae, (ps). INDIANAPOLIS t 
OT Fairlane (8) 500 conv., $1 c-| Ken Schaefer Auto Auction, Sale every F. E. SI 
ha (Continued from Page 86) toria, $1,550°; Country sedan, $1,820. Thursday (March 6). Prices still steady. ar as um 
, aan 56 Fairlane Victoria, $1,225*,' $1,170°; | Buyers active, Sold 74 percent of 183 con- ICAGO.—Like the U. S. the 
. a $525. °53 Two-ten 2-dr., $275,| ‘51 4-dr., $140* Country sedan, $1,085*; Custom Victoria, signments CH .—Like e U. &S., 
ee . 51 2- veenavett_ne . | $1,195* (ps); '4-dr., $1,050*, $740, $710. . Far East also is experiencing a 
$1 52 4-dr., $290°, $235. "51 2-dr.,| p_ymMoOUTH—'56 Belvedere 4-dr., $1,110*.| 3} ° * * «¢ 
: sane ’ ~ ‘ ” : 55 Fairlane Crown Victoria, '$910*, busi lowd accordin to 
$200, $185*, $155, $125, $105. ‘53 Plaza 2-dr., $305. "51 Cranbrook! 075. Gustom 4-dr., $755: Main 2-dr.. ATLANTA -_ — af = own, = g 
: = y., $103* (ps). "51| coupe, $200. : 4 ; arles R. eaver, gene man- 
ane, § Ts : oo i Auto Auction, Sale every Tuesday : ¥¢ 
NY Hardtop, $140°. 90, "0B tne "88 Chtettein a gant, “Ft HUDSON—'55 Wasp 4-dr., $495. anon ‘jit was like old times here today | #8er of Studebaker-Packard’s ex- 
ao t "Se wean. 96m; © ar. $340. dr. $260, '51 4-dr., $130° ; ; LINCOLN—’52 4-dr., $250°, $195*. at the Peachbowl. Buyers here from ail| port division. 

FOR!’57 Fairlane (8) 500 Victoria, $1.-| RaMBLER—'55 2-dr., $560. MEROURY — ‘57 Voyager station wagon, | over the Gmitnconsignment up to par ana| He told the 26th Chicago World 

0* (ps); Hardtop, $1,580*, °56 Custom : 4 , $2,200°; Monterey 2-dr., $1,425°. "56 7 Trade Conference that the Far 
wee $1,190*, $1,105*; Main | STUDEBAKER 55 Commander 2-dr.,| Monterey sedan, $680, ’54 coupe, $700* | Sales hitting a new high, 

‘3 Ranch wero: Fairlane Victoria, $490°. (ps). °53 conv., $460*; coupe, $355°, * * * East boom has slowed because of a 
$900". ‘55 Country sedan, $1,085*; Ranch | MISCELLANEOUS — '54 Chevrolet %-ton| wagH 53 statesman 2-dr., $160. decrease in the basic material 
Wagon. $900°; Fairlane 2dr. oe700, | eatke near ume goue 47 Doles: | OLDSMOBILE—'S7 (88) Holiday, $1,880°. BORDERTOWN, N. J. prices of rubber and tin and the 
725, $655°; Custom no $825, tonn oo onan . oe "54 (88) Holiday, $675*; 4-dr., $795° National Auto Dealers Exchange. Sale| operation of government measures 
$605. '54 Custom 4-dr., ‘edan, $300 P . : (ps), $690* (ps). ’53 (88) 4-dr., $425*.| every Wednesday (March 5). Prices remain | +. combat inflation. 
oar, Stee ol tar, $200. '46 4-dr., '52 (88) 4-dr., $285*, $200°, $190°. '5i| firm, as 239 cars were sold out of 337 j ; 
g290°, $155. ‘Si 4-dr., $230. “4% e DANVILLE, VA. 2-dr., $200°, $125*, °80 4-dr., $210°. offered. Still a real need for the exception-| He noted that this is not entirely 
eORON 52 Wasp club coupe, $160. Danville Auto Auction, Sale every Wed-| PACKARD—’53 4-dr., $185*, °52 4-dr., r~ | ae a. tha an a an true in some countries. Korea and 

ERC URY—’56 Custom 4-dr., $925*. °55| nesday. Prices are for sale of March 5. $235°. the “year @f model. Our. specialty groups, | Taiwan, he said, may be considered 
Montclair conv., $955*; Monterey 4-dr., Still lagging for activity. Retailers are | PLYMOUTH—'57 station wagon, $1,500*; | foreign cars and trucks, have shown a 90| exceptional because of various aid 
$850°. "53 Custom coupe, $510; Monterey pretty well full and in need to have a Plaza 2-dr., $1,150; Savoy 4-dr., $1,360*, | percent sold average. If you have this type sams: 3 Keng mainteias 
4-dr., $450. '51 4-dr., $200°, $185, $175.| little activity themselves to make room | $1,270. '56 Savoy station wagon, $980;| unit, it would be to your advantage to| Programs; Hong g 
$140, $110. s-ar., $230, ‘51 Am-| £0" Wholesale business. Sold 140 cars out | 2-dr., $895°. 'S5 Plaza 4-dr., $625. ’S4 | bring them to the sale. ae Por - a es 

NASH—'53 Statesman 4-dr., 920U. “| of 178 offerings. r Ps), : & 8 center, an ailan as su n- 
baseador 2-dr., 9200. BUICK — '57 Special 2-dr., $1,765*. °56| PONTIAO —°56 Chieftain 4-dr., $1,200°. tial reserves and continues 8 & 

OLDSMOBILE — '56 (88) 2-dr. Hardtop, | ““cnecial 2-dr., $1,275. "55 Special 2-dr.,| °54 Chieftain 4-dr., $385°*, AR, ST. LOUIS i 

390°. °54 (98) Hardtop, $850* (ps). ; ° e } stable market, 
$1 : Hardt $525* (ps). 2 at $895. °54 Century 4-dr., $610. "52 RM Chieftain Catalina, '$430*, °52 Catalina, St, Louis Auto Auction Barn, Sale every 2 
oe ae — er. 930°. ee 4-dr., $115. $160°; 4-dr., $205°, $195°, $140°. '50) 1 ecaay and Friday (Feb. 25 and 28) Not| “Otherwise,” Weaver said, “the 
PACKARD '55 Clipper 4-dr., $715*. CADILLAC—’55_ (62) 2-dr., $1,905° (ps). namuhie se Cross Country, $1,365*,|™uch change in the past week, Sold 186|area is covered, with some over- 
ee ee aan, a ere BL SIO, Gear. Ga,G1E* (oer, 81. | 08 tenn SITE’. : cars out of 278 consignments. lapping, by deflationary measures 
voy 2- 80*; Plaza station . , , $1,! ; 4-dr., $1, , $1,- " a ¥ qmemenrenemnnes a . 
Savoy 2-dr.., = ‘54 Savoy 4-dr.. $440.| 630°, $930: Two-ten 2-dr., $1,355. '56| STUDEBAKER — '54 Champion 2-dr., and decreasing raw material prices, 
men sg So asene. acians 4-6t Bel ‘Air 4-dr., $1,170°, $1,135*; Two-ten| $425°, $310°; Commander coupe, $325°;| ©The AUTOMOTIVE NEWS ALMANAC is|bo+n of which effectively restrict 
‘53 SAVOY andr, en ea ir $120. | (8) 4cdr., $885; 2-dr.. $995 $810: Two.| 4-4r., $355*. "53 Champion coupe, §$335*, | a year-round friend. Use it often for statis- 4 
eG oT star Chief, Hardiop, $1,- ten (6) “"4-dr., | $905, $895, $890, $845,| _ $300°. ' ties, buyer information and personnel data. | imports. 
row '55 Star Chief Hardtop, $1,105°| 2-dr., $885. 'S5 Bel Air 2-dr., $490; Two- - 
(ps); Chieftain 4-dr., $875, $650. '54 sta- ten (8) 4-dr., $765; 2-dr., $790, $665. 
tion wagon, $780*:; Chieftain 4-dr., $605*,| °54 Bel Air 4-dr., $690, $430. ‘53 4-dr., 
$505° (ps), $430, $315°. °'50 Catalina, $275; 2-dr., $490, $475, $435, $405, $385. A j 
$155*; 2-dr.. $100°. 52 2-dr., $250*, $180, $155°. 

RAMBLER ‘55 station wagon, $400. '54| CHRYSLER—’'55 Windsor 4-dr., $830°. °53 f ° 
station wagon, $690. NY 2-dr., $365*° (ps). | 

STUDEBAKER—'55 Champion 2-dr., $615. | FORD—'58 Fairlane (8) 2-dr., $2,225*, $1,- | 
'53 Champion 2-dr., $435°, $335, $160°; 715. °57 Fairlane 2-dr.. $1,605*; station 
Commander 4-dr., $225. wagon, $1,610* (ps); Custom 300 2-dr., | 
SCELLANEOUS—’58 Ford %-ton pick- $1,345. °56 Fairlane 4-dr., $1,105* (ps), . 

Map, $1,325. $1:105, $1,030; 2-ar., $i,278*,  $1.186°, | speed service...cut costs... 

035 $875, $825, $805: 4-dr., $830. '55| . 
COLUMBUS, 0. Fairlane Victoria, $955; 2-dr.,” $905, $830; | " modernize your shop 
Capital Auto Auction, Inc. Sale every 4-dr., $705; station wagon, $965; Custom Pt 

Gpareday. Prices are for sale of March 6. ene —— oa ore. aves, a Sean 
Seld 218 cars out of 283 offerings. rest 2-dr., : om 2-dr., . = 7 i ' : 

BUICK—"5S Special 4-dr., $2,690*. "57 Su-| $500, $485: Main 2-dr., $290. '53 Custom Eco Tireflators inflate tires automatically 
per 4-dr. Hardtop, $2,010* (ps), $1,825° 2-dr., $455, $405, $380, $355; 4-dr., $380, ’ to the exact pressure required to lengthen 
(ps); Century Hardtop, $1.800° (ps); $355, $310; conv., $280. "52 2-dr., $125. | \ : s 
Special Hardtop, $1,760*. ‘56 Special| HUDSON—'54 Wasp 2-dr., $300. ‘53 Jet tire life and give the best performance. And 

ardtop, 1.500° (ps); 4-dr., $1,185; 4-dr.. $305. | | ca a La 
a Pas Hardtop, $1,460° (ps); Cen-| MERCURY —'55 Monterey 2-dr., $1,025. « \ Eco Remote Tireflators save lube-room 
tury 4-dr. Hardtop, $1,280°. ‘55 RM/| ‘53 Monterey 2-dr., $325. '52 Monterey space and put air right where you need it, 
conv., $1.180° (ps); Super Hardtop, $1,- 2-dr.. t : , 
025° ips) OLDSMOBILE—'55 (88) 4-dr.. $1,000*: 2- when you want it. You save time because 
C—'ST (62) conv., $3.675* (ps); dr., $1,210°, $1,200°; (98) 4-dr.. $1,210°. . ean - 

aan aner (pa). °56 sedan de Ville,| PLYMOUTH—'56 Savoy 4-dr.. $900*. '55| s e there is no need to “inflate and check” or 
$2.625° (ps); 4-dr., $2,200° (ps). ‘S4) Belvedere 4-dr., $785. °S4 Savoy 2-dr.,| hunt for lost gages. You build customer 
(62) 4-dr.. $1,430° (ps). "51 (62) 4-dr., $470. ‘53 Cranbrook 2-dr.. $260. | 4 a S E 
$580 5 PONTIAC—'55 Chieftain 2-dr., $960°. '54 | Sean confidence because you give accurate air 
HEV ROLET—'57 Corvette conv., $2,265°; Chieftain 4-dr.. $460. ‘53 4-dr., $385; . 3 . 

Bel Air 4-dr. Hardtop. $1,800° (ps), $1.-| Catalina, $380 service with the most modern equipment. ; 
700*, $1,650°, $1.610°, $1,490; conv..| RAMBLER—'53 2-dr., $475 noth day wastin od 
$1,790*: ‘Two-ten (8) 2-dr., $1,385*; | STUPEBAKER—'53 Champion 4-dr., $290, Before you spend another day g 
Two-ten (6) 2-dr., $1,325, $1,300; 4-dr.,| $195. valuable shop time with inconvenient, 
$1.300: One-fifty (6) 2-dr., $1,215. °56| MISCELLANEOUS — ‘58 Chevrolet %-ton : 7 ; : 

Two-ten 4-dr, station wagon, $1.375°*; pickup, $1,810. '56 Chevrolet pickup, $905, ’ inaccurate air equipment find out how littl 
Bel Air (8) Hardtop, $1,350°; conv., FARGO. N. D a | Eco Tireflators cost and how much they s 
$1.350°. 

CHRYSLER—'54 NY 4-dr., $760* pay Sve Eve ciel lt VJ 

DeSOTO—'57 Fireflite 4-dr., $1,825° (ps): Tri-State Auction Co., Inc. Sale every a ' a 
Firedome 4-dr., $1.800* (ps); Firesweep | Thursday. Prices are for sale of Feb. 27 ee. 

Hardtop, $1,740*. '56 Firedome Hardtop, | and March 6 i 
$1.365° (ps). $1,275° | Seld 79 cars out of 189 consignments. 

DODGE—'56 Coronet Hardtop, $950°. '55| BUICK—'53 4-dr., $355*, $315°. "50 4-dr., 

Rayo! Lancer Hardtop, $900°; 2-dr. sta- $120 ; 
tion wagon, $865. ‘54 Royal 4-dr., $625*, | CADILLAC—'54 (62) coupe, $1,660* (ps). | 
$520° CHEVROLET—'57 Two-ten 4-dr., $1,575°*, | 

FORD—'57 Country sedan, $1,815*: Fair- $1,435, $1,400. '56 Two-ten Hardtop, $1,- | 

lane (8) 500 Victoria, $1.760°, $1,725°, 325°; station wagon, $1,285. '55 Bel Air| 
$1.710*, $1,650, $1,530*: 2-dr.. $1.510°,| 4-dr., $975°, $925°. °'54 One-fifty 2-dr., 
$1.460: Fairlane (6) Victoria, $1,.410;| %460; Two-ten Delray, $455*; 2-dr., $435. 
Custom 300 2-dr., $1,420*, $1,400°, §$1.- ‘53 Bel Air 4-dr., 2 at $465°; 2-dr.. $320, 
285. "56 Fairlane (8) Country sedan, $1,- | $300, "52 4-dr.. $225°, $220°. °51 4-dr. 
380*- conv., $1,300° $165*, $150*° 

LINCOLN—'56 Premiere Hardtop, $1,915* CHRYSLER "50 4-dr., $105. 

(ps), $1.810* (ps). °55 Capri Hardtop, | DeSOTO—'5S2 4-dr., $135 
$1.260° (ps) | DODGE—'55 Coronet 4-dr., $650 

MERCURY—'57 Monterey 4-dr., $1.710*. | FORD—'57 Fairlane Victoria, $1,825* (ps); | 
56 Custom 4-dr.. $1,240°; Medalist Hard-| Country sedan, $1,750*; Custom 4-dr., 
top, $1.175*: 4-dr.. $945. "55 Monterey $1.345*. "56 Country sedan, $1,200: Cus- 

Hardtop, $1.045*, $1,015* (ps); Montclair tom 4-dr., $1,100° (ps). $1,100; Custom 
Hardtop, $965°* | (6) 4-dr.. $1,010, $1,005. "55 Custom 2- 

OLDSMOBILE ‘57 (98) 4-dr. Hardtop, | dr., $690°; 4-dr.. $765. "54 Custom 4-dr., 
$2,.230° (ps); (88) 4-dr. Hardtop, $1.- $665. '53 Custom 4-dr., $350; 2-dr., $320, 
690°. "56 (98) 4-dr., $1.595°; (88) 2-dr., 275. "52 Custom 2-dr., $265. °51 2-dr., 
$1,260*: Hardtop, $1,200*. "55 (98) Hard- $130. "50 4-dr., $130; 2-dr., $130 
top, $1,350* (ps); (88) Super 4-dr. Hard- | MERCURY—'56 Monterey coupe, $1,240°. 
top, $1,280°: (88) Hardtop, $1,040°. "54 "55 Custom 2-dr., $840. '54 Custom 2-dr., 

(98) Hardtop, $910° (ps) _ $550°. 

PACKARD—'55 Clipper 4-dr., $730°. '53| NASH—’51 4-dr., $130° 
Clipper 2-dr., $260 OLDSMOBILE—'56 (88) Super 4-dr., $1,- 

PLYMOUTH—'57 Fury Hardtop, $1,900*| 545°. '55 (88) Holiday, $1,235*, '52 4-dr., 

(ps): Belvedere (8) 4-dr. Hardtop, $1,- $325° *51 2-dr., $130°. 

700*, $1,.545°. °56 Suburban, $1,110*; | PLYMOUTH—'54 2-dr., $440. 

Savoy (6) 4-dr., $890. '55 Belvedere 4-| PONTIAC—'55 Chieftain 2-dr., $810. '52| 
dr.. $765; Savoy 2-dr., $740, $720°. 4-dr., $260°; 2-dr., $250°. 

PONTIAC—’57 Star Chief Catalina, $1,-| STU DEBAKER — °'56 Commander 2-dr., | 
890* (ps); Chieftain 4-dr. Hardtop, $1,- $800. 

800* (ps), '56 Star Chief conv., $1,520* | MISCELLANEOUS—’57 Dodge 1-ton truck, | 
(ps): 4-dr., $1.475° (ps), $1,125* (ps); $1,660. "55 Chevrolet 2-ton truck, $1,125; | 
Chieftain Hardtop, $1,085*; Catalina, Ford %-ton pickup, $680; GMC %-ton | 
$1.050°. pickup, $815*. °52 Ford %-ton pickup, 
RAMBLER—’57 4-<dr., $1,480*. °56 station| $410. '49 Ford 2-ton truck, $400. 
Wagon, $1,150. '54 station wagon, $720*. 
‘53 station wagon, $470. DYER, IND. 
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Hollywood Showroom— 


A sports car showroom—featuring a Mercedes-Benz 190 SL Roadster—provides a| 
considerable part of the action of an upcoming Universal-International picture, “Never | 


Steal Anything Small,” starring James Cagney and Cara Williams. In the above picture, | Steps. 


the stars are shown outside the showroom while three other actors look at the 
Mercedes-Benz 190 SL. 








Prizes Better Than Money? .. . 


to Selling 


Incentives 


CHICAGO. — Incentive programs 
that pay off in valuable merchan- 
dise rather than cash prizes are 
boosting sales for auto and truck | 
dealers, according to John Plain & 
Co., a Chicago incentive house. 

Merchandise prizes were called 
greater stimulants to action than} 
money. 

The programs can be tailored 
to meet any sales situation and 
can be operated for dealers, dis- 
tributors, salesmen and even con- 
sumers, Plain said, with purchase | 
of suitable merchandise as _ the 
principal cost. 

Here are examples of three John 
Plain programs operated for the 
automotive industry: 

A major auto manufacturer con- 
ducted an incentive program de- 
signed to promote “conquest” sales 
and one aimed at boosting overall 
sales of new cars. The conquest 
sales program was divided into two 


In the first stage of the pro- 
gram, salesmen were offered a 








air 





choice of prizes with a retail 
value of approximately $100 for 
making a predetermined number 
of conquest sales. 

The salesmen who reached their 
goal were given their choice of 
such prizes as golf-club sets, 
watches, cameras, radios or sets of 
silverware worth about $100 at re- 
tail. 

These winners then were eligible 
to enter the second stage, an essay 
contest in which they wrote up to 
50 words on “How to Make a 
Conquest Sale.” 

The winner of the essay contest 
won a lifetime annuity. Winners 
in each of the company’s dis- 
tricts were given a choice of 
merchandise worth $3,500. 

Second prize in each district was 
$500 worth of merchandise chosen 
from the John Plain prize catalog 

or a color television set. Portable 
television sets were given as con-| 
solation prizes to over 1,000 other! 
winners. 


The program was kicked off at! 
| 





7 
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Now... at last an 


experienced auto 


conditioner man- 


ufacturer offers a 
combination Heat- 


ing and Cooling 


|pendent distributors 





special district and regional sales 
meetings. District meetings also 
were held mid-way through the 
60-day program to stir up further 
enthusiasm. 

A second program was aimed 
at boosting year-end sales totals, 
It was a straight incentive pro- 
gram, with prizes awarded on 
the basis of number of cars sold, 
For every car sold, dealers 
awarded their salesmen a merchan- 
dise certificate. The salesmen used 
the accumulated certificates to 
“buy” nationally advertised mer- 
chandise from a special 94-page 

John Plain prize catalog carrying 
1,500 different items. 

Another two-month program 
aimed at the salesman was con- 
ducted by a leading truck manu- 
facturer who wanted to boost sales 
of parts and accessories. Taking 
part were 1,000 salesmen for inde- 
and branch 
distributorships owned by the com- 
pany. 

Each salesman was awarded 
points for each sale. At the end 
of the 60-day period, each sales- 
man chose his prize from an 
88-page catalog in which the 
merchandise was “priced” in 
points. 

The success of the program was 
indicated by the fact that the 
company had budgeted $25,000 for 
prizes on the basis of the previous 
year’s sales and ended up spending 
$30,000, indicating a 20 percent in- 
crease in sales, Plain said. 

Other incentive programs in the 
automotive industry have been 
aimed at the consumer. They con- 
sist essentially of giving the buyer 
a choice of premiums based on the 
value of the car, the automotive 
parts or accessories purchased. 

The incentive house normally 
advises the dealer or manufac- 
turer on the types of prizes to 
use and is equipped to handle 
the entire program including pro- 
motion, Plain said. 

Plain said it has been found that 
a wide assortment of awards is 
important to the success of any 
incentive program. An _ effective 

assortment includes housewares 
and toys, the firm added, since 
women and children have a way of 
prodding husbands and fathers into 
additional effort. 


Used-Car Notes 


~~~ ~ 


under-dash unit... 





it's ie \ - : C = 
Heating and/ar Cooling 
heres what you get... 


Instant Cooling with Tecumseh high speed compressor 
Warner Electric Magnetic clutch thermostatically controlled 
insures constant temperature automatically with no freezeups 
High velocity twin blower fans for quiet operation 
Three directional louvres for complete air control 
Push button controls at your finger tips 
Factery performance Warranty 
Quick installation makes it easily transferable re 


As Dealer-Distributor You are assured by: = 


%* An experienced manufacturer of auto air conditioning offering a unit Wii proven past performance 
* Easy installation and Trouble-Free service building customer confidence 
%* Good Profit margin although at competitive retail sales price a 
* Unit fits all makes, all models, all body styles 

* Quality engineered in design and all component parts 










Factory in Tyler, Texas 
Jack W. Durrett, Sr., President 
Over 25 years in the avtomotive business 








“Telephone Riverside 1-3838 2915 Canton Street, Dallas 26, Tonael 


Write — Wire — Call 
Seme Territories Available NOW for Distributers and Dealers 


YAKIMA, Wash.—Morris_ Stot- 
| senberg, Yakima, has been elected 
| president of Washington State 
| Assn. of Independent Auto Dealers. 
| Dee Burd, Yakima, was elected 
'treasurer and W. H. DeRange, 
| Seattle, vice-president. Robert Fry 
| was named state director and Har- 
| vey Hollahan, state field represent- 
| ative. 

> * ® 


Miami Independents Elect 


Schuyler as President 
| MIAMI.—The Miami Independent 
|Auto Dealers Assn. has named 
James C. Schuyler president, suc- 
| ceeding Buddy Tyler, who has re- 
tired from the used-car business. 
The directors elected Oscar 
|Molho, vice-president, and Russ 
Lipsitz, secretary. Al Lange con- 
| tinues in charge of public relations. 
* * * 


Beaumont Dealer Chosen 

BEAUMONT, Tex—Jimmy 
Spears, owner of Jimmy Spears 
Motor Sales, 420 Eleventh St., has 
been named Beaumont-area director 
for the Texas Independent Automo- 
bile Dealers Assn. 

+ of om 


Molnar Motors Moves 
YOUNGSTOWN, O.—Molnar 


Motors, Inc., has moved to 1915 
Market St. 


| 


Wilkening Names Lutz 


General Sales Manager 


PHILADELPHIA.—John O. Lutz 
has been named to the newly 
created post of general sales man 
ager for Wilkening Mfg. Co., maker 
of Pedrick piston rings. 

He will supervise sales of the 
automotive replacement division, 
the industrial division, the export 
division and the manufacturers oF 
original equipment division. He 
formerly was Wilkening’s chief 
engineer. 











the 
posi 
Aft 


crepa 
claim 
to th 
also | 
all cx 
facto: 
plier 

So 
about 
at mc 
9 da 
quate 


_ 
‘ 
tomer! 
deale: 
MoP2 
only 
deale! 
A 
com] 
ceive 
item: 








DE: 
autor 





ships 





Each 

almos' 
of Me 
and u 


wives 


hono: 
Circk 


sold 
vidua 
each. 
For 
five yé 
Clark 
more 
tals tl 
Mor! 
the pr 
top Li 
1955 a 
man 
honors 
and } 
establi 


A ne 
James 





ing M 
of 201 

Zac 
cham 
the 1 
Carri 
Motor 
sold ¢ 
creas 
year. 
Othe 
Sidn 
Sidney 
Peter . 
Ouis | 
ton V 
Ralph 
Mass., 
Boston 
Carl 
John | 
Paul |] 
Manga 
G. Art 
0. Bri 


Ex-] 
Of ' 
NAS 
ir, fo 
Ridge, 
five m 
fine on 
His 
&@ new 
for Jur 
residen 
quitted 
He wv 
Ment ¢ 
$8,071.5 


and $1 
leased, 















Sales 
also 
the 

r ther 


med 
tals, 
pro- 
on 
old, 
alers 
‘nan- 
used 


mer- 
page 
ying 


ram 
con- 
anu- 
sales 
king 
inde- 
anch 
com- 


ded 
end 


an 
the 
in 


was 

the 
) for 
rious 
ding 
t in- 


the 
been 
con- 
uyer 
| the 
otive 


ally 
fac- 
. to 
idle 
ro- 


that 
s is 

any 
ctive 
‘ares 
since 
y of 
into 


Stot- 


a te 
Jers. 
cted 
inge, 


Har- 
sent- 


dent 


suc- 
} re- 


scar 
Russ 
con- 
ions. 


my 
ears 


ctor 
ymo- 


Inar 
1915 


Lutz 
ewly 
nan- 
aker 


the 


S1On, 
port 
s or 

He 
shief 





—_— 





(Continued from Page 3) 


the claim. The dealer could de- 
posit this draft in his bank. 

After the factory audit, any dis- 
crepancy in the amount of the 
claim could be charged or credited 
to the dealer’s parts account. They 
also suggest that the warranty on 
all components be handled by the 
factory rather than by the sup- 
plier 

Some dealers are displeased 
about parts availability, especially 
at model introduction time. It takes 
99 days or more to obtain an ade- 
quate stock, they. say. 


eo, aes sore point is the sale 
of parts to bump-shop cus- 
tomers at the same discounts which 
dealers receive. They would like 
MoPar parts wholesalers to sell 
only to authorized Chrysler Corp. 
dealers. 

A number of retailers have 
complained that they have re- 
ceived cars with unordered 
items—power equipment, special 















DEARBORN. — Ninety-two top 
automobile salesmen—the four best 
from Lincoln and Mercury dealer- 
ships in each of the 23 sales dis- 
tricts — were honored with an 
expense-paid trip to California. 
Each salesman sold an average of 
almost a half million dollars worth 
of Mercurys, Lincolns, Continentals 
and used cars last year. 

The men, accompanied by their 
wives, visited Los Angeles and 
San Francisco, where they were 
honored as members of the Inner 
Circle of the Lincoln and Mercury 
Sales Council. As a group they 
sold a total of 20,324 cars. Indi- 
vidually, they averaged 220 cars 
each. 

For the fourth time in the past 
five years, Dominick Morley sr., of 
Clark & White, Inc., Boston, sold 
more new Lincolns and Continen- 
tals than anyone in the nation. 


Morley sold 68, three more than 
the previous year. He has been the 
top Lincoln salesman in 1957, 1956, 
1955 and 1953. Morley is the only 
man who has won Inner Circle 
honors every year since the Lincoln 
and Mercury Sales Council was 
established early in 1950. 

A newcomer to the Inner Circle; 
James Siokos, of Grand Central 
Motors, Inc., Chicago, is the lead- 
ing Mercury salesman with a total 
of 201. 

Zachary T. Carringer is the 
champion used-car salesman for 
the fourth year in succession. 
Carringer, who is with Oak Ridge 
Motors, Inc., Oak Ridge, Tenn., 
sold 639 used cars in 1957, an in- 
crease of 165 over the previous 
year. 

Other Inner Circle winners were: 
Sidney Banner, Woodmere, N. Y.; 
Sidney Chrystal, Newark, N. J.; 
Peter A. Giardina, Glen Cove, N. Y.; 


coulis Meyer, Babylon, N. Y.; Mer-| 


ton W. Gay, Manchester, Conn.; 
Ralph A. Iovanna jr., E. Boston, 


Mass. and Dominick. Morley jr., 
Boston. 
Carl P. Brickel, Reading, Pa.; 


John J. Klein, Lakewood, N. J.; 


Paul Fried, Trenton, N. J.; T. J.| 


Mangano, Lakewood, N. J.; Arthur 
G. Arber, Kenmore, N. Y.; George 
0. Brink, Elmira, N. Y.; Edward 


Ex-Dealer Guilty 


Of Tax Evasion 


NASHVILLE. — John C. Barber 
ir, former auto dealer in Oak 
Ridge, Tenn., has been sentenced to 
five months in prison and a $500 
fine on income-tax evasion charges. 

His attorney filed a motion for 
& new trial and a hearing was set 
for June 15. Barber, who is now a 
Tesident of California, 
quitted on two charges. 

He was convicted of evading pay- 
ment of personal income taxes of 
$8,071.54 for 1950, $5,166.16 for 1951 
and $11,007.36 for 1953. He was re- 





was ac-) 


L-M Sales Champs Feted 


California Trip Rewards Top-Notchers 
Who Averaged 220 Cars a Year 





leased, pending the June hearing. | G. Ragatz jr., Hollywood, Fla. 





| Clayton, Jacksonville, IL: 
|S. Hogan, Cairo, Ill.; William Hos- 
feld, St. Charles, Mo., and Elmer J.| 


Dealers to Meet with Division Chiefs... 


Grievance Talks Set at Chrysler 





bumper guards and the like. They 

often have to give these items 

away, thus dissipating the profit 
in the deal, they say. 

Most of these cars come through 
early in the model year or at clean- 
up time, dealers say, adding that 
the factory contends it’s necessary 
to put on these accessories because 
of commitments to suppliers. 

A few retailers have suggested 
that if these commitments make it 
necessary to “load” buildout cars, 
the dealer should not be charged 
for the extra equipment which he 
did not order. 

= oa + 

THER dealers have kind words 
for the factory on the equip- 
ment question. A Great Plains man 
declared, “Chrysler and Plymouth 
divisions are certainly shipping 
cars with the right equipment and 

doing a good job of it.” 

A Southern merchant acknowl- 
edged that his cars were coming 
through with the right acces- 
sories, but he said the factory is 


H. Hare, Fairport, N. Y., and Ord 
R. Reynolds, Arkport, N. Y. 

James J. Adams, Lakewood, O.; 
D. H. Armstrong, Canton, O.; Jack 
C. Blum, Cleveland, O.; Layton W. 
Umstead, Lakewood, O.; S. A. Cos- 
entino, Monroeville, Pa.; G. C, Gra- 
ham jr., Dubois, Pa.; Clifton C. 
Houtz, Clearfield, Pa.; Julius Moses, 
Altoona, Pa., and James F. Blaine, 
Middletown, O. 

James B. Marcum, Middlesboro, 
Ky.; Sterling K. Vaughn, Morris- 
town, Tenn.; Merle Alvey, Detroit; 
L. McLaughlin, Detroit; Peter 
Sofins, Dearborn; Jay C. Weaver, 
Grand Rapids, Mich.; Lewis W. 
Allen, Waynsboro, Va., and William 
E. Eaton jr., Silver Spring, Md. 


Ralph M. Kirkland, Richmond, 
Va.; Murdock D. MacRae, Lexing- 
ton Park, Md.; Ralph W. Love, 
Fond Du Lac, Wis.; Edwin J. Nel- 
son, Sheboygan, Wis., and John C. 
Stark, Skokie, Il. 

Thomas H. Ewing, Minneapolis; 
Homer M. Killorn, Livingston, 
Mont.; G. J. Noteboom, Mankato, 
Minn.; Raymond R. Steiber, Mitch- 
ell, S. D.; Paul E. Freeborg, Tulsa, 
Okla.; Robert L. Huckabay, Okla- 


|homa City, and James Stratton, 


Oklahoma City. 

Leonard Whitefield, Pauls Valley, 
Okla.; Byford Elwonger, Auburn, 
Neb.; Kenneth B. Lamb, Omaha; 
Gerald S. Pond, Des Moines; Floyd 
Runnells, Burlington, Ia.: W. F. 
Robert 


Rigdon, Farmington, Mo. 
Lloyd W. Coffey, Clovis, N. M.; 


William F. Theisen, Twin Falls, Id.; | 


Richard B. Young, Salt Lake City; 
Leonard L. Young, Kermit, Tex.; 
Orville Buchanan, Fort Worth: 
John W. Gardner, Weatherford, 


| Tex.; Paul J. Miller, San Angelo, 


Tex.; Paul N. Linington, Sulphur 
Springs, Tex., and Leonard R. Gar- 
rett, Houston. 

Melton J. Hiller, Yoakum, Tex.; 
Leroy O. Penshorn, New Braunfels, 
Tex.; Eli J. Schexnayder, Port 
Arthur, Tex.; Edward T. Balatti, 
San Francisco; Mervin Millman, 
Santa Rosa, Calif.; Robert E. 
Speckman, Sunnyvale, Calif.; Carle- 
ton White, Mill Valley, Calif., and 
George Benner. Portland, Ore. 

James D. DeMarco, Portland, 
Ore.; George Karr, Everett, Wash.; 
John C. McKenna, Missoula, Mont.: 
Jereld H. Cameron, Las Vegas, 
Nev.; Stanley G. Gilman, San Gab- 
riel, Calif.; Thomas H. Hood, Mesa, 
Ariz., and Kenneth Sewell, 
Angeles. 

T. E. Bankhead jr., Rock Hill, 
S. C.; D. E. Mosteller, Anderson, 
S. C.; Ernest W. Owens, Burlington, 
N. C.; Ralph W. Woodward, Au- 
gusta, Ga.; Charles V. Cowart, Mo- 
bile, Ala., and C. D. Garrett, New 
Roads, La. 

Ryan C. Noah, Columbus, Miss.; 
Allen M. Ray, Kennett, Mo.; H. M. 
Anderson, Jacksonville, Fla.; Edwin 
D. Hunt, Sanford, Fla.; John V. 
Piombo, Jacksonville, Fla., and Lee 
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“very slow” with special orders, 

Prices are certain to be dis- 
cussed at the conferences, and that 
is a subject on which Chrysler 
Corp. dealers and all other U. S. 
auto retailers are in complete ac- 
cord. All agree that car prices are 
too high. 


“We don’t see why an increase 


was necessary this year,” a Chrys-| | 


ler Corp. line group told Automotive 
News. It was suggested that in a 
facelift year, the saving should be 
passed along to dealers and con- 
sumers in the form of lower prices. 

A Midwest dealer said cars 
should be cut about 25 percent. He 
added they now are priced about 
twice as high as they should be. A 
Texan said prices are so high that 
persons who want cars can’t meet 
the terms necessary to buy them. 

> « * 

Awe of Detroiters sug- 

gested that dealers be given 
an opportunity to review design 
ideas before they are put into pro- 
duction. They also would like to 
be consulted before any advertising 
promotions are finalized. 

These men also have recom- 
mended that Chrysler Corp. get 
out of the retail business in both 
sales and service. Allowing 
dealers to assume full responsi- 


bility in both areas will produce | 


the results the company desires, 
the Detroiters declare. 

The factory-dealer conferences 
will get under way Apr. 1 when 
DeSoto-Plymouth delegates gather 
in Detroit for a three-day session. 
Chrysler division's meeting is 
scheduled tentatively for the week 
of May 19, and Dodge dealers will 
confer May 5-7 in San Francisco. 

Plymouth conducts no such meet- 
ing since it lists only about 200 
exclusives among its 7,700 dealers. 
Plymouth officials participate in 
the Dodge, DeSoto and Chrysler 
conferences. 


L-O-F to Double 
Facilities at Its 
Technical Center 


TOLEDO. — Libbey-Owens-Ford 
Glass Co. has announced plans to 
double facilities at the Technical 
Center here in 1958. The center 


serves manufacturing plants in five | 


states. 
The biggest project will be a 
two-story and basement engineer- 


ing wing 142 feet long and 82 feet! 


wide. It will house drafting areas 
for furnace, general services and 
maintenance sections on the first 
floor and mechanical and structural 
sections on the second. 

A one-floor administration wing, 
141% feet by 55 feet, will have 
offices for all principal technical 
executives, the permanent technical 
policy committee, conference room, 


| library, cafeteria and phone equip- 
ment. 

L-O-F said ample area is pro- 
vided for future enlargement. 





Routes of the Caravans— 
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Spring Is In the Air— 


Nicki Whitney finds kite flying a pretty 
good way to call attention to the Chevro- 
| let dealers’ “Early Spring Sale" now 
being staged throughout Northern Cali- 
| fornia and Western Nevada by the 164 
| Chevrolet dealer-members of the Oakland 
| Zone Chevrolet Dealers Assn. The sale is 
said to mark the first “across-the-board” 
automotive selling event in Western his- 
tory, with sale specials in every de- 
| partment. 


Auto 


| 





ulate business generally,” he 


added. 

| He said there also will be an ex- 

tensive ad campaign in newspapers 

and on radio and television. 

| * * * 

| J,,ROM Cleveland came reports 
that dealers still are cashing 

in heavily on contacts established 

during “Auto Buy Now” week. 


confident they were in for a spring 
sales boom. 

The upsurge was reflected in 
| @ report by 
Cuyahoga County clerk of courts. 
He said 1,806 used cars and 1,541 
new models were registered in 
the seven days following “Auto 
Buy Now” week. 

Both figures were weekly highs 
| for the year and surpassed those 
of auto week, according to the 
Cleveland Automobile Dealers 
| Assn. and the Cleveland Independ- 
ent Auto Dealers Assn. 

The two dealer groups said they 
expect to continue “Auto Buy Now” 
promotional activities through 
| April. 

Dale Simons, co-chairman of a 
project in neighboring 





i 2 : 
| similar 


the Cleveland program, reported 
showroom traffic “was terrific with 
a boost in new-car and used-car 


sales.” 
H® SAID nine of 30 participating 
dealers reported 40 new cars 
|'were sold during the last week of 
February, compared with 33 for the 
first three weeks. 
Meanwhile, Buick General 
Manager Edward T. Ragsdale 





The routes of the two caravans in the Studebaker Scotsman Mile-A-Thon contest 


Week Promotions 
Spread to Akron, Detroit 


Many dealers said they were | 


Leonard Fuerst, | 


| Ashtabula County that tied in with | 


are shown on the map above. Both caravans will be composed of a two-door Scots- 
man sedan and a Scotsman pickup. The miles-per-gallon performance of the cars 
will be the basis for a contest base on the economy runs. The entrant whose esti- 
mate, to three decimal points, is the closest to the actual figures will win two Scotsman 
station wagons, one for himself—the other for the winner's favorite charity or other 
organization. Second grand prize will be two four-door Scotsman sedans} third, 
two two-door Scotsman sedans and fourth, two Scotsman pick-up trucks. Entry blanks 
are available from S-P dealers. Both runs will start in San Francisco, one will end 
in Miami, the other in Bangor, Me. 


en 
Ford Endorses 


Proposed State 
Safety Compacts 


WASHINGTON.—Ford Motor Co. 
last week endorsed a proposed 
resolution granting congressional 
approval to negotiation of inter- 
state compacts on traffic safety. 

In a _ statement submitted to 
the House Safety subcommittee, 
Fletcher N. Platt, manager of the 
company’s traffic safety and high- 
way improvement department, said 
he backed “cooperative effort and 
mutual assistance” in establishing 
uniform traffic laws, carrying out 
safety programs and conducting 
| joint research. 

The resolution, sponsored by 
John V. Beamer, Indiana Republi- 
ean, also drew support from the 
National Safety Council, National 
|Assn. of Motor Bus Operators, 
American Assn. of Motor Vehicle 
Administrators and other groups. 

AAMVA President Paul Mason 
| testified there has not been “satis- 
factory coordination” among the 
| states in the field of safety equip- 
ment, 








(Continued from Page 3) 


said in Flint that business would 
take a sharp upturn “if every- 
| body in this country took a dose 


| 
| 


| of confidence along with his 
spring tonic of sulphur and 
| molasses.” 


Ragsdale had just returned from 
a two-week swing through the 
West where he met with dealers in 
| five cities. 

“There is no lack of money, just 
a lack of confidence,” Ragsdale 
said. “The average consumer has 
been so steeped in gloom that he 





Buick Sends Owners 
A Flowery Message 


FLINT. — E. J. Krause, Buick 
service manager, said more than 
| two million packages of petunia 
| seeds, with planting instructions, 
have been mailed to Buick own- 
ers as a reminder that spring is 
almost here. 

“We wanted something that 
would remind our customers to 
bring their cars in for a spring 
check-up,” Krause said, “and we 
decided on flowers as a symbol 
of the fresh life and beauty of 
spring.” 





has put a padlock on his pocket- 
book and he isn’t going to take it 
| off until the air has been cleared.” 
| He said “the hard cash is avail- 
able for consumer purchases, and 
business activity is better than the 
| average person realizes. But we 
lack a formula for generating con- 
fidence among the people.” 


Sales Promotion Gets 


On the Beam Quickly 


LOS ANGELES.—Hart Fullerton 
| (DeSoto-Plymouth) rented the cus- 
tomary searchlight equipment when 
he staged a “Green Tag Days” sales 
promotion recently. 

His first sale: The operator of 
the searchlight. 


Prospect ‘Takes’ 
Auto Salesman 
On Test Drive 


PHILADELPHIA. — An auto 
salesman from nearby Doylestown 
lost both the sale and the car 
when he took a young prospect on 
a demonstration ride. 

State Police said Harold Knie- 
riem jr., 18, Perkasie, drove off after 
forcing the salesman, Morris F. G. 
Herschler, out of the 1956 auto. 


Robert L. Pennell, 19, Quaker- 
town, was held as Knieriem’s ac- 
complice. 


Police said Knieriem pulled out 
a gun during the ride, took $2 from 
Herschler and ordered him out of 
the car. The youth was caught 
after a four-mile chase, they said, 
and Pennell also was in the car. 
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Odds Against Strike, 
Labor Umpire Says 


By Frank Gawronski 
Staff Writer 
E odds are against a strike in 
the auto industry this year, ac- 
cording to Dr. Charles C. Killings- 
worth, director of the Labor and 
Industrial Relations Center at 
Michigan State University in Lans- 
ing. 
Killingsworth, who is a member 
of the United Auto Workers—Ford 
Motor Co. umpire 
panel, told a labor 
relations seminar: 
“It is obviously 
foolhardy to rule out 
the possibility of a 
strike. However, at this point and 
at this distance, the odds seem to 
favor a peaceable settlement.” 
Contract talks between the UAW 
and General Motors will open 
March 25. The union will get to- 
gether with Ford on March 31 and 
with Chrysler Corp. on Apr. 1. 
Killingsworth admitted that 
“superficially at least” the outlook 
for spring bargaining between the 
UAW and the Big Three auto 
makers is bleak. He said union 
demands are high, estimated by 
some company officials at 35 to 
40 cents an hour, Company state- 
ments have been “unusually bel- 
ligerent and unusually numerous,” 
he said. 


The union is building a $50 mil-| 


lion strike fund, and the companies 
have almost 900,000 unsold cars on 
hand. 

“Despite the fire and fury,” Kil- 
lingsworth said there is “surprising 
unanimity” among labor relations 


A 


Save money . . . time and space. . 
your SHATs*RePROOF Distributor — a 
trained ‘space man’ with an eye to the 
future — stock your auto glass needs for 


CONSULT YOUR 








experts at the auto companies that 
there will be no strike. 
* + * 

| erennap rayne gave six rea- 

sons for his no-strike forecast: 

1. The UAW and the auto makers 
have developed their negotiating 
skills in recent years. 

2. Both sides realize the impor- 
tance of prior planning for negotia- 
tions. ‘ 

3. Strikes are unpopular during 
a recession. 

4. Lower limits have already been 
established for a wage increase. GM 
has already proposed that the pres- 
ent six-cent improvement factor 
increase be continued, 

5. Political pressure will be 
brought to bear to prevent a strike 
so close to the fall elections. 

6. The UAW favors a short con- 
tract, and may be willing to take 
less this year if it can come back 


in 12 months when times are better. 
= = 


GM Briefs Newsmen 


HE UAW’'s contention that there 
has been a 3.9 percent annual 
rise in productivity was challenged 


|last week when GM presented a 


detailed summary and analysis of 


| national productivity to newsmen. 


GM representatives introduced 
figures and charts to show that 
many factors cut into the union’s 
productivity figure, which is ex- 
pected to rank high when nego- 
tiations start next week. 

During the presentation, made by 
Brent Upson, of the GM business 
research staff, the company indi- 
eated that the figure should be 


SPACE MA 
VISITS YOUR PARTS MANAGER 


“The modern Parts Manager who stocks 
windshields . . . who worries about storage 
space, breakage, or obsolescence of auto 
glass is as out-dated as a saucer that doesn’t 
fly,” proclaims this man from Mars. 





. “Let 


For further information or the name of your local Distributor write to: 


SHATTERPROOF GLASS CORPORATION 


4815 Cabot Avenue + Detroit 10, Michigan 





you. He’ll solve your Parts Manager’s 
problems, because he promptly services 
your Parts Department with the finest 
quality replacement glass, in all tints 
and shades, for every automobile.” 


“If YOUR Parts Manager is ‘out of 
space’ and wants to turn his overhead 
dollars into profit dollars, contact your 
SHATeRePROOF Distributor for auto 
glass service that’s ‘out of this world’.” 


DISTRIBUTOR TODAY! 


near the 2.5 percent annual im- 
provement factor in current con- 
tracts. 

Louis G. Seaton, GM personnel 
vice-president, said that under the 
current contracts the annual im- 
provement factor would give the 
UAW an increase of approximately 
7 cents an hour. Under the 3.9 per-| . 
cent productivity increase figure, 
the rise would be approximately 


8.6 cents an hour. 
* * + 


SUB Payments Approved 


ee an Ohio judge has 
handed down a ruling which 
may clear the way for payments of 
supplemental unemployment bene- 
fits to an estimated 200,000 people 
employed in automotive, steel, rub- 
ber and glass concerns. 

Common Pleas Judge Erskine 
Maiden jr. of Youngstown, re- 
versing an order of the adminis- 
trator of the Ohio Bureau of Un- 
employment Compensation, held 
the jobless workers may collect 
SUB payments without reducing 
the amount of unemployment 


Courtesy Contest— 


Ed Fitzgerald, general manager, Court- 
esy Chevrolet, Phoenix, Ariz., looks over 
| his window display, part of a huge pro- 
| motional effort in the firm's “Golden Op- 
portunity Days Contest." Winner of the 

compensation for which they are | '!0co! contest will have deluxe transporta- 

eligible. | tion to New York for two weeks and then 

James R. Tichenor, OBUC ad-/2 steamship cruise to Bermuda. The con- 
ministrator, ruled in 1956 that SUB | test is being sponsored in conjunction 
payments must be deducted from | with Radio Station KRIZ, Phoenix. 
state payments which range up to| - 
$39 weekly for 26 weeks for a job-| For views on retail auto distribution, 
less worker with a family. | read the Dealer Forum column on Page 3 

The ruling had made SUB plans | 











|that will 


—_, 


Ruling in House 
Seen Dooming 


Road-Fund Raids 


WASHINGTON. — Raids on the 
Highway Trust Fund by Federal] 
departments and agencies were 
seen doomed by a recent ruling in 
the House of Representatives 

The ruling grew out of debate on 
a provision in the Treasury and 
Postoffice appropriation bill for 
fiscal 1959 that called for appro- 
priation of $3.5 million from the 
road fund to reimburse the In- 
ternal Revenue Service for its cost 


of collecting trust-fund revenue. 


Rep. Hale Boggs, Louisiana 
Democrat, made the point of order 


|that inclusion of the $3.5 million 


item constituted legislation 
appropriation bill. 

In a formal ruling, Rep. Brooks 
Hays, Arkansas Democrat, pre- 
siding as chairman, sustained the 
point of order which killed the 
provision. 

Rep. George H. Fallon, Maryland 
Democrat, who is chairman of the 
House subcommittee on roads, said 
the ruling establishes a precedent 
prevent future raids of 
this nature unless specific author- 
izing legislation has been enacted. 


in an 


an General Motors inoperative is Better Weather Pushes Up 


Ohio. | 
Unless reversed by a higher court, | 


Maiden’s decision will make it pos- | Weekly Economic Index 


sible for thousands of laid off work- | 

ers to claim retroactive SUB bene-| 

fits. AN UPTURN, sparked chiefly by 
| £ better weather in many north- 

|ern areas, has pushed the AuToMo- 

| tive News Economic Index to 104.4 

| percent of last week’s level. 

The index now stands at 90.9 
percent of the like week last year. 
While business activity is there- 
fore 9.1 percent below last year’s 
level, it is not off as much as it 
has been in the last two weeks. 
In those weeks, the indicators 
trailed the year-ago totals by 
more than 10 percent. 

Better weather for shopping and 
coal mining was credited with 
| bringing about most of a 22 percent 


‘Super-Boom’ Due 
In *60s, Says 
‘'U-M Economist 


ANN ARBOR.—Buyers and busi- 
nessmen shouldn’t underestimate 
| the basic buoyancy of the Ameri- 
can economy today, warns Prof. 
Philip A. Wernette of University of 
Michigan School of Business Ad- 
| ministration. 


Firms that go in for despondent 
hand-wringing now will be ill- 
equipped to meet the “super-boom” 
|}of the 1960s, he said in the March 
|}issue of the Michigan Business 
Review. 
| While business spending will be 
| below its all-time high of 1957, he 
|} said, consumer spending will in- 
|crease somewhat and Government 
| spending will rise above last year’s 
| levels. 

“These estimates add up to a 
small increase in total demand,” 
Wernette says. “This will keep busi- 
ness steady but will not take care 
of increases in the labor force and 
in output-per-man-hour. 

“The recent dip still finds busi- 
ness on a high level. In 1960, the 
front edge of the baby boom—the 
babies who were born in 1942—will 
be 18 years old. In the 1960s, the 
number of 20-to-30-year-olds will 
rise about 35 percent above today’s 
figure. They will start to work, 
marry, and start the new baby 
boom of the 1960s. 

“Fortified by adequate purchasing 
power, they will want to buy huge 
quantities of houses, clothing, food, 
furniture, appliances, automobiles, 
toys, and everything else.” 


Canada Ford Chief Sees 


Auto Upturn in Spring 


TORONTO. — Spring should 
bring a stimulation in auto sales, 
Rhys M., Sale, president, told the 
annual meeting of Ford Motor 
Co. of Canada. 

Any short-term view of the 
Canadian economy requires hedg- 
ing and modification, he said, 
but “I am completely and un- 
reservedly confident about the 
long-term prospects.” 


Connell Plymouth Bows 


Free gifts, entertainment and re- 
freshments highlighted the grand 
opening of Connell Plymouth in its 
new $100,000 building in Irving, 
Tex. 

















gain in the department store sales 

index and a 24.3 percent jump in 

soft coal output in the week-to- 

week comparison, 
= = = 

EPARTMENT store sales were 

also 1 percent ahead of the 
year-ago level. These sales, consid- 
ered an indicator of an overall retail 
activity, have held up remarkably 
well so far through the recession. 

Other sizable week-to-week gains 
were shown in freight car loadings 
and the stock market. At least part 

of the freight gain was tied in 
with the improvement in _ the 
weather while the stock market 
was showing a generally more con- 
fident attitude about the business 
outlook. 

The indicators on how the na- 
tion is handling its money are 
far from encouraging. While Gov- 
ernment spending is still 6.9 per- 
cent ahead of last year’s level, it 
is not as far ahead now as it was 
last week. 

Loans to business from the na- 
tion’s major banks fell off again in 
the most recent week. The amount 
of bank credit outstanding to busi- 
nesses is now below the year-ago 
total for the first time during the 


recession. 
* > 


a 

yas, the further steps taken last 

week by the Federal Reserve 
Board to loosen credit are likely to 
have little immediate effect. Busi- 
ness firms are repaying their debts 
so new loans are likely to be passed 
up for the time being, no matter 
how ample the loanable funds. 

The amount in savings accounts 
at major banks shot up by an- 
other $270 million in the most 
recent week. These accounts are 
now 145 percent of last year’s 
total, the high point so far in the 
business dip. 

The used-car price average 
slipped in the last week and busi- 
ness failures were the highest for 
any week since Jan. 26, 1939. 
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66 Worth $46 Million to Factory... 


Chevy Honors Top Salesmen 


DETROIT. — Michael Kvester, a 
36-year-old Pennsylvanian with 7% 
years of automobile retailing ex- 
perience, has been named the No. 
1 Chevrolet salesman of 1957. 

Announcement of Kvester’s ac- 
complishment was the highlight of 
a two-day program here last week 
during which Chevrolet honored 
its 66 leading retail salesmen. 

Made up of the top car, truck 
and fleet salesmen in their re- 
spective territories, the 66 men 
accounted for approximately $46,- 
500,000 worth of Chevrolet busi- 
ness last year, it was estimated. 
For this feat, each man ranks as 
a president of the honorary 
Chevrolet 100-Car Club in his 
territory. 

Kvester, a salesman the last two 
years for Reedman Motors, Levit- 
town, Pa., automatically was recog- 
nized as national president of the 
100-Car Clubs. 
nearly 1,100 new and used vehicle 
sales during the year. 

Other leading retailers 
nized as national officers, according 
to their sales rank, were: 

Richard Montanaro, 
McCullagh, Inc., Detroit, vice- 


president; Edward F. Roehrich, | 


of Bill Becker Chevrolet, Inc., 
Chicago, secretary, and John Dol- 
bier, of Courtesy Chevrolet, Los 
Angeles, treasurer. 

In addition to the four national 
officers, other top salesmen of 1957 
in the group were: 

Fred P. Cole, George K. Herman 
Chevrolet, Inc., Ravenna, Mich.; 
M. D. Hallman jr., Hallman’s Cen- 
tral Chevrolet, Rochester, N. Y.; 
James E. Griffith, Marhofer’s Chev- 


rolet, Inc., Stow, O.; Edward R. 
Smith, Byrne Bros., Inc., White 
Plains, N. Y.; Sidney Schwartz, 


Bates Chevrolet, Bronx, N. Y.; 


He accounted for} 


recog: | 


of Don | 








Joseph F. Zottoli, Chaffin’s Garage, 
Inc. Holden, Mass.; Pat Zito, 
Leonard Chevrolet, Belleville, N. J., 
and Paul M. Mayette, H. O. Taylor 
Chevrolet Co., Wells River, Vt. 
Chauncey V. DeGraff, Ray Ben- 
son, Inc., Utica, N. Y.; Ray Herron, 
Miller & Sons Chevrolet, Aliquippa, 


Chrysler Names 
I] to Sales Posts 


In Southern Area- | 


DETROIT.—Eleven appointments 
to the administrative staff of 
Chrysler Corp.'s Southern area 
sales organization were announced 
last week by Frank J. Suslavich, 
Southern area director. The men 
are being assigned to the area 
headquarters office in Atlanta. 

The appointments are: Walter J. 
Cleland, administrative assistant, 
formerly DeSoto regional manager 
in Boston; Arthur W. Rowbottom, 
new-car sales manager, formerly 
staff director of new-vehicle sales 
in group-marketing headquarters, 
Detroit; Rolland S. Swain, new- 
truck manager, formerly Dodge 
regional manager in Kansas City. 


Frank E. Carpenter, fleet sales 
manager, formerly regional man- 
ager of fleet sales in Kansas City; 
John C. Jones, used-car manager, 
formerly DeSoto assistant regional 
Manager in the Southern area; 
Charles E. Miller, manager of 
dealer planning and placement, 
formerly Plymouth regional man- 
ager in Dallas. 

Sanders H. Ray, manager of dis- 
tribution and programming, trans- 
ferred from the Central area in 
Detroit where he has been assistant 
hew-car manager; Robert E. Yost, 
business management manager, 
formerly assistant business man- 
agement manager for group mar- 
keting, Detroit; Joseph H. Bonner, 
Special representative, formerly 
Personnel manager for group mar- 
keting, Detroit. 

John M. Blake jr., Imperial sales 
Manager, formerly DeSoto regional 
Manager in Atlanta, and John L. 
De Armond, dealer accounting rep- 
resentative, transferred from Cen- 
tral area headquarters in Detroit 
where he was dealer accounting 
representative, 





Pa.; James E. Powers, Hicks Chev- 
rolet, Inc., Washington, D. C.; H. C. 
Williams, Martin Chevrolet Sales, 
Richmond, Va.; Klare Sunderland, 
Sausman Chevrolet Co., Steelton, 
Pa, and William Francis, Lytle 
Chevrolet, Morrow, O. 

Bobby V. Myers, Sam Riley Chev- 
rolet Co., Mohawk, Tenn.; Charles 
Rader,. Tom Harris Chevrolet, 
Zionsville, Ind.; Edward M. Ken- 
nedy, W. &.E. Chevrolet Sales, Inc., 
Matewan, W. Va.; C. H. Tidey III, 
Tidey Motor Sales, Marshall, Mich.; 


Styling Clarity, 
Use of 5 Senses 
Urged for Ads 


(Continued from Page 2) 


walls and lobbies cropped and 
framed as in this manner: 





rather than this “more compatible” 
effort: 


“There are other visual ele- 
ments that help tell the story of 
auto design,” Schloat added. 

“You will want to connote 
smoothness of performance and 
riding characteristics. 

“This will not be acheived with 
harsh, broken lines: 






i 
on se ae Ye 


“But smoothness can be imparted 
by the proper use of gentle rolling 
lines: 






He suggested these five rules “to 
lead to new and better automotive 
advertising:” 

1. Photograph the car outdoors. 

2. Stage the scene from the 
vantage point of an accepted ob- 
server. Few of us see a car while 
sitting on a curb or the rooftop 
of a house, he said. 

3. Build horizontal lines, planes 
and masses into the background 
and foreground. 

4. Add smooth, rolling lines as 
secondary design values. 

5. Illustrate the sales theme 
through use of the senses. 






John W. Pettigrew, Pendarvis 
Chevrolet, Edgefield, S. C.; Rufus 


L. Freeman, McMurray Chevrolet 


Co., Inc., Black Mountain, N. C.; 
William H. Senior, Don Allen Chev- 
rolet, Inc., Miami, and George M. 
Salter, Pensacola Buggy Works, 
Inc., Pensacola. 


Harry C. Laursen, Midway Chev- 
rolet Co., St. Paul; Walter E. Hal- 
verson, Service Chevrolet, Inc., 
Fargo, N. D.; Ervin H. Schultz, 
Follett Co., Coloma, Wis.; Lloyd P. 
Jung, Schetter Chevrolet Co., 
Menominee Falls, Wis.; Raymond 
J. Tiburzi, Daley Chevrolet Co., 
Gillespie, Ill.; Claude E. Hartman, 
Hilliard Chevrolet Co., Kansas City, 
and Jesse D. Jackson, Chip Bar- 
wick Chevrolet Co., Memphis. 


L. Murdock, Mills Chevrolet, Cen- 
tral City, Ia.; Glen Throne, D. B. 
Gray Co., Hull, Ill; James W. A. 
Hogue, Earl Hayes Chevrolet Co., 
Dallas; Leslie H. Miller, Murdock- 
Salyer Chevrolet, Norman, Okla; 
Charles W. Hickman, Cagle Chev- 
rolet, Inc., Lake Charles, La.; L. T. 
Kolb jr., Curlee Chevrolet Co., Sin- 
ton, Tex.; Dean R. Read, Craig 
Chevrolet Co., Arvada, Colo., and 
John Q. Anderson, Western Chev- 
rolet Co., Mitchell, S. D. 

Harry Stuber, Lew Chevrolet 
Co., Billings, Mont.; Kenneth R. 
Crawford, Rudolph Chevrolet, 
Phoenix; Dean Bennett, Hood 
Chevrolet Co., Liberal, Kans.; Al- 
fred P. Bello, Hughes Brothers, 
Dixon, Calif.; Bill E. Trozelle, 
Brown & Allen Motor Co., Suther- 
lin, Ore., and Herbert Hansey, 
Thornberry Chevrolet Co., Marys- 
ville, Wash. 

Leading truck salesmen of their 
regions were: 

Grant Fuhst, Tennyson Chevro- 
let, Inc., Livonia, Mich.; Frank 
Backman, Bedford Chevrolet, 
Brooklyn; W. B. Clark, Kline 
Chevrolet Sales Corp., Norfolk, 
Va.; Davis T. Moore, Queen City 
Chevrolet Co., Cincinnati; Charles 
Schumacher, Ross Chevrolet, Ine., 
St. Petersburg, Fla; James V. 
Norton, Hartigan Chevrolet, Inc., 
Chicago; Ralph Warren, Paul Man- 
ning Chevrolet Co., Des Moines; 
John P. Davis, Howard Crumley 
Chevrolet Co., Shreveport, La.; Ted 
B. Rawlins, Courtesy Chevrolet, 
Phoenix, and Alvin D. Siler, Cour- 
tesy Chevrolet, Los Angeles. 

Top fleet salesmen were: 

Joseph Fitzmaurice, Ray Whyte 
Chevrolet Co, Grosse Pointe, 
Mich.; William Ginden, Benjamin 
Chevrolet, Brooklyn; George C. 
Metzger, Anderson Chevrolet, Balti- 
more; Arnold E. Hill, Lex Mayer 
Chevrolet, Inc., Bexley, O.; John R. 
Oestreich, Don Allen Chevrolet, 
Inc., Miami; John Ekstrum, Down- 
town Chevrolet Co., Minneapolis; 
Harold J. Costigan, Johnson Bros. 
Chevrolet Co. Dallas; Jack B. 
Spillman, Luby Chevrolet, Denver, 
and William J. Nolan, Central 
Chevrolet, Los Angeles. 


Contact Plan 
Seeks to Build 
Repeat Sales 


DETROIT. — An organized 
customer-relations program, which 
has been used by Pontiac dealers 
for a year, is being extended to 
other lines by Thomas W. Moss & 
Associates, Farmington, Mich. It is 
aimed at gaining repeat customers. 

The Moss organization devised 
the program after a survey indi- 
cated that some 97 percent of car 
buyers never had been thanked for 
making their purchase and that 
practically none of the buyers re- 
membered the name of the sales- 
man with whom they dealt. 

(Most of the buyers probably 
were thanked, but they apparently 
were not impressed.) 

The heart of the Moss system is 
a loose-leaf binder made up of 
forms on which the salesman notes 
facts about the buyer and his car. 
There are spaces to note monthly 
mail, telephone or personal con- 
tacts. 

To facilitate contacting, the sales- 
man receives nine types of cards to 
send to owners. He also gets a pad 
of owner-contact reports which are 
used when the owner brings up a 
point which should be passed along 
to management. 











Safety-Check Representatives— 


Men loaned to the Inter-Industry Highway Safety Committee to serve as ‘‘special 
field representatives” for the Vehicle Safety-Check program are shown as they met in 
Washington for a three-day training session. The men will travel in the 34 states 
which do not require motor vehicle inspection during March, April and May to help 
state and local public officials and citizens’ groups plan voluntary Vehicle Safety- 
Checks. From left are James C. McKeown, Chrysler Corp.; L. H. Nagler, American 
Motors Corp.; W. F. Hoffman, Oldsmobile; Robert G. Lowry, Cadillac; Daniel E. Kelly, 
Studebaker-Packard Corp.; Carl D. Smith, General Tire & Rubber Co.; P. W. Stansfield, 


and Marshall F. Davis, B. F. Goodrich Co.; 


F. P. Lowrey, field services director, Inter- 


Industry Committee, M. R. Darlington jr., managing director, Inter-Industry Committee; 
Lovis E. Taylor, Chevrolet; William T. Mullen, Buick; Basil B. Kimball, Pontiac; LeeRoy 
W. Buncan, GMC Truck; Sidney R. Milburn, United States Rubber Co.; Dan W. Embree, 
Chrysler Corp.; Lee M. Blakemore, and S$. Eugene Carpenter, Goodyear Tire & Rubber 
Co. Standing: James V. Piersol and Charles M. Barnes jr., Firestone Tire & Rubber 
Co.; Albert A. Glen and Walter J. Cleland, Chrysler Corp. 


AMC Adds 


DETROIT.—_Ninety-one new 
Rambler dealers were added by 
American Motors Corp. in Febru- 
ary, according to L, W. Stevens, 
director of automotive dealer devel- 
opment. 

This brings to 175 the number 
signed in the first two months of 

1958, Stevens said, almost a quar- 
ter of the 1958 goal of 300. 

The new dealers signed in Febru- 
ary include: 

Glenn Motor Co., Satsop, Wash.; 
Good Motor Co., Rock Hill, S. C.; 
Al Hanken Rambler, Larned, Kans.; 
Beloit Auto Sales, Inc., Beloit, Wis.; 
Downingtown Auto Sales, Inc., 
Downington, Pa.; Kimbel Motors, 
Inc., Shelton, Wash. 

Woodburn Rambler, Woodburn, 
Ore.; Baker Rambler Sales, New- 
aygo, Mich.; Schwartz Auto Sales, 
Nashville, Ga.; Fry Motors, Burnet, 
Tex.; Nicholls Rambler, Columbia, 
Mo.; Gene Heim Rambler, Van- 
dalia, Mo.; Motor Truck Sales & 
Service, Bakersfield, Calif.; Bill 
Lepper Motors, Reseda, Calif. 


Bellwood Motors, Inc., Bell- 
wood, IiL; Mank Motors, Inc., 
Lee’s Summit, Mo.; G & B Sales 
& Service, Inc., Stamford, Conn.; 
Westwood Rambler, Los Angeles, 
Davis Motors, Deadwood, S. D.; 
Haynes Motor Co., Del Rio, Tex.; 
Riach Rambler Co., and Central 
Rambler Co., Seattle; Wadsworth 
Rambler, Chestnut Hill, Pa; 
Loeppke & Keszler, Lodi, Calif.; 
- Bros. Co., Inc., Dumont, 
Cars Incorporated, Pawtucket, 

R. L; Imported Cars of Ardmore, 
Inc., Ardmore, Okla.; Twin Motor 
Sales, Inc. Woodbury Heights, 
N. J.; Southern Rambler Sales, Inc., 
New Orleans; Triangle Motors, 
Temple, Tex.; Carroll Motors, Con- 
way, S. C.; Meyers & Datillo Motor 
Co., DeSoto, Mo.; Union Tractor & 
Equipment Co., Inc., Monroe, La. 
Lake Motors, Inc., Highland Park, 
Ill.; Goetz & Everson Motors, Wa- 
dena, Minn.; Chenoweth Motor Co., 
Inc., Xenia, O.; Cape Motors, Inc., 
Hyannis, Mass.; College Motors, 
Inc.; Murfreesboro, Tenn.; Hugh 
Critz Motor Co., Inc., Greenwood, 
Miss.; Chenoweth Co., Wilmington, 


oO. 

Lorenz Garage, Bowman, N. D.; 
Marc-Mor Motors, Inc., Los Gatos, 
Calif.; Nick Neff Tire & Motor 
Co., Fremont, Neb.; Corn & Cruise 


Sunday Closing Trial 


Faces Delay in Oklahoma 


OKLAHOMA CITY. — Trial of 
Paul Hudiburg of Midwest City 
Chevrolet and eight of his salesmen 
on charges of violating the Sunday 
closing law is expected to be post- 
poned from this week until April. 

Two sets of charges against the 
group have been filed and then dis- 
missed. The third round of charges 
is now pending but a county at- 
torney indicated he would not block 
a request by the defense for a post- 
ponement until the April court 
session. 


Brings °58 Total to 175... 
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Motors, Inc., Greeley, Colo.; Isen- 
berg Motor Co., Sevierville, Tenn.; 
Weidner Rambler, Mansfield, O.; 
L. R. Sommer Co., Pana, IIL; Zell- 
ner Motors, Inc.. Green Cove 
Springs, Fla.; Bourgeois Rambler 
Co., Shelby, O.; Colburn Brothers, 
Mt. Carmel, IIL; Sid Pierce & Son, 
Palestine, Tex.; Nix Motor Co., 
Lamesa, Tex.; Mack Massey Mo- 
tor Co. Denton, Tex.; White 
Rambler Co., Ruston, La. 

Franz Rambler Sales, Inc., Kings- 
ton, N. Y.; Templeton Motor Co., 
Starkville, Miss.; Archer Motors, 
Houston; Kollen Rambler, Granite 
Falls, Minn.; V. C. Davis Motor Co., 
Walters, Okla.; Friend Auto Ex- 
change, Friend, Neb.; Dyer Motor 
Co., Inc., Dyer, Tenn.; Wharton 
Motor Co., Tahoka, Tex. 


Joe Grillo Motor Co., Rosenberg, 
Tex.; Kieran & Wickert Motors, 
Inc., Staten Island, N. Y.; Elliott 
Rambler, Inc., Dorchester, Mass.; 
Baker Auto Sales, Pulaski, Wis.; 
Watson Co., Newcastle, Wyo.; Hel- 
wick Motor & Equipment Co., Ells- 
worth, Kans.; E. W. Poole Motor 





|Co. Shamrock, Tex.; Turnpike 


Sales, Old Saybrook, Conn.; Hayes 
Motor Co., Brevard, N. C.; Com- 
merce Implement & Tractor, Inc., 
Commerce, Ga. 

Sage Motor Co., Inc., Farming- 
ton, N. M.; Yoder Motor Sales, 
Morenci, Mich.; Barker Motor 
Co., Bloomington, IIL; 
Farrell, St. Charles, iL; Berridge 
Motor Sales, Mt. Clemens, Mich.; 
John Haddock Rambler, McAles- 
ter, Okla.; Waldren Motor Co., 
Reno, Nev.; Sewell Motor Co. 
Inc., Kennett, Mo.; Brewer Motor 
Co., Grenada, Miss.; McCarville 
& Son Motor Co., Carroll, Ia. 

Westerterp Brothers, Petaluma, 
Calif.; Sawaya Automotive Service, 
Ocala, Fla.; Cecil Tate Motors, Inc., 
Malvern, Ark.; Meisenholder Motor 
Co., Vermillion, S. D.; Johnson Mo- 
tor Co., Astoria, Ore.; Ernest H. 
Woods Co., Inc., Birmingham, Ala.; 
Tyrholm Motors & Implements, 
Inc., Waseca, Minn.; Beloit Motor 
Co. Inc., Beloit, Kans.; Keller Im- 
plement Co., Harvey, N. D. 


Signs Bill to Ban 
Advertising Tax 


ANNAPOLIS, Md.— Gov. Theo- 
dore R. McKeldin has signed a bill 
which prohibits special taxation of 
advertising by Maryland subdivi- 
yey The law will go into effect 

an. 1. 


The bill was proposed after Balti- 
more imposed an advertising tax. 
Mayor Thomas D’Alesandro has 
since moved to have the Baltimore 
measure repealed. 

McKeldin said the levying of the 
Baltimore tax was “a grievous 
error.” 





Sweeney Enlarges Shop 
Sweeney Buick, Inc., has opened 
its enlarged and redecorated body 
shop at 1797 Broadway, Lorain, O. 
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As Profit Soars in °57... 





Chrysler Chiefs Share 
$1,703,300 in Bonuses 


DETROIT.—Chrysler Corp.’s top 
executives were credited with $1,- 
703,300 in bonuses as a result of a 
$100-million increase in the firm’s 
profit in 1957, according to a proxy 
statement sent to stockholders. 

executives receive the 
bonus, which is payable over five 
years, in any year when the com- 
pany’s income exceeds 7 percent 
of the shareholders’ investment 
and the company’s long-term 
debt. 

The $20 million earned in 1956 
was not enough to call for bonus 
payments but the $120 million 
earned last year brought a new 
round of bonuses. 


L. L, Colbert, president, received 
a bonus credit of $238,000 for 1957 
in addition to his salary of $250,900. 
He received the same salary in 
1956. In 1955, the last year bonuses 
were allotted, Colbert received 
$250,900 in salary and $249,800 in 
bonus. 

The proxy statement listed Col- 
bert’s estimated retirement benefits 
at $92,448 a year. 

The proxy statement noted that 
L. A. Van Bomel, former chair- 
man of National Dairy Products 
Corp., is retiring from the Chrys- 
ler board. George H. Love, chair- 
man of Pittsburgh Consolidation 
Coal Co., has been nominated for 
the board vacancy. 

The complete annual report, 
which was sent to stockholders 


Most Cars Now 
Roll off Line on 
Tubeless Tires 


AKRON.—Tubeless tires now ac- 
count for virtually 100 percent of 
original-equipment tires on cars, 
according to new rubber industry 
reports. 

“Tubed tires for passenger cars 
are rapidly becoming obsolete and 
it is inevitable that they will be- 
come extinct within a few years,” 
said E. B. Hathaway, vice-presi- 
dent of Firestone Tire & Rubber 
Co. 

Auto manufacturers started 
using tubeless tires on new cars 
in 1954. Tubeless tires were adop- 
ted as original equipment on trucks 
for the first time a year later. 

Hathaway said the reason for the 
rapid changeover to tubeless tires 
was better performance. 

Reports from trucking firms 
show that 80 percent of their tube- 
less tires are suitable for retread- 
ing, while only 60 percent of the 
tubed tires get the second tread, he 
added. 

Tubeless tires and one-piece drop 
center rims can reduce unsprung 
weight by more than 100 pounds 
per axle. The extra payload has 
earned some truckers a $200-a-year 
bonus per truck, Hathaway said. 

“The old problems of pinched 
tubes, broken beads and torn 
valves are virtually eliminated,” 
Hathaway said. “And that goes 
for cars and trucks alike.” 








- Lee, Bryar Named Chiefs 


Of AMA Committees 


DETROIT.—New chairmen have 
been named by two standing com- 
mittees of the Automobile Manu- 
facturers Assn. James W. Lee II, 
public relations counsel, Chrysler 
Corp., heads the public relations 
committee. He succeeds Felix 
Bruner, public relations staff, Gen- 
eral Motors. 

The taxation .committee elected 
Robert E. Bryar, director of tax 
affairs, Studebaker-Packard, as its 
new chairman, succeeding J. J. 
Timpy, vice-president, American 
Motors. 





Dealer Receives Plaque 

MANCHESTER, N. H. — Ned 
Morse, Morse-Batchelder Co., won 
the silver plaque offered for the 
best decorated showroom among 
Manchester auto dealers who par- 
ticipated in the annual Washing- 
ton’s Birthday open-house program. 







| 
will 








before the proxy statement, showed 
that Chrysler had increased its 
cash and marketable security hold- 
ings during 1957 and had cut its 
investment in Dealer Enterprise 
dealerships. 

Chrysler had $205 million in cash 
and securities at the end of 1956, 
the report noted. A year later, the 
total was $532 million. 

The Dealer Enterprise invest- 
ment was $4,168,986 at the end of 
1957, down from the $4,363,624 at 
the end of 1956. 

The proxy statement listed the 
following totals for the salaries and 





Foreign Makers 
In the News 


Four-Day Weeks 
Scheduled by MG 


QGTANDARD MOTOR Co., Eng- 
land has opened a_ second 


| factory in France, 60 miles north 


of Paris in Beauvais. 

Standard officials said the plant 
help boost production of 
Standard-Hotchkiss, SMC’s French 
affiliate and No. 1 tractor producer. 
The main plant on the outskirts of 
Paris turns out 100 Ferguson trac- 


|tors a day, officials said. 


Meanwhile, MG officials re- 
ported that a seasonal reduction 
in the shipment of cars to Amer- 
ica has resulted in shorter work 
hours at the MG plant in Abing- 
don, England. 

They said four-day weeks have 
been scheduled for the next three 
or four weeks. 

In Turin, Italy’s largest auto 
firm, Fiat, cut working hours with- 
out reducing pay for the second 
time in two years. Fiat said 30,000 
of its 60,000 employes will work 44 
instead of 46 hours at the same 
weekly pay. 

A pay increase was given 22,000 
employes whose work hours were 
not shortened, Fiat said. 


Rae's 300,000th Dauphine 
rolled off the assembly line at 
the company’s factory in Flins, 
France, on Feb. 17. It will be loaded 
aboard ship soon, and is destined 
for sale in the U. S. The Dauphine 
was first introduced in Paris on 
March 6, 1956, and the 100,000th 
vehicle came off the assembly line 
just one year later. Seven months 
later, October 1957, the 200,000th 
Dauphine was produced and four 
months later the 300,000th car. 

Dauphine production now is 
better than 1,000 units per day, 
a figure never before reached by 
the French auto industry. 

Renault, which hopes to sell some 
60,000 automobiles in the U.S. in 
1958, has dispatched a market re- 
search team to the U.S. to conduct 
a nationwide study of consumer 
preferences in the American mar- 
ket. 








fees 
during 1957: 

Paul C. Ackerman, engineering 
director, $81,967; R. S. Bright, 
group vice-president, basic manu- 
facturing, $82,117; C. L. Jacobson, 
dealer relations vice-president, 
$115,450; John P,. Mansfield, 
Plymouth president, $100,450; F. 
W. Misch, finance vice-president, 
$107,567; W. C. Newberg, auto- 
motive group vice-president, 
$110,450, 

E. C. Quinn, Chrysler division 
president, $100,450; E. C. Row, ad- 
ministrative vice-president, $130,- 
600; L. I. Woolson, DeSoto presi- 
dent, $85,450, and James C. Zeder, 
engineering vice-president, $135,350. 

Their 1957 bonus credits were 
listed as: 

Ackerman, $97,800; Bright, $97,- 
800; Jacobson, $92,500; Mansfield, 
$74.000; Misch, $124,300; Newberg, 
$123,400; Quinn, $84,600; Row, $153,- 
400; Woolson, $74,000, and Zeder, 
$47.600. 

The proxy statement listed their 
estimated annual retirement bene- 
fits as: 

Ackerman, $28,979; Bright, $32.- 
448; Jacobson, $35,214; Mansfield, 
$36,198; Misch, $41,823; Newberg, 
$41,823; Quinn, $36,198; Row, $30,- 
917; Woolson, $30,573, and Zeder, 
$49,011. 

In addition to Colbert, four others 
on the present list of top executives 
were also on the list when Chrysler 
last paid bonuses in 1955, Their 
bonus totals for that year were: 

Mansfield, $100,200; Newberg, 
$110,200; Quinn, $100,200, and Zeder, 
$149,600. 


Blizzard Blights 
Attendance at 
Syracuse Show 


A hearty Syracuse auto show 
visitor who travelled 45 miles from 
Rome, N. Y., during the worst bliz- 
zard in Central New York history 
found it was worth the trouble. 

The Rome resident won the 49th 
show’s grand prize—a trip for two 
to Europe by British Overseas Air- 
way. 

E. J. Arnstine, president of the 
Syracuse Automobile Dealers Assn., 
said the stormy weather held the 
attendance to 37,674. 

The seven-day show was extended 
a day because of the small turnout 
during the heavy snow early in the 
week. The extra day drew more 
than 8,000, Arnstine said. 

More than 25,000 attended the 
fourth annual show sponsored by 
the Lowell (Mass.) Automobile 
Dealers Assn. and the Exchange 
Club. The proceeds will go to 
charity. 

Dealers reported a marked in- 
crease in showroom visitors as a 
result of the three-day event. 

The “most successful” show ever 
staged by the Mansfield (O.) Auto- 
mobile Dealers Assn. drew about 
6,000 visitors. 

Grand prize was a seven-day trip 
to Nassau. The Mansfield News- 
Journal and Travel Unlimited were 
co-sponsors of the show. 

More than 50 new cars and trucks 
were exhibited at the Motorama 
sponsored by the Asheville (N. C.) 
Automobile and Truck Dealers 
Assn. Two orchestras, singers and 
folk-dance groups provided enter- 
tainment. 





Mayor Opens Syracuse Show— 


Mayor Anthony Henninger cuts the ribbon opening the annual Syracuse auto show 


in the Onondaga County War Memorial. Left to right are, Stuart C. Balland, execu- 


tive secretary of the Syracuse Automobile Dealers Assn.; John Henson, Henninger 


The plaque was donated by N. H.| and Harvey M. Stuart, show chairman. The girls were hostesses at the show, which 
closed Feb. 23. Attendance totalled 37,674. 


Finance Corp. 


received by top executives 











Ramblers at Brussels Fair— 


American Motors’ Ramblers will be used as official staff cars by the United States 


Commissioner General at the Brussels Fair in Belgium. 
The Ramblers, four sedans and two station wagons, 


continues through mid-October. 


are shown in front of the nearly completed U.S. Pavilion. 
including 600,000 Americans. 


Gre expected to visit the fair, 


The fair begins Apr. 17 and 


Some 34 million persons 


Obituaries 


Lynn M. Cary 
LYNCHBURG, Va.—Lynn M,. Cary, 61, 


auto dealer and leader in numerous civic | 


organizations, 


was found dead of a gun-| 


shot wound March 7 in the basement of | 
his used-car building. A pistol was found | 


beside the body. 
* * * 


Raymond F. Baker 
COLUMBUS, 0.—Raymond F. Baker, 72, 


| who once sold Maxwell as one of the first 


auto dealers in Ohio, died March 7. He had 
also been associated with the old Packard 
Co. of eee — or we Buick. 


George E. Keneipp 
WASHINGTON.—George E. Keneipp, 58, 
District of Columbia director of motor ve- 
hicles and traffic, died in Doctors Hospital 
here. He had been secretary of Section A 


of the President's Highway Safety Confer- | trol 


ence, chairman of the Executive Committee 
of the National Committee 
Traffic Laws and Ordinances and chairman 
of the Committee on Engineering and 
Vehicle Inspection of the American Assn. 
of Motor Vehicle Administrators. 

* * * 

Carl G. Maier 
DETROIT. — Cari G. Maier, 53, vice- 

president of Campbell-Ewald Co., died 
March 9 in his home in suburban Birming- 
ham. 

* * * 


Patrick A. Sugrue 
ALEXANDRIA, Va. 
67. president of 
died Feb. 25, in a Washington hospital. 
* * * 
Walter Liewellyn Shepard 
MELROSE, Mass.—Watliter Liewellyn 
Shepard, 78, died of a heart attack at his 
home here March 3. He was a car salesman 
for C, E. Whitten and Sons in Lynn, Mass., 
at the time of his death. 
* * * 


Russell Lowell 
NEW YORK. — Russell Lowell, 52, an 
auto dealer here and in Fort Lauderdale, 


Banks Not ote Drop 


In Delinquencies 


On Auto Loans 


NEW YORK.—Delinquencies on 
bank loans for car purchases de- 
clined in January from the Decem- 
ber level but stood above the 
January, 1957, total, the American 
Bankers Assn. reported. 

The association said .662 percent 
of all auto loans obtained directly 
from banks were delinquent on 
Jan. 31. The comparable figure at 
the end of December was .732 per- 
cent and the January, 1957 total 
was .595 percent. 

Of loans obtained from a bank 
through a dealer, delinquencies 
amounted to 1.379 percent, com- 
pared with 1.380 percent at the end 
of December and 1.340 percent on 
Jan, 31, 1957. 

The direct-loan delinquency fig- 
ure at the end of this January was 
the lowest for any type of loan 
offered by banks, according to the 
ABA survey. 

Of loans obtained directly from 
banks, .501 percent were delin- 
quent between 30 and 59 days at 
the end of January and .161 per- 
cent were from 60 to 89 days be- 
hind. On loans obtained through 
dealers, 1.067 perecent were delin- 
quent 30 to 59 days at the end of 
January and .312 were from 60 to 
89 days delinquent. 





| long 
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on Uniform | 
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| Fla., shot and killed himself March 9, po 
| lice said. 
* * * 
Olin H. Yale 
SCRANTON, Pa.—Olin H, Yale, Union- 


dale automobile dealer, died March 7 at his 
home. He had been an automobile dealer 
36 years, started with a Ford dealership 
and later shifting to Chrysler and Plym- 
outh. 

* * * 


Lawrence M. McCracken 

CLEARWATER, Fila.—Lawrence M. Me- 
Cracken, 57, a staff correspondent of Auto- 
motive News, died here March 11 after a 
iliness. Mr. McCracken worked on 
several Michigan newspapers in the 1920s 
}and later was publicity director for Peer- 
| less Motor Car Co., the National Music 
Camp, the Michigan Democratic State Cen- 
tral Committee, the Michigan Liquor Con- 
Commission and the Conference of 
Alcoholic Beverage Industries. He was an 
executive for Dudley-Anderson- 
Yutzy from 1948 until he retired in 1955. 

* * * 


Charles W. Dillon 


LAWRENCE, Maass.—Charies W. Dillon 
died in New England Baptist Hospita! in 
Boston at 85. He was one of the pioneers 


of the auto world of New England and 
acquired the Lawrence dealership for Max- 


| well in 1917. He contracted to sell 12 Max- 


Patrick A. Sugrue., | 
Alexandria Nash Corp., | 





wells a year. In 1924, Chrysler absorbed 
Maxwell and the dealership became C. W. 
Dillon Co. 
» * * 
James Hutchinson 
CHICAGO. James Hutchinson, 80, re- 


tired chief engineer for Internationa! Har- 


vester, died March 2 at his Chicago home. 

* * * 

Frank W. Mortel 

BERWYN, Ill.—Frank W. Mortel, 66, 
former auto dealer in Cicero, died March 4. 

> > > 

Paul E. Clark 

MIDDLETOWN, 0O.—Paul E. Clark, 62, 
a Middletown auto dealer who had been in 


| the business almost 40 years, died March §&. 


> e > 


William W. Morriss 
DALLAS. — William W. Morriss, 72, 


| Owner of Morriss Buick Co. here for many 


years, died Feb. 27 after a short illness. 
He sold the business to Bruton Orand of 
Orand Buick Co, in 1941. In recent years 
Mr. Morriss was president of Union Ac 
ceptance Co. 

* * * 


Thomas Leon Wesley Black 
PINEHURST, N. C. — Thomas Leon 
Wesley Black, 59, past president of the 
North Carolina Automobile Dealers Assn. 
and manager of Pinehurst Garage, Inc., 
died March 4. 
* * * 


Arthur L. Warmington 
OAKLAND, Calif.—Arthur L, Warming- 
ton, 72, a former auto executive, is dead. 
He came here from Ohio in 1917 to become 
treasurer of Chevrolet Motor Co. of 
fornia during construction of its Oakland 
plant. He resigned in 1919 to become con- 
troller and later treasurer of Durant 
Motors, Inc., and remained with the com- 
pany until it went out of business in 1 
Mr. Warmington formed Star Marine Ea- 
gine Works here and headed it until he 
retired last June. 
* . * 


Roger C. Harris 

DETROIT.—Roger C. Harris, 50, Detroit 
manager for Fawcett Publications, died 
March 5. He had been associated with the 
magazine business 25 years and had served 
as an Air Force lieutenant colonel during 
World War II. 

. = * 


Joseph O. McDonald 
COLUMBUS, 0O.—Joseph O, McDonald, 
79, former owner of Packard-Columbus, 
Inc., died March 3, He formerly opera 
dealerships in New York City and Zanes 
ville, O. 
* * * 


Burke Healey 
LOS GATOS, Calif.—Burke Healey 


mer auto dealer in Kansas City, died Feb 
28. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(0, 8S. PRODUCTION ONLY) 


Week 


Ended Same 
March 15, Week, 














Week Jan. 1 
Ended March To 
March 8, Output March 16, March 15, 























1958 1957* 1958* ToDate 1957* 1958 
AMER. MOTORS** ...... 3,650 2,373 3,650 19,898 34,833 
SPRINT. cccseversvsesseceveeneee 3,650 SATO twins 3,650 17,948 34,833 
CHRYSLER CORP. ...... 17,900 29,151 10,246 28,146 313,475 130,387 
‘iihentcnnnnersivons 1,400 3,082 1,083 2,483 33,979 12,945 
evevtivewevieslosiee 400 1,159 329 729 9,746 3,756 
dreneeniauniniinttines 1,500 2,985 174 1,674 37,823 8,714 
avtenentesocnomeumestnnss 5,000 7,144 1,093 6,093 70,220 22,066 
pusmencunmponmmeemnens 9,600 14,781 7,567 17,167 161,707 82,906 
FORD MOTOR*** ........ 21,462 43,078 16,841 38,303 462,282 285,478 
cavebstipesetvouevetesseous 7 sevcewvens 451 458 oopnenstes 3,294 
palin cetbidbbesstaisiaen 20,580 33,404 11,609 32,189 362,785 246,151 
SENUTEED .- visceverscecnenvneavecsone 875 1,037 861 1,736 12,663 8,388 
es 8,607 3,920 3,920 86,616 27,645 
GENERAL MOTORS.... 46,990 64,666 55,559 102,549 711,191 598,206 
SIS” takcisnnsenvesiicenornstomees 4,393 10,912 6,371 10,764 122,999 71,962 
States SEED ° iccvevicceversessercccnses 3,200 3,374 3,126 6,326 35,948 32,592 
7 and ROUT ONCE on ncicscccccecscssesse 29,800 29,908 31,833 61,633 343,047 338,374 
neal Oldsmobile .................... 5,597 11,030 8,516 14,113 111,483 89,182 
a 4,000 9,442 5,713 9,713 97,714 66,096 
—— 76P CORP. ....................... 120 1,770 1,246 1,366 17,085 6,579 
DUD “siitcasitdissussaisiddes » smsliale 294 125 125 4,444 929 
Studebaker .................. 120 1,476 1,121 1,241 12,641 5,650 
Total Cars, U. S............ 90,122 141,038 83,892 174,014 1,523,931 1,055,483 
"Revised 
**American Motors’ totals for 1957 include Nash and Hudson production. 
9, po» |**Pord Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
ae (U. S. PRODUCTION ONLY) 
dealer Week Week Jan. 1 Jan. 1 
lership Ended Same Ended March To To 
Plym- March 15, Week, March 8, Output March 16, March 15, 
1958 1957* 1958* ToDate  1957* 1958 
(HEVROLET 6,300 7,085 6,383 12,683 79,536 61,513 
e re 100 73 105 205 862 1,157 
IID <cccceccseocsenscsessssoenes 60 80 56 116 846 618 
a DODGE 1,100 1,702 1,093 2,193 19,230 11,282 
sate ree 4,450 6,338 4,091 8,541 68,867 50,879 
BI osceccneenscnersccseeneccee 1260 1,399 1271 2,531 16,255 13,596 
= INTERNATIONAL. ..... 185 1,538 2,339 2,524 19,785 23,857 
ce of Ee 360 368 234 594 4,084 3,123 
com STUDEBAKER ............. 200 261 191 391 «2,605 «= s«1,408 
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“me | To Stabilize Auto Business .. . 
ilIness. 
and of 
“1 C ing Plan Ad 
Ac 
: ar-Junking Plan Advanced 
k 
ten 9 DETROIT.—A Newton (Mass.)| every aged car that is junked. 
of the [Chevrolet dealer has advanced a| The money would come from the 
As Iplan for stabilizing the automobile| present auto excise tax. The scrap 
: business from the assembly plant| value of the cars would pay the 
fo the junk yard by requiring that| administrative costs of the pro- 
tars over eight years old be 
rming- |*rapped. A commission would be set up to 
jest. | Harold J. Moye, president of | Suard against abuses of the pro- 
Cale | Moye Chevrolet Co., said the plan | 8™@m. Two members would be ap- 
aklandé | Would improve highway safety pointed and paid by the Automobile 
e om; | and create “a healthy market at- Manufacturers Assn., two by labor 
vusm- |MOosphere in which competition unions and two by NADA. The 
: 1982. | Would result in a better product | Chairman would be appointed by 
ne HS, | for the public at a lower price the President. 
it while industry, labor and distri- Moye listed a number of benefits 
on may benefit proportion- that would spring from the pro- 
ately.” or They included: 
Detroit | My 4 s uto production would be levelled 
, died trollea et ee eee out and a business climate would 
ith = Ron ; » | prevail in which demand for cars 
servi opoly or costly subsidization. ld t 
curing |He said his theory is centered | °OU!4 run at or above the 1955 level. 
around “planned control of demand Highway safety would be aided 
rather than supply.” by the removal of “junks, hot 
sonal, |. Here’s how Moye said his plan| F0ds, and high-mileage, badly 
smbus, |WOuld work: worn cars.” 
yerated | No one would have his car taken| Smaller manufacturers “could 
Zane® laway from him but cars over a cer-| compete for product superiority at 
tain age would be barred from Fed-| a lower price.” The hills and valleys 
tral highways. Moye suggested} in many other auto activities would 
y, tor- ight years as the “junking” age,|be smoothed, including work in 
a Feb. for purposes of discussion. dealerships, the used-car market 






The U. S. would pay $100 for 


and the taxes derived from autos. 


Quarter Lags by 540,000 . . . 
Chrysler Output Up 


(Continued from Page 1) 
Last year’s first-quarter count was 
1,790,597. 
* + * 
Witt 11 working days remain- 
ing, March output is estimated 
at 375,000. This would be 4.36 per- 
cent below the February total of 
392,112. The five manufacturers 
turned out 489,357 cars in January. 
For the first 2% months of 
this year, only Rambler is ahead 
of its 1957 production total. The 
AMC entry has posted a gain of 
94 percent, Chevrolet has the 
best record among Big Three 
makes, being within 2 percent of 
its 1957 performance, 


Truck production dipped last 
week as U. S. makers assembled 
15,711 units, compared with 17,517 
the week before. In the week ended 
March 16, 1957, truck output 
reached 20,801. 

For the year, truck production is 
19 percent below last year with 
187,758 units against 231,718 in the 
first 11 weeks of 1957. International 
Harvester, Willys and Diamond T 


Valode Explains 
Renault’s Quality 
Dealer Program 


NEW YORK.—Renault, in its 
quest for a 60,000-unit year in 1958, 
is also interested in the “quality 
dealer” approach to the market, 
according to Robert Valode, gen- 
eral manager of Renault, Inc., in 
the U. S. 

Valode and his general sales 
manager, Jack C. Kent, said in a 
recent interview here that their 
dealer and distributor organization 
is under constant surveillance in an 
effort to produce “quality dealers.” 

Since Renault does not have a 
volume problem to deal with, much 
emphasis can be placed on the 
quality angle, Valode said. The 
“quality dealer” program, he said, 
means a dealer with the facilities, 
the desire and the knowledge to 
give proper service to Renault cus- 
tomers in all aspects of the sale of 
the automobile. 

“We feel our responsibility to the 
customer begins at the time that 
the customer first evidences in- 
terest in our automobile,” Kent 
added. “It is up to us and our deal- 
ers to explain to the customer why 
and how our automobile will best 
serve his needs. 

“Once the sale has been consum- 
mated, we must be able to assure 
the customer, 
‘quality dealers,’ that he can expect 
the very best in after delivery serv- 
icing and handling.” 

Kent recently joined Renault 
after serving with the export di- 
vision of Chrysler Corp. 

When asked if Kent's appoint- 
ment indicated that Renault would 
be going after the American mar- 
ket with American techniques, 
Valode stated: “We feel we must 
go after this market by using Am- 
erican merchandising methods. 
After all, we are selling to Ameri- 
cans, and your methods have 
proven adequately successful in the 
past.” 

Both Valode and Kent expressed 
the opinion that the Renault does 
not compete directly against do- 
mestic makes. It was their feeling 
that the imported automobile has a 
place of its own in the market. 


Ryerson & Haynes 


Gets New Chief 


JACKSON, Mich.—Theodore D. 
Benson, a veteran of 20 years with 
Ryerson & Haynes, Inc., has been 
named company president. He will 
succeed Richard P. McMahon, who 
resigned to become executive vice- 
president and general manager of 
Federal Enameling & Stamping, 
Pittsburgh. 

Benson has been _ secretary- 
treasurer and director of Ryerson 
& Haynes, which produces grilles, 
jacks and brake parts. McMahon 
joined the company in 1953. 








again through our| 





»:|In 90,000-Car Week 


are the only makers who are ahead 

of last year’s pace. 
oa + + 

all auto plants scheduled 

to work five days, Chrysler 

Corp. assembled 17,900 cars last 

week, It was the company’s best 

total since the week ended Jan, 11 
when 19,243 were built. 

Dodge showed the greatest gain 
with 5,000 assemblies against 1,- 
093 the previous week. 

Plymouth jumped from 7,567 to 
9,600; DeSoto rose from 174 to 
1,500; Chrysler climbed 1,083 to 
1,400, and Imperial went up to 400 
from 329. 

General Motors saw its corporate 
total slip to 46,990 from 55,559 a 
week earlier as every division ex- 
cept Cadillac built fewer cars. 
Cadillac scheduled 3,200 units, com- 
pared with 3,126 the week before. 

oa * ” 


UICK worked its Flint plant 
only three days and fell to 
4,393 assemblies from 6,371, and 
Chevrolet dropped to 29,800 from 
31,833 as its Norwood (O.) and St. 
Louis plants worked only four days. 
Oldsmobile turned out 5,597 cars, 
down from 8,516 the previous week, 
and Pontiac, on a three-day week 
at the home assembly plant, pro- 
duced 4,000, off from 5,713. Some 
B-O-P plants worked only four 
days last week. 

Mercury built no cars last week 
and Edsel made only seven units, 
but Ford division helped Ford 
Motor Co. boost its assemblies to 
21,462, compared with 16,341 in 
the week ended March 8. 

Ford division climbed to 20,580 





Control of Costs Is 


units from 11,609 as all its passen- 
ger-car plants except Dallas, Louis- 
ville, Chester, Pa., and Long Beach, 
Calif., were in operation. 

Lincoln held steady, slating 875 
units, compared with 861 the pre- 
vious week. All Mercury plants 
were scheduled to return to work 
today (March 17). 

* * aa 

MERICAN MOTORS, back in 
production after a one-week 
shutdown, turned out 3,650 Ram- 
blers. For the rest of March and 
all of April, however, the company 

is scheduling 3,000 units a week. 
Roy D. Chapin jr., automotive 
executive vice-president, said 

AMC was building only 2,300 
cars a week at this time last 
year. The company has 30 per- 
cent more hourly employes than 
it had a year ago, and its plants 
will continue to work 40-hour 
weeks, Chapin added. 

Studebaker- Packard assembled 
120 Studebakers and no Packards 
last week, compared with 1,121 and 
125 a week earlier. 

Canadian makers produced 7,105 
cars and trucks last week, slightly 
more than the 6,907 turned out the 
week before. Output was 10,572 
in the week ended March 16, 1957. 

Year-to-date totals for Canada 
stand at 78,251 vehicles, down 245 
percent from 103,582 built in the 
first 2% months of 1957. 


Midland-Ross Acquires 


Hartig Engine Firm 


CLEVELAND — Midland-Ross 
Corp., automotive-equipment maker, 
has acquired Hartig Engine & Ma- 
chine Co., Mountainside, N. J., a 
manufacturer of plastic extruding 
machinery. 

Wade N. Harris, president of 
Midland-Ross, said “the purchase” 
of Hartig is part of Midland-Ross’ 
long-range growth program aimed 
at broadening the company’s fields 
of operations.” 


Vital, 


Pennsylvania Dealers Told 


HARRISBURG, Pa.—Members of 
the Pennsylvania Automotive Assn. 
were warned last week that if they 
hope to make any money this year 
they must become better business 
managers. 

The most important part of 
business management, the PAA 
said in a bulletin, is management 
of expenses. 

Dealers were told there are two 
principal reasons for a dealer going 
broke or failing to make a profit. 

1. He pays out more than he 
takes in. (No control on expense.) 

2. He may be losing money every 
day and not know it until the 10th 
of the following month, when he 
gets his statement. (Poor business 
management.) 

“You must know today whether 
or not you made a profit yesterday, 
and where you made it or where 
you lost-it,” the bulletin said. “You 
should have a monthly forecast and 
a daily (or weekly for small 
dealers) operating control.” 

Dealers were told there “is 
really nothing mysterious” about 

financial statements. They are 
> 


nothing more than simple arith- 
metic and a running record of 
business activities, they were told. 

But to be of help, the bulletin 
said, a financial statement for a 
dealership must be departmental- 
ized to determine the results of 
each department. 

Control of expenses, dealers were 
told, can be the difference between 
profit or loss. 

“A dollar decrease in expense is 
equal to a dollar net profit, there- 
fore it seems that any effort put 
forth on control of expenses is 
equal to the same effort towards 
the sale of service or automobiles,” 
the bulletin said. 

Dealers were urged to com- 
pare 1957 expenses with 1955 ex- 
penses to see if they had accom- 
plished a reduction in overhead 
which would match the down- 
ward trend of volume in units 
and dollars. 

Such a comparison, the bulletin 
said, would show dealers which 
expenses have been allowed to get 
out of line and where they have to 


start to cut. 
= * 7 


HIGH COST OF WASTE 


Seles Required to Equalize Wasted Dollars ot o Given 


Per Cent of Net Profit to Tota! Soles 


Example: 





Waste Dollers 


3.00 $ 


Gross 


Soles 


Recover 


Wasted 


Dollors 


if your percent of net profit to tote! sales is two (2%) and you WASTE but $5.00 


you must sell $250.00 in mercHandise and service to recover your waste, 


Prepared by: 


Pennsylvania Automotive Association (1958) 





i 
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Rambler Hits Feb. High .. . 
Sales Reports Issued 


By Auto Makers 


DETROIT.—Optimistic sales re-and small cars were recorded dur- 


ports were released last week by 
auto manufacturers. Their reports 


follow: 
Rambler 


Roy D. Chapin jr., automotive 
executive vice-president of Ameri- 
can Motors Corp., announced sales 
set a February record with an in- 
crease of 60 percent over the com- 
parable month in 1957. 

He said sales totalled 9,441, an 
increase of 229 percent over 
January. Dealers have sold 48,050 
Ramblers since the ’58 models were 
introduced five months ago, he 
added, up 65.2 percent over the 
corresponding period | in 1957. 

> 


Triumph 
Record sales for Triumph sports 


NIADA Reveals 
Program to Aid 


In Management 


WASHINGTON.—A business 
management program “as broad as 
that undertaken by any trade 
group” is being mapped for mem- 
bers of the National Independent 
Automobile Dealers Assn. 

Val T. Jones, executive vice- 
president, said in his monthly re- 
port that the program “should be in 
full swing by midsummer.” He said 
“work on the program is second in 
priority only to the current mem- 
bership drive. 

Jones also said that: 

1. NIADA next month will an- 
nounce a group life insurance pro- 
gram for members and their em- 
ployes at reduced cost. 

2. The association is working out 
an agreement with a manufacturer 
whereby items such as spark plugs, 
tires, antifreeze and petroleum 
products will be offered NIADA 
members at attractive prices. 

3. The association is now ready 
to offer, on a statewide basis, a 
title warranty program that is 
“available nowhere else.” 


GM Motorama 
May Be Revived 
This Year in N.Y. 


DETROIT.—The GM Motorama, 
last staged in 1955, reportedly will 
be revived in New York next De- 
cember. 

A GM spokesman last week de- 
clined to confirm or deny the re- 
port. 

Plans for a Motorama in 1956 
were cancelled by GM when the 
industry decided to hold its first 
postwar national show in New 
York. The industry already has 
abandoned plans for a °'59-model 
show. 

Barring such items as diesel loco- 
motives and big earth-moving vehi- 
cles, just about everything GM 
makes is exhibited at a Motorama. 
Any Motorama this year probably 
would feature GM exhibits set up 
for the Brussels World Fair. 

The showings usually are high- 
lighted by announcements of im- 
portant GM plans. GM would have 
all its 1959 models out in time for 
a full-line showing at a December 
Motorama. 

If previous programming were 
followed, there would be a nine-day 
showing in New York and then the 
show would move to Los Angeles, 
San Francisco, Miami Beach and 
Boston. 


It’s 34th Birthday 
For Wood Motors 


COLUMBUS, O.—Wood Motors, 
Inc. (Chrysler-Plymouth), is cele- 
brating its 34th anniversary here. 

Harold R. Wood, president, said 
the firm started with 12 employes 
in a 12,000-square-foot building. It 
now has more than 100,000 square 
feet of space and more than 100 
employes. 

Wood also is president of Mc- 
Clure-Main Motor Co. (Plymouth) 
and Car Parts Center, Inc., MoPar 
parts distributor. 





ing January, according to Alan F. 
Bethell, president of Standard- 
Triumph Motor Co. of New York. 


He said 1,760 Triumphs were de- 
livered to dealers during January, 
compared with 312 during the same 
month in 1957. 


The Triumph TR-3 sports car 
leads the line, Bethell said, with 
51 percent of the total volume. The 
sedan and the estate wagon also 
compiled impressive records al- 
though they have been in national 
distribution for less than one 
month, he added. 

Ww. J. R. Warren, director of 
export sales of Standard Motor Car 
Co., Ltd., the parent company, who 
is visiting the U. S., said demand 
for Triumph models in the Ameri- 
can market may necessitate 
stepped-up production schedules. 


Citroen 


Production of trucks, trucketts, 
tractors and similar utility vehicles 
in Western Europe in 1957 followed 
the pattern of rapid growth set by 
automobile production, according to 
Citroen. 

The Citroen figures indicate that 


‘Brand Names’ 
Award Goes to 


Sanders Chevrolet 


NEW YORK.—Sanders Chevro- 
let Co., Watertown, S. D., has been 
selected as top award winner in 
the automobile dealer catagory of 
the 10th annual Brand Name 
Retailer-of-the-Year Competition. 

Four other dealerships were 
awarded Certificates of Distinction 
for their 1957 activities. They were: 
Applegate Chevrolet Co., Flint; 
Harold B. Robinson Auto Sales Co. 
(DeSoto-Plymouth), Philadelphia; 
Raleigh Motor Sales, Inc. (Pontiac), 
Beckley, W. Va., and Taylor Motor 
Co., Inc. (Dodge-Plymouth), King 
William, Va. 

Sanders Chevrolet received a 
runnerup Certificate of Distinction 
in last year’s competition. 

Henry E. Abt, president of Brand 
Names Foundation, Inc., said the 
winners will receive their awards 
Apr. 16 at a dinner in the Waldorf- 
Astoria Hotel here. 

The banquet will be a feature of 
the nationwide observance of Brand 
Names Week, Apr. 13-20. 


Haney Liquidating 
Buick Dealership 


DETROIT.—Russell Haney said 
last week that he is liquidating 
Haney Buick Co., one of the na- 
tion’s largest Buick dealerships. He 
declined to comment on his future 
plans. 

The dealership, located at 17550 
Grand River in Northwest Detroit, 
ranked third in Buick sales in 1954 
and 1955. In the latter year, Haney 
sold 3,200 new cars and 3,000 used 
cars and had a gross volume of 12 
million. 

Haney said he has sold 12,000 
new cars since he opened his deal- 
ership in 1951. 


Self-Adjusting Brakes 


Offered on Rambler V8s 

DETROIT.—Self-adjusting brakes 
are being offered on all 1958 Ram- 
bler Rebel V8 and Ambassador V8 
models, American Motors Corp. 
announced. 

This feature assures uniform 
braking action for the life of the 
brake lining, said Roy Abernethy, 
automotive distribution and mar- 
keting vice-president. All brake 
shoes are adjusted automatically 
whenever brake-shoe clearance ad- 
justment is required. 


N.C. Dealers Elect Eason 

FARMVILLE, N. C.—C. Lynn 
Eason, Eason Motors, Farmville, 
has been elected president of the 
Pitt County Automotive Dealers 
Assn. Wilton Duke, Duke Buick 
Co., Farmville, is secretary-treas- 
urer. 


—_ 


Fiberglas Canopy for Used Cars— 





Gimmick to Evade 7 


Car Taxes Bared 


In Washington 


OLYPMIA, Wash.—A gimmick 
for evading payment of Washing. 
ton’s sales tax and excise tax on 
autos has been uncovered by Ore. 
gon and Washington officials. 


Last September the Oregon Motor § 


Vehicle Department reported new 
cars were being delivered to Wash- 
ington residents at fictitious ad. 
dresses in Oregon. 

This resulted in a loss of the sales 
and excise tax and the license fee, 
Oregon has a flat fee of $12 for 
registration, compared with Wash. 
ington’s much higher sliding scale, 

Under arrangements set up with 
the cooperation of the Oregon 
Motor Vehicle Department, the 





Washington State Tax Commission [tec 


and the Washington Motor Vehicle 
Department, 200 such cases have 


One of the features of auto row in Albany is this canopy, roofed with Alsynite | been bared in three months. 
translucent fiberglas panels, beneath which Armory Garage, Inc. (DeSoto-Plymouth), 


displays and sells its used cars. 


and provides ample display parking for the 10 “best buys" of the day, is said to 


have several advontages over open lot parking. 


Since the panels filter through soft 


Under the arrangement, Oregon 


The fiberglas wing, which adjoins the sales office| issues only temporary permits on 


such cars until the owner estab gps 


| lishes he is a bona fide resident of 


cool light, they promote greater customer comfort and show off cars in the best pos-| Oregon. At the same time, the 
sible light. The panels are made by Alsynite Co. of America, San Diego 9, Calif. 





Volkswagen led all European auto- 
motive manufacturers in produc- 
tion of utility vehicles in 1957 with 
70,368 units, including 23,495 station 
wagons as “utility vehicles.” 

Citroen, which produces no sta- 
tion wagon models, was second in 
Europe and first in France with 
65,848 units in a broad variety of 
vehicles ranging from 600-pound 
capacity trucketts to 20-ton tractor 
trucks. 

> > . 


Plymouth 


Plymouth announced that in 1957, 
it made the greatest market pene- 


tration increase of any car in the) 
low-priced three in the three-county | 


area of metropolitan-Detroit. 
John P. Mansfield, Plymouth 


— — 


RR) 
TWENTY-TWO CENTS 


ety Tat estimated 


RATES 
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and address at regular rates 


TEN DAYS 
WANT AD DEPT., 


SALES MANAGER 


$13,000 per yeor, plus 10% of net 
profit and other employee benefits. 


Must have proven background of vol- 
ume producer. 


Must know how to handle salesmen 
and “spark plug” sales department to 
sell 400 to 500 new and used cars and 
trucks per month without short chang- 
ing -customers. 


Must be “go-getter." Ford Dealership 
in the Delaware Valley. 


Send complete resume with recent 


photo. Applicants under 40 preferred. 


P. O. Box 8034, c/o Automotive News, 
Detroit 26, Mich. 





‘“‘WANTED.”’ An experienced man to take 
over new and used car sales in small 
Ford dealership in southeastern Massa- 
chusetts. Good opportunity—based on in- 
centive. State full qualifications and 
references. Box 8035, 
News, Detroit 26. 


c/o Automotive 





Sales Representative 


Long established national concern, specializ- 
ing in service promotion and merchandising 
plans for automobile dealers, has two terri- 
tories open. Prefer experience as dealer or 
automotive factory representative. Straight 
commission with weekly advances, Age 30-45. 
Must have own car and like to travel. inquire: 


The John E. Wolf Co. 


Home State Life Bidg. Oklahoma City, Okla. 
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president, said Plymouth upped its 
share of the market from 8.11 per- 
cent in 1956 to 12.79 percent last 
year (a 57.7 percent gain in market 
penetration.) 

“These ‘home’ statistics are the 


most gratifying of all the reports | 


we have received for 1957,” Mans- 
field said. 

He said 19,043 Plymouths were 
purchased in Wayne County in 
1957, against 11,410 in 1956; 3,077 in 
Macomb County, compared with 1,- 
625 in 1956, and 4,666 in Oakland 
County, compared with 2,341 the 
previous year. 





For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 


in all branches of 
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unopened. Display ads 


Contract rates su 


HELP WANTED 








NEW CAR 
SALES MANAGER 


Prefer man who has imported car sales ex- 
perience (but knowledge of financing and 
trading values more important), to take com- 
plete charge of large operation in large mid- 
western metropolitan area— including new 
cars, used cars and financing. Excellent start- 
ing salary with incentive for unlimited com- 
pensation. Must be able to develop and 
supervise hard-hitting sales force. Please do 
not apply unless you have the above quali- 
fications. Replies strictly confidential. Box 
8007, c/o Automotive News, Detroit 26. 





WANTED — SALESMEN to sell the book 
“Auto Costs’’ which features factory 
invoice prices of all 1958 cars and equip- 
ment. Huge demand from auto dealers, 
banks, finance companies and leasing 
companies. High commission—No terri- 
tory restrictions. Write Auto Costs, Box 
224, Dept. B., New York 1, N. Y. 


PARTS MANAGER, upstate New York 
Ford dealer, State experience in own 
handwriting. Box 7988, c/o Automotive 
News, Detroit 26. 


POSITION 


Jrage this 


WANTED 


classification for the 


To enco 
benefit of 


those seeking employment 
cre accepted at 
al tea er: ir de 
$1.00 per in- 
number. Cash 
rate does not apply 


this section 


ie ee Loe 


TRUCK: MANAGER, new and used, 41 
years of age, married. Eighteen years’ 
experience as truck manager, eight years’ 
heavy duty trucks, past ten years with 
Ford dealer in Dallas, Texas, handling 
new and used. Would prefer Ford dealer 
with heavy duty truck franchise in the 
southwest. Top references, including pres- 
ent employers. Available April ist. Nor- 
ris Thrash, 1103 Wilbur St., Dallas, 
Texas, Phone: FEderal 7-2112. 


($1) per insertion for use of a box number 


| Oregon officials notify the Washing- 
| ton State Patrol, which notifies the 
Washington State Tax Commission 
| and Motor Vehicle Department. 
ceaseseatantanimenmntitiemsinibibaebiit 
= 
‘Chrysler Splits Up 


Lakes Shipments 


| DETROIT.—Chrysler Corp. has 
| divided its shipments of cars to 
Great Lakes ports between De 
troit’s two auto-carrying fleets. 
T. J. McCarthy Steamship Co. 
| will handle the corporation’s ship- 
iments to Cleveland and Buffalo, 
|while Nicholson Transit Co. will 
|earry cars to Duluth. 

In the past, each line has trans 
ported Chrysler Corp. cars to Lake 
Erie and Lake Superior ports. 
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AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 
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POSITION WANTED 


' 
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YOUNG MAN, 31, eight years’ retail sales 
man, wants to advance as sales man- 
| ager—-general manager—used car buyer, 
or what have you to offer? Midwest. 
Box 8022, c/o Automotive News, Detroit 
26. 
| SERVICE, PARTS GENERAL MANAGER. 
j Sixteen years’ experience, two major 
| companies. Successful record in admin- 
istration of organizational operations 
Parts, merchandising, inventory and ot 
der controls, warehousing, purchasing. 
Coordinated multi-branch operations. .Bot 
8023, c/o Automotive News, Detroit 26. 


GENERAL MANAGER, sales manager 
service manager. Twenty years’ experi 
ence. Excellent references from top aute 
motive men. Desires location Maine 
Massachusetts or New Hampshire. Bor 
8024, c/o Automotive News, Detroit 2% 


AN OPPORTUNITY to help any sizeable 
dealer stay in business. The secret of 
succeeding under present economic con 
ditions lies in ability to keep monthly 
out-go (payroll and other expenses) within 
reduced income; knowing where to cit 
and having the ‘‘guts’’ to do it irrespec- 
tive of employe longevity or per 
attachment. Such ‘‘survival’’ action & 
beyond capability of most dealers. Ex 
cellent record of achievement in ft 
vitalizing has earned factory and finance 
endorsement, No systems, just common 
sense procedure and know-how. Inte 
in permanent association and investment. 
Integrity references exchanged. Arthur 
Crandall Wolf, 150 San Buena Ventura 
ra Francisco 27, Calif, LOmbard 


SALES MANAGER, age 33, eight years’ 
experience in the automotive field. A® 
sociated with Chevrolet volume dealer 
ship. Will relocate, preferably in the 
south or midwest. Best of references. 
inquiries will be answered. Paul J. Co# 
tello, 1122 Fairview Ave., Columbus, 
Ohio. 

GENERAL MANAGER, age 40, expert 
merchandising with ‘‘Big 3’’ volume oper 
ation. Primary experience used cars 
all phases, Best of reference from top 
automobile executive. Box 8025, ¢/0 
Automotive News, Detroit 26. 


GENERAL MANAGER-SALES MANAGER, 
age 34, ten years’ experience all plases- 
Prefer Ford, General Motors. [locate 
where best opportunity. Only interested 
in dealer who thinks progressively, 
car potential or better. References, 

















cluding factory. Kenneth West, 225 Bergel| 2¢ 


Rd., Paducah, Ky. 3-2641 or 2-3541. 
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POSITION WANTED 


GENERAL BUSINESS MANAGER—Strong 
orgenizer, sales and overhead expense 
absorption minded, Six years’ business 
accountant office manager experi- 








nc 
= five years sales manager for large 
farm. equipment dealers (active canvas 
know-how). Presently with 850 to 1,000 
“Big Two’’ new car organization, Recep- 
sim mick tive to 350 upward deal where realistic 
action with profitable results provides 
‘ashing. remuneration accordingly, 38 years old, 
tax on | mar ied, have two children. Located in 
California presently—preference given 11 
by Ore- western states. Desirous move by June 
als ist. All replies strictly confidential. Box 
: 8001. c/o Automotive News, Detroit 26. 
mn Motor keneRAL SALES MANAGER, age 40. 
ed new Lifetime experience new and used cars 
and trucks. Associated with four letter 
> Wash- | award 1,000 car Ford dealership. Capable 
OUs ad. | most modern techniques in profitable 
gelling. Can handle responsibility. Prefer 
west, but will consider any opportunity. 
he sales References including factory and past 
: employers. Box 8036, c/o Automotive 
mse fee, | News, Detroit 26. 
$12 for If YoU NEED A GOOD STRONG RIGHT 
1 Wash. — HAND MAN with experience? Age 32, 
iZ scale college graduate, 2% years’ factory and 
. 6% years’ retail experience, the last 5% 
up with years as general manager with complete 
re control. Excellent references. Florida lo- 
gon cation preferably. Box 8037, c/o Auto- 
ent, the | motive News, Detroit 26. 
imission F{CCOUNTANT - OFFICE MANAGER. 








Vehicle Young, aggressive executive desires posi- 
e h tion with secure future. Familiar with 
8 ave yolume operations (GM line). Willing to 
Ss. assume full responsibility for expense 
Ore control and analysis of operations. New 
= gon England area preferred. Box 8038, c/o 

mits on] Automotive News, Detroit 26. 
r estab BUSINESS MANAGER - ACCOUNTANT 
ident of @ Chevrolet-Ford-Buick large volume deal- 
me, the ers and GM business management ex- 
Ba perience. Familiar daily operating con- 
Jashing- trol, expense analysis and budgets. Good 
ifies the | references and university degree. Box 
1mission 8017, c/o Automotive News, Detroit 26. 
nent fHoP FOREMAN with top mechanic ex- 
ome. perience, cars or trucks. Good tools. 
Single, sober. Box 8018, c/o Automotive 

News, Detroit 26. 

U BUSINESS MANAGER, male, 20 years’ 
P experience. Always successful. Excellent 
references—-Know every phase of opera- 
tts tion. Ford preferred. Prefer medium to 


large dealership. Box 8019, c/o Automo- 
tive News, Detroit 26. 





rp. has VELER, 33, college graduate, eleven 
cars to § years’ automobile, sales, sales manage- 
en De § ment experience. Hull Dobbs trained. 
leet: Desires sales position as dealer contact 
ects, or field representative. Prefer South. Box 
hip Co, § 8020. c/o Automotive News, Detroit 26. 
’s ship. D CAR MANAGER, age 43, married. 
Buff. Twenty years’ experience in all phases 
uffalo, of used car sales and merchandising. 
Co. will § Last four years as used car manager for 
a leading Long Island Chevrolet dealer. | 
Desirous of affiliation with dealer who | 
s trans- § will accept no used car problem as ex- 
to Lake § °™*s- Must be on Long Island; GM dealer 
preferred. Box 8021, c/o Automotive | 

rts. News, Detroit 26. 











DEALERSHIPS AVAILABLE 





in north central U. 























and Oldsmobile 
ment problem. Excellent potential—sold 
over 1,000 new and used cars in last 
three years. Cadillac receiving 90% 
|price class, Okismobile 30% of price 
\etlass. Modern building with good lease. 
service department with all modern 
uipment. No used cars or accounts ré- 
vable. This is a golden opportunity 
the person who wants to sell the best. 
rt condition necessitates sacrificing 
dealership for only $35,000. Must 
ve factory approval. Write Box 8029, 
‘0 Automotive News, Detroit 26. 


LERSHIP HANDLING BUICK, Opel 


rs; zone of influence over 50,000; 


in 150 miles of Kansas City, Mis- 
ri. Box 8030, c/o Automotive News, 
Wetroit 26. . 


EALERSHIP HANDLING DODGE- 
PLYMOUTH, Shenandoah Valiey Virginia 
town. Profitable, 75 potential $10,000 
parts and equipment only, over $5,000 in 
heavy shop equipment included in rent of 





tail sales 
sles man- 





~ Only $125 month, Twelve year old facili- 
s. Detroit ties. Busiest lane. Very profitable used 
, far outlet. Confidential. Box 8031, c/o 
= __—- § Automotive News, Detroit 26. 

AN AGER. —__—_— — 
yo major DLING CHEVROLET — Deep south. 
in admin- § 375 new units 1957, leading by good mar- 
erations. § Sin. Largest parts and service volume in 
y and or § &fea, with diversified industry and farm- 
urchasing. § 9g. High per capita employment and 
tions. .Boxr § imcome. Complete, modern facilities and 
rroit 26. best location. Send bank references and 
a automobile sales record first letter. Box 
















8032, c/o Automotive News, Detroit 26. 


NDLING CADILLAC, Pontiac and GMC 
trucks. Well established. Excellent service 
Operation. No real estate to buy, very 
attractive deal. Wonderful location, ex- 


yn Maine 
hire. Box 
etroit 26 


y sizeable cellent climate. Sides Pontiac Co., Caris- 
secret off bad, New Mexico. 


omic LERSHIP HANDLING CADILLAC, 


Pontiac, Vauxhall, excellent Wisconsin 
location. Complete equipment, body shop, 
Paved used car lot. Very good lease. No 










} irrespe® f used cars or accounts receivable, Wife's 
pr health makes sale necessary. Box 8026, 
By Ex t/o Automotive News, Detroit 26. 
t in LERSHIP HANDLING BUICK AND 
nd finance | OPEL—City of 60,000 on fringe of large 
common- | Metropolitan area in midwest. Fine facili- 
Interested | ties, excellent potential. No blue sky, ac- 
vestment. | COunts receivable, real estate or used 
i. Arthur] cars. Please reply Box 8027, c/o Auto- 
. Ventura | Motive News, Detroit 26. 
Lom YUTHERN CALIFORNIA DEALERSHIP 
‘a handling Pontiac-Vauxhall for sale, 300 
nt years’ to 400 units per month potential, Excel- 
field. At lent location in city of 97,000 in Los 
‘e dealer- | AD¢eles area. Low rent. No blue sky, 
y in the accounts receivable or used cars. Buy only 
ences, All Small parts inventory and equipment. 
11 J. Cos ler has other interests. Reply Box 
‘olumbus, 8028, c/o Automotive News, Detroit 26. 
“OR SALE: New York suburban dealer- 
,, expert ship handling General Motors, 300 car 
ume oper- Potential. Reasonable rent. Only neces- 
cars and Sary to buy equipment and parts. State 
from top 7 oon oo =. capital, John 
. es o., r 
025, c/o York 19 N.Y. oadway, New 








: DLING CHEVROLET — 500 car per 
year dealership located on the east coast 
Florida. Excellent facilities, solid 
Money-maker. No real estate to buy. 

Principals only. Requires factory accept- 

ance. Send bank references first letter. 

Box 7976, c/o Automotive News, Detroit 


LERSHIP HANDLING CADILLAC | 
8. | 
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DEALERSHIPS AVAILABLE 


CALIFORNIA DUAL HANDLING CADIL- 
LAC, 100 miles from metropolitan area. 
Average net profit °55 through ‘57 seven 
percent on gross sales. Approximately 
200 new units annually. Favorable lease, 
very modern facilities. No used cars or 
receivables to buy. Buyer must have 
qualifications for factory approval and 
sufficient capital. Reply with business 
experience and banking references, P. O. 
Box 32066, El Sereno Station, Los Ange- 
les 32, Calif. 





Dealership Handling 
One of the “Big Three" 
in prosperous Connecticut city. Consistently 
high monthly profits. No real estate. Excellent 
lease terms. No used cars or receivables. 
Minimum cash requirements. Box 7983, c/o 
Automotive News, Detroit 26. 





ONE OF THE FINEST used car lots on 
the west coast of Florida. 600 cars a 
year or better. Holds about 80 cars. Now 
in successful operation. Fixtures, etc., 
including three months rent, $11,000. 
Rent $700 a month. Box 8039, c/o Auto- 
motive News, Detroit 26. 





DEALERSHIP HANDLING OLDSMOBILE 
located in suburb of Cincinnati, Ohio. 
Fine, modern building and equipment. 
Moving to Florida and will sell this going 
business in its entirety. Purchaser must 
have factory approval. Box 8041, c/o 
Automotive News, Detroit 26. 





DEALERSHIP HANDLING DUAL Chrys- 
ler Corp. lines in Bergen County, New 
Jersey. Largest sales county in state. 
Buy only parts, accessories, signs and 
equipment. No real estate to buy. Build- 
ing located on 100,000 sq. ft. of prop- 
erty. Must move south. Box 8040, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING CHEVROLET- 
OLDSMOBILE. Arizona resort town. 
Sharp, modern facilities. Lease available. 
Average 250 new units per year. Excep- 
tional net. Must qualify with GM. Write 
Box 8013, c/o Automotive News, Detroit 
26. 


WESTERN MASSACHUSETTS dealership | 
handling Oldsmobile. Exceptional physical 
layout, including showroom, office and 
service facilities. 150 potential. Will sell 
or lease property. Owner must retire. 
Box 8002, c/o Automotive News, Detroit 
26. 








FLORIDA 


Exclusive County 
Dealership Handling Plymouth 
Includes Other Chrysler Make 


County seat industrial town 38,000. Per- 
manent government installation assures 
5,000 employment. of large in- 
dustrial and population area. Excellent 
new building and used car lot in center 
of town with reasonable rent and attrac- 
tive lease. Shows greater profit than larger 
dealerships. Buy only parts, equipment, 





City of 10,000 with never an unemploy- | 


of | 


d other foreign cars. Same location 18 | 


furniture and fixtures complete for $11,700. 
Located in fresh water lake area near the 
ocean, with excellent boating and fishing 
all year round. Illness forces quick sale. 
Principals only. State experience and 
financial condition. Box 3, c/o Auto- 
motive News, Detroit 26. 





DEALER SERVICES 


The National Auto Guide 


“Standard of the Industry" 


No guess-work appraisals. You 
must know—each day of the week— 
current wholesale prices. 

Play it safe! The trade-in is the 
difference between profit and loss. 

1. Have on your desk each week 
current wholesale prices on every 
cor. 

2. Values based on a compilation 
and analysis of your regional Auction 
Sales—up to the minute! 

The cost of this weekly service is 
reasonable—less than seventy cents 
per week! 

All this invaluable assistance to 
your business con be yours, just as it 
is for thousands of other dealers, for 
less than seventy cents a week! 

Simply mail in your check for $35.00 
for a year’s subscription—and we will 
put you on our mailing list for imme- 
diate service. 


NATIONAL AUTOMOBILE 
APPRAISAL SERVICE CORP. 


P. ©. Box 91, Dept. A, Kingsbridge Sta. 
New York 63, N. Y. 





Inventory Service 
Buying or Selling a Dealership 
® Buy Right © Sell Right 
Parts—Accessories—Equipment 


e e A disinterested certified physical 
Inventory will save you money @ ¢« 
DON'T GUESS—SE SURE 
Call or write for service details. 


Automotive Inventory 
Service Co. 


10040 Freeland, Detroit 27, Mich., WE 3-6445 





TRUCKS, CARS DELIVERED, singles— 


towbar, 3-way. Anywhere. Carl's 6381 
Elisworth, Detroit. Phone: UNiversity 
2-4895. 


DECAL TRANSFERS 





| TRUCK DECALS; no charge for sketch; | 


durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 





DUAL HANDLING CADILLAC — Western | 
Pennsylvania industrial community; 25,- 
000 trading area. Modern, low overhead 
operation. Dealer has other interests. 
Box 8004, c/o Automotive News, Detroit 

i; 26. 


SOUTHEAST FLORIDA dealership in the 
fastest growing section of the Northern 
Gold Coast. Handling one of the “Big 
Three’ lines. Very modern facilities, 250 
car deal, will increase to 500 car deal! 
within five years. For sale or lease. State | 
qualifications and net worth in first let- | 
ter. Box 7992 c/o Automotive News, De- 
troit 26 


DEALERSHIP HANDLING BUICK— 
FLORIDA. One of the best towns in 
| Florida, approximately 15,000, Signed my 
| first Buick contract in 1929 and want to 
retire. It will be necessary for you to 
have Buick’s approval and sufficient capi- 
tal. In reply give your entire business 
experience and banking references. Box 
8016, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC, 
Cadillac and Vauxhall, Fringe deal in 
metropolitan area in midwest. Fine fa- 
cilities, excellent potential—No blue sky, 
accounts receivable, real estate or used 
cars. Anxious to sell due to health. In 
your reply state net worth and experi- 
ence. Box 7986, c/o Automotive News, 
Detroit 26. 


FOR SALE: Chicago dealership handling 
General Motors. 600 car potential. Rea- 
sonable rent. Only necessary to buy 
equipment and parts. State qualifications 
and available capital. John W. Stokes 
2 =. 1775 Broadway, New York 19, 





DEALERSHIP WANTED 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7923, c/o Automotive 
News, Detroit 26. 





DEALER SERVICES 


MILITARY BUSINESS 
— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
We specialize in such transactions on a sim- 


plified, no trouble, without recourse basis for 
officers and first three grades enlisted per- 








sonnel. 

Military 
Finance Co. ceptance Corp. 
502 Tioga Bidg., P. O. Box 2166 
Berkeley o. Calit Canine zeal 
THornwall *3-7423° 


eens Seapine, for Military 








ATT.: OLDSMOBILE DEALERS, U.8.A.— 


Watch for skip: 1957 Oldsmobile Super 
88 convertible, Motor No. A 153485— 
Serial No. 578A 05500, Light green, dark 
green stripe. Notify: Tri-City Finance 
Co., 1720 N. E. 2nd Ave., Miami, Fia. 
Phone’ FR 4-0434. 


CARS FOR SALE 


DO YOU WANT 
PROFITS NOW7?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 


Shipped by the 
World's Largest Independent 
Volkswagen Operation 
All Cars Selected, Serviced, Cleaned 
and E Shipped Directly to 
S. Ports. Contact ovr Ameri- 


Details. 
Expincorp, 
Lyndhurst, New Jersey 
Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 

Also Suppl Station Wagons, 
Panels, -ups, Buses, Etc. 
Export Industrial Corp., S. A., 
Hamburg |, Germany 











Fleet Leased Cars 
1955-1956-1957 
At Wholesale 
All Makes & Models Factory Equipped 
Available in All Major Cities 
HERTZ CAR LEASING DIVISION 


Address: 
l. E. SPATIG 


218 So. Wabash Avenve 


Chicago 4, Illinois 
PHONE: WAbash 2-1600 





CARS FOR SALE 


400 1958 MODELS 
WILL WHOLESALE IN MIAMI 
FORD-CHEVROLET-OLDS 
BUICK-CADILLAC 
Hardtops and Convertibles 


Driven only 2,000 to 3,000 miles. 


Fully Equipped—including Whitewall Tires 
—Heaters—Power. 
Delivery Arranged. 


Morse Auto Rentals, Inc., 
7726 N. E. 2nd Avenue 
MIAMI, FLORIDA 
TELE: PLAZA 7-2425 





CARS WANTED 
"55 to °57 Corvettes, Will 





WANTED: 


Michigan, Detroit, 
or 2-3644. 

WANTED—SCRIPPS BOOTH CAR, Sports 
model or roadster. Any condition if 
priced right. D. M. Hart, P, O. Box 
1556, Bakersfield, California. 

SEVEN PASSENGER CADILLAC limou- 
sines. Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore, 


CARS WANTED 


Any Yeor Any Kind 
We have the largest wholesale outlet in a 
high market, Air conditioned cars a specialty. 


Write or 
Clark Smith 
PHOENIX AUTO AUCTION 
2201 Westward Bivd. Phoenix, Arizona 
Phone: Alpine 8-5768 











PARTS WANTED 
WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up, Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 492 
Main St., Fort Lee, New Jersey. 


TRUCKS FOR SALE 





Consignment Truck Auction 
FRIDAY, MARCH 21, at 
Richard Abel Auto Auction 


900 S. 72d St. Omaha, Neb. 


At (I! a.m.) Friday, March 21. 
Phone WA 1977 or write for details. 


Expect 250 Trucks 


or More 
"55 Chevrolet '/,-ton. ‘52 Chevrolet %-ton. ‘57 
Chevrolet ‘/y-ton. ‘S4 Ford %-ton. ‘52 Ford 


Yy-ton. ‘SA International '/,-ton. 
I-ton. "54 Dodge '/p-ton. ‘57 Chevrolet %-ton. 
‘SI Ford %-ton. "SO Ford '/;-ton. ‘46 Ford '/2- 
ton. "53 Chevrolet '/,-ton. 

1% and 2-Ton Trucks 


‘SS Ford 2-ton combination. Stock and grain. | 


56 Chevrolet 2-ton LWB. ‘54 Chevrolet 2-ton 
LW8B. ‘50 Ford '/-ton LWB. "55 Dodge 2-ton 
LW8. ‘57 Chevrolet LWB. ‘'S4 Ford '/2-ton. 
‘SS GMC 2-ton 2-speed. i5/-ft. fold- 
down with Hie! hoist. OVER 35 1'/,-TON AND 
2-TON TRUCKS. CONSIGNED TRACTORS 
AND TRAILERS. 
"S46 GMC 630 GAS; 346" Wilson combination 
trailer. 


"53 GMC 630 diesel, 34°6" combination trailer. 


‘50 Mack Cummins diesel SIA. 

‘S51 Diamond T 165 h. p. Cummins diesel 
34'6" Reefer trailer. 

ONE CONSIGNER SENDING 10 tractors and 
trailers. 

Trucks of al! sizes. a we %-ton, 
ton; also, !'/2-ton, 2-ton, 2'/2-ton and larger 
trucks. All types of bodies, vans, stakes, stock, 
grain, dumps and trailers. 


RICHARD ABEL AUTO AUCTION 
900 S$. 72d St. Omaha, Neb. 


Phone Jerry Miller 
WA 1977, Omaha. Sale March 2! 





SHOP EQUIPMENT WANTED 


WANT TO BUY—Good used parts bins and 
used shop equipment. Spaniol Ford Co., 
Box 2227, Hobbs, New Mexico. 

ANTIQUE CARS FOR SALE 

1904 OLDSMOBILE curved dash Runabout. 
Mint condition, authentically restored 
and refinished by best in nation. Selling 
account having terminated Oldsmobile 

Toronto, Ohio 

Phone: LE 17-2005. 








BLUE @ CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS’ SPECIAL (F.O.8. Factory Net) 
$52.35 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.O.B. Factory Net) 


$44.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canodian Distributors 
FIVE WHEELS, LTD. 
599 Y St. 

Toronto, 





DUAL AUXILIARY ACCELERATOR left 
foot gas pedal. Patented. Fits all cars, 
pickups and most trucks. Proved for 
eight years and never been a dissatisfied 
user. Nationally advertised and in de- 
mand everywhere. List $6.95.. Dealers 
and jobbers order from Lehner Mfg., 
Ness City, Kansas. 

FORD DEALERS have over 100,000 loyal 
Model A and T restorers advertising for 
them every day. If you do not have A 
and T restoration manuals, write Poly- 
prints, Dept. L, 88 First , San Fran- 
cisco 5, Calif. for list. 


Automatic BraKinG 


THE ONLY BAR TODAY 


WITH UNIVERSAL 
WRIST ACTION $§]* 
4 Point 


AND BRAKE HOOK-UP 
TRAIL-KING for Fast 
$ 
Hook-Up 45 
**add $10.00 for Guide Cables 


TowKinG 


SAFETY CHAINS, set of 2, only....$2.75 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Tow Bar Sales Co. 


Exclusive Factory Distributers 
DE 2-0700 AN 38888 Nites: BA 1-8717 


Call Collect .""3,50% 


en $100.00 
40 So. Clinton St., Dept. 183, 
Chicago 6, til. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [1] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Car Dealer (] Truck Dealer [] Manufacturer [] 
Jobber [] Insurancé [1] Financial [] Supplier T 
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WORLD'S LARGEST SHOWROOM, according to Armory Garage, accommodates over 100 new cars 

its 45,000 sq. ft. of floor space. The huge structure adjoins Armory’s large used-car and service depal 

ments, beth for the past 39 years considered essential by Mr. Metzher for healthy dealership operation 
{ 


“De Soto’s bigger, wider-priced line 


inspired this new idea in retail selling” 


report Tony Metzner, President, and Jim Clark, Vice President, Armory Garage, Albany, N.Y. 


““De Soto’s expanded line and wider price range gave 
us the idea for a new approach in selling cars—and it’s 
been very successful for us,” says Tony Metzner, 
president of Armory Garage, Inc., Albany, N.Y. 


““We’ve gone after volume the way the big grocery 
stores do,”’ he says. ‘““We give the customer the biggest 
selection we can. He picks the car he wants from the 
100 we have in our showroom, each completely serviced 
and ready to go, each clearly marked with one retail 
price which includes all accessories. This leaves our 
men free to concentrate on the deal, rather than bicker 
over equipment. Between 80 and 90% of our sales are 
made this way, ‘off the shelf’, direct from stock.” 


“Of course, you need two things to sell this way,” 
says Jim Clark, Armory’s vice president, “‘and De Soto 
gives us both. You need a‘complete selection of body 
styles. De Soto offers 18—sedans, hardtops, wagons 
and convertibles—and we display them all. You also 
need a wide price range. With De Soto’s lower-priced 
Firesweep, we now have three price lines, covering 
90% of the market. That’s why we’re so sold on our TONY METZNER JIM CLARK 
De Soto franchise.” President Vice. President 


It pays to be a DESOTO dealer! 





